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ANNOUNCEMENT 

BEGINNING  with  this  issue  the  CANADIAN  STOVE  AND 
HEATING    JOURNAL,  established  two  years  ago   by  the 
Canadian    Trade  Press,  will  be  known  as  the  CANADIAN 
HARDWARE  AND  STOVE  JOURNAL,  the  editorial  scope  of  the 
paper  being  broadened  to  take  in  Hardware,  Housefurnishings  and  Paints, 
in  addition  to  the  Stove  and  Heating  departments. 

The  change  is  made  on  the  advice  of  friends  in  both  the  Hardware 
and  Stove  trades,  who,  with  the  publishers,  believe  that  there  is  a  good 
field  in  Canada  for  a  monthly  publication  devoted  to  the  trades  men- 
tioned. The  Journal  will,  as  outlined  on  the  editorial  pages,  be  an 
educational  rather  than  a  market  publication,  and,  as  a  monthly,  mer- 
chants and  salesmen  will  be  able  to  study  its  pages  thoroughly  before  a 
new  issue  takes  the  place  of  the  old. 

The  present  number  is  but  a  foundation  upon  which  the  future  publi- 
cation will  be  constructed.  It  has  been  impossible  to  do  all  that  was 
desired  during  the  brief  time  since  the  managing-editorship  of  Hardware 
and  Metal  was  resigned  a  fortnight  ago. 

Thanks  are  extended  to  the  many  friends  who  have  wished  Mr. 
Honsberger,  my  associate,  and  myself  success  in  our  new  field,  and  a 
continuance  of  confidence  and  support  is  solicited  in  our  undertaking. 

WESTON  WRIGLEY, 

Managing  Editor. 
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V7e'd  like  to  meet  every  Stove  and  Hardware  Dealer  in 
Canada  every  little  while  and  talk  GILLETTES.     But  we  can't 
do  it  and  look  after  our  work  here  in  Montreal. 

But  we  can  talk  to  you  through  your  favorite  Trade 
Papers,  and  we  don't  let  many  chances  slip  for  doing  so.  V7e 
have  been  using  the  other  Trade  Papers  right  along,   and  now 
we  are  taking  a  full  page  in  every  issue  of  this  new  paper 
to  talk  GILLETTES  to  you  every  month. 

Our  object,  of  course,   is  to  sell  more  GILLETTES  and 
make  more  money.     But  we  can  do  this  only  if  you  sell  more 
GILLETTES  and  make  more  money  too.   So  we  are  both  interested 
in  accomplishing  the  same  thing,  and  how  to  do  it  is  what  we 
are  going  to  talk  about  in  these  pages. 

This  month  we  want  to  thank  you  personally  for  the 
active  part  you  no  doubt  took  in  making  the  1910  sales  of 
GILLETTES  31%  larger  than  the  previous  year's  record,  and  we 
hope  that  your  GILLETTE  sales  and  profits  for  1911  will  show 
an  even  greater  increase. 

But  if  by  any  chance  you  have  not  yet  added  the  GILLETTE 
to  your  line  of  shelf  hardware,  permit  us  to  recommend  the 
livest  hardware  specialty  on  the  market. 

The  GILLETTE  is  the  best  razor  in  the  world,   and  it's 
getting  better  every  year. 

The  Canadian  market  -  your  market  -  for  a  five  dollar 
razor,   is  growing  with  the  country's  growth  in  prosperity 
and  wealth,  as  last  year's  sales  prove. 

GILLETTE  prices  are  protected  so  that  no  local  competi- 
tor or  mail  order  house  can  possibly  undersell  you. 

Every  GILLETTE  sold  means  a  pleased  customer  coming  to 
your  store  regularly  for  new  blades. 

We  are  advertising  the  GILLETTE  more  vigorously  than  any 
other  hardware  specialty  on  the  market  is  being  advertised, 
and  the  number  of  GILLETTE  users  -  and  boosters  -  is  growing 
all  the  time. 

GILLETTE  trade  is  waiting  all  around  you.     Some  wide- 
awake dealers  are  going  to  make  good  money  out  of  it  in 
1911.     Why  don't  you? 


The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 


Office  and  Factory, 


63  St.  Alexander  Street,  Montreal 
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Rice  Lewis  &  Son,  Limited 

GOODS  THAT  ARE  CERTAIN  SELLERS 


Door  Check  and  Spring 

Never  fails  to  close  door  gently. 

NO  SLAM  REVERSIBLE 

No.  I.  For  Screen  Doors. 

"  2.  "     Inside  Doors,  3  ft.  x  7  ft. 

"  3.  "    Outside    "       2^  ft.  X  7  ft. 

"  4.  "        "          "       y/2  ft.  X  7  ft. 

"  5.  "        "          "      4  ft.  X  7K  ft. 

When  ordering  give  number. 

Big  Selection  of  Seasonable  Sporting  Goods 

Our  stock  of  Sporting  Goods  is  extensive 
and  varied  and  embraces  : 

TOBOGGANS  HOCKEY  STICKS 

SHIN  PADS 
GOALKEEPERS'  PADS 
HOCKEY  GAUNTLETS 
BOXING  GLOVES       STRIKING  BAGS 
HOCKEY  BOOTS,  Etc.,  Etc. 

Meilinks  Home  Safes 

These  safes  have  earned  a  w^orld  wide  reputation,  and  have 
proved  eminently  efficient  in  all  that's  claimed  for  them.  We 
carry  sizes  from  two  to  ten.  Sizes  two  and  three  are  designed 
for  important  papers,  wills,  deeds,  mortgages,  jewelry,  cash, 
etc.  They  are  fireproof  and  cannot  be  forced  open  in  any  way. 
The  larger  sizes  weigh  up  to  425  lbs.,  and  are  intended  for 
books,  papers,  silverware,  etc.  Retail  Dealers  would  find  them 
a  great  security  as  well  as  useful  as  a  sample  for  prospective 
buyers. 

Write  for  full  particulars  and  explanatory  booklet. 

Lumberman's  Tools 

Full  lines  embracing  CROSSCUT  SAWS,  AXES,  SAW  HANDLES,  WEDGES,  CANT  HOOKS, 

LOGGING  CHAINS,  Etc. 


ESTABLISHED  1847         Cor.  KING  and  VICTORIA  STREETS 

TORONTO  -  -  ONTARIO 
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Telephone  and  Telegraph 


ORDERS 


In  growing  times  like  these  it  is  important  to  remember  that  we  are  at  the  other  end  of 
tlie  phone,  ready  for  immediate  service  in  everything  connected  with  HARDWARE.  We  want 
it  understood  that  this  entire  organization  is  tuned  up  to  concert  pitch,  with  every  department 
thoroughly  wide-awake,  and  abundantly  ready  for  all  the  business  there  is.  Until  you  realize 
the  extent  of  our  assortments  you  cannot  have  any  adequate  idea  of  the  facilities  at  our  dis- 
posal for  making  prompt  shipments  and  anticipating  requirements.  And  because  of  this  very 
readiness  we  encourage  the  use  of  TELEPHONE  and  TELEGRAPH  in  ordering  goods  that 
are  urgent,  including  the  new  service  of 


NIGHT  LETTERGRAMS 

which  allows  for  FIFTY  WORDS  being  sent  by  TELEGRAPH  at  NIGHT  for  the 
same  price  as  ten  words  during  the  day.  Think  what  a  convenience 
that  really  is  to  those  who  are  too  busy  to  attend  to  correspondence 
during  business  hours.  A  Night  Lettergram  would  reach  us  at 
8  o'clock  the  next  morning,  and  would  command  the  best  service 
the  establishment  affords,  which  is  another  way  of  saying  how  near 
we  are  to  all  our  customers,  and  how  ready  we  are  to  meet  every 
possible  need. 

With  our  Catalogues  at  your  elbow  you  should  never  be  in  need 
of  any  article  more  than  a  few  days. 


H.  S.  Rowland,  Sons  &  Co.,  Limited 


We  Ship  Promptly. 


Wholesale  Hardware 
TORONTO 

GRAHAM   NAILS  ARE  THE  BEST. 


Our  Prices  are  Right. 
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the  largely  increased  business  given  us  by  our  friends  in 
the  Retail  Hardware  Trade  in  Ontario  during  the  past 
year,  it  being  the  largest  and  most  satisfactory  year's 
trade  in  the  history  of  our  business.  Looking  Forward 
we  feel  confident  that  Nineteen-Eleven  will  be  even  more 
prosperous,  for  our  customers  and  ourselves,  than  was 
Nineteen-Ten. 


Particular  care  is  taken  in  the  filling  of  every  order, 
and  customers  can  rely  upon  our  making  shipments  of 
goods  the  same  day  orders  are  received. 

We  sell  only  to  legitimate  hardware  dealers,  and  this 
policy,  judging  from  many  expressions  of  approval,  has 
largely  contributed  to  the  steady  growth  of  our  whole- 
sale business  from  year  to  year. 

□ 

The 

Kennedy  Hardware  Company 

Limited 
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fj  IT       ¥     A  WARM  AIR 

n  Ml^\^L^I^  FURNACES 


have  the  convincinj:^  and  exclusive  features  that  make  them 
Easy  to  Sell  and  Profitable  to  Operate.  Send  for  the  catalogue 
which  tells  all  about  them. 


Steel  Ribbed  Fire  Pots 

iPATENTEDi 

have  three  times  as  much  radiating  surface 
as  any  other  style  of  furnace  fire  pot  made. 
They  do  not  become  red  hot  yet  they  give 
much  more  heat  ;  they  save  fuel  and  are 
practically  everlasting. 


HECLA  STEEL  RIBBED  FIRE  POTS. 


Hecla  Radiator 

Showing  Fused  Joints  (Patented) 
and  Cast  Iron  Combustion  Cham- 
ber. 

Fused  Joints  are  the  only  permanent  ones 
between  the  steel  and  cast  iron  used  in  warm  air 
furnaces.  All  joints  that  depend  on  cement, 
bolts  or  rivets  will,  in  time,  work  loose  on  accoutit 
of  the  difference  in  expansion  between  the  iron 
and  steel.  Fused  Joints  are  made  at  a  white 
heat.  They  are  really  welded  joints,  absolutely 
air  tight,  and  will  last  for  all  time. 

The  Cast  Combustion  Chamber  is  stronger 
and  heavier  than  the  steel  combustion  chambers 
usually  employed  in  warm  air  furnaces. 

Write  for  our  catalogue  for  a  complete  de- 
scription. 


HECLA  KAUlATOR 


CLARE  BROS.       CO..  Limited 


WINNIPEG 


PRESTON. 

CALGARY 


ONTARIO 

VANCOUVER 


QUEBEC 
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The  400  Series 


6€ 


Famous^^  Base  Burner 


The  feature  of  the 
400  Series  Base  Burner 
is  the  three  exposed 
flues.  By  means  of 
these  exposed  flues 
six  times  the  volume 
of  heat  is  radiated  over 
the  ordinary  Base 
Burner. 

The  savinp"  in  fuel 
by  this  feature  is  at 
once  apparent. 

Such  a  point  as 
this  should  clinch  a 
doubtful  purchaser  — 
try  it.  And  the  only 
way  you  can  try  is  by 
stocking  the  400  Series 
Famous  Base  Burner. 


LONDON 

TORONTO 

WINNIPEG 


McCLARY'S 


VANCOUVER 
ST.  JOHN,  N.B. 
HAMILTON 


CALGARY 

MONTREAL 

SASKATOON 
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CONTROL  SUPREME  CAST  RANGE 

1910  SERIES 


9-18  Extended  With  High  Shelf. 


In  design,  workmanship  and  construction  this  Range  is  the  latest  product  of  the  stove  maker's  art. 

The  only  range  in  Canada  made  from  original  wood  patterns. 

The  obsolete  methods  employed  by  stove  makers  discarded. 

Guaranteed  50%  in  fuel  saving. 

Consumes  the  smoke. 

Made  in  16-1  8-20  in.  sizes. 

MADE  ONLY  BY 

The  Supreme  Heating  Company,  Limited 

WELLAND         ■         ■  CANADA 


Distributing  Ajjeiifs  and  Warehouses  in 
Toronto,  Montreal,  Halifax,  St.  John,  Winnipeg,  Saskatoon,  Kdinonton,  Calgary,  Vancouver. 
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Canadian  Imperial  Register. 


Designed  for  the  Canadian  Trade 


We  have  just  put  on  the  market  a  new  Baseboard  Register  called  the 

Canadian  Imperial 

designed  to  meet  just  the  demands  of  the  Canadian  Trade.  The  very 
large  Air  Opening,  Ornamental  Design  and  Small  Flanges  on 
either  side  that  cover  the  cutting  of  the  Baseboard  and  the  lugs 
attached  to  this  flange  for  securing  the  Register  to  the  Baseboard 
are  all  points  of  merit.        Carried  in  stock  in  the  Standard  Sizes. 

It  Pa-ys  to  Handle  Quality  Goods. 

"T.  and  B."  REGISTERS,  VENTILATORS  and  GRILLES 
are  very  widely  known  because  of  their  artistic  design,  excellence 
of  finish,  and  quality  of  materials,  and  their  price  is  no  greater  than 
other    makes.        Leading   architects    specify    "  T.   &   B."  goods. 


Send  for  Illustrated  Catalogue 
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The  TUTTLE  ^  BAILEY 
Mfg.  Co.  of  Canada 

Limited 

Bridgebvirg.        -  OntaLrio 
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Wrought  Steel. 


Semi-Steel  Ind.  Lat. 
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"Over  50  per  cent,  of  the  increase  in  our  business 
during  1910  was  made  on  the  sale  of  si)ecial  lines," 
said  a  liardwareman  the  other  day. 
Foreword  "We  let -the  staple  lines  take  care  of  them- 
selves and  concentrate  upon  the  sale  of 
specialties,  on  which  a  greater  margin  of  profit  can  he 
made." 

"There  is  a  great  need  for  a  Canadian  paper," 
said  another  liardwareman,  "which  will  make  a 
feature  of  store  salesmanship,  and  help  clerks  to  de- 
velop their  selling  power.  The  clerk  who  merely  sells 
the  goods  he  is  asked  for  is  of  little  use  to  his  em- 
ployer." 

The  answers  to  tliose  two  statements  are,  in  a  nut- 
shell,the  inspiration  behind  the  change  in  name  and  the 
publication  of  the  Canadian  Hardware  &  Stove  Journal. 

The  retail  merchants 
who  are  making  the 
greatest  progress  to-day 
are  those  who  are  taking 
up  and  pushing  the  sale 
of  special  lines — those 
who  are  striving  for 
"profits"  rather  than 
"volume"  of  business. 
And  the  clerks  who  are 
making  the  greatest  pro- 
gress are  those  who  are 
studying  their  employers' 
interests  and  their  cus- 
tomers' wants,  and  who 
are  endeavoring  to  create 
sales  by  interesting  th(>ir 
customers  in  goods  whicli 
they  have  not  asked  to  luive  shown  them. 

It  will  be  the  aim  of  this  paper  to  assist  merchants 
and  clerks  along  these  lines  by  bringing  to  the  atten- 
tion of  ])uyers  the  latest  specialties  placed  upon  the 
market  and  by  relating  for  the  clerks'  benefit  examples 
of  good  and  bad  salesmanship.  Attention  will  also  be 
given  to  (piestions  pertaining  to  the  executive  end  of 
the  business,  to  study  of  costs  and  store  system,  and 
to  other  problems  of  retail  store  management. 

The  market  situation  will  be  reviewed  each  month, 
but  standing  market  quotations  will  not  be  published. 
Even  in  a  weekly  publication  quotations  made  are  fre- 
(luently  out  of  date  before  the  paper  is  in  the  sub- 
scriber's hands.  A  retailer  who  deals  fairly  with  the 
traveling  salesmen  and  houses  he  buys  from  is  the 
best  off  in  tlic  long  run. 


WATCH  FOR  THIS  ARTICLE. 

Watch  the  February  issue  of  this  paper  for 
an  article  describing  how  a  Canadian  hard- 
ware firm  "took  stock"  of  its  insurance  poli- 
cies at  a  time  when  it  was  expanding  its 
business  last  year.  Readers  will  be  told  how, 
by  making  certain  improvements  and  changes 
the  firm  increased  its  fire  insurance  on  stock 
and  building  from  $34,000  to  $62,000,  while 
the  premiums  only  increased  from  $671  to  $751, 
a  $28,000  increase  in  insurance  for  only  $80 
additional  outlay. 


The  merchant  who  wishes  to  succeed  should, 
of  course,  keep  liitnself  informed  as  well  as  he 
can  on  market  conditions,  but  more  attention  should 
be  paid  to  the  selling  than  to  the  buying  end.  "While 
your  competitor  is  fighting  with  a  traveler  over  a  close 
price,  and  usually  failing  to  get  it,  you  can  be  making 
many  profitable  sales. 

The  Canadian  Hardware  and  Stove  Journal  will  be 
an  advocate  of  Trade  Organization.  The  manufactur- 
ers and  wholesalers  have  their  association,  and  the 
retailers  sliould  likewise  be  organized  in  every  prov- 
ince. By  means  of  joint  committees  the  Associations 
representing  various  branches  of  the  trade  should 
work  together  to  settle  trade  differences  and  co- 
operate in  fighting  any  legislation  injuriously  affecting 
the  interests  of  any  branch  of  the  imrdware,  stove  or 

paint  trades. 

The  Journal  already 
has  a  national  circulation 
among  hardware,  stove 
a  n  d  house  -  furnishing 
merchants,  built  up  by  the 
Canadian  Stove  and  Heat- 
ing Journal  during  its  two 
years  of  publication.  The 
A\'idened  scope  of  the 
paper  will  enable  the  pub- 
lishers to  extend  the  cir- 
culation into  new  fields. 
The  January  number  has 
necessarily  been  some- 
what hastily  put  together, 
but  future  issues  will  be 
larger  and  more  interest- 
ing. Every  enterprise  must  have  a  beginning,  and  we 
will  strive  to  show  a  steady  improvement  from  our 
commencement. 

The  Canadian  Hardware  and  Stove  Journal  will 
not  be  a  copy  of  any  contemporary.  Its  publishers  be- 
lieve there  is  a  field  for  a  high  class  specialty  publica- 
tion along  the  lines  already  outlined.  Being  printed 
on  a  fine  coated  paper  illustrations  can  be  reproduced 
satisfactorily,  and  advertisers  will  be  able  to  show  the 
detail  of  new  goods  as  well  as  in  any  high  class  cata- 
logue. "We  solicit  the  support  of  all  branches  of  the 
trade  in  making  this  paper  what  it  is  aimed  to  be — a 
medium  helpful  in  increasing  the  sale  of  profitable 
hardware  specialties. 

WKSTOX  WRlCrLEY. 
GEO.  H.  HONSBERGER. 
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The  recent  order  made  by  the  Railway  Commission 
to  tlie  express  companies  to  reduce  their  charges  will, 
it  is  hoped,  help  to  delay  the  time  when  an- 
Parcels  otlier  effort  is  made  at  Ottawa  to  extend  the 
Post  Parcels  Post  regulations  in  the  interests  of 

the  mail  order  houses.  But,  sooner  or  later, 
the  fight  will  be  renewed  in  Canada,  more  particularly 
if  President  Taft  succeeds  in  his  announced  intention 
of  putting  a  parcels  post  law  through  the  U.  S.  Con- 
gress this  year. 

The  Toronto  Star  already  urges  a  Canadian  parcels 
post  law  if  the  express  rates  are  not  reduced  suffi- 
ciently. "All  that  would  be  necessary,"  says  the 
Star,  "would  be  an  increase  in  the  post  office  staff." 

The  only  safeguard  the  retailers  have  is  a  well 
organized  association,  ready  to  act  with  other  organi- 
zations in  fighting  the  proposal  if  an  effort  is  ever  made 
to  crystallize  it  into  legislation  again. 


One  of  the  greatest  problems  confronting  manufac- 
turers, jobbers  and  retailers  to-day  is  the  problem  of 

securing  capable  salesmen,  warehouse  and 
Scarcity  office  assistants,  etc.  So  great  is  the  scarcity 
of  Help     that  it  looks  as  though   retail  clerks  are 

throwing  away  a  great  opportunity.  At  no 
time  in  Canada's  history  were  there  greater  opportuni- 
ties for  clerks  with  brains  who  will  apply  themselves 
to  their  work  and  strive  to  advance  to  higher  posi- 
tions. 

A  hardware  clerk  dropped  into  a  Toronto  jobbmg 
house  the  other  day  and  asked  for  a  job.  He  was 
dressed  in  all  the  latest,  slouch  hat,  patent  shoes, 
turned  up  trousers,  etc.,  and  he  had  evidently  been  one 
of  the  smart  boys  in  the  town  from  which  he  came.  He 
had  been  four  years  in  a  hardware  store  and  was  will- 
ing to  start  at  fifteen  per,  wanted  to  come  to  the  city 
as  he  was  tired  of  town  life.  But  when  he  was  tested 
out  with  a  few  questions  he  showed  that  he  had  spent 
more  time  during  that  four  years  n  learning  how  to 
yell  at  hockey  matches  than  in  getting  a  knowledge  of 
hardware. 

There  are  many  qualities  which  go  to  make  a  suc- 
cessful salesman  but  most  important  is  a  knowled^ge  of 
the  goods  he  is  selling.  Personal  appearance  counts 
for  a  whole  lot,  and  faithful  service  for  still  more,  but 
if  a  clerk  or  traveler  is  unable  in  give  satisfactory  and 
intelligent  answers  to  questions  raised  regarding  the 
goods  he  sells  he  is  up  against  a  stone  wall,  even  if  his 
personal  apnearance  is  most  immaculate. 

It  may  be  hard  to  reach  the  high  standard  of  Na- 
tional Cash  Register  salesmen,  w^  o  to  hold  their  jobs 
must  know  not  only  all  the  arguments  against  as  well 
as  for  their  goods,  but  that  should  be  the  object  striven 
for  by  every  salesman  behind  the  counter  or  on  the 
road. 


The  aim  of  every  merchant  should  be  to  keep  his 
store  clear  of  dead  stock,  to  stop  the  accumulation  of 
unsaleable  goods  from  year  to  year.  The 
Dead  problem  is  a  serious  one,  and  it  is  generally 
Stock  conceded  that  most  merchants  do  not  turn 
over  their  stock  often  enough  in  proportion 
to  the  ;inioimt  of  goods  they  carry. 

One  retailer  who  was  carrying  a  stock  of  ^20, 000 
was  anxious  to  cut  it  down,  figuring  that  his  invest- 


ment was  too  large  in  proportion  to  his  yearly  sales. 
In  two  years  he  cut  the  stock  down  to  $16,000  without 
reducing  the  variety  of  goods  handled,  and  without 
affecting  his  sales  in  the  least.  His  plan  was  as 
follows, 

When  an  invoice  of  goods  was  received  he  not  only 
marked  each  article  with  the  cost  and  sel'ing  price, 
but  also  the  quantity  and  date  received.  For  instance 
if  a  half  dozen  cold  chisels  were  received  each  was 
marked  as  follows:  "1/2  dozen— 3-20-10— BL-20. " 
Then,  if  these  cold  chisels  appeared  on  the  want  list 
one  year  afterward  it  would  show  that  one  year  had 
been  required  to  sell  one  half  dozen  cold  chisels. 
Hence,  instead  of  ordering  a  half  dozen  the  merchant 
would  order  a  sixth  of  a  dozen,  which  on  the  same  basis, 
would  last  only  a  third  of  a  year,  and  would  enable 
him  to  turn  his  stock  of  cold  chisels  three  times  a  year. 
The  same  method  was  applied  to  all  the  goods  in  the 
store.  The  merchant  soon  found  that  he  was  buying 
goods  more  systematically,  and  in  two  years  he  had 
cut  his  investment  down  $4,000,  and  had  that  much 
money  to  invest  in  other  lines  without  reducing  the 
profits  of  his  business. 

At  St.  Lou's  jobbing  house  encourages  its  cus- 
tomers to  use  a  similar  plan,  customers  being  supplied 
with  colored  seal  stickers  such  as  can  be  bought  in  any 
bookstore  for  use  on  legal  documents.  The  stickers 
are  put  on  all  goods  at  inventory  time,  green  being 
used  one  year,  red  the  next,  blue  the  third,  and  so  on. 
If  green  stickers  were  used  in  1909,  it  is  an  easy  matter 
to  see  what  goods  have  been  "stickers"  and  an  effort 
made  to  clean  them  out  and  buy  more  carefiTlly  in 
future. 


One  of  the  big  questions  up  for  discussion  in  the 
hardware  trade  to-day  is  that  of  Price  Maintenance, 
and  the  Ontario  Retail  Hardware  and  Stove 
Resale  Dealers'  Association  is  fortunate  in  having 
Prices  secured  the  services  of  Wm.  Maxwell,  of 
the  Iver  Johnson  Arms  &  Cycle  Works, 
Fitchburg,  Mass.,  to  deliver  an  address  on  this  subject 
at  the  Peterboro  Convention  next  month,  in  place  of  W. 
H.  Cottingham,  president  of  the  Sherwin-AVilliams  Co., 
Cleveland,  who  found  it  impossible  to  attend. 

Resale  prices  will  not  do  everything  to  protect  the 
retailers  from  unfair  competition  from  mail  order 
houses,  but  they  will  prove  a  valuable  aid,  and  the  in- 
creasing number  of  manufacturers  who  are  adopting 
resale  prices  is  very  encouraging. 

The  eomi^etition  of  mail  order  houses  has  mt  yet 
aff'ected  retail  hardwaremen  in  Canada  very  much  as 
it  has  the  hardware  merchants  in  the  States,  but  every 
year  the  mail  order  houses  are  adding  new  lines,  such 
as  binder  twine  last  year. 

Retailers  owe  it  to  themselves  to  support  the  manu- 
facturers Avho  adopt  resale  prices  governing  the  sale 
of  the  goods. 


If  this  issue  of  the  Canadian  Hardware  and  Stove 
Joui'ual  appeals  to  you,  we  ask  that  you  send  us  a 
trial  s\il)scription  and  give  us  a  chance  to  show  you 
what  we  can  do.  Send  your  subscription  order  now, 
and  seeiii-(>  the  Febniai'\'  iiiniiber  with  the  ai'ticle  on 
tii'e  insui'ancc.  Aho  let  us  Isuow  what  you  think  of 
this  numbei-. 
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Business  and  Store  Management 


TAKING  THE  ANNUAL  INVENTORY. 

"S.  M.  S."  describes  a  plan  he  has  found  suc- 
cessful in  keeping  track  of  his  stock  all  through 
the  year — Simple  method  of  stocktaking  explained. 

ABTT8INI0SS  uuiii  Avants  to  know  as  often  as  once 
in  twelve  months,  and  sometimes  oftener,  how 
much  lie  has  fjained  or  lost  in  his  business.  In 
order  to  ascertain  tiiis,  it  becomes  necessary,  first  to 
take  an  inventory,  and  tlien  to  "close  the  books."  Tak- 
ing an  annual  inventory  in  tlie  retail  hardware  business 
is  a  very  important  matter,  as  it  brings  into  open  view 
all  your  stock,  both  good  and  bad.  The  work  of  taking 
an  inventory,  as  we  all  know,  is  by  no  means  a  pleasant 
task,  but  it  is  a  necessary  and  gainful  one.  The  clerks 
usually  look  forward  to  it  with  dread,  })ut  the  pro- 
prietors look  forward  wilh  anxiety,  for  what  man  can 
tell  beforehand  what  the  year's  harvest  has  been? 

There  is  no  doubt  considerable  diversity  in  the 
practice  of  merchants  taking  stock,  owing  to  the  size  of 
the  business  and  the  part  of  the  country  in  which  they 
are  located.  In  this  article  it  has  not  been  my  intention 
to  give  you  the  ideal  plan  of  stock  taking,  but  rather 
my  own  experience,  and  I  only  ask  that  you  consider 
my  method  on  its  merits  and  value  to  you.  T  fully 
realize  that  true  ideals  are  attained  only  after  large, 
many  and  varied  experiences.  Possibly  your  own 
plans  and  methods  for  stock  taking  are  better  than 
mine;  if  so,  the  editor  will  be  pleased  to  give  space  to 
any  discussion  of  plans,  methods  or  suggestions  that 
will  simplify  taking  annual  stock. 

On  certain  articles,  particularly  shelf  goods  and 
builders'  hardware,  such  as  drawer  pulls,  hinges,  butts, 
etc.,  it  is  often  essential  to  know  the  quantity  of  the 
different  articles  in  stock  at  all  times.  For  this  pur- 
pose I  found  it  a  good  rule  to  keep. a  sort  of  perpetual 
inventory  on  card  ind<!Xes.  Such  a  card  index  of  stock 
may  be  kept  in  each  department  where  it  is  found  ne- 
cessary and  convenient  to  have.  One  object  in  keeping 
siicii  a  card  index  is  to  know  when  new  stock  should 
be  ordered;  another  reason  is  to  know  the  value  of 
stock  destroyed  in  case  of  fire. 

Cards  for  Perpetual  Inventory. 
Tlie  card  illustrated  is  devoted  entirely  to  3%-mch. 
bi-onze-platcd  drawer  pulls.  The  maximum  and 
niiniiiuim  stock  figures  on  the  first  line  relate  to  the 
([uantity  of  this  style  drawer  pull  ordered,  and  to  be 
kept  in  stock  and  serve  as  a  convenient  guide  when 
ordering  goods.  The  maximum,  the  quantity  of  goods 
always  ordered,  is  supposed  to  be  thirty  days'  stock, 
while  the  minimum  is  regarded  as  the  signal  for  re- 
ordering promptly.  After  having  written  the  name  of 
an  arti('l(>  on  the  toj)  line  of  the  card  index,  it  need  not 
be  repeated,  as  Ihei-eafter  the  quantity  is  taken  into 
consideration. 

AVhcii  an  invoice  is  received  the  following  ]>articu- 
lai-s  arc  copied  tlici-el'rom  upon  the  face  side  of  the 
card,  namely,  the  date  of  the  invoice  and  the  (luantity. 


Oil  tlu!  reverse  side  of  the  card  may  be  noted  from 
whom  the  goods  were  bought;  the  cost  of  same  and  the 
retail  selling  price,  this  latter  information  to  be  noted 
in  your  private  cost  and  selling  marks.  "Whenever 
goods  are  sold  from  this  indexed  stock  the  quantity  is 
taken  from  the  sales  book  and  posted  on  the  cards  on 
tlx;  first  and  fifteenth  of  each  month.  The  dit¥erence 
between  the  sold  and  the  on-hand  account  shows  the 
stock  on  hand. 

In  taking  an  inventory  for  the  purpose  of  closing 
the  books  at  the  end  of  the  year,  it  should  never  be 
taken  from  the  card  index,  for  the  reason  that  these 
cards  show  what  the  stock  should  be,  but  not  what  it 
is.  For  instance:  should  any  of  the  stock  have  been 
stolen,  or  otherwise  have  mysteriously  disappeared 
since  the  books  were  last  closed,  an  inventory  taken 
from  the  card  index  would  not  represent  the  actual 
quantity  of  goods  on  hand.  The  only  way  to  ascertain 
the  true  value  of  the  stock  on  hand  is  to  proceed  in  the 
good,  old-fa.shioned  way;  take  an  inventory  from  the 
stock  itself. 

Method  of  Stock  Taking. 
One  of  the  easiest  methods  of  taking  an  inventory 
is  to  plan  in  advance  and  make  preparations  to  get  the 
stock  in  order  and  arranged  so  that  each  department 
can  work  independently  of  the  other.  As  many  of  the 
goods  as  possible  should  be  counted  beforehand.  A 
great  many  items  can  be  estimated  very  accurately  by 
weight,  instead  of  counting  every  piece  separately  and 
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at  a  great  saving  of  time.  Plowever,  this  does  not 
mean  that  quantities  should  be  guessed  at ;  on  tlie  Con- 
trary, every  thing  should  be  weighed  or  counted. 

Loose  sheets  are  unquestionably  the  best  and 
simplest  methods  of  stock  taking.  It  is  a  good  idea  to 
mark  the  sheets  so  that  the  location  of  the  goods  can 
be  easily  found,  and  by  numbering  them  consecutively 
there  is  no  danger  of  any  of  them  becoming  lost.  By 
the  loose-leaf  system  the  office  force  can  begin  at  once 
to  extend  and  foot  up  the  inventory  as  rapidly  as  the 
sheets  are  filled  up  and  turned  in  and  in  this  way  no 
time  is  lost.  The  loose  sheets  after  being  footed  up 
can  be  bound  together  and  filed  away  for  future  refer- 
ence. The  actual  time  of  taking  our  stock  is  two  days 
and  two  nights,  beginning  on  the  night  of  Dec.  31,  so  as 
to  complete  the  work  on  the  evening  of  Jan.  2.  New 
Year's  being  a  holiday  we  close  the  store  and  devote 
the  day  to  taking  down  our  stock  of  builders'  shelf 
hardware.  Goods  in  each  department  or  floor  are  taken 
in  regular  order,  beginning  in  the  basement  on  one 
side  of  the  room  and  working  around  to  the  other. 
After  the  sheets  are  all  turned  in  and  figured  up  care- 
fully the  inventory  is  copied  in  permanent  form  in  the 
regular  inventory  book. 

Store  and  Office  Fixtures. 

I  take  an  inventory  of  store  and  office  fixtures  at 
the  end  of  the  j^ear  the  same  as  of  merchandise,  valuing 
them  also  at  the  present  worth,  and  not  at  what  they 
cost  us.  After  having  estimated  the  present  value,  we 
close  the  account  in  the  regular  way.  If  our  fixtures 
are  apparently  in  as  good  order  at  the  end  of  the  year 
as  they  were  at  the  beginning,  we  call  them  worth  the 
whole  amount  for  which  the  account  is  charged  and 
allow  it  to  stand  untouched,  calling  it  a  resource.  We 
call  the  account  "Store  Fixtures,"  carrying  all  the 
store  and  office  fixtures  into  the  same  account. 

To  know  whether  you  made  a  profit  during  the  year 
or  not  it  is  absolutely  necessary  to  take  an  inventoiy,  as 
by  no  other  way  can  a  merchant  know  to  a  certainty 
whether  he  is  making  profita1)le  headway  or  losing 
money  in  his  business. 

Closing  the  Bool^s. 

AYe  debit  merchandise  at  commencement  of  business 
for  the  value  of  the  merchandise  then  on  hand,  and  we 
debit  it  during  the  year  for  all  merchandise  we  buy ; 
at  the  end  of  the  year  we  ascertain  hoAV  much  of  this 
merchandise  we  have  on  hand,  valuing  it  at  its  present 
worth,  or  what  it  would  cost  to  lay  it  in  the  store  at 
the  present  time.  AVe  then  find  the  difference  between 
the  value  of  the  merchandise  we  now  have  on  hand  and 
the  total  amount  of  the  debit  side  of  the  merchandise 
account,  which  will  show  the  present  cost  value  of 
goods  sold ;  and  by  referring  to  the  credit  side  of  the 
merchandise  account,  we  find  how  much  we  have 
realized  for  the  goods  we  have  sold.  AVe  now  find  the 
difference  between  the  value  of  the  goods  sold  and  the 
;im()unt  for  which  we  sold  tliem,  and  tliis  difference  wall 
be  the  gain  on  merchandise.  AYe  then  transfer  that 
gain  to  the  "Loss  and  Clain  account,"  close  the  mer- 
chandise account  "P>y  Balance,"  and  bring  down  to 
tlie  debit  si(h>  ni^Jiiii  the  bahince  of  mercliandise  now  on 
luitid. 

.M'tiT  llir  iii\Tn1(M'y  is  figured  iin  ;ui(l  the  liooks  h;iv(> 
l>iMMi  cldscd,  you  ought  to  k'now  liow-  miicli  you  made 
iiiid  liDW  it  compares  willi  previous  years,    A^oii  ought 


to  know  just  which  of  your  stocks  are  paying  best,  and 
that  will  show  you  which  ones  need  to  be  dropped  or 
l)raeed  up.  If  some  goods  need  toning  up,  the  toning- 
up  process  ought  to  begin  right  away.  Perhaps  you 
need  different  and  better  goods,  maybe  a  cheaper  line ; 
special  advertising  and  special  attention  of  various 
kinds.  If  some  goods  are  to  be  dropped,  not  on  this 
year's  showing  alone,  but  because  comparisons  for 
several  years  show  unsatisfactory  results,  in  spite  of 
special  efforts  to  make  them  better,  what  are  you  going 
to  put  in  their  places?  Let  me  urge  you  to  make  it 
something  that  goes  naturally  with  your  other  lines, 
so  they  will  help  sell  each  other. 


A  SIMPLIFIED  METHOD  OF  STOCKTAKING. 

Written  for  the  Canadian  Hardware  &  Stove  Journal 
by  R.  F.  Johnstone. 

One  of  the  most  important  things  about  stock- 
taking is  to  have  everything  in  readiness  for  the  event, 
all  the  different  departments  in  order,  goods  all 
marked,  and  above  all  have  your  entire  store  well 
cleaned  for  the  occasion. 

First  of  all  make  a  list  of  all  your  accounts  re- 
ceivable, deducting  all  bad  accounts.  Then  a  list  of 
all  your  accounts  payable.  Next  the  amount  of  cash 
on  hand  and  in  the  bank.  Inventory  all  your  fixtures, 
allowing  a  percentage  off  for  depreciation.  Next  if 
you  have  any  real  estate  put  it  down  at  market  price. 
Llave  all  this  finished  the  day  before  you  start  the  real 
stocktaking  and  everything  will  go  better. 

For  two  or  three  days  before  the  inventory  have 
your  clerks  count  all  the  small  goods  such  as  shelf 
goods,  etc.,  and  mark  the  amounts  on  a  slip  of  paper 
and  leave  it  with  the  goods.  If  any  goods  are  sold  in 
the  meantime  they  can  be  marked  off  this  slip.  This 
facilitates  matters,  as  it  does  not  keep  all  hands  wait- 
ing when  the  inventory  is  being  taken. 

AYe  are  now  ready  for  the  actual  stocktaking,  and 
this  can  be  done  by  as  many  as  are  available  for  the 
.job.  One  man  to  call  off  the  goods  and  another  to  take 
it  down  on  paper  is  enough,  but  you  can  run  as  many 
sets  of  these  as  you  can.  One  important  thing  is  to 
have  .your  salesmen  keep  account  of  the  goods  you 
sell,  which  have  not  been  taken  in  the  inventory.  These 
nuist  be  marked  at  tlie  cost  x^rice  and  added  to  the 
amount  of  stock  on  liand  when  completed. 

AA^hen  all  the  above  is  completed  your  statement 


ought  to  be  as  follows : 

Stock  on  liand    ^ 

Stock  sold  in  stocktaking   -1^ 

Fixtures  on  hand    -i^ 

Cash  on  hand   -t 

Real  estate    * 

Accounts  receivable    ^ 


Total    $ 

Deduct  accounts  payable   $ 


Result  is  Vdui'  pi'esent  woi-tli   ^  


AVe  have  tested  the  above  method  and  do  not  know 
of  any  way  in  wliicii  we  could  imiu'ove  on  it.  Of 
course  -wlieii  you  stai-t  this  joli  you  wniit  to  I'ush  it 
through,  as  the  longer  you  are  at  it  the  more  compli- 
cated it  gets. 
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PLAN  WINDOW  DISPLAYS  IN  ADVANCE. 

W.  J.  lUsey,  in  the  Hardware  Dealers'  Magazine, 
describes  the  essentials  of  a  good  window  display 
and  suggests  a  series  of  trims  to  arrange  through- 
out the  year. 

YOUR  window  must  be  easy  of  vision  to  passersl)y. 
Have  tlie  bottom  of  tlie  display  part  about 
two  feet  from  tlie  level  of  the  pave- 
ment. Tlie  depth  from  fjlass  to  back  should  be  (to  pro- 
perly display  all  lines)  about  5V2  or  6  feet.  The  height 
at  back  from  bottom  to  top  about  7%  or  8  feet.  If 
possible  put  up  a  solid  background  and  finish  same  in 
light  oak  or  mission  finish.  If  not  possible  on  account 
of  light  to  have  solid  back,  put  in  window  sash  with 
solid  piece  about  2  feet  high  from  bottom.  Entrance 
doors  to  windows  always  to  be  large  enough  to  admit 
of  putting  in  stoves,  washing  machines,  etc.  Have 
doors  swing  outwards  and  not  to  slide.  Always  have 
glass  cleaned  and  spotlessly  bright.  Where  the  sash 
and  glass  have  to  be  used  you  will  liave  to  use  a  back- 
ground of  white  cheesecloth,  which  alloAvs  light  to  pass 
through.  Having  your  window  properly  constriictcd, 
let  us  go  over  a  few  displays  which  never  fail  to  bring 
big  business.  In  every  case  use  display  price  cards.  If 
not  on  every  article  displayed,  at  least  give  the  range 
of  prices.  For  instance,  if  showing  a  full  window  of 
buck  saws,  axes  and  such  Avare,  have  your  cards  made 
to  read  "Handled  Axes"  ready  for  us'%  75c.  to  $1.25, 
on  card  11  x  14,  or  about  "Buck  Saws"  that  run 
smoothly  and  cut  quickly  from  r)Oc.  to  $1. 

At  all  seasons  there  are  lines  of  hard^vare  that  must 
be  shoAvn.  WindoAv  displays  are  in  reality  a  "con- 
tinuous performance."  They  should  be  changed  every 
Aveck  at  least  and  ahvays  romemlier  to  make  your  dis- 
plays specialize.  That  is,  do  not  put  in  an  immense 
shoAving  of  cA'ery  kind  of  liardAvare,  but  neat  displays 
of  one  line  at  a  time.  You  nrglit  say,  "I  do  not  carry 
big  enough  stocks  to  do  this."  Then  to  display  the 
smaller  stocks  reduce  the  size  of  your  AvindoAv  space 
by  tlie  use  of  a  curtain  and  shelves  Avhich  will  bring 
the  goods  closer  to  the  AvindoAV  front  and  take  only 
about  half  the  quantity  required  otlierAvise. 

Displays  for  Every  Month. 
Take  noAV  the  seasons  as  they  come  from  January 
to  December.  January  is  usually  quiet  after  the  holi- 
day rush.  Then  make  it  more  lively  by  clearing  out  at 
"Real  Bargain  Prices"  odd  lines  of  "left-overs"  Avhich 
you  do  not  wish  to  carry  along.  The  Avay  to  sell  them 
is  by  putting  them  in  your  Avindows  Avitli  plain  price 
cards.  The  goods  Avill  se'l  if  you  make  the  prices  right. 
Tills  should  occupy  most  all  January,  and  keep  display- 
ing stoves  all  the  tiiiu^  in  another  AvindoAv.  In  Feb- 
ruaiw  .A'ou  ;ire  occujiied  Avitli  inventory,  or  you  should 
be.  This  month's  AvindoAA^s  should  be  divided  betvA'cen 
stoves  and  raneres,  Avinter  sporting  goods,  as  sleighs, 
skates,  etc.,  cooking  utensils  and  a  liig  display  of  tools. 


In  March  preparations  are  made  for  house  cleaning  and 
you  should  be  ahead  by  displaying  paints,  Avall  color- 
ings, brushes,  etc.  Another  good  one  for  a  fcAV  days 
only  is  a  big  showing  of  door  mats,  foot  scrapers, 
etc. 

April  and  May  are  genuine  spring  months  and  make 
for  the  selling  of  sporting  goods,  gardening  and  laAvn 
tools,  carpenters'  tools,  more  paints  and  brushes  and 
general  house-cleaning  requisites. 

Another  exceedingly  good  spring  display,  in  fact  a 
AvindoAv  Avhich  is  Avorthy  of  being  in  every  month  of 
the  year,  is  that  of  "Shaving  Supplies."  The  writer, 
from  personal  observations  dating  back  about  seven- 
teen years,  can  say  that  no  better  paying  display  ever 
has  come  under  his  notice.  Big  results  folloAv  and  fine 
profits  are  made  for  the  dealer.  Every  merchant 
carries  a  pretty  good  stock  of  the  goods  necessary, 
Razor  Strops,  Safety  and  hollow  ground  Razors,  Razor 
Hones,  Shaving  Brushes,  Soap,  IMirrors,  etc.  It  is  not 
a  hard  display  to  place  and  is  sure  to  be  a  Avinner. 

June,  the  Avedding  month,  should  see  some  attrac- 
tive displays  of  silverware,  cutlery  in  cases  and  other 
lines  Avhich  are  suitable  for  wedding  gifts.  Cooking 
ranges  backed  Avith  a  nice  display  of  cooking  utensils, 
makes  another  good  one,  and  noAv  is  the  time  to  shoAv 
summer  sporting  goods.  Don't  forget  this  line.  It 
is  ahvays  a  big  paying  one  and  has  its  various  offer- 
ings for  every  season  of  the  year. 

During  July  and  August,  the  vacation  months,  you 
can  possibly  do  some  more  bargain  Avindow  AA'ork  and 
make  a  clearing  up  of  odd  lines.  Try  a  25c.  Avindow 
made  up  of  some  sIoav  selling  lines  along  AAnth  regular 
good  sellers.  You  A\'ill  get  results.  Campers'  supplies 
make  an  attractive  AvindoAV  and  fit  right  in  these 
rnonths'  selling,  and  don't  forget  a  cutlery  window. 
Put  in  pocket  knives,  butcher  knives,  steels,  table 
knives  and  forks,  etc.,  using  a  green  ground  to  display 
it  on,  also  plenty  of  price  cards. 

For  September  you  agam  have  Avedding  gift  dis- 
plays, stoves  and  ranges  and  an  early  shoAA'ing  of 
heating  stoves,  tools,  paints,  builders'  hardAvare, 
sporting  goods. 

October  Avill  lie  the  month  for  exploiting  your 
heaters  in  an  extensive  manner.  Price  every  one 
sliOAvn  and  invite  the  public  to  an  inside  inspection. 
Other  lines  to  display  include  tools  for  cutting  Avood, 
carpenters'  tools,  sha\'ing  supplies,  hunters'  outfits, 
etc.  In  NoA^ember  still  continue  October  lines,  AAith 
the  addition  toAA-ards  its  end  of  seasonable  Xmas  lines, 
givinjf  advice  by  your  disjilay  cards  that  it  is  Avell  to 
look  about  early  and  make  selections. 

Start  in  to  ])ush  Xmas  goods  about  November,  and 
keep  at  it  hard  until  you  have  felt  the  results  in  an 
iiiiiiiense  selling  durino:  Xmas  Aveek.  Of  course,  for 
l)ec(Mnb(M-  AvindoAvs  we  all  are  agreed  that  nothing 
should  have  place  but  lines  selling  for  gifts.  As  to 
the  backgrounds  for  displays  and  the  many  various 
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schemes  in  the  makeup  of  a  good  display,  it  must  rest 
witli  the  trimmer.  His  way  to  learn  is  to  try  various 
colors  and  decide  which  is  best,  but  for  most  lines  of 
hardware  I  have  found  that  the  most  satisfactory  is 
white  cheesecloth,  green  baize  or  felt. 

However,  get  busy  on  your  windows,  change  them 
often  or  oftener  than  now;  make  them  do  good  work 
and  your  sales  at  the  year's  end  will  more  than  please 
you. 


THE  RETAILERS'  ADVERTISING 
APPROPRIATION. 

THE  test  of  an  advertisement  in  the  retail  field  is 
the  amount  of  business  it  brings  as  compared 
with  the  amount  done  on  the  same  day  of  the 
previous  year.    A  good  retail  advertisement  should 
not  cost  more  than  7  per  cent,  of  the  total  sales  of 
that  day. 

The  small  advertiser  does  not,  as  a  rule,  spend  any- 
thing like  7  per  cent,  for  advertising  purposes.  In- 
deed, only  too  often  he  does  not  know  how  much  he 
really  does  spend.  If  he  secures  a  large  volume  of 
business  through  advertising  he  is  satisfied,  not  al- 
ways remembering  that  the  cost  of  the  publicity  might 
foot  up  to  10  or  12  per  cent.,  an  unprofitable  figure, 
the  whole  the  amount  of  money  devoted  to  advertising 
in  small  towns  and  cities,  especially  in  Canada,  is  too 
small.  Many  stores  do  not  spend  more  than  1  per  cent, 
for  publicity  work.  One  house  in  a  town  of  6,000 
doing  a  business  of  about  $50,000  annually,  holds  its 
advertising  expenditure  down  to  $700.  An  appropria- 
tion of  $1,000  or  $1,200  should  not  under  normal  con- 
ditions be  excessive  for  a  town  of  6,000.  True,  an  un- 
changing population  of  from  6,000  to  10,000  cannot 
profitably  be  worked  too  aggressively,  yet  there  are 
many  legitimate  promotion  ideas  which  the  public  in 
small  towns  take  to  kindly  and  they  can  be  put  into 
execution  at  a  cost  of  not  more  than  3  to  5  per  cent, 
of  the  total  sales  . 

Of  course,  it  is  out  of  the  question  for  a  small  town 
merchant  to  devote  7  per  cent,  of  his  gross  sales  to  ad- 
vertising. The  successful  dealers  spend  in  printers' 
ink  all  the  way  from  practically  nothing  up  to  3  to  5 
per  cent,  of  his  annual  sales — the  former  when  loca- 
tion and  windows  are  exceptionally  good,  the  latter 
when  the  store  is  on  a  side  street  or  the  windows  are 
poor  display  mediums.  Under  average  conditions  be- 
ginners should  spend  from  1  to  1%  per  cent,  of  their 
annual  sales  in  newspapers,  circulars  and  other  forms 
of  printers'  ink  advertising.  On  a  business  of  $15,000, 
for  instance,  this  gives  from  $150  to  $225  to  be  spent 
in  advertising  proper.  Perhaps  2  per  cent,  would  be 
better. 

When  well  done — and  no  other  sort  of  advertising 
is  really  advertising — printed  matter  undoubtedly  in- 
fluences people  who  come  into  your  store  or  pass  ))y 
your  windoAvs  Avliere  new  values  will  have  a  chance  to 
do  your  Avork.  AVhile  in  small  toAvns  printers'  ink  can- 
not displace  the  use  of  leaders  as  the  foremost  form  of 
advertising,  the  right  expenditure  of  a  moderate 
amount  of  money  in  ncAvspapers  and  circulars  not  only 
makes  the  use  of  leaders  more  eifective,  but,  to  some 
extent,  serves  to  diminish  the  amount  of  money  it  is 
necessary  to  expend  in  leaders.    The  advertising  copy 


should  be  simple  and  direct.  The  people  should  be 
told  plainly  and  in  the  simplest  manner  wliat  the  mer- 
chant is  going  to  do.  A  promise  to  the  public  once 
it  is  made  should  never  be  broken,  but  care  must  be 
taken  in  making  promises. 

A  good  advertisement  can't  be  slapped  together  in 
a  few  moments  by  one  who  is  guessing  at  what  he  is 
doing.  The  reason  so  much  advertising  is  not  suc- 
cessful is  that  it  is  prepared  in  a  slap-dash  and  shift- 
less way  by  one  who  had  not  studied  his  subject.  As 
the  advertising  is  one  of  the  most  important  tasks  in 
the  store,  the  merchant  should  look  after  it  himself — • 
and  give  it  the  time  and  attention  it  requires.  The  pre- 
sident of  a  million-dollar  corporation  says  that  he  can 
hire  men  to  do  his  buying,  to  look  after  the  cash  and 
the  details,  but  that  he  can  find  no  man  who  can  look 
after  the  advertising  to  his  satisfaction  and  he  con- 
siders this  side  of  the  business  his  most  important 
work.  And  the  fact  that  he  has  succeeded  so  splen- 
didly justifies  the  contention. 

Having  once  determined  how  miich  lie  can  afi'ord 
to  invest  in  advertising,  the  merchant  should  proceed 
to  apportion  the  sum — to  lay  out  a  schedule  as  a  work- 
ing basis.  Let  us  assiime  for  the  sake  of  illustration 
that  a  merchant  decides  to  invest  about  $225.  This 
will  give  him  approximately  $18  a  month  to  spend  in 
different  forms  of  advertising  as  he  deems  best.  But 
there  are  some  months  in  Avhieh  he  will  not  want  to 
spend  the  entire  $18.  During  the  holiday  season  he 
Avill  probably  want  to  spend  more  than  $18.  His 
schedule  should  run  about  as  follows : 

January,  $18;  February,  $20;  March,  $12;  April, 
$15  ;  May,  $15  ;  June,  $20  ;  July,  $15  ;  August,  $18  ;  Sep- 
tember, $12;  October,  $12;  November,  $30;  December, 


Winter  is  Witli  Us 

TVe  have  a  splendid  varJetv  of  •'■■asorxabl'^  s|.>orting  goods  and 
a«k,you  tp  Inspect  Uifm  now  while  the  lines  are  full 

Toboggans  for  Snow  Slides 

ma^ie  erf  SIL.VEK  BIRCH,  In  4  ft..  6  ft,  6  ft.,  and  8  ft.,  at  mod- 
erate' prices. 

Toboggans  for  Ice  Slides 

■witih  rnnners,  made  of  RrnCH.  \rAPI^E.  AN'D  BIRCH  AJ^p 
OAiK,  wWih  UIGNTJM  \  IT.\K  RLTNN'T;RS,     Prices,  *1.85  lo  M1.60. 

Snow  Shoes 

ail  slIieB  and  for  all  kln.ls  of  snow  shoeing.  Both  for  pae- 
tlme  and  the  packer  who  has  heavy  loads  to  carry.  Prlcea 
•1.S0  to  tie.M. 

Moccasins 

All  sizes,  made  of  E3UC.  OTL  TAN.  COWHIDiE.  Prices  from 
•1.25  to  «2.90. 

Hockey  Boots 

BOYS'   and   MEN'S  sizes,  with  and  wiii]o\it  linlnft  Prices  SI.TS 

Skates — Spring  and  Hockey 

Bl^  aasortm^fit-   All  sizes. 

Hockey  Sticks 

AH  slzas.  Prices  li<-  to  Si.oo. 

Our  Ontario  Hockey  Scorer,  "the  stick  with  a  reputation," - 
40c  cncb. 


RICE  LEWIS  &  SON 

Limited 

Established  1847.      Cor.  King  &  Victoria  Sts. 


A  Strong  Ad.  for  Pushing:  Sporting  Goods  in  January. 
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What  Trade  Associations  are  Doing 


BENEFITS  OF  TRADE  ORGANIZATION. 

By  M.  S.  Matthews,  Secretary  Minnesota 
Retail  Hardware  Association. 

]  believo  you  ()iit;ii-io  liardwarerncn  were  wise  in 
organizing  your  hardware  assoeiatioii,  for  we,  in  tlie 
States,  have  Pound  many  l)enefits  from  such  organiza- 
tions. 

Questions,  lier<'  in  tliis  country,  liave  arisen  witli 
which,  we  believe,  you  have  had  little  or  no  experience. 

'JMie  hardest  kind  of  competition  with  us  is  that  of 
tlie  mail  order,  or  catalogue  houses  so  called,  the  larger 
ones  being  located  in  Chicago.  These  houses  are  now 
so  lai-ge,  and  doing  such  an  extensive  business,  with 
unlimited  trieans  at  their  command,  that  they  are  abk^, 
in  numy  instances,  to  buy  direct,  in  large  lots,  from 
manufacturers  at  prices  even  below  those  made  to  the 
legitimate  jobber.  Although  there  are  several  of  these 
houses,  very  large  and  powerful,  and  while  it  is  not 
likely  these  can  be  knocked  out  by  any  retail  associa- 
tion, the  going  has  ])een  made  so  hard  that,  from  now 
out,  it  would  be  mo.st  difficult  to  promote  new  institu- 
tions of  this  description.  The  Hardware  Associations 
have  been  giving  these  houses  a  lively  chase,  and  but 
for  the  earnest  etfort  of  our  organizations  the  liai'(l- 
ware  retailer  would  have  now  been  in  a  much  more 
difficult  position  than  he  is.  The  Associations,  as  such, 
make  no  effort  to  consider  prices,  our  ])eople  regarding 
this  as  always  a  local  issue. 

Chief  among  the  benefits,  we  believe,  is  the  a'l 
around  educational  methods  through  correspondence 
and  annual  conventions,  and  any  hardware  dealer,  who 
has  attended  the  conventions,  year  after  year,  and  care- 
fully read  the  literature  sent  out,  miist  surely  be  a  bet- 
ter hardware  merchant  than  at  the  beginning. 

One  of  the  chief  benefits  comes  from  the  mutual  fire 
in.surance  companies  of  which  there  are  eight  in  opera- 
tion, all  highly  successful,  and,  as  these  companies 
refuse  to  carry  insurance  for  non-members,  they  are 
very  helpful  in  holding  the  member.ship  together. 

If  you  hardware  merchants  in  C'anada  can  se(!ure 
permission  for  the  organization  of  such  an  insurance 
company,  we  believe  it  will  be  greatly  to  your  advan- 
tage, and  certainly  hope  you  will  use  every  effort  to 
promote  such  a  company. 


BOTH  MEMBERS  OF  FIRM  ATTEND. 

By  D.  Macnab,  Orillia. 

We  feel  thai,  tlu^  Ontario  Hardware  Association  has 
done  good  in  many  ways,  but  find  it  difficult  to  find 
words  to  express  that  feeling  when  it  comes  to  writing. 
However,  the  fact  that  the  merchants  of  one  branch  of 
any  business  can  get  together  in  a  social  way  once  a. 
year,  where  they  are  practically  one  family,  as  it  were, 
and  can  talk  and  discuss  matters  as  well  as  methods  in 
connection  with  their  calling,  is  to  our  mind  a  good 
thing  in  itself  and  which  we  have  enjoyed  and  found 


very  beneficial.  Another  matter  is  that  they  can  handle 
an  Exhibition  under  one  roof,  where  goods  which  they 
handle  can  be  seen  to  better  advantage  than  in  the 
regular  Exhibitions  or  from  cuts  shown  in  catalogues 
and  this  is  another  benefit. 

While  the  Association  is  yet  in  its  infancy  we  be- 
lieve that  as  time  goes  on  it  will  get  stronger  and  will 
eventually  be  a  unit,  where  we  can  with  much  more 
ease  take  a  stronger  stand  for  the  protection  of  our 
interests,  which  cannot  be  accomplished  by  the  indi- 
vidual. As  the  old  proverb  says,  "where  there  is  union 
there  is  strength." 

We  do  not  think  we  can  pay  any  higher  compliment 
to  the  Association  when  we  say  that  in  all  the  time  we 
have  been  in  business  the  two  members  of  our  firm  were 
never  known  to  be  away  at  the  same  time  for  even  a 
day  until  last  year,  when  we  visited  London  together, 
and  believing  that  there  are  benefits  to  be  derived  we 
hope  to  have  the  privilege  of  again  attending  the  Con- 
vention together  at  Peterboro,  as  we  believe  that  this 
coming  meeting  will  be  the  greatest  yet  and  well 
worthv  of  any  dealer's  time  to  attend  same. 


MANY  BENEFITS  FOR  MEMBERS. 

By  Robert  Smith,  Bolton. 

The  Association  has  ])een  a  direct  benefit  to  us  in 
our  everyday  business,  but  we  do  not  get  all  that  we 
should.  Our  Association  teaches  us  to  respect  the 
other  fellow,  but  the  other  fellow  who  stays  away  is 
still  the  same.  "Beat  the  opposition,  even  though  you 
give  the  goods  away,"  is  his  motto.  There  are  nine 
hardwaremen  with  whom  we  come  in  business  con- 
tact, but  only  two  of  us  attend  the  Convention. 

The  Hardware  Association  brings  together  our  com- 
petitors in  the  hardware  business,  in  convention  we 
get  acquainted.  The  diffidence  and  jealousies  rot  away 
and  there  is  engendered  a  better  feeling  and  better  un- 
derstanding; we  see  we  have  faults,  but  we  do  not 
know  them  until  we  see  the  other  fellows'  good  quali- 
ties. 

The  questions  discussed  at  our  conventions  have 
many  results.  IMembers  give  more  care  to  store  ap- 
pearance, become  better  salesiiu'U  and  better  buyers, 
thus  reaping  a  better  profit.  Keturning  to  their  homes 
they  feel  they  are  one  of  a  good  family,  and  put  more 
etfort  and  enthusiasm  into  their  business.  Indeed, 
since  the  Association  was  formed,  j'eckle«s  price  cut- 
ters are  beginning  to  see  the  stupidity  of  giving  goods 
away,  and  realize  that  all  goods  should  be  sold  at  a 
legitinuite  and  fair  profit. 

Attending  the  Convention  we  get  in  touch  ^vith  the 
goods  we  sell,  how  they  are  nuide,  and  the  best  me- 
thods of  exhil)iting,  if  wc  study  the  displays  in  various 
booths.  Tiistening  to  the  men  who  represent  tlie  manu- 
facturers, we  get  ideas  which,  Avhen  we  get  home,  pos- 
sibly unconsciously,  we  use  for  our  own  good  and  tlie 
best  interest  of  our  customers. 
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The  advantages  we  look  for  should  be  better  me- 
thods, a  higher  motive  and  a  more  honorable  way  of 
doing  business,  and  this  can  only  be  developed  by  get- 
ting together  and  working  through  the  Association. 

There  is  no  doubt  in  my  mind  that  every  hardware- 
man  attending  our  Convention  goes  home  a  more  en- 
thusiastic and  better  equipped  business  man. 

I  look  for  a  better  feeling  between  retailer  and  job- 
ber, jobbers  and  manufacturers,  although  our  discus- 
sions, to  my  mind,  have  not  always  been  fair.  In  many 
instances  the  person  who  denounces  the  jobbers  for 
selling  past  him  would  at  the  first  opportunity  snap 
up  an  offer  by  the  manufacturer  cutting  out  the  jobber. 
Should  we  not  be  fair  to  both  sides  and  see  what  the 
jobber  could  do  under  the  circumstances,  before  plac- 
ing our  order  with  a  manufacturer? 

The  great  aim  of  our  Association  is  to  join  hands 
and  meet  the  great  catalogue  houses.  Much  has  been 
done  in  this  line,  and  more  could  be  done  if  we  only 
had  the  unanimity  of  hardwaremen.  Many  of  the 
standard  lines  of  goods  these  houses  cannot  buy  unless 
they  maintain  the  price.  Many  more  lines  could  be 
added  to  this  list  if  the  trade  stood  shoulder  to 
shoulder. 


finances  in  good  shape,  I  look  for  our  Association  to  do 
more  effective  work  along  many  lines  during  the  next 
few  years. 


MAKES  BETTER  BUSINESS  MEN. 

By  D.  Cinnamon,  Lindsay. 

No  member  can  attend  our  Convention  and  meet  so 
many  men  in  the  same  line  of  business,  exchange 
thoughts,  discuss  the  different  methods  of  doing  busi- 
ness, and  take  an  active  part  in  the  "Question  Box" 
discussion,  without  going  home  a  better  business  man 
than  when  he  came. 

A  strong  Association  can  do  a  great  deal  towards 
removing  trade  evils  such  as  unnecessary  cutting  prices, 
selling  staple  goods  at  or  even  below  cost,  create  a  bet- 
ter understanding  between  the  manufacturers  and  job- 
bers and  the  retailers,  so  trade  can  be  conducted  along 
legitimate  chaimels  through  the  retailer  instead  of 
direct  with  the  consumer,  as  sometimes  is  now  the 
ease. 

It  is  also  possible  for  a  strong  Association  to  organ- 
ize and  successfully  carry  on  for  the  benefit  of  every 
member,  a  Mutual  Fire  Insurance  Company. 


HAVE  CORRECTED  SEVERAL  EVILS. 

By  R.  C.  Chown,  Belleville. 

I  think  the  Ontario  Association  has  been  the  means 
of  making  broader  minded  and  better  business  men 
of  the  hardware  merchants  of  this  Province.  It  has  also 
assisted  the  hardware  merchants  in  many  places  in 
getting  together  and  instead  of  cutting  prices  on  many 
staple  lines,  come  to  an  agreeable  arrangement  whereby 
these  goods  are  sold  at  a  fair  margin  of  profit. 

I  also  think  that  the  hardAvare  merchants  have  a 
greater  respect  for  commercial  travelers,  and  the  tra- 
veler in  turn  for  the  merchant.  Our  customers  are 
always  on  the  alert  for  anytliing  new,  and  the  new  ideas 
and  suggestions  we  gather  at  our  anniuil  meeting  fit 
us  to  interest  them  in  our  business,  so  as  to  hold  their 
trade  and  that  oF  theii-  IVieuds. 

During  the  few  years  our  Association  has  been  oi^- 
gauixed  Ave  have  corrected  souie  evils  that  have  existed 
I'oi'  vears,  and  now  that  we  are  well  organized  aud  dur 


BUYS  NEW  GOODS  AT  CONVENTION. 

By  R.  H.  Blackmore,  St.  Thomas. 

As  a  retailer  I  do  not  know  of  any  means  to-day 
whereby  a  retailer  can  get  so  much  information  which 
is  vital  to  his  business  interests,  as  one  can  by  attending 
the  Retail  Hardware  Convention  and  making  it  a  buy- 
ing trip.  The  manufacturers  represented  there  will 
have  the  best  and  newest  hardware  lines  that  the  coun- 
try produces,  and  their  exhibits  will  help  make  many 
sales  for  jobbers  during  the  coming  year. 


WANTS  QUESTIONS  FOR  DISCUSSION. 

Magladery  Bros.,  Liskeard,  had  a  most  successful 
year  in  paints,  stoves,  and  agricultural  implements,  and 
have  booked  up  _ 
more  orders  for  im- 
plements for  sale  in 
1911  than  any  other 
Massey  Harris  agent. 
Wm.  Magladery  is  to 
be  chairman  of  the 
Question  Box  Com- 
mittee at  the  Retail 
HardAvare  and  Stove 
Dealers'  Convention 
in  February,  and  he 
invites  retailers  to 
forward  to  him  any 
questions  they  desire 
to  have  discussed. 

The  folloAving 
questions  have  al- 
ready been  submit- 
ted for  discussion  in 
tlie  "Question  Box" 
at  the  Peterboro 
Convention : 

Do  the  members  find  that  Avail  paper  pays  in  a  re- 
tail hardAvare  store? 

What  Avould  you  do  if  the  business  shoAved  as  large 
a  turnover  as  in  former  years,  and  yet  on  taking  stock 
you  found  that  you  Avere  not  as  Avell  off  as  you  were 
in  previous  years? 

Do  you  approve  of  interesting  clerks  financially  in 
the  business?   If  so,  Avhat  is  the  best  plan? 

Describe  a  balance  sheet  after  stock  taking ;  what 
should  it  shoAV?    What  should  it  contain? 

I  sell  hardAvare.  I  am  not  a  bookkeeper.  Tell  its 
a  short  sample  method  of  keeping  a  set  of  books  in  a 
small  business,  say  of  ten  or  tAvelve  thousand  dollars. 

Does  any  member  knoAV  if  a  blank  form  for  giving 
estiuuites  and  serving  as  contract  forms,  Avhich  Avould 
be  applicable  to  any  make  of  fui'nace,  is  issued  hj  any 
one  for  sale?  If  not,  has  anyone  a  form  they  have 
adoi)ted  themselves  tluit  other  members  could  get  a 
sample  of  to  get  out  some  for  themselves? 

AVhat  help  should  you  think  consistent  Avitli  a  .+.'^0,- 
000  turnover,  one-third  of  tliis  credit  accounts  ? 

On  a  stock  of:  $5,000,  Avhat  should  the  total  sales 

be? 


Wm.  Magladery. 
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THIS  TRAVELER  WAS  A  BOOSTER. 

Found  a  Customer  in  the  dumps  and  made  him  take 
a  tonic— Took  him  to  a  Hardware  Convention  and 
it  gave  him  a  broader  view  of  things— A  story 
with  a  moral  by  "Far  West." 

A ( 'LOUD,  no  hir^jcr  tlian  a  man's  hand  and  coming 
from  no  one  knew  where,  hovered  uncertainiy 
over  (Jhissport,  settling  finally  on  the  hardware 
store  of  I)igl)y  &  Seliurke.  Imperceptibly  it  grew  until 
it  filled  tlie  building,  carrying  with  it  gloom  and  dis- 
comfort, as  it  pervaded  the  store  and  hung,  ominously, 
over  the  head  of  the  senior  partner.  Stock  taking,  a 
trying  ordeal  under-  the  best  circumstances,  had  TUicier 
the  aggravating  nagging  of  the  aforesa'.d  senior  part- 
ner, dragged  its  weary  length  along  for  two  full 
weeks. 

On  the  last  day  of  the  heavy  work  a  stained  and  be- 
grimed group  assetnblcd  in  the  washroom,  getting  rid 
of  the  marks  of  tiie  day's  battle.  "AVhat's  got  into  the 
(lid  man,  he's  so  groucliy?"  asked  the  paint  man,  as  he 
washed  the  stains  from  his  hands  with  linseed  oil,  "an- 
other two  weeks  like  tiiis  would  see  my  finish." 

"The  firm's  goin'  to  l)ust  up,"  volunteered  the 
errand  boy. 

"Don't  you  think  it,  kid,"  responded  the  big  ship- 
ping (derk,  grasp  ng  tlie  boy  hy  the  coat  collar.  "Just 
you  keep  your  mouth  shut.  You  start  that  kind  of  talk 
and  you  don't  know  where  it  will  end — that  is  what 
starts  banks  runs." 

Traveler  Appears  on  the  Scene. 

The  next  morning  Mr.  Schurke  was  directing  the 
assembling  of  a  line  of  Ranges  and  Heating  Stoves.  A 
thin  wooden  partition  had  been  run  down  the  center  of 
the  store  about  half  way  from  the  front  toward  the  rear 
and  extending  al)out  five  feet  above  the  ranges.  Two 
joints  of  Pipe  were  attached  to  the  ranges  and  three 
or  more  to  the  stoves.  These,  topped  by  elbows  and 
supported  by  pipe  collars,  rested  against  the  partition. 

"Now  you're  workin',  brother!"  a  hearty  voice  ex- 
claimed as  the  owner  of  it  let  fall  a  heavy  grip  and 
rested  a  bidky  catalogue  on  a  range,  "shake  an  honest 
man's  hand." 

Schurke  grasped  the  ])rofcr(Ml  hand  warmly,  then 
waving  liis  hand  proudly  toward  the  ranges,  said, 
"What  do  you  think  of  my  idea,  ]\Iac?  This  shows 
just  liow  a  ranges  or  stove  Will  look  in  actual  use." 

"Idea  is  good,"  Mac  assented,  "if  you  just  keep 
rubbish  and  dust  off  tlu;  top,  but  how  is  the  invoicing 
coming  along,  and  Senior,  how  is  he?" 

"Stock  is  all  taken,  but  sorne  of  the  sheets  are  not 
figured.  Digby  is  working  on  them  now,  and  you  want 
to  be  careful  how  you  rub  up  against  h'ni;  he  is  work- 
ing liiinself  sick  on  trade  problems  that  don't  touch  us. 
First  it  was  a  catalogue  house  cojupetition,  then  range 
peddlers.  Now  he  sees  ruin  in  this  parcel  post  agita- 
tion. If  he  would  only  go  away  and  let  us  alone  for  a 
cou])le  of  weeks,  life  would  be  more  worth  living  for  us 
and  foi-  him,  too." 

"That's  easy,"  responded  Mac,  "Til  just  take  iiim 
along  with  me  to  the  retail  hardware  convention. 

"Not  so  easy  as  you  think,"  replied  Schurke. 
"Don't  you  know  he's  dead  set  against  these  hardware 


conventions  But  try  your  luck  with  him  and  my 
blessing  go  with  you." 

Mr.  IVIacGruder  had  represented  on  the  road,  for  a 
number  of  years,  the  Copper  Hardware  Company,  and 
had  sold  Digby  his  first  bill  of  goods.  Each  had  helped 
the  other  and  the  house  had  stood  back  of  both  of  them. 

AValking  toward  a  little  coop,  at  the  extreme  rear 
of  the  store,  dignified  by  the  name  "office,"  he  poked 
his  head  inside  long  enough  to  sho\it  hello  I  and  imme- 
diately withdrew  it.  Inside  the  air  was  unbearable 
from  lack  of  ventilation  anfl  a  superheated  gas  stove. 

The  Interview  with  Digby. 
Digby  slowly  unwound  his  legs  from  the  stool  on 
wfiich  he  was  sitting  and  came  forward  to  greet  Mac- 
Crnider.  "You're  just  the  chap  I  want  to  see,  Mac," 
he  began.  "No,  you  needn't  get  out  your  book;  you 
don't  get  any  order  out  of  me  this  trip.  There  are  a 
lot  of  odds  and  ends  I  want  prices  on;  what's  the  hard- 
ware business  coming  to,  anyway?  You  don't  know 
any  one  who  wants  to  buy  me  out.  do  you?" 

Mac(ii'uder  unfastened  the  straps  on  his  catalogue, 
which  opened  at  a  brand  of  edge  tooLs.  "^<iy,  old 
man!"  he  exclaimed,  tapping  the  page  with  his  pencil, 
"remember  how  you  hesitated  when  I  tried  to  get  you 
to  put  in  that  line?  A  good  day's  work  for  both  of  us, 
though,  when  you  did.  Then  it  was  not  as  well  known 
as  it  is  now,  and  not  a  dealer  in  town  would  touch  it. 
To-day  they  are  after  it.  That's  the  beauty  about  the 
Copper  people — you  stick  to  them  and  they'll  stick  to 
you.  But,  say !  talk  about  lines — you  ought  to  see  the 
exhibit  we  will  have  at  the  convention  next  week.  It'll 
be  the  greatest  ever." 

"Mac,  you  make  me  tired!"  exclaimed  Digby,  dis- 
gustedly. "These  hardware  conventions  are  regular 
fakes.  A  handful  of  men  that  ought  to  be  at  home  run- 
ning their  business  get  together  to  listen  to  a  clerk 
from  the  Mayor's  office  give  them  the  freedom  of  the 
town — which  they  were  making  too  good  use  of  al- 
ready. Then  some  half  baked  chaps  read  papers  full 
of  chestnuts  when  the  meeting  adjourns — to  take  an- 
other drink.  They  are  merely  excuses  for  a  man  to 
sport  around  town,  but  for  business,  nix  I  notliing  in 
it!" 

MacGruder  felt  in  his  vest  pocket  and  drew  to  the 
light  a  small  pasteboard  box,  "Azure  drops  for  blue 
duffers,"  he  said,  offering  the  box  to  Digby.  "Take 
one.  Now  be  reasonable,  man!  You've  never  been  to 
a  hardware  convention,  have  you?  Now  you  will  find 
them  attended  by  the  brainiest  men  in  the  trade,  and 
the  associations  are  getting  to  be  a  power.  You  are 
missing  a  great  opportunity  to  put  snap  into  your  busi- 
ness. See  here,  you  come  with  me  to  the  convention, 
and  if  you  don't  get  in  three  days  more  practical  busi- 
ness ideas  than  you  can  get  in  a  week  any  other  way 
I'll  agree  to  furnish  you  a  first-class  desk  to  use  here 
in  the  store.  You'll  die  if  you  stay  in  that  hole,  any- 
way. So  if  you  want  to  be  shown  I'll  show  you,  be- 
cause 1  know  what  I'm  talking  about." 

Digby  turned  the  leaves  of  the  catalogue  aimlessly. 
His  attention  was  not  on  the  pages.  "When  is  the 
convention?"  he  finally  asked.  "21st  to  24th,"  he  re- 
peated after  MacGruder.  "Well,  I  don't  know,"  hes- 
itatingly.   "Lets  see  Schurke." 
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MINERVA  PAINTS  aho  VARNISHES 


FACTORY,  STRATFORD,  ENG. 


The  Big  Paint  Factory  is  Open 
Ready  for  Business 


OFFICE  AND  WAREHOUSE,  LONDON  ENG. 


Wait  for   Our  Travellers 
And  the  Minerva  Proposition 

We  feel  that  no  special  introduction  is  necessary  for  Minerva  Paints  and  Varnishes,  which, 
since  being  put  on  the  market  in  1834  (76  years  ago)  have  attained  world-wide  reputation. 

Our  success  has  been  achieved  by  supplying  honest  goods  at  honest  prices,  and  our  faith  in  the 
prosperity  of  Canada  prompted  the  establishment  of  our  Canadian  factory,  which  is  efficient  in 
management  and  completely  equipped  with  the  most  modern  machinery  and  facilities  to  main- 
tain the  high  standards  of  quality  in  Minerva  Paints,  Enamels,  Varnishes  and  Paint  Specialties 
for  all  classes  of  trade. 

The  superior  quality  of  Minerva  Paints  and  Varnishes  is  evidenced  by  the  fact  that  the  BRITISH 
ADMIRALTY,  the  largest  steamship  and  railroad  companies  in  the  world,  also  the  largest  and 
most  prominent  decorators,  are  constant  users  of  these  goods,  which  are  always  marketed  in  NET 
WEIGHT  AND  FULL  IMPERIAL  MEASURE  PACKAGES. 

Superior  quality  in  Paints  and  Varnishes  is  not  all  that  we  are  oflfering  to  the  trade,  but  the 
most  complete  co-operative  proposition  ever  devised  for  stimulating  sales  is  extended  to  you. 
Our  salesmen  are  now  on  the  road,  and  it  will  pay  you  to  investigate  the  Minerva  Proposition 
before  placing  your  order.    Write  for  full  information ;  a  post  card  will  bring  it. 

Minerva  Brand  Always  Signifies  Superior  Quality, 
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AT        ^  ■  M  ~w  TUt 


MEKT 


U5  AT 


PETERBORO 


Ontario  Retail  Hardware  a 

SIXTH  ANNUAL  CONVI 


57th  Regiment 
Armouries 
where  the 
Convention 
Meetings  and 
Exhibition 
is  to  be  held. 


MEMBERSHIP 

Members  of  the  Ontario 
are  urged  to  send  their  men 
order  to  save  time  in  waitii 
Annoying  delays  will  be  avoi 

A  handsome  gold  plated 
warded  with  every  receipt  I 
fee  of  a  retail  firm,  or  for  i 
bership  fee.     Members"  bntt 
travelers'  black  and  red. 

Every  paid  up  member, 
the  Convention  or  not.  is  a 
official  convention  badges  bei 
Gillette  Safety  Razor  Compan 

Members  who  pay  theii 
badge  ready  waiting  for  the 
Unpaid  members  will  have  t 

Firms  sending  two  or  1 
secretary  in  advance,  as  onl; 
Convention. 


RETAIL  HARDWARE  CONVENTION  PROGRAM 


MONDAY,  FEB.  20.— EXHIBITION  PREPARATION  DAY. 
8.30  p.m. — Meeting  of  Executive  Committee. 

TUESDAY,  FEE.  21. 
9  a.m. — Distribution  of  badges  and  payment  of  dues,  at 

Secretary's  office  in  Armouries. 
9  a.m.  to  12  noon — Hardware  Trade  Exhibition. 
1.30  to  4  p.m. — Convention  opening  session  addresses  of 

welcome,  etc. 

4  to  5.30  p.m. — Travelers  and  manufacturers'  open  session, 

with  talks  on  "Methods  of  Salesmanship." 
7.30  to  10.30 — Band  Concert  in  Exhibition  Hall. 

Hardware  Window  Dressing  Competition  open  to  Peterboro 
hardware  salesmen. 

WEDNE,SDAY,  FEB.  22. 
9  to  1 2 — Exhibition  at  Armouries. 
9  a.m. — Meetings  of  Convention  Committees. 
9  a.m. — Visits  to  Peterboro  Factories. 
1.30  to  4.30 — Convention  in  band  room  of  Armouries. 
4.30  to  5.30 — Exhibition  Hall  opens. 

7.30  to   10.30 — Exhibition  open  to  public — band  concert. 

8  p.m. — Question  Box  discussion  in  Collegiate  Institute 
Hall — members  only.  Discussion  in  charge  of  com- 
mittee,   W.    Magladery,    New    Liskeard,  convenor. 


"Paint  and  Brush,"  and  "Stove  and  Kitchen 
Goods"  window  competitions  open  to  any  Cana- 
dian hardwaremen  or  clerks. 

THURSDAY,    FEB.  23. 
9  to  12 — Exhibition  at  Armouries. 
9  a.m. — Committee  Meetings. 

1.30  to  4.30 — Convention — election  of  officers,  etc. 
4.30  to  5.30 — Exhibition  Hall  open. 

8  p.m. — Dinner  ?nd  concert  given  by  Association,  to  mem- 

bers, guests  and  exhibitors,  in  Collegiate  Hall. 
Address  on  "Price  Maintenance,''  by  W.  Max- 
well, of  the  Iver  Johnson  Arms  &  Cycle 
Works,  Fitchburg,  Mass. 

"Tool,  cutlery  and  sporting  goods"  window 
competitions,  open  to  any  Canadian  hardwaremen 
or  clerks. 

FRIDAY,   FEB.  24. 

9  to  12 — Exhibition — no  exhibits  removed  before  Friday 

noon. 

10  a.m. — Closing  s!;ssion  of  convention — meeting  of  new 

Executive,  etc. 

THE  WINDOW  COMPETITIONS. 

Any  hardware  merchants  or  clerks  desiring  to  enter 
the  window  dressing  competitions  are  requested  to  advise 
the  Secretary  before  February  1. 

A  prize  of  $10  is  offered  in  each  competition,  the 
judging  to  be  done  by  a  committee  of  retailers. 


A  GREA 

The  hardware  show  at  tl 
ware  exhibition  ever  held  in 
coming  a  long  way  to  see,  bee 
ties  which  will  be  displayed. 

Practical  men  will  also  b 
processes  of  manufacture  an 
article. 

While  some  may  visit  P 
majority,  if  they  act  wisely, 
time  iu  the  Exhibition  Hall, 
display. 

Many  retailers  have  mad 
two  years  out  of  special  lin 
Hamilton  and  London  Conver 

Bring  your  want  book  w 
exhibitors,  or  your  jobbers,  f 
appeal  to  you. 


A  cordial  invitation  is  extended  to  He 


WE  5HALL  EXHIBIT 


MEET  ^^HH^^  VS  AT 

PETERBORO 


Come  to  Peterboro,  Fe 

Single  Fare  Rates  on  all  Railways  betv 


CONVENTION  CERTIFICATES  will  be  obtainable  at  everv  railway  station  in 
Canada  between  Fort  William  and  the  Atlantic  Coast.  By  traveling  on  these  Conven- 
tion Certificates  any  person  visiting  Peterboro  during  the  Convention,  whether  a 
manufacturer,  jobber,  traveler,  retailer,  clerk,  or  the  wife  or  member  of  the  family 
of  a  visitor,  is  entitled  to  a  return  ticket  free,  if  more  than  300  attend.     As  this 


number  was  far  exceeded  at  London 
By  special  arrangement  with  the  rail* 
Jffice  in  the  armories  from  9  to  12  a.n 
tickets  issued  at  once  to  those  desirii 
vcution  closes.    There  will  be  no  dela; 


Address  all  communications  to  WESTON  WRIGLEY,  Secretary  Ontario 
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Stove  Dealers'  Association 

TION  AND  EXHIBITION 


5  NOW  READY. 

a  and  firms  desiring  to  join, 
es  of  S3  during  January,  in, 
after  arriving  at  Peterboro. 
ying  dues  in  advance, 
imbership  button  will  be  for- 
^ering  the  1911  membership 
a  traveler's  honorary  mem- 
lameled  blue  and  white  and 

traveler,  whether  he  attends 
.eed  one  of  the  magnificent 
i  for  the  Association  by  the 

e  Feb.  15th  will  find  their 
me  filled  in  ready  to  wear, 
ir  turn. 

ientatives  should  advise  the 
,es  will  be  prepared  for  the 
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Floor  plan  of 

Armouries 

showing 

location 

of  the  booths 

reserved  for 

manufacturers 


BITION 

will  be  the  greatest  hard- 
.1  the  exhibits  will  be  worth 
many  new  lines  and  special- 

:  each  exhibit  to  explain  the 
the   Selling  Points  of  each 

for  a  good  time,  the  vast 
every  minute  of  their  spare 
he  new  and  old  articles  on 

of  dollars  during  the  past 
ed  from  exhibitors    at  the 

that  you  can  arrange  with 
s  of  the  special  lines  which 


LIST  OF  EXHIBITORS 

(A)  —  19 
Goldie  &  McCulloch,  Gait.  20 
Shurly  &  Dietrich  Co.,  Gait.  21 
Allan  Hills  Edge  Tool  Co.,  Gait.  22 
Gait  Art  Metal  Co.,  Gait.  23 
K.  McDougall  &  Co.,  Gait.  24 

(B)  —  25 
Taylor-Forbes   Co.,    Guelph.  26 

(O—  27 

Lewis  Bros.,  Montreal.  29 

Dominion  Cartridge  Co.,  Montreal.  30 

(D)—  31 

Rapid  Tool  Co.,  Peterboro.  32 

Peterboro  Lock  Mfg.  Co.,  Peterboro.  33 

Lundy  Shovel  &  Tool  Co.,  Peterboro.  34 

J.  J.  Turner  &  Son,  Peterboro.  35 

B.  F.  Ackerman,  Son  &  Co.,  Peterboro.  36 

Peterboro  Canoe  Co.,  Peterboro.  37 

Adam  Hall  (stoves),  Peterboro.  38 

1  Metallic  Rooiing  Co.,   Toronto.  39 

2  Steel  Trough  &  Machine  Co.,  Tweed.  40 

3  Boeckh  Bros.,  Toronto.  41 

4  Dover  Mfg.  Co.,  Canal  Dover,   Ohio.  43 

5  International  Varnish  Co.,  Toronto.  45 

6  Canada  Paint  Co.,  Montreal.  46 

7  James  Robertson  Co.,  Toronto.  47 

8  Dunlop  Tire  &  Rubber  Goods  Co.,  Toronto.  48 

9  and  10    D.  Maxwell  &  Son,  St.  Marys.  49 

11  Standard  Paint  Co.,  of  Canada,  Montreal.  50 

12  International  Distributing  Co.,  Montreal.  51 

13  Pratt  &  Lambert,  Bridgeburg. 

14  and   15    Moffat  Stove  Co.,  Weston. 

16  Gendron  Mfg.  Co.,  Toronto. 

17  J.  H.  Connor  &  Son,  Ottawa. 

18  D.  J.  Barker  &  Co.,  Picton. 


To  (StoftCit  '^f  • 


N.  B.  Mlsener,  Toronto. 
Supreme  Heating  Co.,  Welland. 
Pittsburg  Perfect  Fence  Co.,  Hamilton. 
Canada  Cycle  &  Motor  Co.,  West  Toronto. 
Clare  Bros.,  Preston. 
Onward  Mfg.  Co.,  Berlin. 
Gillette  Safety  Razor  Co.,  Montreal. 
Lufkln  Rule  Co.,  Windsor, 
and  28    McClary  Mfg.  Co.,  London. 
Ferrosteel  Co.,  Bridgeburg. 

D.  Moore  Co.,  Hamilton. 
Brantford  Roofing  Co.,  Brantford. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 
Dominion  Register  Co.,  Toronto. 

E.  F.  Walter  &  Co.,  Montreal. 
Carborundum  Co.,  Niagara  Falls,  N.Y. 
Cummer-Dowswell   Co.,  Hamilton. 
Glidden  Varnish  Co.,  Toronto. 
Queen  City  Oil  Co.,  Toronto. 
Hall,  Zryd  Foundry  Co.,  Grimsby. 
Imperial   Varnish   Co.,  Toronto, 
and  42     Oneida  Community,  Ltd.,  Oneida,  N.Y. 
and  44     S.  F.  Bowser  &  Co.,  Toronto. 
Northern  Aluminum  Co.,  Toronto. 
Brandram-Henderson   Co.,  Montreal. 
Plncliin,  Johnston  &  Co.,  Toronto. 
Gutta  Percha  &  Rubber  Mfg.  Co.,  Toronto. 
Benj.  Moore  &  Co.,  West  Toronto. 
Metal  Shingle  &   Siding  Co.,  Preston. 

F.  W.  Bird  &  Son,  Hamilton. 


SPECIAL  SPACES: 

Ohio  Varnish  Co.,  Cleveland. 
Pike  Mfg.  Co.,  Pike,  N.H. 
Findlay  Bros.,  Carlton  Place. 


s  Retailers  in  all  parts  of  Canada  to 


uary  21  to  24,  1911 

Fort  William  and  Atlantic  Coast  Points 


ry,  the  free  return  trip  is  assured, 
ites  can  be  vised  at  the  Secretary's 
m.,  or  7  to  10  p.m.  daily,  and  return 
1  home  on  any  day  before  the  Con- 
free  return  tickets  at  Peterboro  like 


there  was  at  London  last  year,  before  the  required  300  had  been  reached.  Ask  any 
railway  agent  for  particulars  about  Convention  Certificates,  but  be  sure  to  get  one 
with  your  ticket  in  order  to  secure  the  return  ticket  free.  Tickets  will  be  goofl 
coming  Feb.  17  to  23,  nd  returning  up  to  Feb.  28. 


lardware  and  Stove  Dealers  Association,  42-44  Agnes  Street,  Toronto. 


WE  ^nALL  EXHIBIT 

^1'     ^«-"^T^~^  THE 


Retail  flAROWARE 
Stove  Dealers  Assn 

6~Annual: 

CONVENTION 

FEB 


MEET 


IS  AT 


PETERBORO 
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The  Man  l^o  Knows 


THE  BEST 


FINISHES 


FLOOR  FINISH 


THE  ONE  PERFECT  I 
:  FLOOR  FINISH  I 


International  Varnish  Co.SHlili 

Toronto,  Can. 


Miracles  do  not  happen  in 
bnsiness  


Yet,  lots  of  otherwise  sensible  busi- 
ness men  believe  in  luck. 

They  will  tell  you  that  things  happen 
— that  the  successful  man  is  the  lucky 
man.  But,  getting  down  to  actual 
facts,  you  know  perfectly  well  that 
nothing  happens. 

You  know  that  success  is  the  result  of 
certain  causes — causes  so  obvious  that 
believers  in  business  miracles  pass 
througii  life  without  noting  them. 

90  per  cent,  of  the  successful  Hard- 
ware Merchants  do  not  believe  in 
luck. 

They  use  "  Buying  Sense"  instead — 
and  stock  the  lines  which  mean  profit 
and  reputation  for  them — International 
Varnish  Products. 


"  Elastica"  Floor  Finish — the  one  per- 
fect floor  finish — the  durable,  beauti- 
ful, waterproof  finish,  that  never 
turns  white  or  cracks. 

"  Lacqueret  " — the  Household  Beauti- 
fier — a  prime  necessity  in  every  home. 

"  Satinette  "  White  Enamel — the  en- 
amel that  stays  white — made  for  both 
interior  and  exterior  work. 

Flattine  Finisll — the  finish  that  pro- 
duces a  full  dead  or  flat  appearance 
witliout  tiie  labor  and  expense  of 
rubbing. 

KLEARSTONE  Stains  (Acid  or  Oil)— 
the  perfect  wood  stains. 

Every  International  Product  you  sell 
adds  to  your  reputation  and  increases 
your  bank  balance  at  the  same  time. 


iN.B.  All 
sold 


are  s 


International  Varnish  Products 
in    i'ull    Imperial  Measnre  Cans. 


INTERNATIONAL  VARNISH  CO. 

Limited 

TORONTO  WINNIPEG 
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AND    STOVE  JOURNAL. 


After  the  Convention. 

Two  weeks  after  this  conversation,  a  handsome  fiat 
top  desk  was  rolled  into  the  store  and  placed  well  to 
the  front.  Digby,  full  of  animation,  was  superintend- 
ing the  transfer  of  his  catalogues  from  the  rear  office, 
taking  as  much  pleasure  in  their  arrangement  as  a  child 
with  a  new  toy. 

Just  then  he  turned  to  speak  to  one  of  their  old  cus- 
tomers. "Good  morning,  Mr.  Jones,  I  don't  believe 
I've  seen  you  or  several  months." 

' '  Well,  Digby,  it 's  your  own  fault  if  you  haven 't, ' '  re- 
sponded Mr.  Jones.  "I've  been  in  here  about  every 
week  right  along,  but  if  you  are  going  to  locate  behind 
that  new  desk  I  reckon  you'll  see  me  oftener." 

"He  hit  you  that  time,"  observed  his  partner.  "I 
guess  you  are  not  getting  out  here  any  too  soon." 

"Not  a  bit,"  assented  Digby.  "That  is  only  one  of 
the  good  things  Mac  and  the  convention  did  for  me. 
Summing  it  all  up,  while  I  got  many  splendid  ideas,  the 
greatest  gain  to  me  was  the  new  life  and  ambition  I 
imbibed  from  the  enthusiastic  and  enterprising  body  of 
hardwaremen. " 


WHAT  OTHERS  THINK  OF  US. 

"I  am  satisfied  your  new  journal  will  be  much  ap- 
preciated by  the  retail  trade  of  this  country." — J.  R. 
Hambly,  Barrie. 

"Enclosed  find  our  subscription  to  the  Canadian 
Hardware  &  Stove  Journal.  AVe  wish  you  success  in 
your  new  venture." — J.  G.  Stewart  &  Co.,  Wingham. 

"Am  very  pleased  to  join  with  others  who  will  wish 
you  good  luck  in  your  new  venture,  and  enclose  the 
sum  of  one  dollar  for  my  subscription  to  your  new 
paper." — A.  R.  Dundas,  Cobourg. 

"I  heartily  congratulate  you  on  acquiring  part 
ownership  of  the  Canadian  Plardware  and  Stove  Jour- 
nal, and  trust  your  venture  may  turn  out  a  big  suc- 
cess."— W.  J.  Carter,  Picton,  Ont. 

"We  have  your  announcement  that  you  will  soon 
publish  the  Canadian  Hardware  and  Stove  Journal. 
Wishing  to  read  the  new  joiarnal  from  the  very  first 
edition,  we  herewith  enclose  $1,  and  also  $3,  for  our 
membership  fee  to  the  Association." — Ricard  Bros., 
Sudbury,  Ont. 

"I  know  I  am  only  voicing  the  sentiments  of  all  in 
the  hardware  trade  who  have  become  acquainted  with 
you,  for  wishing  you  all  kinds  of  success  in  your  new 
venture.  I  feel  sure  you  will  meet  with  the  hearty 
support  of  all  the  boys."- — G.  A.  Binns,  Newmarket. 

"I  am  pleased  to  learn  that  you  have  branched  out 
for  yourself.  I  congratulate  you  upon  the  step  you 
have  taken,  and  wish  you  every  success.  I  will  be 
pleased  to  subscribe  for  three  copies  for  myself  and 
stafp. " — I).  Cinnamon,  Lindsay,  president  Ontario  Re- 
tail Hardware  and  Stove  Dealers'  Association. 

"I  am  glad  to  hear  that  you  will  be  the  editor  of 
the  Canadian  Hardware  and  Stove  Journal,  and  you 
should  be  a])le  to  help  make  our  Association  a  bigger 
factor  in  the  business  life  of  Ontario  even  than  it  has 
been  in  tlie  past  few  years,  as  you  will  have  more  time 
at  your  disposal  to  plan  the  necessary  steps  for  its  ad- 
vancement."— R.  C.  Chown,  Belleville,  vice-president 
Ontario  Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation. 


"I  certainly  want  to  congratulate  you  on  the  step 
you  have  talien.  I  feel  that  without  any  additional 
labor  on  your  part  (as  I  believe  that  you  would  do  your 
best  in  any  position  you  might  occupy,  whether  on 
salary,  or  in  which  you  have  a  personal  interest),  that 
you  will  have  more  returns  for  your  labors  in  your  new 
field,  and  your  work  will  certainly  be  more  congenial. 
Anything  I  can  do  to  assist  you  in  your  new  venture,  I 
will  be  only  too  glad  to  do.  I  enclose  money  order  for 
three  subscriptions  to  names  given." — AV.  P.  Macpher- 
son,  Prescott,  Ont. 

"I  wish  to  congratulate  you  on  your  entry  into 
business  on  your  own  account.  I  do  hope  that  you  will 
l)e  successful  and  have  no  doubt  that  you  will.  I  know 
just  how  you  feel,  for  on  March  25,  1899,  Taylor  Bros. 
(Jack  and  Frank)  assumed  a  big  liability,  with  very 
little  assets.  For  the  first  few  years  the  writer  knows 
just  what  it  all  means.  Success  is  assured  by  only  the 
absolutely  straight  road.  Play  the  game  sqiiare  and 
such  a  thing  as  failure  never  needs  to  be  considered. 
My  stenographers  have  been  too  busy  to  get  anything 
but  rush  matters  out.  I  am  writing  this  with  pen  to 
send  you  our  money  for  your  paper,  as  that  part  is 
necessary  in  any  business." — C.  Frank  R.  Taylor, 
Carleton  Place. 

"I  enclose  one  dollar  as  subscription  to  your  new 
journal  for  one  year.  I  believe  the  establishment  of  a 
monthly  hardware  journal,  devoter  particularly  to  the 
interests  of  retail  dealers  and  dealing  with  problems 
affecting  the  trade,  the  production  of  educational 
articles,  will  be  productive  of  much  good  to  the  hard- 
Avare  trade  generally.  Such  a  paper,  edited  by  one  who 
knows  the  needs  of  retailers  as  you  do,  cannot  fail  to 
be  resultant  of  real  service  to  the  retail  hardware  trade 
of  the  Dominion.  Respecting  market  reports,  I  would 
suggest  if  made  at  ail  that  they  be  not  stale,  but  up-to- 
date,  and  on  a  loose  leaf,  so  they  may  be  filed  instead 
of  being  left  kicking  around  the  counters  where  they 
may  be  read  by  persons  for  whom  they  Avere  not  in- 
tended. I  wish  you  every  success  in  your  new  ven- 
ture."—AA".  J.  Bell,  Beeton. 


MARKET  PRICES  MADE  PUBLIC. 

"In  launching  out  in  a  new  field  for  yourself  I  hope 
you  will  pardon  my  fault  finding  and  overlook  the  fol- 
lowing suggestion  if  it  does  not  appeal  to  you.  You 
must  confess  that  in  the  past  few  years  Hardware  & 
Aletal  has  been  handed  to  people  who  should  not  even 
see  the  cover,  and  yet  it's  a  fact  that  these  people  get 
this  paper,  study  the  Avholesale  prices  and  tell  us  just 
what  we  are  making  on  the  goods  when  they  come  to 
buy.  If  the  publication  is  not  sufficiently  large  to  make 
it  pay  Avithout  selling  the  paper  to  this  class,  Avhy  not 
make  the  subscription  $1  or  even  $2  more  and  let  only 
hardware  men  have  the  benefit  of  the  pages.  It  is  my 
opinion  that  this  is  one  of  the  first  things  that  should 
have  been  taken  \ip  at  the  HardAvare  Convention  Avhen 
tiu^  Association  Avas  first  organized.  I  ahvays  note  Avith 
a  great  deal  of  interest  the  cover  pages  of  Butler  Bros, 
nuuitldy  catalogue  Avhere  they  continually  ask  their 
customei's  to  keep  their  catalogue  away  from  the  public 
and  l)urn  them  instead  of  throAving  old  copies  aAvay. 
I  enclose  i^'-i  to  rencAV  my  Association  membership  and 
$1  for  your  paper." — AV.  G.  Poav,  Tillsonburg. 
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Salesmanship  Essential  to  Success 


WHERE  ONE  SALESMAN  FELL  DOWN. 

Mike  Kinney,  in  "The  Gimlet."  tells  an  inter- 
esting story  of  a  successful  salesman  who  tried  an 
inside  job  for  a  year,  hut  was  glad  to  get  back  on 
the  road. 

THIS  salcsiiuui  was  m  success.  lie  was  good-look- 
inS'.  had  a  friendly  way.  His  manners  were 
engaging.  He  told  a  good  story.  He  had  a 
merry  laugh.  And  he  was  a  fairly  steady  wor-ker.  He 
was  the;  sort  of  man  who  knew  the  conductor  on  the 
train,  the  brakeman,  tlie  hus  man  who  carried  him  up 
to  the  hotel,  the  hotel  ch-rk.  The  dining-room  girl  was 
always  glad  to  wait  on  iiiiii  promptly,  and  thought  he 
was  "such  a  gentleman." 

He  never  startled  his  trade  with  any  unusual  in- 
novations. He  never  made  any  remarks  io  a  cnstoiner 
which  might  lead  that  customer  to  think-  lie  was  not 
running  his  store  in  tlie  most  approved  and  up-to-date 
manner.  This  salesman  just  smih'd  and  was  agreeable 
and  took  the  order. 

He  was  a  member  of  several  secret  orders.  If  there 
happened  to  be  a  meeting  tlie  evening  he  was  in  town, 
he  went  to  this  meeting  with  his  customer.  The  cus- 
tomer told  his  wife  he  was  a  fine  fellow,  and  sometimes 
they  had  him  up  to  dinner.  He  was  a  man  who  never 
aroused  any  antagonism.  He  never  said  anything  bril- 
I'ant.  He  seldom  advanced  a  new  idea.  He  never 
hurried. 

On  the  otiiri'  IkiikI,  he  was  sober,  clean  in  his  talk 
and  always  called  on  lime.  He  attended  to  the  little 
details  of  his  work.  H(^  answered  letters  jiroraptly  and 
satisfactorily. 

At  his  headqiuirters  he  lived  in  a  nice  large  frame 
dwelling.  It  was  on  a  good  street  among  the  leading 
niercliants.  His  wife  was  a  pleasant  little  lady  who  at- 
tended to  her  own  liousework  and  looked  after  her 
childr-en,  as  good  mothers  should. 

This  salesman  was  a  deacon  in  the  church,  and  on 
Sundays  he  put  on  his  frock-  coat  and  white  tie,  black- 
ened his  siioes  on  the  back  ])0i-ch,  and  with  his  gilt- 
edged  P>ible  under  his  arm.  escorted  his  wife  to  and 
from  the  house  of  worship.  It  was  one  of  his  duties 
to  pass  the  plate.  He  was  a  lueiiilx'r  of  the  cliurch  club. 
He  greeted  strajigers  at  the  front  door  of  tiie  church 
witli  the  sanu^  pleasant  manner  he  used  to  such  ad  van 
tage  in  selling  goods. 

So  you  see  from  tiiis  stoi'y  that  the  subject  of  this 
sketch  was  (piite  a  prominent  man  in  his  town.  Not 
only  in  ciiurch  affairs,  but  in  civic  affairs  his  opinions 
were  listened  to  with  great  respect.  This  salesman  and 
his  family  were  very  happy.  His  children  knew— as  all 
ciiildren  know — that  tlieii-  father  was  a  man  of  some 
consideration  among  his  fellows. 

When  at  regular  intervals  this  salesman  visited  his 
house  in  the  large  city,  he  was  welcom(>d  with  open 
arms.    The  president  of  tiie  com|)any  chatted  with  him 


confidentially  about  the  business.  He  asked  iiis  sug- 
gestions. The  other  officers  were  also  cordial.  He  was 
invited  out  to  luncheon.  He  was  made  much  of  by 
his  company.  As  he  walked  through  the  various  de- 
partments he  unconsciously  threw  back  his  shoulders 
and  held  his  chin  high,  realizing  he  was  a  great  factor 
in  tlu!  success  of  his  house. 

On  one  of  these  visits  the  president  of  the  company 
asked  this  successful  salesman  if  he  would  not  like  to 
take  charge  of  a  certain  department  in  the  house.  He 
drew  glowing  pictures  of  the  salesman's  brilliant 
future.  The  salesman  returned  home  with  a  throbbing 
heart.  He  told  his  wife,  and  they  sat  up  almost  all 
night  talking  it  over.    Finally  he  accepted. 

He  and  his  wife  came  to  the  great  city  and  looked 
for  a  house.  Rents  were  high.  They  finally  decided 
to  take  a  small  apartment  in  a  large  apartment  build- 
ing. The  rooms  surely  did  seem  small  and  dark  com- 
pared with  his  former  home. 

Then  the  salesman  settled  down  to  his  work  as  head 
of  a  department.  He  had  to  get  down  every  morning 
at  7.30  sharp.  There  was  just  an  hour  for  lunch.  His 
house  was  very  busy  and  he  had  to  work  two  or  three 
nights  a  week.  Somehow  he  missed  the  pleasant  con- 
versations and  chats  he  formerly  had  with  his  custom- 
ers, with  the  railroad  men,  with  the  hotel  clerks,  and 
with  the  dining-room  girls.  People  in  the  big  city 
seemed  to  be  in  too  much  of  a  hurry  to  chat  much,  and 
with  only  an  hour  for  lunch  and  with  the  little  pur- 
chases he  had  to  make  he  did  not  have  time  to  linger 
and  chat  with  anyone. 

And  it  seemed  to  him  that  after  he  came  into  the 
house  the  president  and  the  other  officers  of  the  com- 
pany were  not  as  cordial  as  they  had  been  when  he 
was  a  salesman.  The  president  frequently  passed  him 
by  without  even  a  greeting.  There  was  none  of  those 
long  friendly  chats  in  the  president's  office.  Xoav  when 
he  was  called  into  this  office  the  talks  were  short  and 
to  the  point.  The  president  was  working  fast,  and 
seemed  to  have  no  time  for  the  little  amenities  of  life 
which  were  so  dear  to  the  soiil  of  this  salesman. 

He  and  his  wife  went  to  church  in  the  neighbor- 
hood. It  was  a  handsome  chui-cli.  They  had  a  tine 
organ  and  a  splendid  choir:  tii(>  musical  programme 
was  quite  elaborate.  But  the  pew  rent  was  high,  and 
our  salesman  felt  somewhat  lonesome  in  a  back  seat. 
He  watched  certain  millionaires  passing  the  plate.  He 
remembered  the  days  in  the  small  town  when  he  him- 
self had  performed  this  duty  on  every  Sabbath  day. 

Then,  while  his  salary  was  somewhat  larger  in  the 
house  than  it  had  been  as  a  salesman,  he  found  every- 
thing in  the  city  was  higher  priced.  The  eofst  of  living 
had  surely  gone  up.  His  wife  and  children  had  to  dress 
better  because  the  people  in  their  neighborhood  dressed 
l)etter.  They  had  to  have  sonu^  kind  of  amusement,  and 
so  he  and  his  wife  went  to  the  theatre  every  now  and 
then,  and  the  theati'e  tickets  were  $2.00  per. 
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After  a  while  this  salesman  got  the  run  of  tlie  rou- 
tine work  in  his  department,  but  he  found  himself  up 
against  a  system  of  records.  What  the  company  want- 
ed were  results.  For  some  reason  the  sales  in  his 
department  did  not  increase  as  they  were  increasing 
in  other  departments.  In  the  weekly  meetings  of  the 
heads  of  departments  these  figures  were  shown  up. 
It  was  not  a  case  of  pleasant  greetings  and  hand- 
shaking. The  winning  way  and  the  pleasant  smile 
in  this  game  did  not  seem  to  count.  It  was  a  case  of 
RESULTS.  It  dawned  upon  this  successful  salesman 
that  men  in  a  great  city  are  different  from  men  in 
a  small  town.  The  city  men  were  not  quite  as  senti- 
mental. They  asked  more  questions.  They  wanted  to 
know  PACTS.  They  expected  actual  results.  The 
winning  smile  and  friendly  hand-sliake  somehow  did 
not  seem  to  fill  the  bill. 

After  he  had  been  in  the  house  a  yeeir  the  president 
of  the  corporation  called  this  salesman  into  his  office 
one  day  and  asked  him  if  he  woidd  not  like  to  return 
to  his  old  territory.  The  successful  salesman  asked 
what  was  wrong.  The  president,  in  a  gentle  and 
kindly  way  told  him  he  had  made  a  mistake  in  asking 
him  into  the  house.   He  said : 

"My  friend,  you  are  a  good  man  up  to  a  certain 
point.  Personally,  I  like  you  very  much  indeed.  You 
never  rub  me  the  wrong  way.  You  are  always  pleas- 
ant. But  it  was  a  mistake  on  my  part  to  ask  you  to 
come  into  the  house,  because,  my  dear  fellow,  you  lack 
INITIATIVE.  I  have  studied  your  Avork  carefully  as 
head  of  this  department  and  you  never  started  any- 
thing. You  can  take  care  of  the  routine  all  right,  and 
all  the  boys  in  your  department  are  fond  of  you,  but 
the  entire  year  you  have  been  in  the  house  you  have 
not  advanced  a  single  new  idea ;  you  have  not  done  a 
thing  to  help  increase  the  business.  AVe  must  have 
men  at  the  head  of  our  departments  who  are  aggres- 
sive. They  must  have  initiative.  They  must  develop 
new  selling  plans  and  ideas. 

"Take  my  advice  and  go  back  to  your  old  terri- 
tory and  to  your  old  friends.  You  will  be  happier  and 
we  will  sell  more  goods  in  your  department." 

And  so  the  salesman  went  back. 

The  moral  of  this  fable  is  that  an  inside  job  is  not 
all  it  is  cracked  up  to  be. 


LIVE  SALESMANSHIP  AT  HAMILTON. 

An  incident  of  intelligent  salesmanship  was  related 
to  the  Canadian  Hardware  and  Stove  Journal  repre- 
sentative at  Hamilton  last  week.  The  Mills  Hard- 
ware Co.,  had  put  in  a  stock  of  McClary's  Model  Tea- 
kettle, with  the  side  hinged  cover,  early  in  December, 
yet  three  dozen  of  these  kettles  were  sold  in  about 
three  weeks  without  any  special  advertising  other 
than  a  window  display. 

Nelson  Mills,  manager  of  the  company,  has  pro- 
gressive ideas  about  salesmanship,  and  his  salesmen 
are  instructed  never  to  alloAV  a  customer  to  leave  the 
store  Avithout  an  effort  being  made  to  show  them,  in 
an  inoffensive  manner,  some  new  specialty  which 
wouhl  1)0  interesting  to  the  customer.  Salesmen  are 
instructed  never  to  ask  a  customer  if  there  is  anything 
moi'c  they  want,  but  to  make  an  eft'ort  to  make  sales 
in  a  suggestive  manner,  allowing  the  customer  to  be- 


lieve that  the  suggestion  originates  in  his  or  her  own 
mind.  In  the  case  of  the  Model  Tea-kettles,  for  in- 
stance, the  kettle  was  demonstrated  to  the  clerks  and 
the  various  selling  points  were  elaborated  upon  when 
the  goods  arrived  and  put  into  stock.  Then  having 
the  selling  points  of  the  article  on  the  tips  of  their 
tongues,  the  salesmen  were  in  a  position  to  interest 
customers  in  "the  kettle  with  the  new  idea,"  by  simply 
showing  it  and  pointing  out  the  new  feature  to  cus- 
tomers. In  this  way  sales  were  repeatedly  made,  and 
the  average  of  one  dozen  sales  a  week  had  been  made 
when  our  representative  called  last  week.  The  policy 
adopted  in  the  Mills  hardware  store  can  be  followed 
to  advantage  l)y  retailers  and  clerks  in  other  parts  of 
Canada. 


A  POOR  SELLING  ARGUMENT. 

A  traveling  salesman  who  visited  the  Stove  Build- 
ing at  the  Toronto  Exhibition  last  September,  needed 
a  new  gas  range,  and  Avas  particularly  struck  Avith  the 
appearance  of  a  ncAV  range  shoAvn  in  one  of  the  ex- 
hibits. He  had  his  Avife  along,  and  the  tAvo  inspected 
the  range  and  were  greatly  pleased  with  it.  The  price 
Avas  satisfactory,  but  the  traveler  did  not  Avant  to  buy 
immediately.  The  attendant,  hoAvever,  seemed  intent 
upon  making  an  immediate  sale,  and  used  the  argu- 
ment that  the  ranges  and  stoves  on  display  Avere 
finished  up  in  a  specially  neat  manner,  and  that  if  the 
order  was  taken  at  once  the  customer  could  secure  one 
of  the  exceptionally  nice  samples.  The  customer  did 
not  buy,  however,  and  later  on  purchased  a  gas  range 
from  another  concern,  Avhose  salesman  talked  quality 
to  such  an  extent  that  he  declined  to  take  an  old  gas 
range  as  part  payment. 

Speaking  of  the  incident  afterwards,  the  traveler 
Avho  Avas  looking  for  the  gas  range  said,  that  the 
salesman  should  haA'e  used  the  argument  the  other  Avay 
about.  "If  he  had  told  me,"  the  traveler  said,  "that 
the  ranges  on  display  were  not  in  a  nice  condition,  oav- 
ing  to  their  rough  handling  and  to  the  dust  of  the 
ExJiibition  building,  instead  of  trying  to  push  his  sale 
at  once,  he  Avould  more  likely  have  secured  my  order, 
more  especially  had  he  told  me  that  if  I  did  not  care 
to  buy  immediately  he  could  have  a  better  range  sup- 
plied from  the  foundry,  and  Avould  make  it  a  point  to 
giA^e  it  his  personal  attention."  The  vicAvpoint  of  the 
traveler  is  that  of  many  customers,  Avho  resent  having 
a  salesman  force  them  to  buy.  The  stove  salesman 
should  Aveigh  the  argument  made  by  the  traveler 
carefully,  and  make  it  their  aim  to  present  their  sell- 
ing arguments  in  such  a  Avay  that  the  customer  goes 
aAvay  Avith  the  impression  that  he,  rather  than  the  sales- 
man, had  decided  Avhen  and  hoAV  the  purcluise  should 
be  made. 


John  Bailes  &  Sons,  OshaAva,  report  a  splendid  holi- 
day trade,  Avith  the  largest  sales  of  winter  goods  in 
their  experience. 

"Our  stove  trade  this  year  Avas  the  best  for  several 
seasons,  and  Ave  do  not  carry  over  any  stock,"  Avrite 
D.  Brocklebank  &  Son,  Arthui-.  avIio  also  report  that 
in  spite  of  tlie  advance  in  paint  prices,  the  number  of 
gallons  .sold  by  them  in  1910  considerably  exceed  the 
sales  made  in  1909. 
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THE  SEASON  FOR  SPECIAL  SALES. 

Some  Timely  Suggestions  Regarding  Special  Sales 
During  the  First  Few  Weeks  of  the  Year. 

D(jRlN(i  Jjiminiy  and  February  seems  to  be  the 
best  season  to  go  over  your  stock  and  make  a 
gencu'al  ck>an  up  of  all  odds  and  ends,  goods 
that  hav(!  be(!n  proven  slow  sellers,  or  which  have  been 
carried  over  from  last  year  for  any  reason.  There  is 
always  more  or  less  quieting  down  of  business  follow- 
ing the  holiday  rush,  but  in  most  cases  it  is  much  duller- 
tiuin  it  really  need  be.  One  reason  for  stock  taking  is 
to  separate  the  salable  goods  from  the  unsalable,  and 
it  has  been  said  there  is  a  market  for  everything  if  only 
one  can  find  it. 

i\Iany  of  your  custonu^rs  with  monej^  to  spend  will 
buy  now,  even  for  next  winter's  needs,  if  you  hold  out 
tlu!  right  qualities  and  give  them  exceptional  prices, 
and  this  doesn't  mean  that  you  must  necessarily  slaugh- 
ter everything  in  your  stock  in  order  to  stimulate 
business  during  this  slow  and  quiet  season.  But  it 
does  mean  that  attractive  offerings,  real  worth-while 
bargains,  will  at  this  season,  when  trade  is  dull,  bring- 
in  many  a  dollar  that  you  might  not  otherwise  get,  and 
sell  goods  which  might  otherwise  be  carried  over  to 
another  season  only  to  become  shopworn  or  out  of  style, 
and  finally  sell,  if  at  all,  for  only  a  fraction  of  the  price 
they  might  bring  at  present. 

Inventory  sales  are  useful  in  a  munber  of  different 
ways.  Their  greatest  usefulness,  however,  is  getting 
wide  and  quick  attention  to  your  goods  and  your  store 
— in  helping  you  cut  down  your  dead  stock  before  tak- 
ing your  annual  inventory.  AVhen  to  have  inventory 
sales,  how  to  have  them  and  how  to  advertise  them  ar(! 
important  thoughts  in  the  progressive  dealer's  mind  at 
tiiis  time  of  the  year.  In  the  first  place  never  have  a 
special  sale  unless  you  have  a  good  reason  for  it.  If 
you  have  a  good  reason — if  you  have  too  many  goods — 
if  you  can  make  low  prices — then  go  ahead.  If  you've 
got  these  three  things,  then  you  are  in  a  position  to  act, 
i.  e.,  talk  inventory  sales  for  increased  trade  and 
profits. 

Right  now  is  the  time  to  use  the  papers  and  make 
tliciu  your  salesmen  and  store  bulletins.  If  your  pre- 
inventory  sale  is  to  reduce  certain  stock,  step  right  out 
to  the  front  in  your  advertisement  and  say  so.  Your 
own  judgment  will,  of  course,  tell  you  which  lines  to  cut 
and  whicli  to  cut  most.  You  know  which  goods  you  are 
most  anxious  to  get  rid  of  just  now  and  you  also  know 
which  lines  you  will  not  buy  again,  as  well  as  what 
goods  will  be  unsalable  another  season.  Go  over  your 
stock  and  iiialsc  a  clean-u])  of  all  goods  that  are  out  of 
date,  or  seasonable  goods  on  which  you  have  an  over- 
stock. 

Take  all  tlu>  newspaper  si)ace  you  can  afford  and 
advertise  to  the  people,  telling  tliem  ])]a'nly  what  you 
aim  to  accomplish.    Do  it  in  forceful  terms  and  by 


methods  that  liave  never  been  dreamt  of  by  your  com- 
petitor. 

A  Western  merchant  last  year  publisiied  an  at- 
tractive announcement,  quoting  prices  and  illustrating 
all  of  the  special  values — of  which  he  had  about  a  do- 
zen. Prices  were  quoted  as  holding  good  for  one  month 
only.    The  introductory  of  the  announcement  read : 

"Since  Christmas  I  have  been  working  continually 
getting  ready  for  my  annual  Kitchen  Goods  Sale,  count- 
ing the  bargains  I  am  going  to  offer.  It  promises  to  be 
more  interesting  than  ever. 

On  Saturday,  January  6th,  1  will  sell  to  the  highest 
bidder  the  $20  worth  of  tinware  exhibited  in  my  dis- 
play windows.  If  the  assortment  does  not  suit  the  ones 
who  get  it,  they  have  the  privilege  of  selecting  what 
they  want,  provided  they  select  an  assortment  of  the 
same  aggregate  value.  I  will  sell  other  a.ssortments  to 
the  highest  bidder  on  the  three  remaining  Saturdays  in 
January. ' ' 

This  scheme  proved  a  great  success  and  it  brought 
more  people  than  the  average  auction  or  clearance  sale 
could  possibly  bring. 


BRIGHT  PROSPECTS  IN  THE  WEST. 

AY.  11.  Carrick,  President  (jf  the  Hamilton  Stove  & 
Heater  Co.,  Hamilton,  returned  from  a  western  trip 
just  before  the  holidays.  Air.  Carrick  reports  busi- 
ness in  the  West  remarkably  bright,  his  investigations 
being  made  in  both  builder's  hardware  and  heating 
lines.  Stocks  in  warehouses  at  western  points,  have 
been  called  on  very  strongly  during  the  Fall  an  I 
AVinter  in  the  AVest,  and  the  outlook  for  1911  is  that 
larger  orders  than  ever  will  be  forwarded  to  manu- 
facturers in  Eastern  Canada  to  supply  the  require- 
ments of  the  AYest. 

Mr.  Carrick  was  struck  with  the  large  number  of 
large  office  and  warehouse  buildings  being  erected  in 
AA^innipeg,  Regina,  Calgary,  A'ancouver,  and  other 
points.  In  Calgary  he  noticed  quite  a  number  of  build- 
ings having  two  or  three  additional  storeys  added  in 
order  to  supply  warehouse  room  for  the  large  stock 
which  it  is  necessary  to  carry  to  supply  the  demands 
of  the  AVestern  countrv. 


A  RECORD  YEAR'S  SALES. 

Col.  AY.  AI.  Gai-tslioi-e,  (ieueral  Alauager  of  the  Ale- 
Clary  Alfg.  Co.,  London,  reports  an  exceptionally  suc- 
cessful year  in  all  classes  of  heating  and  household 
goods.  Every  part  of  the  trade  shared  in  the  making 
of  big  fi<>-ui'(>s  to  stand  to  the  company's  credit  for 
1910,  and  Avliile  some  cancellations  were  received  from 
Lethbridge  and  other  Southern  Alberta  points  in  the 
early  fall,  crop  conditions  turned  out  better  than  first 
reports,  and  with  hardly  an  exception  orders  which 
had  l)een  cancelled  were  re-ordered. 

Col.  Gai-tsliore  did  not  tell  of  the  incident  himself, 
but  the  Canadian  Hardware  and  Stove  Journal  learned 
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that  one  of  the  McClary  Mfg.  Go's  salesmen  had  made 
the  record  total  of  sales  of  $210,000  during  1910,  this 
including  the  kitchenware,  stoves,  furnaces,  etc. 


LABOR  TROUBLES  OVER. 

David  Findlay,  of  Findlay  Bros.,  Carleton  Place, 
was  a  visitor  in  Toronto  a  fortnight  ago.  Mr.  Findlay 
reports  that  the  labor  trouble  which  has  handicapped 
his  company  considerably  during  the  past  season,  has 
been  terminated  by  the  return  to  work  of  a  large  num- 
ber of  the  strikers.  Some  new  patterns  are  being 
worked  on,  and  a  most  successful  season  is  anticipated. 


NOVEL  NEW  YEAR'S  CARD. 

Jas.  Stewart  Mfg.  Co.,  AVoodstock,  sent  out  a  novel 
New  Year's  card  to  customers  of  the  firm,  in  the  form 
of  a  handsomely  printed  circular  entitled  "The  In- 
spiration of  Work  Well  Done,"  an  article  by  0.  S. 
Marden,  together  with  a  personal  letter  of  greeting 
signed  by  Chas.  A.  Stewart,  the  President  of  the  com- 
pany. 


THIS  DEMONSTRATION  WAS  A  FALURE. 

A  novel  stove  demonstration  was  made  in  the  win- 
dow of  a  house  furnishings  store  in  December.  A  gas 
range,  made  by  a  well  known  Canadian  manufacturer 
was  exhibited  by  a  salesman,  who  assembled  and  tore 
down  the  range  in  very  quick  order,  showing  its  vari- 
ous advantages  with  the  air  of  an  expert.  The  de- 
monstration was,  however,  a  failure  so  far  as  sales  were 
concerned,  because  it  did  not  reach  the  class  of  people 
who  are  buyers  of  gas  ranges.  The  window  display 
had  life  and  action  in  it  and  it  attracted  a  great  deal 
of  attention,  but  most  of  those  who  stopped  to  look 
were  men  and  boys,  and  women  passing  by  could  not 
get  near  the  window  because  of  the  crowd  of  non-buy- 
ers observing  the  actions  of  the  range  expert.  De- 
monstrations are  very  successful  as  a  rule  in  selling 
all  kinds  of  cooking  apparatus,  hut  the  point  which 
must  be  kept  in  view  is  that  demonstrations  must  be 
made  in  such  a  way  that  the  house-wife,  who  is  the 
real  biiyer  of  kitchen  requirements,  is  the  one  whose 
attention  is  secured  by  the  demonstration. 


FAITHFUL  SERVICE  RECOGNIZED. 

"I  hear  that  you  are  figuring  on  getting  married 
shortly,"  said  the  general  manager  of  one  of  Canada's 
largest  stove  manufacturing  establishments  to  one  of 
his  salesmen  a  few  weeks  before  Christmas,  following 
this  up  with  the  assurance  that  the  firm  were  well 
pleased  and  that  a  handsome  bonus  would  be  given 
him  at  tlie  end  of  the  year.  "If  you  need  one  or  two 
hundred  dollars  now  you  can  draw  on  the  bonus  ac- 
count if  you  wish  to  do  so,"  added  the  general 
nifinfiger. 

'I'he  sfilcsinan  in  question  had  been  a  faithful  em- 
))loye  who  had  kept  the  firm's  interest  to  the  front  at 
all  times  and  by  his  persevering  work,  pleasing  per- 
sonality and  knowledge  of  the  goods  his  firm  manu- 
factures, lie  had  been  successful  in  building  up  a  total 
of  sales  this  year  and,  in  fact,  for  several  years  past. 
This  recognition  of  faithful  sci-viccs  is  in-pir-iug  not 
only  to  the  salcsiiuin  Avho  received  the  rewai-d,  but  to 
other  employees  who,  while  they  may  not  hnow  th(> 


full  particulars  of  the  incident,  are  indirectly  inspired 
to  do  as  well  as  their  fellow  salesman. 


A.  A.  Wilson,  recently  of  the  Albert  Pick  Co.,  Chi- 
cago, and  the  Smith  Anthony  Co.,  Boston,  has  taken 
charge  of  the  hotel  range  department  of  the  Grurney 
Foundry  Co.,  Toronto.  Mr.  Wilson's  wide  experience 
should  stand  him  in  good  stead  in  his  new  position. 


R.  H.  Berryman,  Manager  of  Metals,  Limited,  Cal- 
gary, was  a  recent  visitor  in  Toronto.  Mr.  Berryman 
reports  a  very  satisfactory  trade  in  all  classes  of  heat- 
ing goods  in  Alberta,  both  from  the  Calgary  and  Leth- 
bridge  branches  of  the  company. 


H.  F.  Moulden,  secretary  of  the  Stove  Manufac- 
turers' Association,  Winnipeg,  was  a  recent  visitor  in 
Toronto,  but  was  called  back  west  before  the  meeting 
of  the  Stove  Manufacturers'  Association  Christmas 
week. 


TWENTY-FIVE  YEAR'S  PROGRESS. 

A  quarter  of  a  century  ago,  in  1885,  when  the  Prov- 
inces of  Canada  were  just  being  welded  together  into 
one  national  whole  by  the  completion  of  the  Canadian 
Pacific,  reaching  from  Halifax  to  Vancouver,  the  Kemp 
Manufacturing  Co.,  took  over  the  business  of  the  Do- 
minion Tin  and  Stamping  Works,  established  on 
Queen  street  east,  Toronto,  in  1867,  Canada's  natal 
year. 

Now,  after  twenty-five  years,  the  Kemp  Manufac- 
turing Co.,  with  associated  business,  including  the 
Kemp  Manufactairing  &  Metal  Co.,  Winnipeg,  Kemp 
Manufacturing  Co.,  of  Montreal,  and  the  Macdonald 
Manufacturing  Co.,  Limited,  Toronto,  each  having  a 
distinct  organization  of  its  own,  are  all  being  consoli- 
dated into  one  large  $5,000,000  company,  which,  we 
understand,  Messrs.  A.  E.  and  W.  A.  Kemp,  control 
absolutely,  no  outside  capital  being  taken  into  the  new 
corporation. 

To  commemorate  the  change  in  the  name  and  in- 
ternal organization  of  the  business,  the  Sheet  Metal 
Products  Company  of  Canada,  Limited,  have  issued 
a  handsome  souvenir  booklet  containing  the  announce- 
ment of  their  change,  views  of  the  principals  and  mem- 
bers of  the  staff,  of  the  branch  warehouses,  works  and 
process  of  manufacture,  etc.,  and  a  thrilling  adventure 
story  entitled,  "How  the  Lions  Stopped  the  Railroad," 
a  historical  sketch  of  one  of  the  obstacles  which  had 
to  be  overcome  in  building  a  national  railway  in  South 
America. 

Concident  with  the  change  the  company  are  also 
issuing  a  new  catalogue  which  fully  describes  the  pro- 
duets  of  their  plants,  and  a  copy  of  which  should  be  in 
the  hands  of  every  hardware,  stove  and  housefurnish- 
ing  merchant  in  Canada. 

Speaking  of  the  change  in  their  booklet,  the  com- 
pany say:  "AVe  attribute  in  no  small  degree  the  suc- 
cess of  these  businesses  to  the  faithful  services  of  those 
who  have  been  intimately  connected  with  their  develop- 
ment, and  in  order  that  they  may  become  more  closely 
associated  in  the  management  of  same,  it  has  been 
thought  advisable  to  adopt  a  form  of  organization 
under  one  head,  and  which  mtII  also  be  lietter  suited 
to  our  growing  needs.  The  striving  after  perfection  in 
our  lu-oducts  and  cordial  relations  with  oTir  many 
Friends  and  customers,  Avhich  has  dominated  our  policy 
I'or  tile  past  twenty-five  years,  Avill  dominate  in  the 
Tutu  re.  Alay  we  not  look  forward  to  a  contiinianee  of 
your  hearty  support  undei-  the  new  name." 
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ELECTRIC  HOT-WATER  SUPPLY  SYSTEM. 

By  Joseph  B.  Baker. 

Till']  utiliziition  ol'  liouscliold  electric  heating  de- 
vices liMs  f^refitly  increa.sed  in  the  past  few  years, 
thanks  to  the  convenience  and  safety  of  tliese 
;il)|);ir;itiis  and  tlie  interesting  novelty  of  their  employ- 
ment. 'I'lie  one  ^reat  drawback  has  been  the  cost  of 
electricity  to  run  them,  and  this  limitation  has  directed 
electric  heating  into  the  channel  of  utilization  in  a 
great  variety  of  current-consuming  devices — small 
cooking  utensils  and  heaters  for  special  purposes — and 
has  prevented  its  utilization  in  appliances  developing 
large  amounts  of  heat.  A  new  appliance  which  pro- 
mises iiuich  in  ])()pularizing  the  consumption  of  elec- 
ti-icity  for  su])i;lying  hot  water  in  considerable  quanti- 
ties utilizes  tlie  heat-storage  capacity  of  a  mass  of  metal 
to  deliver  hot  water  of  any  desired  temperature  at  any 
time  Avhen  it  is  ncM'dcd,  whether  or  not  the  electric 
current  is  turned  on  at  the  time. 

Tliis  electric  heat-storage  system  marks  an  impoi't 
ant  stej)  in  the  distribution  of  heat  l)y  the  medium  of 
the  ordinary  ehictricity  sui)ply  mains.  And  in  this 
respect  it  repeats  the  history  of  gas  light  and  electric 
light  distribution.  Time  was  when  every  household 
made  its  own  caudles.  Then  came  oil  ]ain])s,  ])urning 
oils  of  anirnal  and  vegetable  origin,  and  later,  kerosene 
lamps  re((uiring  a  cliimney.  The  introduction  of  gas 
was  the  tirst  step  in  the  distribution  of  light  and  heat 
for  the  whole  commimity  from  a  central  generating  sta- 
tion ;  and  with  the  development  of  the  internal-combus- 
tion engine,  gas  also  became  available  for  power  pur- 
poses. But  hitherto  electricity,  the  great  rival  of  gas 
as  an  ag(mt  for  the  distribution  of  light  and  of  power, 
has  been  at  a  disadvantage  for  lase  in  the  local  produt* 
tion  of  heat,  for  two  reasons,  viz.,  transformation  losses 
between  central-station  coal  pile  and  heat  generated  in 
the  consumer's  translating  d(M'ic(\  and  poor  central- 
station  load  factor  due  to  the  natui'al  irregularity  in 
demand  for  current  for  ligliting. 

To  discuss  the  first-mentioned  reason:  it  is  true 
that  the  cfticiency  of  conversion  of  electricity  into  heat 
is  one  huTidred  per  cent.;  but  tliis  energy  transforma- 
tion, made  on  the  consumer's  })remises,  is  only  the  last 
one  of  a  series  of  transformations.  The  aggregate  of 
the  heavy  losses  ba(d\  of  the  delivery  of  the  electi'ic 
(  ui-rcnt  to  tlu^  consunun- — that  is,  in  tlie  chain  of  trans- 
formations from  the  heat  energy  represented  by  the 
coal  pile  into  electrical  energy  at  the  central  station 
switchboard — has  made  (dectrically  generated  heat  pro- 
hibitively expensive  when  large  a'liounts  of  heat  W(>re 
required,  in  tlic  household  and  under  all  customary  in- 
dusti-ial  conditions. 

As  to  the  second  reason:  Even  with  tlie  existing 
transformation  losses,  (dectric  cui'rent  for  all  purposes 
would  cost  the  consuiiuM-  mucdi  less  than  it  does  at  pre- 
sent were  it  not  that  although  the  electric  light  is  the 


main  load  in  every  central  station,  the  output  from  tlie 
station  for  lighting  is  very  irregular  through  the 
twenty-four  hours  of  each  day.  The  demand  for  light 
reaches  a  maximum,  or  "peak,"  at  a  certain  hour  every 
day — later  or  earlier  according  to  the  advance  of  tlie 
season — and  a  large  amount  of  central-station  machin- 
ery, capable  of  deliver  ng  the  electricity  for  this  peak 
load,  must  be  installed,  although  this  load  only  lasts 
a  short  time.  During  the  remainder  of  the  twenty-four 
hours  the  greater  part  of  the  machinery  is  idle,  thougn 
continuing  to  draw  interest  on  the  iieavy  investment 
of  capital  which  it  represents. 

To  suiiiuiarize :  The  private  consumer  pays  at  a 
high  rate  tor  his  kilowatt-hours  of  electricity,  on  ac- 
count of  inefficient  generation  of  power,  and  unecon- 
omical utilization  of  the  central  station  plant  neces- 
sitated by  the  ii'r(>gul;ir  demand  For  light:   and  this 
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Electric  Heat  Storage  Boiler. 

existing  high  rate  has  delayed  the  general  introduction 
of  electrical  appliances. 

The  transformation  losses  mentioned  can  not  be  re- 
duced materially  in  the  present  methods  of  generating 
electricity.  In  seeking  to  cheapen  electricity  supply  by 
improving  the  load  factor,  attempts  have  been  made  to 
store  electricity  at  the  central  station,  as  gas  is  stored 
at  the  gas  works.  But  the  electric  storage  battery, 
possible  to  use  for  this  purj)ose,  but  not  practieab'e  on 
any  large  scale,  is  available  only  for  the  direct  current: 
for  the  alternating  current,  which  is  generated  in  hy 
far  tlie  hii-gest  number  of  stations  nowadays,  there  is 
no  means  of  storage. 

The  new  (>l(>ctric  system  of  hot-water  heating  is  de- 
signed to  solve  the  load  factor  prob'eiii  by  taking  cur- 
rent at  times  convenient  to  the  generating  station  to 
deliver  the  last,  while  delivei-ing  to  the  consumer  elec- 
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trically  heated  water  at  any  time  convenient  to  him  to 
utilize  the  hot  water.  It  proposes  to  accomplish  this 
by  storing,  not  electricity  at  the  central  station,  but 
heat  on  the  consumer's  premises  ;  taking  from  the  mains 
the  current  for  generating  the  heat  only  during  the  day- 
light hours,  when  the  lighting  load  is  small,  and  thus 
by  arrangement  with  the  electricity  supply  company  se- 
curing a  special,  low  rate  for  current;  since  the  full 
amount  of  machinery  for  the  maximum  demand  for 
light  must  be  installed  anyway,  and  the  company  is 
naturally  desirous  of  operating  its  machinery  at  its 
full  capacity  all  the  time. 

The  apparatus  consists  of  a  heating  element  taking 
a  comparatively  small  current  and  placed  in  the  center 
of  a  heavy  block  of  cast  iron.  The  last  is  cast  around 
a  coil  of  iron  pipe,  one  end  of  which  is  connected  to  the 
house  water  piping,  the  other  end  of  the  coil  being 
brought  out  at  a  special  faucet.  Surrounding  the  iron 
block  is  a  thick  wall  of  heat-insulating  substance  to  hold 
the  heat  from  escaping ;  any  heat  that  does  get  through 
this  lagging  being  taken  up  by  a  wall  of  water  sur- 
rounding the  same.  Outside  of  all  is  another  wall  of 
lagging,  so  that  almost  literally  none  of  the  electrically 
generated  heat  is  lost. 

In  operation,  an  automatic  time  switch  turns  on  the 
current  only  during  the  load  period  each  day,  when  the 
demand  for  current  for  lighting  is  small.  By  the  long- 
continued  heating  effect  of  the  current  the  temperature 
of  the  iron  block  is  raised  to  about  500  deg.  F.,  so  that 
water  entering  the  coil  immediately  becomes  steam.  A 
by-pass  pipe  leads  to  the  faucet  directly  from  the  house 
piping,  and  by  turning  the  handle  of  the  faucet  to.  vari- 
ous angles  the  cold  water  that  flows  through  the  ap- 
paratus is  mixed  with  steam  in  varying  proportions : 
the  mixing  faucet  thus  delivering  water  of  any  desired 
temperature  from  tepid  to  boiling.  An  apparatus  of 
300  killowatts  capacity,  cylindrical  in  shape  and  two 
feet  in  diameter  and  in  height — a  size  adapted  to  or- 
dinary household  use — will  deliver  30  gallons  of  water 
at  110  degrees  temperature,  as  for  a  hot  bath,  ten  hours 
after  the  current  has  been  turned  off. 

The  same  principle  is  applied  to  cooking,  employing 
a  composite  utensil  of  snugly  fitting  receptacles  for  in- 
dividual articles  of  food,  the  whole  inclosed  in  a  single 
removable,  heat-insulating  cover. 


TIME  SHEETS  FOR  TIN  SHOPS. 

A  correspondent  in  Eastern  Ontario  states  that  he 
is  not  satisfied  with  the  system  he  has  been  using  to 
keep  track  of  the  time  of  his  tinsmiths  and  helpers, 
especially  in  the  busy  season.  While  he  is  doing  a  large 
volume  of  work,  the  profits  seem  to  be  eaten  iip  in 
some  manner,  and  Avhen  the  end  of  the  year  arrives  he 
is  in  doubt  as  to  whether  it  is  worth  the  trouble  it  en- 
tails to  maintain  a  tinshop  in  connection  witli  his 
lia  I'd  ware  store. 

The  |)i-ol)l(Mn  is  one  tluit  has  worried  many  hard- 
wjirc  and  stove  men,  and  has  been  discussed  at  many 
tr;id('  conventions,  the  general  opinion  being  that  even 
thniigli  ;i  tinsliop  does  not  pay  big  profits  it  is  advisable 
to  conduct  one  for  the  trade  it  brings  to  the  store. 

Aside  from  this  feature,  however,  there  is  no  doubt 
;il>nut  llip  advisability  of  conducting  a  tinshop  in  con- 
nect ioti  with  a  haT(lwMr(>  store,  wlici'c  the  needs  of  a. 
coiMiininity  demaii<l  it.  and  that  witli  [»mper  manage- 


ment the  shop  can  be  made  to  pay  a  handsome  profit, 
both  in  jobbing  and  furnace  work  and  in  the  erection 
of  sheet  metal  building  materials. 

But  careful  account  must  be  kept  of  the  materials 
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used,  as  well  as  of  workmen's  time,  as  if  there  is  laxity 
in  this  particular  large  quantities  of  materials  will  be 
lost  track  of  and  no  charge  made  for  it  on  bills  sent  to 
customers  for  work  done. 

Two  time  sheets  used  successfully  by  Toronto  and 

W.  5TEVELY  &  SON,  Sheet  Metal  Workers, 

London,  Ont. 
employee's  daily  time  sheet. 
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London  firms  for  keeping  account  of  workmen's  labor 
are  reproduced,  the  one  used  by  Wheeler  &  Bain,  To- 
ronto, covering  a  week's  work  on  the  part  of  an  em- 
ploye, while  the  other,  used  to  the  satisfaction  of  Wm. 
Stevely  &  Son,  London,  covers  only  one  day's  time. 

Readers  of  the  Hardware  &  Stove  J ournal  are ,  in- 
vited to  send  a  short  explanation  of  their  experience 
with  their  use. 


Ricard  Bros.,  Sudbury,  says  that  1910  has  estab- 
lished a  high  record  for  them  in  the  stove  trade,  there 
having  been  a  big  demand  for  ranges,  wood  cooks  and 
Quebec  heaters.  They  report  however,  that  these  heat- 
ers have  completely  stopped  the  sales  of  high  priced 
and  ornamental  ones  on  which  there  are  better  profits. 
"IMail  order  competition  does  not  affect  us  in  the 
least,"  writes  F.  A.  Ricard,  "In  fact  it  helps  us.  AVe 
simply  keep  their  catalogues  at  hand  and  use  them  as 
a  means  for  convincing  our  customers  that  our  prices 
are  fair  and  right.  We  always  sell  a  customer  that 
comes  to  us  after  perusing  a  catalogue.  Our  experi- 
ence is  tliat  if  one  knows  his  goods  and  his  competi- 
tor's and  has  a  fairly  Avell  assorted  stock,  he  has  the 
whole  secret  for  meeting  such,  or  any  other  kind  of 
competition." 


\ 
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PAINT  TRADE  UNDERGOING  A  CHANGE. 

An  Ohio  j^aiiit  conipniiy  recently  issued  the  follow- 
iiif,--  st;iteineiit,  whieh  covers  tlie  situation  so  thorough- 
ly \V(^  rejH-oduce  it  For  the  benefit  of  the  trade  in 
Canada. 

Tn  the  life  of  every  business  there  comes  times  of  re- 
markable change,  when  permanent  readjustment  be- 
comes necessary.  The  paint  trade  has  reached  such  a 
period  to-day. 

When  tile  Lowe  Brotliei's  had  tlieir  first  paint  ex- 
perience, Dayton  was  the  center  of  the  linseed  oil  in- 
dustry of  the  country,  eleven  oil  mills  being  located 
in  this  immediate  vicinity.  At  that  time  a  large  part 
of  the  seed  used  in  crusliing  was*  hauled  to  the  mills  in 
farmers'  wagons,  showing  that  it  was  raised  in  the 
vicinity  of  Dayton. 

To-day  tliere  is  hardly  a  field  of  Hax  in  the  whole 
state  of  Ohio,  very  few  east  of  the  ^lississippi,  and  al- 
most the  whole  crop  is  raised  in  tlie  Northwest,  includ- 
ing the  United  States  and  Canada.  Dayton  has  not  a 
n;ill  in  active  operation,  and  there  are  few  mills  out- 
side- of  the  great  cities  of  the  Northwest  and  in  New 
York  for  imported  seed.  Thus  in  one  generation  the 
business  has  been  cotripletely  transferred  to  a  distant 
section  of  the  country. 

Flax  is  essentially  a  virgin  soil  crop,  and  until 
farmers  can  be  shown  clearly  that  it  is  more  profitable 
than  other  crops  it  will  not  be  raised  in  the  older  por- 
tions of  the  country,  either  in  the  United  States  or 
Canada.  "Virgin  soil"  becomes  scarcer  each  year  on 
this  continent.  Tt  is  true  that  there  are  large  areas  yet 
unbroken,  liut  they  are  comparatively  small  and  only 
a  portion  is  developed  each  year.  Tlie  same  fact  is 
true  of  Argentine,  the  greatest  producer  outside  of 
the  United  States. 

Linseed  oil,  originally  consumed  largely  by  the 
painting  trade,  is  now  extensively  used  by  manufac- 
turers of  other  products,  like  linoleum,  oil  cloth,  shade 
cloth,  soap,  etc.  Each  year  seems  to  add  to  the  pos- 
sible uses  of  this  valuable  oil,  whose  properties  differ 
in  so  many  ways  from  other  oils. 

Some  Interesting  Facts. 

Thus  far  no  one  has  found  a  real  substitute  for  lin- 
seed oil  in  paint  making,  one  which  the  reputable  paint 
uuvker  is  willing  to  use  with  the  assurance  that  results 
will  be  equal  to  those  now  secured  with  linseed  oil. 
The  use  of  fish  oil  and  other  semi-drying  oils  requires 
an  excess  of  artificial  dryers,  whicli  may  make  the 
|>aiiit  dry  well  enough,  but  which  are  sui-e  to  impair 
its  durability. 

The  present  market  situation  is  due,  not  to  any  ma- 
nipulation of  siK'cnlators  or  combinations,  but  to  the 
determination  of  the  farmer  that  he  can  make  more  by 
raising  other  crops  than  he  can  by  raising  flax. 

This  is  not  a  sudden  condition,  but  is  the  I'csult  of 


a  numb(!r  of  years  of  large  use  of  oil  products  with 
steadily  decreasing  balances  each  year. 

The  present  year  found  oil  producers,  oil  users  and 
paint  manufacturers  with  absolutely  no  surplus  with 
which  to  begin  the  new  year.  There  was  therefore  no 
anxiety  on  the  part  of  the  producers  and  crushers  to 
sell,  and  then^  was  a  corresponding  anxiety  on  the  part 
of  the  manufacturers  to  buy.  This  naturally  meant 
higher  prices  for  seed  and  oil. 

Because  of  these  higher  prices  the  crushers  and  the 
manufacturers  are  not  using  more  oil  than  they  must 
to  meet  current  requirements,  and  yet  there  is  no  ac- 
cumulation of  supply. 

This  condition  has  been  coming  gradually — large 
yields  for  several  years  hiding  tlie  comparatively  small 
increase  in  acreage.  Two  years  of  short  crops  suddenly 
called  attention  to  the  fact  that  the  use  of  flaxseed  and 
linseed  oil  in  the  world  had  increased  much  faster  than 
the  production. 

America  is  no  longer  a  fiaxseed  exporting  nation, 
but  belongs  to  the  group  of  importing  nations,  with  the 
prospect  of  a  continued  and  perhaps  increasing  short- 
age in  its  production. 

AVith  all  the  increase,  the  cost  of  liquid  paint  to  the 
user  has  not  kept  pace  with  that  of  many  other  pro- 
ducts that  enter  into  daily  living  or  into  building. 

With  costs  as  they  are,  it  is  impossible  for  us  to  get 
together  the  materials  for  a  gallon  of  paint  at  the  price 
at  which  the  paint  was  sold  a  few  years  ago,  to  say 
nothing  of  the  grinding,  mixing  and  other  elements  of 
manufacture,  and  leaving  out  all  questions  of  profit. 
The  temptation  to  weaken  quality  by  cheap  materials 
or  by  the  use  of  water  is  very  great,  for  "all  paint 
looks  alike  in  the  can."  It  takes  use  and  time  to  sliow 
what  is  wrong. 

How  Market  is  Affected. 

The  day  of  great  acreage  of  flax  being  past,  the 
time  of  low-priced  flax-seed  is  past,  and  consequently 
the  day  of  low-priced  oil. 

Naturally  there  will  be  from  time  to  time  some 
variation  in  the  price  of  seed  and  oil,  and  a  correspond- 
ing change  in  the  price  of  finished  products  like  liquid 
paint.  This  will  continue  until  some  invention  greatly 
increases  tlie  value  of  flax  as  a  farm  product,  ov(^rcom- 
ing  the  difficulties  that  farmers  see,  or  until  some  one 
finds  a  genuine  substitute  for  linseed  oil  in  paint,  the 
supnly  of  which  will  l)e  i-easonably  uniform. 

Since  there  is  no  suri)his  of  seed  or  oil  in  the  coun- 
try, prices  must  naturally  remain  high  for  a  year,  or 
pro])ab]y  two  years,  even  assuming  that  the  crop  of 
imi  will  be  large — for  until  some  one  has  accumulated 
a  surplus,  the  prices  will  remain  near  the  present 
figures,  if  they  do  not  go  higher. 

If  the  manufacturer  is  determined  to  maintain  his 
(|ua]ify.  h(>  must  secure  the  higher  price  to  warrant  his 
continuance  in  business.  Tie  will  do  this — as  this  com- 
pany proposes  to  do — even  though  he  sees  his  margin 
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of  profit  dwindle  to  very  near  the  danger  line,  for  his 
reputation  is  as  dear  to  him  as  his  dividends. 

If  the  merchant  is  to  continue  in  business  and  main- 
tain his  reputation  for  supplying  his  customers  with  the 
best  articles,  in  the  belief  that  the  best  is  not  too  good 
for  his  trade  and  that  it  is  the  cheapest,  he  too  must 
sell  at  a  price  that  will  assure  a  fair  margin,  and  his 
customers  want  him  to  have  it. 

"Whatever  may  be  the  reasons,  everything  that  en- 
ters into  living  and  into  building  costs  more  to-day  than 
a  few  years  ago,  and  there  is  no  reason  why  paint 
should  be  an  exception. 

It  devolves  upon  the  dealer  to  educate  his  customers 
to  the  triTth  that  paint  is  protection  and  its  use  is 
economy,  for  the  destruction  of  decay  is  far  greater 
than  the  destruction  of  fire.  The  difference  in  cost  is 
too  small  to  risk  this  loss  by  decay. 

It  is  true  that  linseed  oil  is  not  the  only  thing  to 
consider  in  determining  the  price  of  paint,  but  the  in- 
creased cost  of  lead  and  other  materials,  of  labor, 
power  and  everything  that  enters  into  cost — but  that 
is  another  story  of  the  same  tenor,  and  altogether  they 
have  given  the  manufacturer  food  for  thought. 


VARNISH  MEN  HOLD  BANQUET. 

The  travelers  and  office  staff  of  the  International 
Varnish  Co.,  Toronto,  held  their  Annual  Convention  on 
December  19th  and  20th.  The  past  year's  business  was 
talked  over,  and  suggestions  and  plans  for  1911  were 
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also  discussed.  The  company  has  made  quite  a  stir 
amongst  the  retail  trade  in  Canada,  owing  to  the  large 
mimber  of  demonstrations  held  in  retail  stores,  and 
the  progressive  methods  adopted  to  induce  the  general 
public  to  attend  these  demonstrations.  The  greatest 
enthusiasm  was  expressed  regarding  the  results  re- 
cui'cd,  and  also  as  to  the  outlook  for  1911.  At  the  con-, 
elusion  of  the  conference  the  staff  surprised  their  gen- 
eral manager,  J.  E.  Ebersole,  making  a  presentation  to 
him  as  a  token  of  their  appreciation  of  his  manage- 
ment of  the  business 


SUBSTITUTION  OF  BRUSHES. 

A  traveler  for  a  brush  manufacturer  has  called  the 
attention  of  the  Canadian  Hardware  and  Stove  Jour- 
nal to  the  practice  of  many  jobbers  to  substitute  lines 
which  they  did  not  have  in  stock.  This  traveler  has 
run  across  several  cases  recently  where  his  line  of 
goods  had  been  specified  by  a  retailer,  but  when  the 
shipment  arrived  the  retailer  found  that  goods  made 
by  another  brush  manufacturer  had  been  sent  by  the 
jobber. 

There  are  times,  undoubtedly,  when  the  jobber  must 
substitute,  in  order  to  give  the  retailer  the  service  he 
is  desirous  of  securing,  but  such  cases  of  substitution 
as  is  referred  to  where  the  dealer  specifies  a  certain  line 
of  goods,  and  another  line  altogether  is  sent  him,  is  a 
kind  of  sul)stitution  which  should  be  frowned  down 
upon. 


NEW  CANADIAN  PAINT  FACTORY. 

One  of  the  oldest  and  liest  known  English  paint 
manufacturers  have  entered  the  Canadian  paint  market 
this  year.  The  Canadian  branch  of  Pinchin,  Johnson 
&  Co.,  Limited,  London,  England,  whose  works  were 
estal)lished  in  1834,  have  during  the  i^ast  year  erected 
a  thoroughly  modern  paint  factory  on  Carlaw  Avenue, 
Toronto.,  and  arrangements  are  now  completed  to  push 
the  sale  of  their  "Minerva"  paints  and  varnishes  ag- 
gressively during  1911. 

Jas.  E.  Ebersole,  general  manager  of  the  Interna- 
tional Varnish  Co.,  Toronto,  president  of  Pinchin,  John- 
son &  Co.,  (Canada),  Limited,  is  a  Canadian  by  birth, 
having  spent  his  boyhood  in  Haldiinand  county, 
Ontario.  After  many  years'  experience  in  the  paint 
and  glass  trades  in  the  United  States,  he  returned  to 
Canada  a  couple  of  years  ago  to  take  the  management 
of  the  International,  Varnish  Company, 

During  the  holidays  the  annual  convention  of  Pin- 
chin, Johnson  &  Company's  travelers  was  held  in  their 
new  factory,  the  policy  of  the  company,  the  quality  of 
the  goods,  and  the  plans  for  the  coming  year  being  all 
considered.  A  staff  banquet  was  also  held  at  the  con- 
clusion of  the  conference.  The  travellers  Avill  begin 
calling  on  the  trade  in  January, 


RETAIL  PAINT  PRICES  MUST  ADVANCE. 

When  the  paint  manufacturer's  costs  in  all  their 
varied  forms  slowly  but  surely  creep  up,  until  his  earn- 
ings are  in  danger  of  lieing  swept  away — he  must  ad- 
vance his  selling  price. 

The  "Quality  Man"  has  nothing  to  fear — he  need 
make  no  apologies — the  modern  public  are  well  read, 
and  Ivuow  the  reasons  for  the  advance.  In  fact  it  is 
more  difficult  for  a  manufacturer,  and  for  a  dealer  to 
explain  wliy  he  has  not  advanced  prices  than  it  is  to 
tell  the  legitimate  reasons,  which  make  necessary  the 
increase. 

The  reasoning  consumer,  although  experiencing  the 
natural  shock  of  an  increased  cost,  will  accept  as  logi- 
cal the  new  figures,  and  even  d'strust  the  quality  of 
paint  that  is  not  being  sold  at  a  higher  price. 

It  is  obvious  that  the  retail  dealer  must  eounter- 
balaiicc  his  increased  cost  l^y  an  increased  selling 
price. 
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DO  A  BIG  PAINT  BUSINESS  IN  1911 

USE  M.  L.  PAINTS 

TO  MAKE  PROFIT 


LIV^ING  expenses  are  going-  up.  Paint  is  a  preserva- 
tive. M.  L.  Paint,  ready  to  use,  is  the  best  line  a  re- 
tailer can  carry.  Its  cost  is  much  lower  relatively.  A 
$io  sale  of  M.  L.  Paint  covers  this  year  construction 
worth  $100,  let  us  say.  It  protects  that  structure  per- 
fectly for  5  years,  say.  That  construction  worth  $too 
to-da)-  may  be  worth  $130  to  $135  in  1916,  if  preserved, 
under  the  increased  cost  of  the  material  that  goes  into 
it,  figuring  igi6  values. 

Besides  that  saving  from  deterioration — protection, 
which  is  worth,  say,  $5  a  year,  the  paint  has  really  made 
an  increased  selling  value  of  $35  for  the  user's  property. 

This  means  $25  added  to  $35,  or  a  potential  value  of 
$60  in  a  $10  sale  of  M.  L.  Paint. 

Paint  is  cheap — if  it  is  M.  L.  Paint. 

If  it  is  not  a  paint  that  protects — not  right— not 
the  right  material  or  the  right  grinding  or  mixing, 
or  the  right  paint  for  weather  protection,  no  dealer  can 
afford  to  sell  it. 


A  $io  sale  of  poor  paint  now  may  give  2  years'  protec- 
tion, worth  $10  and  a  3  year  deterioration  of  the  Sioo  con- 
struction mentioned.  It  is  perhaps  worth  only  $100  or  $95 
in  1916,  through  this  loss.  This  is  $40  less  than  the  $135 
valuation  of  a  perfectly-protected  $100  construction  under 
1916  increased-value  higher-cost-of-living-then  valuation. 

The  $10  poor-paint  sale  loses  $15  in  protection  ser- 
vice and  $40  in  valuation  loss  and  gives  only  $10  real 
service — $45  loss. 

Mr.  Dealer— you  get  the  benefit  of  the  S60  saving 
ot  M.  L.  paint  against  the  $45  loss  of  poor  paint,  and  the 
hurt  poor  paint  does  your  business. 

NOW,  right  now,  stock  up  with  good  paint — rightly 
made. 

It  takes  care  of  your  future  good-will  and  profits  as 
a  retailer — your  prosperity. 

It  gives  you  standard  191  r  paint  profits  NOW.  It 
also  works  for  you  long  after  you  made  your  M.  L.  sale 
to  your  customer. 


Imperial  Varnish  &  Color  Company,  Limited 

6  Morse  Street,  Toronto 
524  Beatty  Street,  Vancouver  106  Princess  Street,  Winnipeg 


Highest  Quality  Proved  by  Guarantee  on 

B-H.  "ENGLISH"  PAINT 

70%  Pure  White  Lead,  30    Pure  White  Zinc,  100    Pure  Paint 

There  are  many  paints  and  many  guarantees,  but  there  is  one  recognized  standard  in  paint  making. 
Therefore,  the  only  guarantee  that  insures  quality  to  you,  is  one  that  shows  the  formula  and  tells  you,  not 
only  that  standard  pure  raw  materials  were  used  in  its  manufacture,  but  that  these  standard  pure  raw- 
materials  were  used  in  right  proportions. 

Every  can  of  B-H.  "English"  Paint  that  leaves  any  one  of  our  factories,  bears  the  following  guarantee  : 

We  guarantee  this  B-H.  "English  "  White  Paint  is  made  from  Brandram's  B.B.  Genuine 

Government  Standard  White  Lead  and  Pure  Zinc  White  in  the  follcwing  proportions  : 

70  per  cent  Pure  White  Lead)  „ 

n  ,i     -7-       >  100  per  cent  Pure. 

30  Zmc  }  ^ 

Mixed  ready  for  use  with  pure  linseed  oil,  turpentine  and  dryer. 
On  every  can  of  B-H.  "English"  Paint  where  the  shade  can  be  made  on  a  white  base,  there  is  a 
guarantee  label  showing  that  the  white  base  consists  of  70%  Pure  White  Lead  (Brandram's  B.B.)   and  30% 
Pure  White  Zinc. 

B-H.  "  English  "  Paint  gives  you  a  good  profit,  for  we  are  able  to  make  our  price  low,  because  we  cor- 
rode and  grind  White  Lead  and  manufacture  Dry  Colors.  Vou  command  the  highest 
market  price  because  of  the  quality  -  and  therefore  economy — back  of  the  goods. 

B-H.  "English"  Paint  will  be  sold  in  your  town.  Write  us  to-day  for  191 1  Price  List  and  details  of 
the  selling  plans.     Address  our  nearest  office. 


RANDRAM-LJENDERSON 


MONTREAL  HALIFAX  ST.  JOHN  TORONTO  WINNIPEG 
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Market  Situation 


CANADA'S  BEST  YEAR. 

Manufacturers,  wholesaJers  and  retailers  unite  in  agreeing 
that  1910  was  the  best  in  the  history  of  the  Canadian  hard- 
ware trade.  Not  only  was  the  demand  for  hardware  large  in 
volume,  exceeding  even  the  big  year,  1907,  but  prices  were, 
with  one  or  two  notable  exceptions,  remarkably  steady  all 
through  the  year,  the  exceptions  being  tin,  in  the  metal  market, 
which  closed  the  year  with  an  advance  of  about  twenty  per 
cent,  over  the  beginning,  and  turpentine  and  linseed  oil,  in  the 
paint  market,  which  advanced  between  thirty  and  forty  per 
cent. 

"While  political  influences  affecting  the  United  States  metal 
market  reflected  slightly  on  the  Canadian  market  towards  the 
end  of  the  year,  all  branches  of  the  hardware,  stove  and  paint 
trades  report  the  most  profitable  year  in  their  experience,  the 
splendid  demand  making  it  possible  for  sellers  to  enforce  strict 
terms  upon  buyers. 

Builders'  hardware,  stoves,  furnaces  and  paints,  were  never 
in  greater  demand,  and  in  spite  of  large  buying  stocks  are 
very  low  in  warehouses  and  on  retail  shelving.  The  larger 
cities  benefited  most,  of  course,  Toronto's  building  total  reach- 
ing $21,000,000,  Montreal's  $16,000,000,  Winnipeg's  $15,000,- 
000  and  Vancouver's  $13,000,000,  increases  of  16,  103,  64  and 
81  per  cent,  respectively.  The  smaller  cities,  and  the  scores  of 
new  towns  established  in  Western  Canada  also  accounted  for 
much  of  the  increased  consumption,  and  the  325,000  people 
who  migrated  to  Canada  from  Europe  and  the  United  States 
helped  to  provide  the  market  for  the  goods,  the  sale  of  which 
provided  manufacturers,  jobbers  and  retailers  with  such  a 
satisfactory  year's  total. 

The  past  year  has  also  seen  a  big  development  in  Canada's 
manufacturing  industries,  new  factories  and  additions  to  existing 
plants  being  heard  of  on  every  hand,  but  while  there  have  been 
several  new  stove  and  hardware  factories  established,  it  is  in 
the  paint  trade  that  the  greatest  progress  has  been  made.  Not 
only  have  United  States,  but  also  British  manufacturers  estab- 
lished plants  in  Canada,  and  older  manufacturers,  already  hav- 
ing plants  in  Eastern  Canada,  are  erecting  branch  factories 
west  of  the  lakes. 

And  what  of  the  outlook?  On  every  hand  there  is  the 
greatest  optimism,  and  but  little  attention  is  being  paid  to  the 
talk  of  depression  in  the  States,  this  being  considered  merely 
incidental  to  a  political  controversy  between  the  railroads  and 
the  reformers  who  are  insisting  upon  having  a  little  less  of 
their  wealth  extracted  from  them  by  high  railroad  rates  and 
an  abnormally  high  tariff. 

The  road  is  clear  and  there  are  no  danger  signals  ahead 
so  long  as  buyers  continue  to  use  caution  and  judgment  in 
ordering  their  requirements — caution  of  the  type  shown  by 
a  Canadian  hardware  jobber,  who  last  week  said:  "This  has 
been  our  biggest  year,  and  we  had  to  buy  heavier  than  ever 
before,  but  you  couldn't  go  through  our  warehouse  and  find 
$100  worth  of  unsaleable  stock." 

Nineteen  hundred  and  eleven  bids  fair  to  be  another 
record-breaking  year. 


METAL  MARKETS. 

Conditions  in  the  metal  market  at  the  beginning  of  1911 
are  quite  satisfactory,  the  past  year  having  been  one  of  the  best 
in  the  experience  of  Canadian  foundrymen  and  metal  jobbers. 
It  is  true  that  the  market  has  been  affected  somewhat  during 
(he  past  throe  months  by  the  action  of  the  American  railways  in 
withholding  orders,  and  thus  causing  a  depression  in  the  iron 
and  steel  industry,  with  a  consequent  closing  down  of  many 
furnaces.  The  situation  is  considered  to  be  purely  political, 
however,  and  as  strong  hands  are  in  control  of  the  U.  S.  iron 
and  steel  market,  the  curtailment  of  production  should  hold  the 
market  steady.  Beyond  adding  a  feeling  of  caution  to  the 
Canadian  market,  and  the  offering  of  some  stocl<s  of  American 
iron  at  cut  prices  for  immediate  delivery,  there  has  been  no 
reflection  of  the  situation  in  the  States  on  this  side  of  the 


line,  and  1911  is  considered  as  likely  to  be  even  a  better  year 
in  Canada  than  1910  was. 

Pig  iron  prices  held  firm  in  Canada  all  through  1910,  the 
large  consumption  of  steel  in  railway  and  structural  work 
keeping  several  Canadian  furnaces  from  competing  for  indus- 
trial needs.    No.  2  Canadian  foundry  is  quoted  at  $19. 

Tin  has  had  a  big  year,  the  demand  being  very  active  in 
spite  of  a  steady  advance  in  prices,  due  to  the  market  being 
controlled  by  an  English  syndicate.  Prices  have  advanced  dur- 
ing 1910  from  35  1-2  cents  to  42  cents  per  pound,  and  the  year 
opens  with  the  market  firm  at  that  price.  Bookings  for  future 
delivery  are  being  made  rather  cautiously  on  account  of  the 
high  price,  but  there  are  no  indications  of  a  decline. 

A  large  trade  was  done  in  copper  during  the  year,  but 
there  was  always  plenty  of  stock  available  and  prices  were 
never  strong,  remaining  in  the  neighborhood  of  14  cents  all 
through  the  year.  As  the  market  is  overstocked  the  same  con- 
dition continues. 

Lead  and  spelter  were  steady  in  Canada  during  the  year, 
although  there  has  been  considerable  speculation  in  the  latter  in 
foreign  markets,  and  it  is  very  weak  at  present  in  the  States. 
Lead  is  quoted  at  3  3-4  cents  and  spelter  6  1-4  cents  per 
pound. 

Plates  and  sheets  have  been  firm  and  begin  the  year 
stronger  than  a  year  ago,  stocks  being  very  light  and  prices 
of  Canada  plates  subject  to  the  recent  25  per  cent,  advance. 


STOVE  AND  HEATING  MARKET. 

The  past  year  was  an  excojitiunally  good  one  for  Canadian 
stove  and  furnace  manufacturers,  and  stocks  in  both  manu- 
facturers' warehouses  and  in  retailers'  hands  are  very  liglit. 
The  early  winter  and  steady  cold  weather  has  been  very  favor- 
able to  the  stove  and  heating  trades,  and  many  retailers  had 
difficulty  in  getting  shipments  of  repeat  orders. 

"Dealers  are  to  blame  themselves,"  said  one  manufac- 
turer, ' '  as  they  won 't  place  their  orders  early  enough.  They 
are  protected  in  price,  and  early  shipments  are  dated  ahead  to 
September,  but  they  hold  their  orders  and  then  expect  to  be 
all  supplied  at  once. ' ' 

"Trade  for  1910  was  the  best  in  our  experience,"  writes 
another  manufacturer,  and  the  demand  during  the  last  three 
months  of  the  year  was  particularly  good,  showing  that  dealers 
are  not  carrying  over  excessive  stocks,  and  have  been  buying 
very  carefully.  For  this  reason  we  think  the  outlook  for  1911 
is  particularly  bright.  Prices  of  raw  materials  have  advanced 
considerably,  which  should  prevent  any  cutting  of  prices." 
Labor  continues  scarce,  and  prices  should  be  firmly  maintained 
during  1911. 


COST  OF  DOING  BUSINESS  INCREASED. 

Peleg  Howland,  president  H.  S.  Ilowland,  Sons  &  Co., 
Toronto,  writes: 

' '  The  past  year  has  been  a  very  active  one  in  hardware 
business,  judging  by  immediate  experience;  the  conditions  of 
the  country  being  particularly  favorable,  and  it  is  to  be  hoped 
that  the  results  have  been  satisfactory  to  both  retailer  and 
wholesaler,  though  all  must  have  had  the  net  returns  affected 
by  the  increased  cost  of  doing  business  caused  by  the  high  cost 
of  living,  which  has  forced  an  increase  in  the  wages  of  all 
kinds  of  labor.  Prices  have  been  generally  steady,  the  de- 
clines few,  and  the  advances  confined  chiefly  to  such  articles 
as  are  comprised  wholely  or  in  part  of  wood,  rubber,  leather 
or  linseed  oil.  Collections  have  been  good,  and  losses  from 
failures  few. 

"The  outlook  is  good,  Ontario  in  particular  having  been 
favored  with  excellent  crops.  Factories  are  busy,  the  output 
from  lumbering  is  large,  and  the  returns  from  our  mines  have 
increased.  I  can  see  no  reason  therefore,  why  merchants  should 
not  prepare  themselves  with  confidence  for  an  active  business 
in  the  earlier  half  of  the  year." 


BOOKINGS  FOR  SPRING  HEAVY. 

Lewis  Bros.,  ^Montreal,  report  tliat  at  their  recent  sales- 
men's conference  the  greatest  enthusiasm  prevailed  regarding 
the  outlook  for  trade  in  1911.  Bookings  for  spring  delivery  are 
far  in  advance  of  last  year,  there  being  a  greater  confidence  as 
to  the  future  on  the  part  of  retail  customers. 
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Are  You  Making  Any  Money  on  Paint  ? 


Perhaps  the  "price"  of  the  paint  you  handle  inchides  heavy  adver- 
tising expenses  consider  this  carefully-  it  means  the  difference  be- 
tween Price  and  Value. 


Here  is  the  square  deal  paint  for  the  dealer.  The 
honestl)'  made  paints  that  give  satisfaction  to  the 
consumer. 

Tone   Up  Your  Business 
with  Better  Profits 


Have  us  tell  you  more  about  this  pair  of  business-builders,     j  Write  for  prices  and  color 
cards  to  our  nearest  depot.     They  will  interest  you. 


Canadian  Oil  Companies,  Limited 


TORONTO 


MONTREAL 


ST.  JOHN 


WINNIPEG 


CALGARY 


BOECKH'S 


Niiiiio  and  DoNit^ii  Hoi^.  1!M)S 
l>ii«on<c<l        •         ■  1910 


IC 


Steel  Grip 


Painters'  Brushes 


Are  made  so  as  to  permit  of  an  even,  eas\'  flow  of  the  Paint  or 
Vainish  and  the  Bristles  are  held  firmly  by  the  Compressed 
Nickel  Ferrules,  thereby  preventini*-  sheddino-  of  the  Bristles. 

Made  in  Oval  and  Flat 


WRITE  FOR  PARTICULARS  AND  PRICES 


The  Boeckh  Bros.  Company,  Ltd. 


Toronto,  Ontario 


ESTABLISHED  1856 
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PAINT  MARKET  INTERESTING. 

The  retailers  wlio  bought  paints  or  oil  liberally  early  in 

1910  were  the  fortunate  ones,  as  during  the  whole  season  the 
marltet  advanced  pretty  steadily,  by  which  the  specul^ators  in 
the  future,  in  both  linseed  oil  and  turpentine,  had  an  ojipor- 
tunity  to  reap  large  profits,  but  as  the  season  began  with 
fairly  high  prices  the  conservative  dealers  mostly  looked  for 
reductions  rather  than  advances,  in  which  they  were  doomed 
to  disappointment.  Manufacturers  of  varnishes  and  prepared 
paints  also  found  considerable  difficulty  in  advancing  their 
prices  sufficiently  during  the  3'ear  to  afford  t':em  as  good 
profits  as  they  secured  other  seasons. 

All  parties  interested  in  the  paint  and  oil  business  are  now 
looking  into  the  future,  as  the  time  is  at  hand  to  send  out 
their  travelers  to  make  contracts  for  the  spring  and  summer 
deliveries.  With  present  prices  for  raw  material  the  outlook 
is  for  extraordinary  high  figures,  as  all  the  flaxseed  that  was 
grown  in  the  Dominion  during  1910  has  been  bought  U]i,  laige'y 
by  American  dealers,  so  that  linseed  oil  for  the  early  part  of 

1911  must  remain  at  a  very  high  price.  The  crushers  to  make 
their  own  and  a  small  jirofit  out  01  the  oil  they  now  have 
on  hand,  or  the  oil  they  may  make  from  seed  which  they  have 
been  able  to  procure  or  are  likely  to  get  for  the  next  three 
months,  must  charge  in  the  neighborhood  of  $1  per  gallon  for 
raw  oil  in  carload  lots. 

Grinders  of  white  lead  claim  that  the  margin  was  very 
close  between  actual  cost  and  selling  price  for  the  year  1910. 

In  mixed  paints,  of  course,  an  advance  must  be  secured  over 
the  price  at  which  sales  were  made  for  1910,  as  all  their  raw 
material  has  advanced  at  least  25  per  cent.,  and  some  33  1-3 
over  the  cost  of  a  year  ago,  and  while  competition  is  very 
strong  in  this  line  the  cost  of  both  linseed  oil  and  turj^entine 
will  force  the  producers  of  all  kinds  of  mixed  paints  and  jsaints 
ground  in  paste  form  to  advance  their  prices  over  last  year. 

Turpentine  began  last  year  with  sales  of  single  barrel  lots 
at  81  cents  per  imperial  gallon,  while  to-day  the  cost  of  tur- 
pentine in  carload  lots  cannot  safely  be  figured  at  less  than 
$1  per  gallon,  so  that  the  season  should  start  out  with  single 
barrels  at  $1.10  -per  gallon.  This  will  be  thought  to  be  a  very 
extraordinary  price  and  the  consumers,  no  doubt,  will  be  in- 
fluenced to  try  many  kinds  of  substitutes,  but  those  who  wish 
to  maintain  the  quality  of  their  goods  cannot  look  for  a  very 
great  reduction  from  these  figures.  As  the  stock  held  now  at 
the  point  of  shipment  from  the  Southern  States  is  only  half 
what  it  was  a  year  ago,  and  prices  having  been  extraordinary 
for  the  past  three  months,  the  producers  of  turpentine  in  the 
bush  have  been  selling  as  quickly  as  they  could  produce.  It 
is  likely  to  be  the  latter  part  of  March  or  beginning  of  April 
before  the  market  will  be  affected  with  next  year's  crop.  It 
is  claimed  that  labor  is  very  much  higher  in  the  Southern 
States  now  than  it  was  a  year  ago,  and  as  timber  is  getting 
scarce,  the  supply  of  gum  becomes  limited  from  year  to  year. 
Under  these-.conditions  it  is  not  surprising  that  renewed  efforts 
are  made  to  produce  spirits  of  turpentine  from  waste  that 
comes  fron^J.  the  lumbering  section,  and  also  from  the  old  tim- 
ber and  stumps.  The  production  of  turpentine  from  this  source 
of  supply  has  been  very  much  improved  in  the  past  two  years, 
and  under  what  is  known  as  the  steam  process  is  much  milder 
in  the  odor  than  formerly.  Many  varnish  makers  in  the 
United  States  are  now  using  this  product  almost  exclusively  in 
their  varnishes,  and,  the  producers  are  able  to  get  within  a 
few  cents  of  the  price  at  which  the  gum  turpentine  is  sold, 
and  as  this  product  analyzes  very  much  the  same  as  the  gum 
turpentine  it  is  claimed  that  for  all  practical  purposes  it  can 
be  used  as  readily  as  the  gum  product,  the  odor  being  the  only 
drawback. 

The  rosin  market  has  undergone  a  very  considerable  change 
during  the  past  year;  this  is  especially  the  ease  in  regard  to 
the  darker  grades,  that  being  accounted  for  partly  from  the 
fact  that  the  manner  of  securing  gum  has  been  improved  upon, 
and  the  appliance  now  used  for  the  collection  of  gum  permits 
of  it  being  secured  in  a  much  better  condition  than  formerly. 
Consequently,  the  quantity  of  dark  rosins  now  produced  is 
much  smaller  in  proportion  than  was  the  case  some  two  years 
ago.  The  price  for  "0"  and  below,  is  about  50  per  cent, 
higher  than  that  obtained  a  year  a'^o'. 


NEW  PAINT  FACTORY  AT  WINNIPEG. 

Z.  E.  Martin,  jiresident  of  the  Martin-Senour  Co.,  Chicago, 
has  been  honored  by  election  to  the  Presidency  of  the  Paint 

Manufacturers '  Associa- 
tion of  the  United  States. 
Mr.  Martin  is  a  former 
Canadian,  having  spent  his 
boyhood  at  Knowlton,  Que. 
In  1882  he  went  to  Chi- 
cago to  become  a  salesman 
for  the  concern  of  which 
he  has  been  president  since 
1893.  The  Martin-Senour 
Co.  have  made  rapid 
strides  since  the  establish- 
ment of  their  Canadian 
plant  in  Montreal,  two 
years  ago,  under  the 
management  of  W.  11. 
Gerke.  A  new  plant  was 
erected  in  Montreal  last 
summer,  and  is  now  in 
operation  for  paints  for 
supplying  the  trade  of 
1911.  Arrangements  have 
also  been  completed  for 
the  establishment  of  a 
paint  factory  at  Winnijjeg  by  the  Martin-Senour  Co.,  to  be  in 
operation  about  June  1. 


Z.  E.  Martin 


NEW  TRAVELERS  APPOINTED. 

Brandram-IIenderson,  Limited,  held  their  Annual  Staff 
Conference  in  Montreal  Christmas  week.  Several  new  travelers 
have  been  added  to  the  staff  in  Ontario  work,  under  A.  W. 
Poole,  Manager  of  the  Toronto  Branch;  A.  T.  Lowery  is  cover- 
ing North-eastern  Ontario,  Leonard  Mould,  North-western 
Ontario,  and  II.  B.  Shuttleworth,  South-western  Ontario. 


The  Peterboro  Hardware  Co.,  Limited,  Peterboro,  have 
built  a  fine  wholesale  warehouse  on  a  railway  siding  opposite 
the  C.  P.  K.  depot  in  that  town,  and  are  now  making  a  bid  for 
the  trade  of  retailers  in  their  section,  travelers  covering  all 
the  territory  adjacent  to  Peterboro.  H.  P.  Morgan  has  again 
been  chosen  president  and  general  manager;  Theo.  MeWillianis, 
vice-president,  and  C.  M.  Blewett,  secretary  treasurer.  M. 
Comstock,  who  has  been  manager  of  the  retail  department,  has 
withdrawn  from  the  business,  Mr.  Morgan  taking  over  his 
interest. 


Milton  Adams,  of  Adams  &  Yandusen,  Pieton,  called  at 
the  Journal  office  with  his  subscription,  on  his  release  from  the 
Toronto  General  Hospital  on  Jan.  7,  after  a  week 's  confine- 
ment following  a  slight  operation. 


J.  E.  McEobie,  secretary  Winnipeg  Retail  Hardware  As- 
sociation, has  been  appointed  assistant  hardware  customs  ap- 
])raiser.  Mr.  McRobie  was  formerly  secretary  of  the  Western 
Canada  Retail  Hardware  Association. 


Frank  A.  Childs,  who  has  conducted  stores  at  Matheson 
and  Cochrane  for  a  couple  of  years,  recentlj^  opened  a  third 
store  at  Kelso  Mines,  and  during  November  and  December  the 
trade  in  the  new  store  was  of  very  large  volume,  owing  to  the 
demand  created  by  prospectors  going  to  the  Porcupine  Countr_y. 
Mr.  Childs  is  now  to  be  joined  by  his  brother,  Chas.  B.  Childs, 
who  for  several  years  has  been  a  manufacturer's  agent  in 
plumbing  and  heating  lines  in  Toronto.  The  latter  will  take 
charge  of  the  store  at  Kelso  Mines,  F.  A.  Childs  will  remain 
at  Matheson,  while  Walter  Thompson  will  be  manager  of  the 
Cochrane  store.  The  business  at  the  Cochrane  and  Matheson 
stores  during  1910  totalled  to  considerably  over  .$100,000. 


John  Bailes  &  Sons,  Oshawa,  supplied  their  customers  with 
pretty  japanned  trays  this  year  instead  of  a  calendar,  and 
report  that  the  change  was  much  appreciated  by  their  cus- 
tomers. 
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BEACON   COLD   BLAST  LANTERNS 


BRIGHT  TIN 

Japanned  with   Lacquered  Founts, 
Japanned    with     Brass  Founts, 
and  Japanned  with  Dash  Board. 


All  Lanterns  are  fitted  with  ) 
new  extinguishing^  device.  / 


Can  be  filled,  lighted,  regulated  and 
extinguished  without  removing  the  globe. 

Standard  size  for  kerosene. 

Fount  holds  sufiicient  oil  to  burn 
nineteen  hours. 


FITTED  WITH 

No.  2  BURNER 
1-INCH  WICK 
Na  2  GLOBE 


INSIDE  LIFT 

The  simple  lever  or  crank  on  the  side 
tube  raises  the  globe  to  light,  and  locks 
the  globe  down  to  burner. 

Packed  in  cases  of  one  dozen. 


Prices  on  Application. 


See  Hole  In  Side  Tube 


The  Sheet  Metal  Products  Co.,  of  Canada,  Limited 
Successors  to  Kemp  Manufacturing  Company 

MONTREAL  TORONTO  WINNIPEG 


"MAXWELL 


99 


Hardware  Specialties 

Will  Increase  Your  Spring  Trade 

A  really  good  line  of  machines  for  use  around  the  house 
strongly  attracts  women  to  your  store.  That  means  a 
bigger  trade  in  staples  as  well  as  the  business  in  the 
specialties  themselves. 

Maxwell's  Washers,  Churns,  Wringers,  Lawn  Mowers  and 
Barrows  are  known  throughout  Canada  as  durable,  easy- 
working  and  thoroughly  satisfactory — in  fact  as  the  best 
line  on  the  market.    The  new 

CHAMPION  HIGH  SPEED  WASHER 

well  deserves  its  name.      It  has  all  the  good  features  of 
the    famous    "Puritan"  with    a    new    momentum  driving 
mechanism.      The    heavy    balance    wheel    revolving  four 
times  for  every  stroke  of  the  lever  makes  the  "Champion" 
run  very   smoothly  and  easily. 

The  Maxwell  line  pays  good  profits,  wins  good  customers.    Write  for  Catalogue. 

David  Maxwell  (Si  Sons,  St.  Marys,  Ont. 
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G.  H.  Clarke,  Niagara  Falls,  who  a  year  ago  took  over  the 
hardware  business  of  Clarke  &  Crawford,  reports  that  cash 
sales  increased  thirty  per  cent,  in  1910,  the  year's  trade  having 
been  exceptionally  satisfactory. 


Burrow,  Stewart  &  Milne,  Hamilton,  have  opened  a  branch 
warehouse  at  Winnipeg  under  the  management  of  Lionel  Haney, 
formerly  traveler  for  Caverhill,  Learmont  &  Co.  A  six-storey 
warehouse  is  being  constructed  at  Winnipeg,  and  a  full  stock 
of  ranges  and  heating  goods  will  be  carried  at  Winnipeg  in  the 
future. 


W.  W.  Chown  Co.,  Belleville,  say  that  while  the  advanced 
price  of  linseed  oil  has  decreased  to  a  certain  extent  the  sale 
of  oil,  that  ready  mixed  trade  during  1910  was  very  satisfac- 
tory, the  higher  prices  not  having  any  effect  upon  the  demand. 
Their  stove  trade  has  also  been  very  satisfactory  and  the 
earried-over  stocks  are  very  light. 


The  Supreme  Heating  Co.,  Welland,  whose  business  was 
established  only  a  little  over  a  year  ago,  has  made  remarkable 
progress  during  the  season  of  1910,  having  placed  on  the  market 
two  styles  of  gas  ranges,  two  sizes  of  base  burners,  two  styles 
of  Oak  Heaters,  five  sizes  of  furnaces,  and  a  line  of  gas  ranges 
for  both  natural  and  artificial  gas.  They  made  important  im- 
provements, also,  in  their  steel  range.  Distributing  ware- 
houses have  been  opened  at  Montreal,  Winnipeg,  Saskatoon, 
Edmonton,  Calgary,  Vancouver,  with  agencies  at  Halifax,  St. 
John  and  Toronto.  John  D.  Meister,  of  the  Fox  Furnace  Co., 
Alyera,  O.,  is  the  company's  President  and  Manager,  and  Jas. 
J.  Hickey,  formerly  of  the  Gurney  Foundry  Co.,  is  Superinten- 
dent and  Assistant  Manager. 


BUSINESS  CHANGES. 

Essex,  Essex  Hardware  Co.  succeeds  F.  J.  Eosebrugh. 

London,  Aid.  Burley  Bennett,  will  open  a  hardware  store. 

Ottawa,  W.  G.  Charleson  moved  into  new  store. 

Perth,  James  &  Eeid  moved  into  new  store. 

Toronto,  W.  B.  Morrow  establishes  manufacturers'  agency 
at  100  Church  Street,  representing  cutlery  and  shaving  supply 
houses. 

Ottawa,  Mulhall  Hardware  Co.  being  organized. 
New  Liskeard,  Biggs  Bros.,  new  store,  moved  from  North 
Cobalt. 

Francis,  Sask.,  H.  W.  Storey,  sold  to  W.  J.  McCloud. 

Camrose,  Alta.,  H.  W.  Storey,  new  store. 

Trail,  B.  C,  Trail  Hardware  Co.,  new  store. 

Moose  Mountain,  Man.,  the  Moose  Mountain  Co.  has  taken 
over  the  business  of  the  Moose  Mountain  Lumber  and  Hard- 
ware Co.,  with  agencies  at  Areola,  Kisbey,  Forget,  Stoughton, 
and  I-Ieward,  Sask. 

Macklin,  Sask.,  George  Anderson  sold  to  Graham  Bros. 

St.  James,  Man.,  George  Thompson,  new  store. 

Mortlach,  Sask.,  James  Lawrence  sold  to  Frank  M.  Jack- 
son; W.  A.  Macdonald  sold  to  G.  H.  Plaxton. 

Vulcan,  Alta.,  Lindsay  Hardware  Co.,  incorporated. 

Fairview,  B.  C,  J.  A.  McKenzie  sold  to  Grant  Gunn. 

Eossland,  B.  C,  Martin  Bros,  sold  to  W.  K.  Ealing. 

Halbrite,  Sask.,  J.  L.  Dods  sold  to  E.  J.  Feuwick. 

Salvador,  Sask.,  Eoss  Lumber  Co.  opened  branch  hardwar* 
store. 

Davidson,  Sask.,  Pioneer  Hardware  Co.,  incorporated. 
Meldon,  Sask.,  Fred  L.  Gimby,  new  store. 
Eyley,  Alta.,  Finseth  Bros,  sold  to  P.  P.  Kjosness;  E.  Clump 
opened  tinshop. 

Castor,  Alta.,  Morris  &  Taylor  sold  to  Williston  Trading 

Co. 

Eyebrow,  Sask.,  W.  W.  Kearns  opened  tinshop. 
Purdue,  Sask.,  McLellan  &  Co.  opened  tinshop. 
Saskatoon,  Sask.,  J.  H.  Ashdown  &  Co.,  Winnipeg,  will  erect 
a  distril)uting  warehouse. 


Glen  Ewan,  Sask.,  T.  S.  Bank  sold  to  Witheringham  & 
Haines. 

Elgin,  Man.,  W.  D.  Cameron  sold  to  Eoss  &  Smiley. 
Lowe  Farm,  Man.,  Eenter  &  Spalding  succeeded  by  C.  A. 
Sparling. 

Deloraine,  Man.,  Thos.  Boone  closed  branch  at  Waskada. 
Stewart,  B.  C,  Falconer  &  Johnson  succeeded  by  Falconer 
Hardware  Co. 

Moosejaw,  Sask.,  Arthur  Latham,  moved  into  new  store. 


HARDWAREMEN  ELECTED. 

H.  Occomore,  stove  merchant,  Guelph,  was  a  successful 
candidate  for  Alderman  in  the  elections  at  New  Years,  this 
being  his  first  entry  in  municipal  polities.  S.  Penfold,  of  Pen- 
fold  Bros.,  hardwaremen,  was  also  elected  an  Alderman.  Mr. 
Occomore  was  President  of  the  Eetail  Merchants'  Association 
at  Guelph  last  year,  and  is  at  present  a  member  of  the  Execu- 
tive of  the  Ontario  Eetail  Hardware  and  Stove  Dealers'  Asso- 
ciation. 

Fred  G.  McBrien,  hardware  merchant,  Toronto,  was  a  suc- 
cessful candidate  for  Alderman  in  the  recent  municipal  elec- 
tions. Mr.  McBrien  is  only  twenty-five  years  old,  having  con- 
ducted his  first  campaign  before  he  was  of  age. 

Elora  defeated  a  by-law  to  exempt  Bissell  foundry  from 
taxation  for  ten  years. 

Orillia  did  not  give  enough  votes  to  pass  a  by-law  granting 
a  loan  of  $12,000  to  the  National  Hardware  Co.,  for  a  term  of 
j^ears. 

W.  E.  Turnbull,  of  Turnbull  &  Cutliffe,  Brantford,  failed  to 
win  the  Mayoralty  by  160  votes. 

London  passed  a  by-law  giving  a  fixed  assessment  for  a 
term  of  years  to  the  McClary  Manufacturing  Co. 

Lt.-Col.  Gartshore  was  elected  to  the  hospital  trust  by  the 
highest  vote  given  any  candidate. 

Mayor  Marsh,  foundryman,  was  defeated  for  re-election  at 
Belleville. 

Benjamin  Moore  &  Co.,  West  Toronto,  report  that  their 
sales  of  Mureseo  increased  35  per  cent,  in  Canada  last  year, 
while  their  paint  and  varnish  sales  were  25  per  cent,  higher 
than  the  previous  year. 


C.  P.  R.  BEST  LINE  TO  PETERBORO. 

Railway  Arrangements  for  the  Annual  Convention  at  Peterboro, 
February  21  to  2i,  1911. 
With  the  Annual  Convention  a  month  distant,  all  indica- 
tions are  that  the  success  and  attendance  of  the  1910  meeting 
will  be  eclipsed  at  the  Peterboro  Convention  this  year.  The 
same  railway  arrangements  will  be  in  effect  this  year  as  in 
1910 — single  fare  for  the  round  trip  on  certificate  plan,  and  the 
attention  of  all  is  particularly  called  to  this  arrangement.  When 
ticket  is  purchased  it  should  be  stated  that  it  is  for  the 
Ontario  Eetail  Hardware  and  Stove  Dealers'  Association  Con- 
vention at  Peterboro,  and  a  convention  certificate  must  be  ob- 
tained. A  one  way  ticket  to  Peterboro  and  the  certificate  will 
be  received,  and  when  the  certificate  has  been  signed  by  the 
Secretary  of  .the  Convention  at  Peterboro,  thus  verifying  at- 
tendance, the  railway  will  issue  on  presentation  a  return  ticket 
to  destination  without  charge. 

Remember  Last  Year. 

It  will  be  remembered  that  at  the  1910  convention  a  con- 
siderable number  of  those  in  attendance  overlooked  obtaining 
convention  certificates  at  the  time  they  purchased  their  railway 
ticket  and  some  difficulty  and  inconvenience  was  entailed.  Be- 
sides the  low  rate  obtained  for  the  convention  from  the  railways, 
necessitates  a  guaranteed  attendance,  and  the  Association  does 
not  benefit  in  point  of  numbers  by  those  who  overlooked  ob- 
taining convention  certificate  at  time  of  purchase. 

Dates  of  Sale  and  Return  Limit. 

The  single  fare  tickets  will  be  on  sale  February  17th  to 
24th,  and  good  for  return  until  February  28th. 

Trains  leave  Toronto  via  C.  P.  E.  9.02  a.m.,  daily,  5.00  p.m. 
week  days,  10.00  p.m.  week  days,  and  10.30  p.m.  daily.  Tlie 
10.00  p.m.  train  runs  from  North  Toronto  station.  Canadian 
Pacific  is  the  direct  route  to  Peterboro,  and  arrangements  for 
special  train  service  by  that  route  may  be  made. 
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Preston  Steel  Ceiling 


Tlie  dealer  who  is  looking  tor  protits 
should  put  his  energy  behind  Preston 
Steel  Ceilings. 

They  are  the  most  rr.odern,  best  adver- 
tised and  easiest-to-erect  ceilings  on  the 
market.  You  make  money  on  both 
material  and  erection,  and  there's 

No  Need  to  Carry  a  Stock 

You  sell  direct  from  our  Catalogue. 
Write  us  for  a  supply  of  advertising 
literature. 

The  Metal  Shingle  &  Siding  Co.  Limited 

PRESTON  and  MONTREAL 


Hardware  Advertising 

THAT'S  OUR  LONG  SUIT 

^  Let  us  "ginger  up"  the  selling  power  of 
your  advertising.  The  money  you  lose  by 
wrong  methods  will  more  than  pay  for  our 
service.    The  increase  will  be  "  velvet  "  for  you. 

^  We  write  "  Sales  Producing "  copy  for 
Letters,  Folders,  Booklets,  Mailing  Cards,  News- 
paper and  Magazine  "  ads,"  in  fact  anything 
from  a  hand-bill  to  a  bill-board. 

^  Give  us  details  of  your  requirements  —  what 
you  have  done  and  what  you  would  like  to  do. 
Then,  without  any  obligation  on  your  part,  we 
will  tell  you  what  we  can  do. 

^    Suppose  you  write  to  day. 

Business  Promotion  Bureau 
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Ontario  Hardware  Retailers  are  Invited 

to  spend  an  hour  or  two  in  our  factory  during  the 
big  Retail  Hardware  Convention  to  be  held  in 
Peterboro,  Feb.  21  to  24. 


WE  ARE  INTRODUCING  TWO  NEW 
TOOLS 

The  Trent  Double  Twist  Auger  bit,  a 

high- class  bit,  made  in  all  sizes  from 
to  I  i/j^  inches,  and  a  new  Wire  Stretcher, 

a  simple  device  which  will  fit  any  brace 
and  do  remarkably  good  work. 


HAVE  YOU  EVER  SEEN  AN  AUGER 
BIT  MADE 

It  is  one  of  the  most  interesting  pro- 
cesses in  hardware  manufacturing,  and 
as  you  should  know  the  goods  you  stock, 
in  order  to  sell  them  intelligently,  it  will 
pa}'  you  to  see  our  machines  work. 


If  you  cannot  attend  the  Convention  write  for  par- 
ticulars about  our  new  Bit  and  Wire  Stretchers. 


RAPID  TOOL  COMPANY,  Limited,  peterboro 
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SILENT  AND  SAFE 


THE 


NOISELESS 


liastcrii  Ajieii<s:  W.  L.  Haldiiiijiiid 

nJJUr;     &  Son,  Montreal 
Western  A^ent  :     H.  F.  Moulden. 
Winnipeg 


Simplest,  Lightest  and  Easiest  Running 
Dolley  type  Washing-  machine  yet  produced.  It's  had  the 
"  Third  Degree  "  for  several  years  and  carries  the  healthy  sign 
of  steadily  increasing  sales.  No  useless  "  frills  "  about 
it,  just  common  sense  used  in  its  construction. 

A  GLANCE 

at  the  patented  mechanism  shows  the  strength,  sim- 
plicity and  mechanical  perfection.     Notice  the  absence  of 

cogs,  springs, 
and  finder 
catchers.  The 
tub  has  all  the 
exclusive  features 
peculiar  to  our  pro- 
ducts. The  visible 
and  invisible  parts 
are  equally  well  and 
carefully  made,  re- 
sulting- in  a  ;^ood 
machine  and  a 
^ood  looker. 


CUMMER-DOWSWELL,  Limited,  makers.  HAMILTON,  ONT. 


EVERY  RETAIL  MERCHANT  SHOULD  USE  A  MONARCH  TYPEWRITER 

BECAUSE : 

All  business  letters,  bills,  estimates,  etc.,  should  be 
typewritten. 

Business  etiquette  demands  it. 

Personal  and  circular  typewritten  letters  are  an  excel- 
lent and  inexpensive  method  of  advertising-. 
BECAUSE : 

The    Monarch    has    every  device    to    handle  retail 
office  work. 

It  is  durable  beyond  compare — it  will  last  a  business  lifetime. 
The  work  is  always  in  fidl  sight.     It  is  modern  :  it  is  complete. 


THE  MONARCH 

Can  be  purchased  by  making  small  monthly  payments.      Write  for  st\'les  and  prices. 


The   Monarch    Typewriter    Company,  Limited 

46  Adelaide  Street  W est,  Toronto,  Out. 

Branches:    MONTREAL,    LONDON,    HAMILTON    AND  OTTAWA 


'\Vol.  3.  PETERBORO  CONVENTION  NUMBER.  No.  2. 


If  not  already  a  subscriber  this  is  an  invitation  to  ^et  on  our  list. 
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GILLETTE  AMMUNITION 

Iligli  Sroro  in  1911 

The  wisdom  of  pushing-  the  five-dollar,  price-pro- 
tected Gillette  in  preference  to  any  othei  razor  is 
pparent  to  every  dealer.   There's  the  sure,  substan- 
al  profit — the  certainty  of  pleasing  ever\-  purchaser 
-the  steady  trade  in  blades-  and  the  chances  this 
trade  gives  to  gain  regular  customers  for  other 
lines  as  well. 

II  most  cases,  selling-  a  man  a  Gillette  is  simply  giv- 
lim  what  he  asks  for.  But  there  are  still  some  men 
not  aware  of  the  Gillette'.s  superiority,  who  will 
ask  for  an  old-style  razor  or  a  make-shift  safety, 
or  else  continue  to  put  up  with  their  present 
shaving  outfit. 

It  is  therefore  money  in  your  pocket  to  have 
your    clerks,   as   well    as  yourself,  thoroughly 
posted  on  the  Gillette,  ready  to  use,  find  and 
make   as  many   opportunities   as   possible   to  sell  it. 


Here  are  some  talking  points  that  win : 


Gillettk  lllin  blades  take  an  absolutely  uniform 

and   perfect   temper  that  cannot  possibh-  be 

given  to  a  thick  blade. 
Automatically  accurate    honing    with  diamond 

dust,  and   automatic  stropping,  give  every 

Gillette  blade  a  keenness  which  no  other 

razor  has  ever  equalled. 
Each  edge  of  every  Gillette  blade  must  split  a 

human    hair    before    it    is    passed   by  otir 

inspectors. 

The  extreme  hardness  of  Gillette  blades  makes 
it  as  unnecessary  as  it  is  impossible  to  slrop 
them  between  sha\es. 


The  Gillette  frame  holds  the  blade  absolutely 
rigid,  with  none  of  the  \  ibration  that  makes 
other  thin-bladed  razors  pull  and  gash.  The 
GILLETTE  is  the  only  razor  that  ccmbines  the 
perfect  temper  possible  only  in  thin  blades, 
with  the  smooth-cutting  rigidity  of  the  thicl\= 
bladed  tvpe. 

The  Gillette  is  safe  anywhere.  A  man  can  use 
it  as  easily  in  a  swa}ing  Pullman  or  a  rolling 
liner  as  in  his  dressing  room. 

The  Gillette  is  the  onl_\-  razor  adjustable  for  a 
light  or  close  sha\  e.  A  simple  turn  of  the 
handle  does  it.  Every  man  can  get  exactly 
the  adjustment  that  suits  his  beard  and  skin. 


These  are  a  few  of  the  reasons  wh)  over  Four  Million 
men  shave  with  the  Gillette — and  why  dealers  con- 
sider it  their  best  specialt}-.  The  right  kind  of  selling 
talk  behind  the  Gillette  scores  high  in  profits. 

The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 

Office  and  Factory,  ■  -  63  St.  Alexander  Street,  Montreal 

Offices  in  New  York  (Times  Building).  Chicago  (Stock  Exchange  Bldg.) 
London,  Eng.  and  Shanghai,  China 
Factories  in  Montreal,  Boston,  Leicester.  Berlin  and  Paris 


KNOWN  THE 


WORLD  OVER 
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TOOLS  that  SAVE 
TIME  and  TOIL 


AND  ARE  GOOD  PROFIT  BRINGERS 


Every  Retailer  has  on  occasions  requests  for  special  tools  that  he  has  no  stock 
of  or  never  carries. 

It  is  here  we  meet  his  requirements. 

For  many  years  we  have  made  the  tool  business  a  specialty  and  we  take  pleasure 
in  giving"  all  enquiries  our  prompt  and  careful  attention — explaining  uses  and  giving 
descriptions  as  well  as  prices  and  terms.  The  following  well  known  makers  are 
represented  in  our  stocks,  and  as  we  carry  full  lines  of  their  tools,  urgent  orders  are 
easily  filled  : 

MORSE  TWIST  DRILL  &  MACHINE  CO.,  Drills— of  all  descriptions. 
Reamers,  Milling  Cutters,  Counter  Sinks,  etc. 

WILEY  &  RUSSELL  MFG.  CO.,  Screw  Plates  in  sets,  "Lightning" 
and  "Green  River"  Stocks,  Dies,  Taps,  etc. 

OSTER  MANUFACTURING  CO.  and  BUTTERFIELD  MANUFAC- 
TURING CO.,  Pipe-threading  Tools. 

Other  tools  we  stock  in  extensive  variety  :  Pipe  Cutters,  Pipe  Wrenches, 
Machinists'  and  Engineers'  Wrenches,  Pliers  of  all  descriptions. 


WE  CARRY  A  GOOD  VARIETY  OF 

PLUMBERS  OUTFITS 


Including  the  well  known 


"RED  HOT"  TORCHES  AND  FIRE  POTS 


This  line  is  easily  the  best  on  the  market. 
Write  for  descriptions  and  prices.  _^ 


Rice  Lewis  &  Son,  Limited 

ESTABLISHED  1847 

Cor.  KING  and  VICTORIA  STREETS 
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Samson  Farm  Tools 


rJ3 


The  newspapers  report  a  growing  demand  for  Small  Truck 
Farms  among  English  immigrants,  and  with  all  food  products 
commanding  high  prices  there  is  plenty  of  encouragement  for 
market  gardening. 

Wide-awake  dealers  who  feature  the 

"SAMSON" 

line  of  Farm  and  Garden  Tools  are  sure  of  satisfactory  business 
and  a  measure  of  satisfaction  that  will  bring  customers  back  for 
other  things.  They  have  the  quality  and  value  to  "make  good," 
and  everything  about  them  is  a  recommend  to  any  store. 

Place  orders  early  to  make  sure  of  deliveries. 


H.  S.  Rowland,  Sons  &  Co.,  Limited 


We  Ship  Promptly- 


Wholesale  Hardware 
TORONTO 

GRAHAM   NAILS  ARE  THE  BEST. 


Our  Prices  are  Right. 
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To  the 

Members  of  the  Ontario 
Retail  Hardware  Association 


We  were  "Up  a  Tree"  as  to  how  we  could 
show  samples  of  our  very  excellent  line  of  SUMMER 
"SPORTS."  Mr.  Wrigley  solved  the  problem  in  a 
few  words.  He  wrote :  "Come  to  Peterboro'  and  take 
space  in  our  Convention  Hall."  We  ACCEPTED,  and 
will  be  there  with  our  FULL  LINE. 


We  will  show  75  different 
kinds  of  Fishing  Rods,  50 
different  kinds  of  Reels, 
about  100  kinds  of  Fishing 
Lines,  200  different  kinds 
of  Baits. 


WE  5HALL  EXHIBIT 

-<--»:W-«fc^  THE 


Retail  Hardware 
Stcjve  Dealers  Assn 
6~  Annual 

CONVENTION 

TEB  ijazi-Z* 


MEET  ^^■bH^^U3  at 

PETERBORO 


About  100  samples  of  Base 
Ball  Goods,  besides  Tennis 
Goods,  Guns,  Rifles,  Dog 
Collars,  Roller  Skates,  Ham- 
mocks, Camp  Furniture, 
Lawn  Swings,  Croquet  Sets, 
Wagons,  etc. 


Come  Prepared  to  Place  Your  Orders 

Our  Salesmen  Will  Be  There 


Send  for 

Our 

Cata 

ogue  No.  45,  just  issued, 

showing" 

our 

full 

ine  of  Summer  Sporting 

Goods. 

LEWIS  BROS.,  Limited,  Montreal 

OTTAWA  TORONTO  VANCOUVER 
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WHERE  THE  BEST  WIRE  GOODS  YOU 

SELL  COME  FROM 


The  name  "Greening"  has  been  synonymous  with  perfection  in  Wire  Goods 
for  more  than  a  century  in  England  and  Canada. 

The  Canadian  Greening  firm,  whose  works  you  see  pictured  above,  are  the 
pioneer  wire  goods  manufacturers  of  Canada. 

The  firm  was  established  in  1859  by  Mr.  B.  Greening,  a  man  whose  ancestors 
had  been  identified  with  the  Wire  industry  since  the  time  of  King  Charles,  the 
Second;  and  whose  descendants  still  conduct  the  business.  Among  our  main  pro- 
ducts are: 


ALL  KINDS  AND  SIZES  OF 

Wire  Rope,  Wire  Cloth,  Perforated   Metals,  Wire 
Chains,  Cow  Ties,  Trace  Chains,  Poultry  Netting, 
Wire  Guards,  Wire  Door  Mats 


These  goods  are  made  by  men  of  the  highest  skill  in  the  largest  and  most 
completely  equipped  wire-drawing,  wire-weaving  and  metal-perforating  mills  in 
Canada.   Sold  by  all  jobbers. 


Tlie  B.  Greening  Wire  Co.,  Limited 


HAMILTON,  ONT. 


MONTREAL,  QUE. 
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"BANNER" 

COLD  BLAST  LANTERNS 

EVERY  good  point  in  any  cold  blast  lantern  is  found  in  the  "  Banner,"  but 
the  best  points  are  found  in  "Banners"  only. 

Our  Patent  Automatic  Safety  Lock  is  simplicity  of  operation  personified.  No 
jammed  fingers. 

Our  Patent   Double-seamed  Oil  Well  makes  leakage  an  impossibility,  whilst 
the  extended  base  keeps  the  bottom  sound,  preventing  rust. 

Our  Enlarged  Air  Chamber  provides  perfect  combustion.    No  smoky  globes. 


The  "  Banner"  is  an  exceptionally  heavy  lantern  and 
welcomes  hard  usage. 

The  "Banner"  burns  15  hours  longer  than  any  other 
Cold  Blast  lantern. 

The  "Banner"  is  the  best  looking  Cold  Blast  lantern 
made. 


GUARANTEED  WIND  PROOF 

FOR  SALE  EVERYWHERE 

If  your  dealer  does  not  sell 
the  "BANNER"  write  us 
and  you  will  receive  prompt 
 atfpntinn 


Ontario  Lantern  and  Lamp  Co.,  Limited 


HAMILTON, 


ONTARIO 
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I-I  IT       f     A  WARM  AIR 

MTl  MLf^L^I\.  FURNACES 


have  the  convincing'  and  exclusive  features  that  make  them 
Easy  to  Sell  and  Profitable  to  Operate.  Send  for  the  catalogue 
vvliich  tells  all  about  them. 


Steel  Ribbed  Fire  Pots 

iPATENTEDi 

have  three  times  as  much  radiating  surface 
as  any  other  style  of  furnace  fire  pot  made. 
They  do  not  become  red  hot  yet  they  give 
much  more  heat  ;  they  save  fuel  and  are 
practically  everlasting. 


HECLA  STEEL  RIBBED  FIRE  POTS. 


Hecla  Radiator 

Showing  Fused  Joints  (Patented) 
and  Cast  Iron  Combustion  Cham- 
ber. 

Fused  Joints  are  the  only  permanent  ones 
betvveeTi  the  steel  and  cast  iron  .used  in  warm  air 
furnaces.  All  joints  that  depend  on  cement, 
bolts  or  rivets  will,  in  time,  work  loose  on  account 
of  the  difference  in  expansion  between  the  iron 
and  steel.  Fused  Joints  are  made  at  a  white 
heat.  They  are  really  welded  joints,  absolutely 
air  tight,  and  will  last  for  all  time. 

The  Cast  Combustion  Chamber  is  stronger 
and  heavier  than  the  steel  combustion  chambers 
usually  employed  in  warm  air  furnaces. 

Write  for  our  catalogue  for  a  complete  de- 
scription. 


HECLA  RADIATOR 


CLARE  BROS.  ^  CO.,  Limited 


WINNIPEG 


PRESTON. 

CALGARY 


ONTARIO 

VANCOUVER 


QUEBEC 
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The  Champion  Interchangeable 

Gais,  Coal  and  Wood  Range 


WILL  BE 

DEMONSTRATED 

AT  THE 

PETERBORO' 
EXHIBITION 

TOGETHER  WITH  A  DISPLAY  OF 

GAS  RANGES 


The  Season 
is 

at  Hand 
for 
GAS 
RANGES 
Our  Display 
will 
Show  You 
What  can  be 

Secured 
in  This  Line 


LONDON 

TORONTO 

WINNIPEG 


McCLARY'S 

VANCOUVER 
ST.  JOHN,  N.B. 
HAMILTON 


CALGARY 

MONTREAL 

SASKATOON 
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CONTROL  SUPREME  CAST  RANGE 


1910  SERIES 


9-18  Extended  With  High  Shelf. 


In  design,  workmanship  and  construction  this  Range  is  the  latest  product  of  the  stove  maker's  art. 

The  only  range  in  Canada  made  from  original  wood  patterns. 

The  obsolete  methods  employed  by  stove  makers  discarded. 

Guaranteed  50     in  fuel  saving. 

Consumes  the  smoke. 

Made  in  1  6- 1  8-20  in.  sizes. 

MADE  ONLY  BY 

The  Supreme  Heating  Company,  Limited 

WELLAND  -  ■  CANADA 


I)i»itrihu<!n|^  At^entN  and  WarohniisoN  in 
Toronto,  Montreal,  Halifax,  St.  John,  Winnipeg,  Saskatoon,  Edmonton,  Calgary,  Vancouver. 
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A  Single  Winter  Season 

has  served  to  demonstrate  most  conclusively  to  every  user  of  a 

"GOOD  CHEER" 

CIRCLE  WATERPAN  FURNACE 

that  the  properly  humidified  heat  which  our  Circle  Waterpan  affords  undoubt- 
edly favors 

HEALTH, 
COMFORT  and 
ECONOMY 

From  this  time  on  the  fur- 
nace purchaser  is  going  to 
insist  on  humidified  heated  air, 
and  in  the  face  of  his  convic- 
tions and  your  own  on  this 
point,  are  you  going  to  argue 
with  him  that  humidity  is  un- 
necessary? 

Better  get  in  Lne  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  will  have  two 
comp'ete  lines  of  circle  water- 
pan  furnaces.  We  also  make 
the  neatest  and  cheap- 
est line  of  side  wall 
registers  in  the  market, 
and  a  new  side  wall 
cold  air  base  plate  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 

THE  JA3IES  STEWART  MFG.  CO.,  Limited 

WOODSTOCK,  ONT. 
Western  Warehouse :— 156  Lombard  Street,  Winnipeg,  Man. 


DISTRIBUTING  AGENCIES  :— McLennan.  McFeely  ®.  Co. 

Vancouver,  B.C. 


Wood,  Vallance  Hardware  Co. 
Nelson.  B.C. 


Ross  Bros.,  Limited 
Edmonton,  Alta. 
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Canadian  Imperial  Register. 


Designed  for  the  Canadian  Trade 


We  have  just  put  on  the  market  a  new  Baseboard  Register  called  the 

Canadian  Imperial 

designed  to  meet  just  the  demands  of  the  Canadian  Trade.  The  very 
large  Air  Opening,  Ornamental  Design  and  Small  Flanges  on 
either  side  that  cover  the  cutting  of  the  Baseboard  and  the  lugs 
attached  to  this  flange  for  securing  the  Register  to  the  Baseboard 
are  all  points  of  merit.        Carried  in  stock  in  the  Standard  Sizes. 

It  Pa^ys  to  Handle  Quality  Goods. 

"T.  and  B."  REGISTERS,  VENTILATORS  and  GRiLLES 
are  very  widely  known  because  of  their  artistic  design,  excellence 
of  finish,  and  quality  of  materials,  and  their  price  is  no  greater  than 
other    makes.        Leading   architects    specify    "  T.   &   B."  goods. 


Send  for  Illustrated  Catalogue 
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The  TUTTLE  ®  BAILEY 
Mfg.  Co.  of  Canada 


Limited 


Bridgebvirg, 


OntoLrio 


lOiBBdiinBii 


^  IHIBBBBBBBBBI 


iTiBBttVlBiiT^ 

IBiB':.«BiHlL19HHc«ai| 


Wrought  Steel. 


Semi-Steel  Ind.  Lat. 
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BE  CONSISTENT 

Hardware  retailers  who  object  to  their  customers  sending'  money  out 
of  town  to  catalogue  houses 

Or  to  jobbers  or  manufacturers'  salesmen  calling  on  them  and  then 
soliciting  orders  from  persons  outside  the  trade 

Should  show  their  consistency  by  dealing  with  a  jobbing  house  which 
confines  its  business  strictly  to  regular  trade  channels. 

We  sell  only  to  legitimate 
hardware  dealers. 

The 

KENNEDY  HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street,  TORONTO 


Hardware  Merchants 

and  others  whose  correspondence  is  limited  should  write   for .  our    Catalogue  of 

Rebuilt  Typewriters 

which  contains  illustrations  and  prices  of  all  popular  makes  of  machines  taken  as 
part  payment  on   the  famous 

MONARCH 

They  have  been  carefully  remanufactured,  and  are  put  on  the  market  at  a  fraction  of 
the  original  cost.  The)'  are  just  the  thing  for  a  merchant  who  needs  a  typewriter,  but 
feels  he  cannot  afford  the  price  of  the  Monarch — 

The  King 

Of  All  Writing  Machines 


The  Monarch  Typewriter  Company,  L-imited 

46  Adelaide  Street  West,  Toronto,  Ont. 

Branches:    MONTREAL,    LONDON,    HAMILTON    AND  OTTAWA 
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Number  Two 


Published  the  first  week 
of   each    month    by  the 

Canadian    Trade  Press 

Toronto,  Canada 

42-44  Agnes  Street  Phone  Main  3589 

GEO.  H.  HONSBERGER  Business  Manager 

WESTON  WRIGLEY       -        Managing  Editor 
JOHN  A.  FULLERTON       -     Associate  Editor 

Subscription,         -         -         One  Dollar  per  Year 


There  is  every  indication  of  the  Retail  Hardware 
Convention  at  Peterboro  being  the  "livest"  ever  held 
in  Ontario.  Travelers  calling  on  the  retail 
A  Live  trade,  and  letters  received  from  dealers 
Convention  intending  to  attend,  give  the  information 
that  a  larger  number  of  delegates  than 
ever  will  go  to  Peterboro  with  a  purpose  in  view — tiie 
discussion  of  some  particular  question  in  which  they 
are  deeply  concerned.  AVhat  these  questions  are  will 
be  disclosed  at  the  convention. 

It  is  an  encouraging  and  gratifying  sign  that  in- 
stead of  merely  going  to  the  convention  for  a  "good 
time,"  or  to  be  entertained  at  a  banquet,  the  average 
r-etailer  now  attends  the  convention  as  a  business  pro- 
position. He  goes  there  to  see  the  varied  lines  of  new 
goods  on  exhibit,  to  gather  selling  information  about 
them,  to  see  the  processes  of  manufacture  in  the  local 
Factories,  and  to  exchange  ideas  on  business  topics 
with  the  hardwaremen  whose  acquaintance  he  makes 
at  tlie  convention. 

It  is  to  be  hoped  that  the  distracting  influences  too 
often  in  evidence  at  conventions  will  be  absent  from 
the  Peterboro  gathering.  Th(>  hardware  convention 
should  be  a  gathering  of  business  men,  and  business 
men  realize  that  if  they  forget  themselves  at  the  con- 
vention they  are  placing  obstacles  in  the  way  of  fur- 
ther progress  of  the  Association.  Tlie  exhibitors  have 
been  asked  to  co-operate  with  the  retailers  in  keeping 
within  limits  the  enthusiasm  of  those  whose  center  of 
attraction  is  outside  the  convention  iiall. 

The  Ilardw^are  &  Stove  Journal  joins  the  executive 
of  the  Association  and  the  exiiibitors  in  inviting  all 
retailers  in  Ontario  and  oIIkm'  provinces  to  attend  the 


convention,  and  in  making  it  the  greatest  gathering  in 
the  history  of  the  Canadian  hardware  trade. 

Retailers  are  urged  to  take  a  note  hook  with  them 
to  the  convention  at  Peterboro,  in  order  to  jot  down 
the  ideas  trey  pick  up  in  the  convention 
Use  a  meetings  and  in  conversation  with  other 

Note  Book  I'ctailers.  James  McGregor,  Oakville,  tells 
an  interesting  story  of  how'  he  got  some 
valuable  pointers  at  the  London  convention.  Hearing 
two  retailers  talking  about  the  line  of  paint  he  is  agent 
for  he  butted  into  the  conversation  and  made  as  many 
objections  as  he  could  to  the  line,  larging  the  use  of 
lead  and  oil  instead  of  ready  mixed  paint.  This  drew 
otit  the  retailers  he  was  talking  to  and  he  secured 
some  interesting  information,  which  he  put  to  good 
advantage  in  his  paint  selling  campaign  last  summer. 

An  even  more  interesting  story  is  told  by  G.  H. 
IMatthie,  of  Boxall  and  IMatthie,  Lindsay.  While  at  the 
London  convention,  N.  L.  Stewart,  manufacturers' 
agent,  Toronto,  drew  Vly.  IMatthie 's  attention  to  a  cata- 
logue of  "White  ]\Iountain"  refrigerators,  but  the  in- 
cident was  soon  forgotten.  Last  summer,  however,  a 
customer  wanted  to  buy  a  high  grade  refrigerator,  but 
]\Ir.  IMatthie  was  unable  to  find  one  to  suit  in  seock  or 
in  the  catalogues  he  had  on  file.  He  then  remembered 
the  catalogue  he  had  seen  at  London  and  following  the 
matter  up,  secured  a  catalogue  and  made  a  very  pro- 
fitable sale. 

Eyes  and  ears  are  good  things  to  use  at  a  retail 
hardw^are  convention,  but  a  note  book  and  pencil  are 
even  more  valuable  helps. 


A  growing  number  of  retail  hardwaremen  are 
realizing  that  their  profits  lie  more  in   the   sale  or 

special  lines  riithcr  than  heavy  goods  and 
Profits  in  staples,  and  it  will  be  the  aim  of  the 
Specialties     TIaidware  &  Stove  Journal  to  encourage 

iiu)re  to  ])ay  attention  to  the  sale  of  the 
profit  getters  and  allow  the  profit  losers  to  take  care  of 
themselves. 

Some  interesting  figures  illustrating  the  above  point 
are  supplied  l)y  F'red  C.  Lariviere.  Montreal.  Avho  has 
offered  to  discuss  the  question  of  costs  and  business 
manageiru'nt  with  any  retailer  who  arranges  to  meet 
him  at  the  Peterboro  convention. 
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Mr.  Lariviere  states  that  the  profits  on  the  sales  of 
builedrs'  hardware  in  his  store  last  years  were  27.80,  on 
tools  30.26,  paints  28.67 ,  plumbing  supplies  28.28, 
sporting  goods  23.07,  and  heavy  goods  15.56  per  cent. 
Figuring  his  cost  of  doing  business  at  about  20  per 
cent.,  Mr.  Lariviere  finds  that  his  metals  did  not  pay 
for  the  cost  of  handling,  and  helped  to  eat  up  the 
profits  made  on  other  goods.  As  a  consequence  the 
sale  of  heavy  goods  will  not  be  pushed  aggressively 
this  year. 

The  Journal  hopes  to  have  a  more  extended  article 
by  Mr.  Lariviere  on  this  subject,  in  a  future  issue. 


A  special  line  which  hardwaremen  should  push 
strongly  this  spring  is  that  of  hand  and  electric  vacuum 
cleaners.  Last  year  difficulty  was  ex- 
Vacuum  perienced  in  supplying  the  demand,  but 
Cleaners  this  year  the  problem  will  be  to  select  the 
right  cleaner  to  push.  Three  of  the  best 
are  to  be  demonstrated  at  the  Peterboro  convention. 

The  experience  of  John  Caslor,  Toronto,  treasurer 
of  the  Ontario  Retail  Hardware  Association  last  sea- 
son, is  an  example  of  what  can  be  done  by  live  retailers 
in  this  line  of  goods.  Mr.  Caslor 's  profits  on  the  sale 
and  rental  of  vacuum  cleaners  during  the  past  twelve 
months  amounted  to  over  $300.  As  many  as  four 
machines  were  rented  on  one  day,  and  bookings  were 
made  ahead  for  nearly  a  fortnight. 


Two  lines  which  have  now  become  staples  in  the 
hardAvare  trade  are  alarm  clocks  and  dollar  watches. 

Some  manufacturers  of  clocks  are  de- 
Dollar  voting  the  bulk  of  their  selling  energy  to 
Watches       pushing  the  sale  of  their  products  amongst 

hardwaremen.  Dollar  watclies,  too,  have 
caught  on  in  hardware  stores,  particularly  in  Western 
Canada,  where  jobbers'  salesmen  are  more  aggressive 
in  pushing  the  sale  of  special  lines  than  in  the  Eastern 
Provinces.  An  instance  is  reported  from  Montreal, 
however,  where  a  gross  of  Avatches  were  sold  in  one 
week  in  Walker's  hardware  store,  as  a  result  of  a  win- 
dow display  in  which  these  goods  were  incidentally 
shown. 


Eight  hundred  electric  irons  Avere  sold  in  that  city 
last  year  by  a  Peterboro  manufacturer,  as  a  result  of 
a  canvass  of  the  city,  backed  up  by  a 
Canvassing  series  of  advertisements  in  the  local 
For  Trade  papers.  This  recalls  the  announcement 
made  some  months  ago  that  Sharon  E. 
Jones,  vice-president  of  the  National  Retail  Hardware 
Association,  sold  about  400  sets  of  asbestos  sad  irons 
in  his  home  city  of  Richmond,  Indiana,  by  engaging  a 
young  lady  canvasser  to  call  on  the  homes  of  the 
people  and  demonstrate  sad  irons,  coffee  percolators 
and  other  household  articles. 

If  eight  hundred  electric  irons  can  be  sold  in  a 
city  of  less  than  20,000  population  by  an  enterprising 
manufacturer,  an  equal  munber  can  be  sold  in  other 
cities  by  an  enterprising  retailer,  if  he  goes  after  the 
ti-adc  ill  an  equally  aggressive  manner.  With  tlie  coiii- 
iiiu'  of  Ilydvo-electric  poAver  in  many  toAvns  and  cities 
ill  Western  Ontario  a  ncAV  opportunity  for  trade  pre- 
sents itself  to  the  retailers  live  enough  to  grasp  it. 


And  Avith  the  coming  into  popularity  of  "domestic 
science"  courses  and  the  entering  of  young  women 
into  business  life,  it  should  not  be  difficult  for  the  re- 
tailer who  desires  to  make  a  canvass  for  trade  to  se- 
cure the  services  of  a  competent  lady  assistant.  The 
AA^ork  is  both  congenial  and  remunerative. 

There  is  room  in  every  town  for  one  progressive 
retailer  to  make  a  push  for  trade  along  these  lines,  and 
the  early  bird  is  the  one  that  catches  the  worm. 


The  trade  of  master  painters  in  Canada  usually 
goes  direct  to  manufacturers  or  supply  houses,  Avhile  in 
the  United  States  the  trade,  we  are  told, 
Painters'  has  been  diverted,  to  a  large  extent,  into 
Supplies  the  hands  of  the  local  hardwareman  who, 
by  buying  in  quantities,  is  able  to  secure 
a  sufficiently  large  discount  to  enable  him  to  sell  on  a 
small  margin  of  profit,  at  prices  which  compare  favor- 
ably Avith  those  the  master  painter  can  secure  from  the 
manufacturers  who  sell  to  him. 

Some  Canadian  manufacturers  have  taken  the  ini- 
tiative in  urging  retail  hardAvaremen  to  canvass  the 
master  painters  in  their  toAvn  for  their  business,  seek- 
ing in  this  Avay  to  make  it  profitable  for  the  painter  by 
making  it  unnecessary  for  him  to  carry  a  large  stock, 
and  profitable  for  the  dealer  by  enabling  him  to  make 
a  margin  on  the  turnover  and  on  tlie  sundry  articles 
incidental  to  the  painter's  trade. 

The  local  hardAvareman  is  the  one  Avho  is  best 
situated  to  judge  as  to  the  amount  of  credit  to  extend 
to  a  local  paint  contractor,  and  as  the  trade  is,  at  best, 
a  risky  and  costly  one  for  manufacturers  to  handle, 
it  seems  to  be  Avise  action  upon  their  part  to  encourage 
retailers  to  cultivate  the  trade  and  take  it  into  their 
OAvn  hands. 


Every  once  in  a  AAdiile  some  OA^er-zealous  importer 
brings  in  a  line  of  goods  on  Avhich  he  has  been  able  to 
secure  a  Ioav  price  from  an  English  or 
Support  United  States  manufacturer,  and  possibly 
Home  by  cA^ading  the  dumping  clause,  he  is  able 

Industry  to  disorganize  the  Canadian  market.  An 
instance  of  this  kind  recently  occurred  on 
a  certain  line  of  goods  for  sale  in  the  spring,  but  rather 
than  alloAV  the  importer  to  dominate  the  market  and 
sell  to  favored  customers  at  prices  Avhich  other  re- 
tailers could  not  meet,  the  leading  Canadian  manufac- 
turer of  the  line  in  qiu^stion  cut  his  price  doAvn  to  a 
point  Avhere  other  jobbers  and  retailers  are  able  to 
buy  Canadian  goods  at  prices  eA^en  more  favorable 
than  the  imported  lines. 

The  manufacturer  is  Avilling  to  forgo  his  profits  this 
season  in  order  to  protect  his  customers  from  a  dis- 
organized market,  and  he  should  be  given  the  support 
of  the  retail  trade  Avhen,  after  the  stock  of  imported 
goods  lias  been  disposed  of,  an  effort  is  made  to  put 
prices  back  to  their  normal  position. 

The  Journal  desires  no  embargo  on  imported  goods, 
but  merely  urges  that  just  as  the  retailer  contends  that 
the  people  of  his  toAvn  should  deal  Avith  him,  quality 
of  goods  and  price  being  equal,  so  shovdd  the  retailer 
give  preference  to  manufacturers  Avho  have  established 
plants  in  Canada  and  are  doing  their  part  to  dcA'-elop 
the  resources  of  011 1"  country. 
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The  advice  given  in  tlie  January  issue  of  the  Hard- 
ware and  Stove  Journal  tluit  retail  paint  prices  must 
])e  advanced,  is  more  important  this 
Advance  month  than  at  the  l)eginning  of  the  year. 
Paint  Paint    and    varnisli    jiianufacturers  are 

Prices  sending  out  new  price  slieets  showing  ad- 

vances in  the  cost  of  their  goods  to 
retailers,  and  the  laggard  who  has  been  hesitating 
about  advancing  liis  selling  prices  is  being  forced  to 
see  the  necessity  of  doing  what  the  manufacturers  have 
done — advance  prices. 

Manufacturers  have  no  choice  in  the  matter  as  it 
is  either  a  case  of  lowering  the  quality  of  their  goods 
by  using  adulterants,  or  raising  prices  to  cover  the 
higher  cost  of  raw  materials. 

Some  retailers  have  been  adopting  the  mistaken 
policy  of  holding  ot¥  buying  until  the  spring  in  the 
hope  of  lower  prices,  but  there  is  every  indication  that 
they  who  follow  this  plan  will  be  losers  instead  oF 
gainers.  The  retailer  who  (mters  the  spring  months 
without  having  his  paint  stock  on  the  shelves  and  his 
paint  selling  campaign  ready  to  launch — well,  he  de- 
serves to  see  his  business  go  over  to  his  more  progres- 
sive competitors. 

It  is  unnecessary  to  say  to  anyone  who  has  given 
the  situation  close  thought  that  there  seems  to  be  ab- 
solutely no  possibility  of  prices  of  prepared  paints 
being  lower  during  the  painting  season  of  1911.  The 
flax  seed  crop  of  Argentine,  upon  which  nearly  every 
large  consumer  liased  his  hopes  for  a  large  crop  and 
resulting  lower  prices  of  seed,  will  be  very  much 
smaller  than  expected,  and  instead  of  a  forty  million 
crop  indications  are  that  it  will  not  exceed  twenty- 
five  million  bushels.  This  on  top  of  the  shortage  of 
from  fifteen  to  eighteen  million  bushels  in  the  States, 
brings  the  flax  and  linseed  oil  situation  to  a  point 
where  there  is  no  probability  of  lower  prices. 


The  hardware  and  stove  trades  in  Canada  are  not 
afifected  to  any  extent  by  the  changes  proposed  to  be 

made  in  the  tariff  readjustment  following 
Tariff  the  much  talked  of  "reciprocity"  nego- 

Changes        tiations  between  representatives  of  the 

Canadian  and  United  States  Governments. 
The  proposed  reduction  in  sheet  metals  is  probably  the 
most  interesting  to  hardwaremen,  this  tending  to  in- 
crease competition  on  these  lines  between  British  and 
American  manufacturers.  Galvanized  wire,  brass  and 
iron  rods  nr(>  also  lowered  materially.  The  electrical 
interests  are  interested  in  the  placing  of  mica  on  the 
free  list,  while  paint  manufacturers  are  concerned  in 
the  proposed  abrogation  of  both  Canadian  and  United 
States  duties  on  flaxseed.  The  suggested  change  on 
asbestos  is  not  sufficient  to  interest  stove  manufac- 
turers. 

StoA^e  maim  fact  ui'crs  are  disappointed  that  no  relief 
is  giyen  their  industry  although  they  benefit  slightly 
on  the  changes  on  coal  and  steel  sheets.  By  the  im- 
position of  duties  on  Canadian  mined  and  T^nited 
States  finished  asbestos  and  nickeled  goods  tre  25  per 
cent  protection  afforded  stove  manufacturers  is  re- 
duced nearly  one  half. 

Canadian  stove  manufactni-ers  are  particularly 
handicapped  in  the  Western  market,  where  the  low 


measure  of  protection  allows  United  States  manufac- 
turers to  ship  in  large  quantities  of  ranges,  more 
cheaply  constructed  than  those  made  in  P^astern 
Canada,  and  on  which  high  freight  rates  have  to  be 
paid  to  Western  Canada  points. 

In  spite  of  the  lack  of  ample  protection  Canadian 
manufacturers  are  more  than  holding  their  own  by 
carefully  studying  the  requirements  of  the  market  and 
supplying  heating  goods  of  high  quality. 


AVriting  in  the  Iron  Age  Hardware,  Fred  C.  La.-i- 
viere,  Montreal,  pays  the  following  tribute  to  the  late 

Thoinas  Henry  Newman,  of  Caverhill,  Lear- 
Deserved  mont  &  Co.,  known  favorably  to  hundreds 
Tribute      of  retail  hardwaremen  in  various  parts  of 

Canada:  "His  sincerity  and  integrity  were 
such  that  he  never  believed  that  parties  to  a  commer- 
cial agreement,  could  evade  the  spirit  of  its  terms  un- 
less evident  proof  was  produced.  If,  after  investiga- 
tion, he  was  convinced  that  the  arrangements  had  not 
been  carried  out,  he  woidd  notify  the  secretary  of  the 
association  before  he  would  deviate  from  terms  agreed 
upon.  To  this  spirit  of  commercial  integrity  is  due  his 
selection  as  president,  for  many  years,  of  the  Canadian 
Wholesale  Hardware  Association.  He  was  a  true 
friend  to  the  manufacturers,  to  his  customers  and  to 
his  employees  and  an  honored  and  much  respected 
citizen." 


Is  there  a  public  rest  room  for  ladies  in  your  town, 
any  place  where  a  farmer's  wife,  after  a  long,  hard 
drive  of  several  miles  ovei-  slushy  or 
Rest  muddy  roads,  through  winter's  cold  or 

Rooms  sununer's  heat,  can  feel  free  to  go  and 

wash  and  rest  before  returning  home? 

If  there  is  no  such  place,  have  you  thought  of  es- 
tablishing one  in  the  rear  room  of  your  store.  All  the 
rest  room  needs  is  to  be  clean  and  cozy.  For  furnish- 
ings an  inexpensive  rug  or  two,  a  place  to  wash,  a  mir- 
ror and  some  easy  chairs  and  a  couch.  Over  the  door 
should  be  placed  an  attractive  sign  "Ladies'  Rest 
Room." 

What  woman  from  out  of  town  wouldn't  be  grate- 
ful to  you.  Wliat  city  woman  isn't  grateful  for  the 
free  use  of  the  "waiting  rooms"  in  the  big  depart- 
mental .stores  ? 

It  is  so  good  a  plan  that  it  is  hard  to  see  why  more 
town  and  country  merchants  haven't  tri(Hl  it. 


Robert  ]\Iorrow,  of  Stairs,  Son  &  ^Morrow,  Halifax. 
N.  S.,  was  a  recent  visitor  in  Toronto,  purchasing  heat- 
ing and  plumbing  supplies.    This  firm  is 
Prompt         one  of  the  oldest  in  Canada,  having  a 
Service  record  dating  back  well  omt  a  century. 

"Service"  is  the  watchword  in  their 
immense  (>stablishment,  the  sales  department  making 
it  a  point  to  make  shipments  promjitly  to  all  cus- 
tomers. 

A  good  story  is  told  of  prompt  shipment  made  by 
"Sir.  Aloi-i'ow  not  long  ago.  A  telegram  was  received 
i!i  the  lat(>  evening  from  a  customer  in  Sydney,  asking 
for  immediate  shipnu'nt  for  certain  kind  of  goods.  ^Mr. 
IMorrow  left  his  home  at  once,  and  by  getting  an  as- 
sistant out  of  bed  and  taking  him  to  the  warehouse. 
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he  succeeded  in  getting  the  goods  prepared  for  ship- 
ment and  having  them  taken  away  on  an  early  train, 
which  left  before  many  of  the  firm's  employes  were 
down  to  work  in  the  morning. 

Jobbers  and  manufacturers  Avho  make  "Prompt 
Service"  their  watchword  are  certain  to  hold  the  trade 
of  their  customers. 


WHAT  OTHERS  THINK  OP  US. 

"Your  new  Journal  is  just  what  I  have  been  want- 
ing."—Charles  W.  Mullett,  Bancroft,  Ont. 

"I  enclose  fifteen  subscriptions  from  hardwaremen 
whom  I  call  upon." — W.  E.  AV.,  salesman,  Hamilton. 

"Am  glad  to  hear  that  you  are  starting  out  for  your- 
self, and  -wish  you  every  success." — G.  H.  Clark,  Nia- 
gara Palls. 

"My  best  wishes  are  Avitli  you,  but  as  vidshes  do  not 
pay  expenses,  send  you  two  dollars  for  subscriptions." 
— R.  Smith,  Bolton. 

"I  wish  you  every  success  in  your  new  venture, 
and  trust  that  the  new  paper  will  bring  you  the  best 
results." — Chas.  W.  Conn,  Tilsonburg. 

"We  enclose  $1  for  subscription  to  Hardware  and 
Stove  Journal.  We  wish  you  every  success  in  your 
new  venture." — D.  Brocklebank  &  Son,  Arthur. 

"I  enclose  twelve  yearly  subscriptions  secured  on 
Thursday  afternoon.  Your  paper  is  well  liked  by  Van- 
couver hardwaremen." — R.  F.  W.,  Vancouver. 

"Let  me  congratulate  you  on  your  new  Journal. 
The  articles  are  educational,  on  business  methods,  and 
Avill  help  every  retailer." — P.  M.  Jackson,  Mortlach, 
Sask. 

"I  wish  you  success,  but  trust  you  will  continue  «s 
secretary  of  the  Retail  Hardware  Association  and  re- 
ceive the  support  of  its  members." — R.  Hawkins, 
Smith's  Falls,  Ont. 

"Your  new  paper  certainly  desprves  success,  and 
I  congratulate  you  on  jowr  first  number.  Sxirely  no 
hardwareman  who  received  a  copy  will  neglect  to  sub- 
scribe."—T.  M.  Nash,  Wellington. 

"Your  Journal  is  bright  and  entertaining  and  from 
observation  T  see  a  splendid  future  ahead  of  it.  Suc- 
cess to  you  in  your  new  enterprise." — Wra.  J.  lUsey, 
J.  H.  Ashdown  &  Co.,  Winnipeg. 

"I  wish  to  join  with  your  many  other  friends  and 
compliment  you  on  the  last  number  of  your  Journal.  I 
expected  something  good,  but  it  far  exceeded  my  ex- 
pectations."— Major  Milton  Adams,  Picton. 

"AVe  wish  you  every  success  in  your  new  venture 
and  trust  you  will  be  enabled  to  put  out  a  paper  that 
will  Avin  you  every  success  and  the  confidence  which 
you  deserve." — AY.  D.  DeAvar,  Mackie  &  Ryan,  Pem- 
broke. 

"I  am  deliglited  to  knoAV  of  your  new  venture,  and 
assure  you  that  I  Avish  you  every  success.  It  is  a  very 
great  pleasure  to  be  a  subscriber  from  the  first  to 
Canadian  HardAvere  an'l  Stove  Jonrna\" — J.  Henry  & 
Son,  Orono. 

"We  enclose  cho(|ue  for  subscription  and  hope  to 
see  yoi;  at  the  Peterboro  convention.  AYe  aahII  move 
into  ncAV  premises  in  ]\rarcli,  our  (^omnetitor  haAnng 
purchased  tlie  store  Ave  are  now  lofatod  in." — IT.  E. 
Patterson,  Patterson  &  Hilborn.  Di-ayton. 

"AVe  enclose  .six  yearly  subsci'it)t"'ons,  and  take 
this  oppoi'tnnity  of  Avishing  you  success.  If  you  haA^e 
th(M)i  to  spare,  send  us  six  extra  copies  of  your  January 
issue." — Cr.  A.  Merrick,  A'ice-president  Alerrick-Ander- 
son  Co..  AAiiolesale  hardAvare,  AVinnipeg. 


"I  Avish  you  every  success  in  your  new  enterprise, 
and  enclose  tAvo  subscriptions,  one  for  AY.  Y'^ylie  Rock- 
well, Kentville,  N.S.,  Avho  Avill  open  one  of  the  most 
complete  hardware  stores  in  Nova  Scotia  in  March  or 
April.  Send  my  own  in  care  of  the  Imperial  Varnish 
&  Color  Co.,  Toronto." — James  P.  BoAvden,  Halifax. 

"Your  eTanuary  issue  is  one  you  should  be  proud 
of.  It  should  appeal  to  every  hardAvare  man.  I  enclose 
five  sul)scrii)tions,  one  for  myself  and  the  others  for 
our  clerks,  as  I  Avant  CA^ery  one  of  them  to  have  a  copy 
to  take  home  and  read." — P.  W.  Otton,  Barrie,  Ont. 

"I  have  read  all  through  your  January  issue,  and 
am  more  than  pleased,  not  only  with  its  intrinsic 
worth,  but  also  because  it  is  an  index  to  your  future 
prosperity.  You  certainly  will  have  the  best  Avislies 
of  the  Association  which,  through  your  personal 
efi'orts,  has  been  placed  Avhere  it  is  to-day." — P.  W. 
Jeffrey,  Midland. 

"I  receiA'ed  your  first  issue  of  Canadian  HardAvare 
and  Stove  Journal,  and  have  read  it  through  very 
carefully.  I  must  congratulate  you  on  such  a  fine 
issue.  I  note  that  one  writer  suggests  that  the  prices 
or  market  reports  be  put  on  a  loose  leaf.  I  Avould  be 
another  to  suggest  such  an  idea.  I  am  sure  your  Jour- 
nal Avill  be  very  much  appreciated  l)y  the  retail  trade 
of  this  country." — S.  L.  Adolph,  Listowel. 

"AlloAV  me  to  congratulate  you  on,  and  Avish  you 
every  success  in,  yoi;r  ncAV  A^enture.  Personally  I  have 
often  Avondered  Avhy  there  Avas  not  some  such  publica- 
tion in  Canada,  as  you  are  starting,  for  there  are  so 
many  of  them  in  our  neighboring  country  to  the  south 
of  us.  There  are  many  lines  that  a  monthly  can  deal 
Avith,  that  are  a  help  to  iis  all,  Avhich  the  Aveekly  paper 
cannot  touch." — Glenn  A.  Henry,  John  Bailes  &  Son, 
Cobalt. 

"Market  reports,  if  kept  properly  corrected,  are  a 
great  he'p  to  the  hardAvare  merchants  in  the  small 
towns,  and  if  copies  of  the  paper  are  sent  only  to 
legitimate  hardware  dealers  there  Avould  lie  no  trouble 
in  outsiders  learning  the  trade  prices.  I  knoAv  of  a 
case  Avhere  a  man  in  the  bicycle  repair  l)usiness  sub- 
scribes for  a  trade  paper,  and  uses  the  information 
from  same  to  make  his  purchases  from  some  Avholesale 
hardware  houses  Avho  wiU  sell  to  anybody,"  Avrites  an 
Ontario  retailer  AA^ien  sending  three  subscriptions. 


THE  DISSATISFIED  CLERK. 

A^oung  Alexander  Jimpsnn  Jopp  Avas  Avorking  in 
a  hardAvare  shop,  and  as  he  Avrapped  up  iron  rails,  and 
anvils,  bolts  and  kegs  of  nails,  and  knives  and  scrcAA^s 
and  pigs  of  lead,  he  often  to  his  fellows  said:  "This 
labor  makes  me  tired,  by  jings !  For  I  Avas  built  for 
higher  things.  I'm  fitted  to  adorn  the  bench  instead 
of  selling  monkey-AA^rench,  and  spade  and  hoe  and 
tailor's  geese,  and  evil-smelling  axle  grease."  He 
loathed  the  Avork  he  had  to  do,  and  cussed  it  till  the 
air  Avas  blue.  Young  Richard  Henry  James  Kerflopp 
Avas  also  AA'orking  in  that  shop:  he  carried  anvils  all 
the  day,  and  as  he  toiled  he  used  to  say:  "There  may 
be  better  jobs  than  this,  imparting  more  of  ease  and 
bliss,  l)ut  T  Avill  do  my  best,  and  strive  to  shoAV  the 
boss  that  I'm  alive;  I  may  be  built  for  higher  spheres, 
but  I  Avon't  Avet  the  shop  Avitli  tears.  If  those  blamed 
spheres  are  hunting  me,  they"l  find  me  busy  as  a  bee." 
A'^ouns'  Alexander  Jimpson  Jopp  still  SAveats  around 
that  I'ardAvare  sliop.  and  cai-ries  anchors  to  and  fro. 
and  di-iAvs  a  paltry  bunch  of  dough,  Aviiile  Pichard 
Henry  sits  in  state,  Avears  hard-boiled  shirts  and  pays 
tlie  freight.— Walt.  Mason. 
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THE  CITY  OF 


PETERBOROUGH 

A  Hub  of  Manufacturing  and  Distribution 


For  manufactur- 
ing and  distribut- 
ing, Peterborough 
has  the  essentials 


and  accessories — 
hence  it  has  grown 
and  is  growing. 


The  essentials  for  a  great  manufacturing  centre  are: 


Cheap  Electric  Power,  and  Plenty  of  It. 
The  Best  Shipping  Facilities. 
Excellent  Sites. 
The  Best  Labor  Conditions. 

The  Otonabee  River  furnishes  abundant 
cheap  power — developed  and  undeveloped. 
The  railways  and  canal  (see  the  "Hub"  and 
spokes)  provide  unexcelled  shipping  facilities 
to  all  parts  of  the  world.  F  ne  manufacturing 
sites,  with  level  land  and  shipping  connections, 
are  available.  Mechanics  like  to  live  here — no 
trouble  to  procure  labor;  it  is  a  city  of  me- 
chanic-owned houses — no  trouble  with  labor. 

Some  of  the  accessories  are: — Good  sewers 
and  waterworks,  electric  street  railway,  fine 
parks,  excellent  schools,  low  taxes,  pleasant  re- 
sorts, splendid  fire  protection — all  the  condi- 
tions for  health,  comfort  and  pleasure. 

These  make  Peterborough  a  manufacturing 


centre — and  among  the  products  of  the  fac- 
tories are  electrical  machinery  and  appliances; 
mill,  mining  and  hydraulic  machinery;  locks 
and  builders '  hardware ;  augers  and  bits ;  shov- 
els and  other  tools;  lumber;  harness  and  sadd- 
lery; rope  and  cordage;  woolen  goods;  flour 
and  cereals;  agricultural  implements;  pork 
products;  carpets;  launches,  skiffs  and  canoes; 
tents,  sails,  flags;  windmills  and  pumps;  wo- 
ven silk  labels ;  brick  and  concrete  products ; 
gas  engines;  silent  salesmen;  furniture;  gum, 
cards,  etc.,  etc. 

It  is  also  a  Distributing  Centre — and  has 
wholesale  houses  dealing  in  and  distributing 
groceries,  hardware,  boots  and  shoes,  dry 
goods,  etc. 

Unexcelled  openings  for  Manufacturing  and 
Distributing.  All  the  conditions  present.  En- 
quiries cheerfully  answered.  Write  the  Indus- 
trial Commissioner. 


For  additional  information  about  manufacturing  opportunities  in  Peterboro,  write 

S.  R.  ARMSTRONG 

CHv  CU  rk  -  -  -  PKTEUBOHOl  (ill.  <»NT. 
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Pay  a  visit  to  the 

Peterboro  Hardware  Co^s 

New  Wholesale  Warehouse 


When  visiting  Peterboro 
during    the  Convention 


Peterboro  is  one  of  the  best  distributing 
centres  in  Ontario,  and  with  our  new  ware- 
house and  large  stock  of  both  heavy  and  .  ■ 
general  hardware,  we  are  in  a  position  to  fill 
all  orders  received  from  hardware  dealers, 
north,  east  and  west  of  Peterboro  on  the  first 
train  following  the  receipt  of  your  order. 

Prompt  Service  and   Fair  Dealing  are  the 
foundation  stones  of  our  business.  .  .     \  ■■ 

Don't  wait  for  our  traveler  to  call.  Send  us 
your  mail  orders.  No  cartage  or  boxing 
charges. 


Peterboro  Hardware  Co.,  Limited 

WHOLESALE  DEPARTMENT  ) 
George  St.,  Opposite  C.P.R.  Depot.  PETERBORO,  ONT. 
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To  the  Trade :- 


We  will  exhibit  at  the 
Convention,   and  are  preparing 
to  entertain  you  at  our  Fac- 
tory.    We  especially  desire  to 
show  you  our  new  lines,  and 
explain  to  those  v/ho  may  be 
interested,   the  process  of 
manufacturing. 

As  a  further  inducement 
to  visit  us,  we  will  present 
to  one  representative  of  each 
hardware  house  registered  at 
the  convention,   a  copy  of  our 
new  125  page  illustrated  sup- 
plement as  a  souvenir  of  the 
occasion. 

Assuring  you  of  a  hearty 
welcome , 

Yours  very  cordially, 

The  Peterborough  Lock  Mfg.  Co. 

Limited 

TURENNE  DESIGN 

The  design  illustrated  is  a  new  departure 
for  Canadian  Manufacturers,  and  will  be  fur- 
nished in  Cast  Brass,  Bronze  and  Iron,  and 
Wrought  Brass,  Bronze  and  Steel  in  sets  and 
standard  finishes.  Special  finishes  to  order.  See 
our  191 1  supplement,  pages  35,  36  and  37,  giving 
detailed  information. 

KEY  AND  CYLINDER 

Key  No.  108  illustrating  the  obverse  and  reverse  side  is  of  German  Silver.  The  bows  are  highly 
embossed,  gold  plated,  and  the  workmanship  is  of  the  highest  state  of  the  art.  The  cross  section  (note 
plug  in  cylinder)  is  of  an  improved  pattern,  and  differs  from  anything  now  on  the  market. 


THE  PETERBOROUGH  LOCK  MFG.  CO.,  Limited 
Peterborough,  Ontario,  Canada 
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Do  not  fail  to  call  at 
our  booth  at  the  Hard- 
ware Exhibition  in  Peter- 
borough, Feb.  21  to  24. 


AUGER  BITS 


We  are  now  manu- 
facturing a  complete  line 
of  Car,  Ship  Auger  (with 
screw).  Machine  and 
Auger  Bits,  in  sizes  from 
3/i6toii<. 


In  quality  and  price  our  Bits  have  no  equal,  and  we  invite  an  inspection  of  our  factory  and  methods 
of  manufacture  during  the  forthcoming  Convention. 


WRITE  FOR  CATALOGUE 


RAPID  TOOL  COMPANY,  Limited 

Peterborough  -  -  Ontario 
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MEET  US  AT  THE  CONVENTION 


Trade  Mark  Protects  You — The  Goods 
Protect  the  Trade  Mark 


Lundy 
Shovels 

are  staunch,  strong  and 
true.  When  you  purchase 
you  know  you  are  buying 
the  very  latest  and  best 
made  shovel  on  the  market. 


Back  of  every  transfer  of  real  estate  are 
papers  bearing  the  title  deed  and  transfer. 
These  papers  are  of  small  intrinsic  value  in  them- 
selves, it  is  what  they  represent  that  counts. 
The  title  and  deed  constitutes  the  buyer's 
guarantee.  The  trade  mark  that  we  use  is  only 
a  symbol,  but  it  represents  something  of  tangible 
value.    The  Lundy  mark  is  backed  by  the  goods. 


Send  for  Catalogue  now,  and 
resolve  to-day  that  you  will  look 
into  the  matter  anyhow. 


Lundy 
Scoops 

are  as  the  shovels,  they 
mean  more  business,  greater 
volume  of  sales,  and  behind 
them  all  is  the  rigid  guar- 
antee as  to  quality. 


The  Lundy  Shovel  &  Tool  Company,  Limited 

PETERBOROUGH,  CANADA 
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Every  year  finds  an  increase  in  the  number  of  Hardware  Men  handling- 

Tents,  Camp  Furniture  and  Fla^s 

The  reason  for  this  is  they  are  the  natural  dealers  to  carry  these  goods  along 
with  guns  and  other  sporting  supplies. 

By  carrying  a  stock  of  TENTS,  and  other  kindred  supplies,  you  keep  your 
Trade  at  home  instead  of  Compelling  your  customers  to  send  their  mone\-  out  of  town. 

The  public  are  asking  for  our  STANDARD  WEATHERPROOF  TENTS 
because  they  are  the  highest  quality  manufactured,  having  been  before  the  public  for 
over  thirty-five  years.  Add  to  your  sales  by  putting  in  a  stock.  It  will  not  cost 
much  and  bring  QUICK  returns. 

Besides  being  large  manufacturers  of  Tents,  we  manufacture 

Flags,  Sails,  Waterproof  Covers  and  Horse  Blankets 

(5/T  BRAND) 

Our  travelers  are  now  out  and  will  be  glad  to  show  you  our  lines. 
We  will  be  pleased  to  mail  Catalogue  and  Discount  Sheet  to  Dealers. 

J  J.  TURNER  ®  SONS,        .        Peterborough,  Ont. 


When  You  Attend  the  Hardware  Convention 

Do  not  overlook  the  EXHIBIT  of 

B.  F.  Ackerman,  Son  &  Co. 

MANUFACTURERS  OF 

Harness,  Collars  &  Saddlery  Goods 

Of  All  Descriptions 

OUR   FACTORY    WILL   BE    OPEN    TO    YOUR  INSPECTION 
WHEN   ATTENDING    THE  CONVENTION 

Catalogues  cind  Price  Lists  on  iippliciition 
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HOTEL  HEADQUARTERS 

AT  THE 

Retail  Hardware  Convention 

— AT— 

PETERBORO' 

WILL  BE  THE 

ORIENTAL  HOTEL 

It  is  the  Official  Headquarters  and  it  is  the  nearest  Hotel  to  the  Armories. 


Rates  $2.00  per  day,  (with  bath,  $2.50) 
Free  Bus  to  all  Trains 


GEORGE  N.  GRAHAM, 

PROPRIETOR 


ADAM  HALL 


Manufacturer  of 
Ranges  and  Heaters 

  for  Hotels,  Lumber 

PETERBORO     -    ONT.     Camps  and  Railway 


No.  10-36  six  hole 
Leader  range  and 
reservoir;  for  either 
coal  or  wood  ;  28in. 
fire  box  for  wood ; 
oven,  24  X  28  X  i6  ; 
top,  54  X  30  inches ; 
body  of  heavy  Eng- 
lish steel. 

■  ■ 

See   our  display 
at  the  Hardware 
Convention. 

M  ■ 

Write    for  Cata- 
logue and  Price 
List. 
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THE    HARDWARE    ASSOCIATION  MOVEMENT. 

A  brief  sketch  of  the  movement  of  which  the 
Ontario  Association  is  a  part — Five  years  of 
organization  in  Ontario. 

"What's  beliind  tliis  h\g  convention  to  be  held  fit 
Peterboro  next  month?"  asked  a  visiting  hardware- 
man  a  fortnifilit  ago.  "I  hear  it  l)eing  talked  of  in  all 
parts  of  Ontario,  and  yet  I  find  hardwaremen  are  not 
complaining  very  seriously  about  anything." 

lietween  three  and  four  hundred  of  the  most  pro- 
gressive hardwaremen  in  .Ontario  are  behind  the  con- 
vention at  Peterboro,  and  between  thirty  and  forty 
state  and  provincial  associations  are  behind  the  Ontario 
Retail  IIardw;irc  and  Stove  Dealers'  Association,  whose 
sixth  annual  convention  at  Peterboro  will  soon  be  a 
matter  of  history.  While  there  is  only  one  other  Pro- 
vincial Hardware  Association  in  Canada,  the  British 
Columbia  Retail  Hardware  Association  (of  which 
Harry  Martin,  a  former  traveler  for  H.  S.  Plowland, 
Sons  &  Co.,  Toronto,  and  now  head  of  the  firm  of  Mar- 
tin, Finlayson  &  Co.,  Vancouver,  is  president!,  there 
exists  the  nucleus  of  a  provincial  organization  in 
Alberta,  A.  T.  Linton,  of  Linton  &  Hall,  Calgary,  being 
secretary,  while  in  Winnipeg  there  is  a  strong  retail 
association,  with  Charles  Mulvey  as  president,  and  J.  E. 
IMcRobie,  former  secretary  of  the  Western  Canada 
Retail  Hardware  Association,  as  secretary.  In  Quebec 
city  there  is  also  a  hardware  section  of  the  Retail  Mer- 
chants' Association,  with  Alex.  Parent  as  secretary. 

The  Canadian  AViiolesale  Hardware  Association, 
with  James  Hardy,  Toronto,  as  secretary,  is  the  parent 
jobbing  association,  the  Maritime  Wholesale  Hard- 
ware Association,  Harry  H.  Dalton,  Halifax,  secretary, 
and  the  Metal  and  Hardware  xVssociation  of  British 
Columbia,  John  Burns,  Vancouver,  secretary,  look 
after  the  wholesale  interests,  no  mention  being  made 
of  the  jobbers'  organization  at  Winnipeg  which,  while 
it  may  not  hold  any  annual  conventions,  is  an  import- 
ant factor  in  governing  trade  affairs  in  the  three 
prairie  provinces. 

In  the  United  States  the  National  Retail  Hardware 
Association,  with  headcjuarters  at  Argos,  Indiana,  has 
branches  in  about  three  dozen  states,  and  in  its  turn, 
is  affiliated  with  the  International  Hardware  Federa- 
tion, with  headquarters  at  London,  p]ngland,  and  affi- 
liated associations  in  France,  Germany,  Belgium  and 
other  European  countries.  A  request  was  recently  re- 
ceived by  the  Ontario  Association  to  become  a  unit  in 
the  International  Federation,  but  the  1910  executive 
decided  to  take  no  action  before  the  Peterboro  Con- 
vention. 

Organization  in  Ontario. 

The  Ontai'io  Association  was  organized  in  April, 
190G,  a  call  being  issued  by  A.  AV.  Humphries,  Park- 
hill,  asking  hardwaremen  desirous  of  organizing  a 
trade  association  to  meet  in  Toronto  on  Good  Friday, 
April  13,  and  about  20  responded  to  the  call. 

After  a  discussion  on  whether  it  would  be  best  to 
organize  as  a  section  of  the  Retail  Alerchants'  Asso- 
ciation,   or    as     a     distinctly     hardware  associa- 


tion, provisional  officers  were  (;hosen,  as  follows: 
A.  W.  Humphries,  Parkhill,  president;  AV.  (i.  Scott, 
Alt.  Forest,  and  J.  R.  Ilambly,  Barrie,  vice-presidents; 
John  Caslor,  Toronto,  treasurer,  and  Weston  AVrigley, 
Toronto,  secretary. 

It  was  decided  to  call  another  me;'ting  on  May  15 
and  16  to  perfect  the  organization  and  allow  those 
favorable  to  the  Retail  Alerchants'  Association  to  at- 
tend. Forty-five  attended,  and  with  one  dissenting 
vote  it  was  decided  to  remain  a  purely  hardware  asso- 
ciation, following  the  plan  of  organization  followed 
by  the  Retail  Hardware  Associations  in  the  United 
States,  which  had  been  in  existence  since  about  1895. 
The  provisional  officers  were  re-elected  and  an  execu- 
tive committee  of  six  were  also  chosen,  as  follows : 

J.  AValton  Peart,  St.  Marys;  T.  Alarsliall,  DunnviUe ; 
F.  AV.  Jeffery,  Alidland  ;  E.  P.  Paulin,  Goderich;  D. 
Brocklebank,  Arthur,  and  C.  F.  R.  Taylor,  Carleton 
Place. 

A  third  convention  was  held  in  Toronto  in  1906 
during  the  Industrial  Exhibition,  34  members  being 
present,  and  the  first  "Question  Box"  discussion  was 
held  under  the  leadership  of  Fred  C.  Lariviere,  Alon- 
treal. 

On  Alarcli  28  and  29,  1907,  the  second  annual  con- 
vention was  held  in  Toronto,  nearly  sixty  members 
being  present.  A  plan  for  a  "Collection  Department," 
suggested  by  J.  AA'.  Peart,  St.  Alarys,  was  adopted,  and 
is  still  in  successful  operation. 

During  its  first  year  the  Association  justified  its 
existence  by  taking  the  lead  in  a  campaign  successfully 
waged  against  a  proposal  made  by  Postmaster- 
general  Lemieux  tliat  a  parcels  post  C.O.D.  regulation 
be  adopted  in  Canada. 

Officers  for  the  second  year  were  selected  as  fol- 
lows: W.  G.  Scott,  Alt.  Forest,  president;  J.  R. 
Hambly,  Barrie,  and  J.  A\"alton  Peart,  St.  Alarys,  vice- 
presidents  ;  John  Caslor,  Toronto,  treasurer :  Weston 
AVriglev,  Toronto,  secretary;  A.  AA".  Humphries,  Park- 
hill,  D.'  Brocklebank,  Arthur,  C.  F.  R.  Taylor,  Carle- 
ton  Place,  G.  A.  Binns,  Newmarket,  W.  A.  Alitchell, 
Kingston,  and  H.  Brecker,  New  Hamburg,  executive. 

The  third  Annual  Convention  was  also  held  in  To- 
ronto, Porter  A.  Wright,  of  the  Alichigan  Retail  Hard- 
ware Association,  leading  the  "Question  Box"  dis- 
cussion. An  interesting  report  on  Alutual  Fire  Insur- 
ance was  made  by  J.  AA^alton  Peart.  Over  90  members 
were  present,  and  the  following  officers  were  chosen: 
J.  R.  Hambly,  Barrie,  president;  D.  Brocklebank, 
Arthur,  and  A.  Ballantyne,  Brantford,  vice-presidents; 
John  Caslor,  Toronto,  treasurer;  Weston  AVrigley, 
secretary;  AV.  G.  Scott,  Alt.  Forest.  J.  AV.  Peart,  St. 
Marys,  D.  Cinnamon,  Lindsay,  R.  C.  Chown,  Belleville, 
AV.  il.  Richardson,  Essex,  and  J.  R.  AIcAIillan.  Guelph. 
executive. 

The  fourth  annual  convention  was  held  at  Hamilton, 
Feb.  9  to  12,  1909,  it  being  attended  by  over  200  re- 
tailers. New  features  were  introduced  in  the  form  of 
a  trade  exhibition  in  Avhich  oA'er  20  hardware  manufac- 
turers made  exhibits,  and  in  the  visits  to  several  of 
Hamilton's  leading  hardware  factories.  The  conven- 
tion was  the  most  important  yet  held  and  was  really 
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The  Housekeeper's  Best  Friend " 


REGINA  PNEUMATIC  CLEANER 


Operated  by  Motor. 

The  highest  class  electrically 
operated  cleaner  made — unusual  suc- 
tion powers  make  it  a  cleaner  of  sur- 
passing merit.  Has  two  (not  one,  as 
usual)  separate  diaphragms  or  air 
pumps,  operated  at  the  rate  of  2,400 
impulses  per  minute  (1,200  for  each 
pump.  Just  gets  all  the  dirt  there  is 
in  half  the  time.  Portable,  light, 
simple,  durable— the  Regina  is  easily 
Queen  of  all  vacuum  cleaners. 


A  Vacuum  Cleaner. 

A  Vacuum  cleaner  that 
REALLY  CLEANS  because 
its  double  action  pumps  of  great 
power  are  working  ALL  the  time 
until  ALL  the  dirt  and  dust  is 
absorbed.  Dealers  who  want 
the  final  word  in  Vacuum  clean- 
ers will  get  it  in  the  Regina. 
Write  us  for  special  proposition 
— and  see  demonstration  at  Con- 
vention. 


Operated  by  Hand. 

Works  lightly  and  easily — a  ten 
year  old  child  can  use  it.  Takes  only 
half  the  time  to  do  better  work  than 
other  cleaners  because  its  duplex  pump 
works  with  both  the  forward  and  the 
backward  stroke  of  the  operating 
lever.  The  strong  continuous  suction 
cuts  the  work  in  half.  No  troublesome 
nuts  and  bolts  to  fuss  with  when  re- 
moving dirt — a  model  of  simplicity  and 
efficiency. 


"  We'll  be  at  Peterboro" 

In  the  i^rtillery  Room — Under  Convention  Hall 


PAGE  WIRE  FENCE  CO..  Limited 


WALKERVILLE 
TORONTO 


Wri<e  us  for  Territory 


PERFECT  GAS  CONTROLLER 
Gas  Bills  Reduced  15  to  50  Per  Cent. 


A  RARE  CHANCE 

FOR  THE 

Ambitious  Dealer 

We  can  offer  the  Exclusive  Agency  to  one 
Dealer  in  every  Gas  Town  in  Canada  for  the 

PERFECT 
GAS  CONTROLLER 

An  invention  that  is  in  demand  wherever  a  gas 
meter  is  used.  If  you  want  control  of  this 
profitable  side  line  write  us  at  once.  Some 
dealer  in  your  town  will  get  it  and  have  a  bonanza. 


When   in   PETERBORO   attending  the   CONVENTION  See  our  Demonstration  at 
F.  R.  J.  MacPHERSON  &  CO/S  Store,  George  St. 


Canadian  Gas  Users'  Association  632-655  Queen  st.  w..  Toronto,  can. 
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tlie  first  that  had  attracted  tlie  attention  of  the  large 
johl)ers  and  manufacturers,  delegations  from  Montreal, 
London  and  Peterboro  inviting  the  Association  to  hold 
the  next  convention  in  these  cities. 

The  officers  elected  were:  D.  Brocklebank,  Ar-tiiur, 
president ;  A.  Ballantyne,  Brantford,  and  M.  S.  Madole, 
vice-presidents;  John  Caslor,  Toronto,  treasurer;  Wes- 
ton Wrigley,  Toronto,  secretary;  .1.  K.  Ilambly,  Barrie, 
J.  AValton  Peart,  St.  Marys,  I).  Cinnainon,  Lindsay, 
R.  C.  Chown,  Belleville,  II.  P.  Morgan,  Peterboro,  and 
J.  S.  Weichel,  Elinira,  executive. 

The  invitation  to  hold  the  1910  convention  in  Lon- 
don was  accepted,  and  it  was  also  decided  to  conduct 
an  excursion  to  Monti'eal  in  August,  a  special  rate 
being  obtained  over  the  R.  &  ().  boat  line  from  Toronto 
to  IVIontreal,  Secretary  Wrigley  conducting  a  party  of 
over  100  hardwareiiien  and  ladies  on  Aug.  23,  and  re- 
turning on  Aug.  30  after  a  most  enjoyable  and  instruc- 
tive week's  outing,  the  hardware  uuinufacturers  and 
wholesalers  at  Montreal  vicing  with  each  other  in  pro- 
viding entertainment  for  the  visitors.  About  one- 
quarter  of  the  party  extended  their  trip  a  couple  of 
days  to  make  a  side  tri[)  down  the  St.  Lawrence  to 
ancient  Quebec. 

London  was  the  meeting  place  for  the  fifth  Annual 
Convention,  on  Feb.  8  to  11,  1910,  about  300  retailers 
and  200  manufacturers  and  travelers  attending  the 
convention.  Over  40  manufacturers  made  displays  in 
the  exhibition  hall,  and  visits  were  paid  to  the  manu- 
facturing plants  of  the  McClary  Manufacturing  ('o. 
and  other  concerns.  Visitors  also  attended  from  Nova 
Scotia,  Quebec,  Michigan,  Manitoba,  Saskatchewan  and 
Alberta. 

A  big  turnover  was  made  in  the  list  of  officers,  those 
elected  being  as  follows:  D.  (Cinnamon,  Linds'tty,  pre- 
sident; R.  C.  Chown,  Belleville,  and  M.  S.  Madole, 
Napanee,  vice-presidents ;  John  Caslor,  Toronto, 
treasurer;  Weston  Wrigley,  Toronto,  secretary;  W.  J. 
Bell,  Beeton,  H.  Occomore,  Guelph,  W.  A.  Rankin, 
Ottawa,  W.  F.  Macpherson,  Prescott,  R.  II.  Blackmore, 
St.  Thomas,  and  C.  W.  Conn,  Tillsonburg,  executive. 

Peterboro  in  1911. 
Peterboro,  Guelph,  Niagara  Falls  aiid  Toronto,  in- 
vited the  1911  convention,  but  the  executive  selected 


A.  W.  HUMPHRIES  D.  CINNAMON 

President  1906-7  President  1910-11 


Peterboro,  as  no  convention  had  yet  been  held  east  of 
Toronto,  and  readers  of  the  Journal  are  familiar  with 
the  elaborate!  arrangements  iiuule  for  the  big  four-day 
convention  to  be  held  at  Peterboro,  Feb.  21  to  24,  at 
which  between  60  and  70  manufacturers  will  make  ex- 
hibits in  the  large  Armouries  building. 

The  Association  is  going  to  an  expense  of  about 


$1,200  in  connection  with  the  convention,  erecting  and 
decorating  booths,  engaging  bands,  entertainers,  etc., 
hiring  doorkeepers  and  otfier  assistance  and  providing 
a  luncheon  open  to  all  in  the  trfide  on  the  closing  night 
of  the  convention. 

Peterboro  hardware  iruinufacttirers  are  also  arrang- 
ing to  entertain  the  visiting  retailers  by  showing  them 
the    various    processes    which    buibb-rs"  hardware, 


WESTON  WRIGLEY  JOHN  CASLOR 


Secretary  1906-7-8-9-10-11  Treasurer  1906-7-8-9-10-11 

shovels,  auger  bits,  tents,  saddlery,  etc.,  go  through 
before  reaching  the  finished  state. 

All  roads  lead  to  Peterboro  between  Feb.  20  and 
24,  and  it  is  safe  to  predict  that  the  attendance  at  the 
sixth  Annual  Convention  in  the  "Lift  Lock"  city  will 
break  all  former  records. 

Visitors  are  expected  from  Quebec  and  the  Mari- 
time Provinces  as  well  as  from  Winnipeg  and  other 
points  in  the  AVestern  Provinces,  a  single  fare  being 
obtainable  on  all  railways  from  points  between  Fort 
William  and  Halifax,  on  the  convention  certificate 
plan. 


THE  WINDOW  COMPETITIONS. 

One  of  the  features  at  the  Peterboro  convention  will 
be  the  window  dressing  competitions,  the  judging  of 
which  is  to  be  done  by  a  committee  of  retailers  com- 
posed of  George  Mathewson,  Toronto,  Milton  Adams, 
Picton,  F.  W.  Otton,  Barrie,  G.  A.  Binns,  Newmarket, 
C.  R.  Bailes,  Oshawa,  S.  B.  McClung,  Trenton,  and  J. 
W.  Zavitz,  Wallaceburg. 

To  date  several  Peterboro  window  trimmers  and 
two  outsiders  have  signified  their  intention  of  compet- 
ing, the  latter  being  E.  A.  Whitten,  Bracebridge,  and 
II.  J.  Marshall  of  Gilmour  fe  Marshall,  Cobalt. 

A  change  in  the  arrangements  has  been  made,  and 
t!  ree  competitions  will  be  conducted  as  follows: 

A  hardware  window  to  be  made  up  of  mechanics' 
tools,  builders'  hardware,  or  similar  goods.  To  be 
judged  by  (i  Tuesday  afternoon.  Cash  prizes.  $10 
and  .$."). 

A  i)aint  and  brush  window,  to  be  judged  by  6  p.m. 
Wednesday  afternoon.   Cash  prizes,  $io  and  $5.' 

A  stove  and  housefurnishing  goods  display,  to  be 
judged  by  6  p.m.  Tuesday  afternoon.  Cash  pi-izes,  $10 
and  $5. 

In  judging  the  displays  the  committee  will  consider 
the  size  of  the  windows,  and  the  opportunity  of  the 
trimmer.  Originality  and  attractiveness,  and  above  all 
selling  ability  will  be  considered  essential  in  making 
the  awards. 

The  Peterboro  hai-dware  stores  place  their  windows 
at  the  disposal  of  outside  hardwaremen  or  clerks,  who 
desire  to  enter  the  competitions. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


25 


TIME  TO  ORDER  LAWN  MOWERS 

Only  Nineteen  Days  before  the  season  opens 


IT  We  will  show  a  com- 
plete line  of  lawn  mowers 
at  the  Hardware  Conven- 
tion at  Peterboro,  Feb.  21 
to  24.  Don't  fail  to  see 
them. 

IT  We  are  the  largest 
manufacturers  of  lawn 
mowers  in  Canada.  If 
your  jobber  cannot  supply 
you  with  "  T.  F."  goods 
write  us  for  prices. 


II  The  "Empire"  Lawn 
Mower  carries  our  guar- 
antee, and  is  one  of  the 
best  sellers  on  the  market. 
You  can  get  a  cheaper 
machine,  but  none  that 
will  carry  a  better  profit 
for  you,  and  give  your 
customer  better  satisfac- 
tion. 


Taylor- Forbes  Company,  Limited 


Taylor  Forbes  Co.,  246  Craig  St. 
Montreal 
H.  G.  Rogers,  53",  Dock  St. 
St  John,  N.B. 
Canadian  United  Mfrs.  Agency 
London,  Eng. 


Head  Office  and  Works : 
GUELPH  ONTARIO 


J.  B.  H.  Rickaby 

Victoria,  B.C. 
W.  A.  MacLennan 
Vancouver,  B.C. 
H.   F.   Moulden,  Travelers'  Bldg. 
Winnipeg,  Man. 


Dominion  Ammunition 


SHOULD  APPEAL  TO  EVERY  MERCHANT 

Profits  from  20  to  60%. 

Customers  are   best  satisfied  because  the  less  duty  price  appeals  to 

them. 


It  is  the  best  advertised  line  on  the  market. 

Handsomely  lithographed  labelled  boxes,  give  a  very 
attractive  appearance  to  your  shelves. 


Dominion  Cartridge  Company,  Limited 

MONTREAL  Ammunition  Manufacturers  CANADA 
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QUESTION  BOX  DISCUSSION. 

A  comiuit  tec  composed  of  Win.  M aj^liidcry,  Lis- 
kojird  (convenor),  A.  R.  Dundas,  Cohour^',  C.  F.  R. 
Taylor,  ('arleton  Place,  Ed.  AVanless,  Chatliani,  George 
W.'  Ecclestone,  Bracebridge,  and  \V.  J.  McMurtry, 
Gait,  will  be  in  cliarge  of  tlie  Question  Box  discussion 
in  the  Collegiate  Institute  Hall,  on  Wednesday  evening. 

A  number  of  (juestions  already  submitted  were  pub- 
lished in  the  January  issue  of  the  Journal.  Another 
submitted  last  week  is  as  follows: 

"Do  you  think  it  profitable  to  keep  a  tinshop  in 
connection  witli  a  hardware  store  in  a  town  of  2,000 
population,  when  $18  per  week  has  to  be  paid  for  a  first 
class  tinsmith?" 

Bring  along  more  questions  and  come  prepared  to 
t.ike  part  in  the  discussion. 


RESOLUTIONS  COMMITTEE. 


H.  Occomore,  Guelph,  convenor  of  the  Resolutions 
Committee  requests  members  of  the  Association  who 


Sweet  Dreams  in  anticipation  of  the  Hardware  Convention  as  pictured 
in  tlie  Hardware  Trade. 


have  any  subjects  regarding  which  tliey  desire  the  con- 
vention to  take  action,  to  present  the  matter  to  his 
committee  in  the  form  of  a  resolution  as  early  as  pos- 
sible, in  order  that  the  Resolutions  Committee  can  dis- 
cuss the  matter  and  bring  it  before  the  convention  as 
early  as  possible. 

Resolutions  submitted  the  committee  so  far  deal 
with  the  following  subjects : 

Weights  and  measures.  It  is  suggested  that  the 
Government  stand  the  expense  of  stamping  and  ex- 
amining, the  dealer  only  paying  for  any  actual  work 
through  the  articles  being  out  of  order.  Standard  size 
of  price  lists.  Resale  price  on  binder  twine.  General 
resolution  on  resale  prices.  Relating  to  fraudulent  ad- 
vertising. Relating  to  licensing  liawkers,  p(>dlars,  and 
transient  merchants. 


THE  TRAVELERS'  HOUR. 

After  the  addresses  of  vveleome  and  tlie  usual  con- 
vention preliminaries  have  been  disposed  of  on  Tues- 
day afternoon,  the  opening  day,  representatives  of  the 
AVholesale  Hardware  Association,  Retail  Merchants' 
Association,  and  other  sister  organizations  will  be  heard 
from,  following  which  the  meeting  will  be  thrown  open 
to  the  travelers  in  what  is  called  the  ''Travelers' 
Hour." 

A  committee  of  travelers,  with  Tom  Wright,  of  H.  S. 
Ilowland  Sons  &  Co.,  Toronto,  as  convenor,  has  been 
given  charge  of  this  part  of  the  programme,  but  any 
traveler  or  exhibitor  is  at  liberty  to  "butt  in"  and  get 
rid  of  his  grouch — if  he  has  one. 

The  discussion,  it  is  intended,  should  be  on 
"Methods  of  Salesmanship,"  the  idea  being  to  en- 
courage helpful  suggestions  and  criticism  in  order  that 
if  any  points  are  made  which  require  action  at  the 
convention,  there  will  be  time  to  discuss  and  deal  with 
the  matter  at  later  meetings. 


THE  SOCIAL  EVENING. 

The  annual  banquet  was  eliminated  from  the  pro- 
gramme this  year,  and  a  "social  evening"  substituted, 
the  Association  putting  up  an  evening's  fun  for  all 
travelers  and  retailers  attending  the  convention. 

Harry  Bennett,  Toronto,  has  been  secured  as  an 
entertainer,  and  R.  Gliddon,  musical  director  of  the 
57th  Regiment  Band,  will  have  an  orchestra  in  attend- 
ance. The  "hardware  chorus"  may  also  break  in  a 
few  times,  and  E.  T.  Hetherington,  of  Goldie  &  McCul- 
loeh.  Gait,  has  consented  to  assist  on  the  programme. 

AVm.  Maxwell,  of  the  Iver  Johnson  Arms  &  Cycle 
Works,  Fitehburg,  Mass.,  will  give  a  talk  on  "Price 
Maintenance,"  a  subject  in  which  every  hardware 
salesman  and  retailer  is  vitally  interested. 

Tlien  will  come  a  luncheon  to  wind  up  the  pro- 
gramme, arrangements  having  been  made  with  Peter- 
boro's  best  caterer  for  this  part  of  the  programme. 


Y.  M.  C.  A.  EXTEND  INVITATION. 

H.  N.  Gilchrist,  general  secretary  of  the  Y.  M.  C.  A. 
at  Peterboro,  has  extended  an  invitation  to  the  re- 
tailers and  travelers  in  attendance  at  the  Peterboro 
Convention,  to  accept  the  free  use  of  the  rooms  and 
privileges  of  the  Association  during  convention  week. 


OFFERS  ADVICE  TO  RETAILERS. 

Fred  C.  Lariviere,  ^lontreal,  who  has  become  a 
familiar  figure  at  conventions  of  the  Ontario  Retail 
Hardware  Association,  and  whose  advice  has  been 
sought  by  several  at  previous  gatherings,  has  offered 
to  give  free  consultation  to  any  hardware  merchant  on 
any  matter  pertaining  to  the  hardware  trade  during 
the  convention.  Mr.  Lariviere  will  have  a  room  at  the 
Oriental  Hotel,  and  any  retailer  desiring  to  consult 
with  him  is  requested  to  make  an  appointment  for  some 
hour  on  Wednesday  or  Thursday  mornings. 


SUIT  CASE  COMPETITION. 

Last  spring  the  executive  of  the  Ontario  Associa- 
tion offered  suit  cases  to  the  retailer  and  traveler  who 
secured  the  largest  number  of  new  members  for  the 
Association.  No  retailers  have  secured  enough  as  yet 
to  qiialify  for  the  prize,  a  mininuxm  of  six  being  named. 

Amongst  the  travelers,  however,  W.  B.  Screaton,  of 
the  McClary  Manufacturing  Co.,  London,  J.  W.  Gal- 
laugher,  of  D.  Maxwell  &  Sons,  St.  Marys,  Tom 
Wright,  of  H.  S.  Howland,  Sons  &  Co.,  Toronto,  and 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


27 


CANADIAN  HARDWARE  MEN  CAN  NOW  SECURE 

THE  PEERLESS  "WAYNE" 

OIL 
STORAGE 
SYSTEMS 


APPROVED  BY  ^ 
FIRE  UNDERWRITERS'  \ 
BOARDS 


SEND  US  A  CARD    |(     inlaND  REVENUE  If 

If  thinking  of  in-  DEPT 
stalling  an  Oil  or 
Gasoline  Storage 
■    -    Outfit    -  - 

YOU'LL  BE  GLAD 


The  "Wayne"  Computing 
Pump 

(rurnished  w!th  any  Storage  OutfU) 

Is  an  exceedingly  simple  and 
complete  device,selli  ng  any  quan- 
tity andcomputing-theexact  price 
without  possibility  of  error,  and 
without  any  clumsy  method  of 
changing  the  table  of  prices  at 
each  change  of  market  quota- 
tions. A  single  stroke  of  the 
piston  measures  any  desired 
quantity  and  registers  the  exact 
price  on  the  computing  dial. 


Model  24. 

Every  Type  and  Size 
For  Every  Requirement 


WAYNE  SYSTEMS 

In  Variety,  Quality,  Appearance  and  Price  will  please  you. 
Give  us  an  opportunity  to  prove  this. 


WE  WILL  NOT  EXHIBIT 

At  Peterboro'  because  all  the  spaces  in  the  main  body  of  the 
Armouries  were  sold  last  October,  and  we  did  not  complete 
arrangements  for  the  extension  of  our  Oil  Storage  Systems 
business  into  Canada  until  December. 

Retail  Hardwaremen  passing  through  Toronto,  however,  are 
invited  to  visit  our  Showrooms  at  21  to  27  Lombard  St.  (next 
the  General  Post  Office),  where  we  will  be  pleased  to  demonstrate 
our  pumps  and  show  where  they  excel  all  others  now  being 
manufactured. 

We  desire  to  emphasize  these  points  ;  the  Peerless  "Wayne" 
Systems  so  favorably  known  amongst  Hardwaremen  in  the 
United  States,  can  now  be  obtained  in  Canada  ;  that  we  are  able 
to  supply  any  kind  of  Oil  or  Gasoline  Storage  outfit  ;  that  in 
quality  and  appearance  our  systems  are  unequalled  ;  and  that 
in  the  all-important  question  of  price  we  are  confident  that  we 
can  interest  you. 

If  you  are  in  the  market  for  a  Storage  System  this  year  it  will 
pay  you  to  write  for  o>u-  Buletins  and  prices. 


Model  E. 


NATIONAL  EQUIPMENT  COMPANY, 


21-27  Lombard  St.,  TORONTO 
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L.  J.  Levy,  of  the  Boeckh  Bros.  Co.,  Toronto,  have  all 
shown  great  interest  in  assisting  the  work  of  the  As- 
sociation, and  from  present  indications  one  of  these 
four  is  likely  to  win  the  travelers'  prize. 


the  convention  at  Peterboro,  with  the  suggestion  that 
the  form  be  adopted  by  members  of  the  Association. 


CONVENTION  COMMITTEES. 

W.  F.  Alacplierson,  Prcscott,  and  J.  S.  Weichel,  El- 
mi  ra,  are  convenors  of  "Hardware  chorus"  during  the 
'  convention.   A  convention  song  sheet  is  being  prepared 
by  Secretary  Wrigley. 

Press  Committee,  to  issue  reports  of  convention  to 
daily  press,  A.  W.  Humphries,  Parkhill,  D.  Brockle- 
bank,  Arthur,  and  D.  Cinnamon,  Lindsay. 

Peterboro  aldermen,  hardware  manufacturers  and 
retailers  will  form  a  reception  committee  to  welcome 
incoming  visitors. 

Membership  Committee,  to  meet  members  at  hotels 
and  Armouries,  and  help  enroll  members,  collect  rail- 
way certificates,  etc.  Messrs.  R.  C.  Chown,  Belleville, 
W.  J.  Bell,  Beeton,  and  H.  Occomore,  Guelph,  and  S. 
M.  Burt,  Toronto. 

Exhibition  committee,  to  supervise  exhibition  hall. 
M.  S.  Madole,  Napanee,  convenor;  superintendent  of 
exhibits,  Ray  Best,  Peterboro.  The  following  members 
of  the  committee  as  officers  of  the  day.  For  Tuesday, 
W.  J.  Bell,  Beeton;  Wednesday,  C.  W.  Conn,  Tillson- 
burg ;  Thursday,  S.  L.  Adolph,  Listowel ;  Friday,  R.  H. 
Blackmore,  St.  Thomas. 

Resolution  committee :  H.  Occomore,  Guelph,  con- 
vener; W.  W.  Bennett,  Gananoque,  and  W.  F.  Mac- 
pherson,  Prescott. 

Nominating  committee  :  D.  Brocklebank,  Arthur ; 
J.  R.  Hambly,  Barrie ;  A.  W.  Humphries,  Parkhill; 
A.  Ballantyne,  Brantford ;  and  W.  A.  Rankin,  Ottawa. 

Question  box  committee :  Wm..  Magladery,  Lis- 
keard,  convenor;  C.  F.  R.  Taylor,  Carleton  Place;  J.  C. 
Wanless,  Chatham;  Geo.  W.  Ecclestone,  Bracebridge; 
A.  R.  Dundas,  Cobourg,  and  W.  J.  McMurty,  Gait. 

Discipline  committee :  M.  S.  Madole,  Napanee,  con- 
venor; AV.  J.  Bell,  Beeton;  D.  McNab,  Orillia;  W.  A. 
Rankin,  Ottawa;  one  exhibitor,  A.  A.  Bittues,  Montreal; 
and  one  traveler,  S.  E.  Waffle,  Smith's  Falls. 

These  committees  will  stand  subject  to  revision  and 
additions  at  the  opening  of  the  convention. 


CONVENTION  NOTES. 

President  Dan  Cinnamon  has  addressed  a  letter  to 
the  trade  in  Ontario  which  ought  to  cause  many  to 
bestir  themselves  and  attend  the  convention.  As  the 
president  says :  Attending  conventions  makes  narrow 
men  broad,  small  men  big,  big  men  bigger,  and  good 
men  better. 

"It  should  be  the  duty  of  every  hardwareman  to  set 
aside  a  few  days  and  find  out  what  is  being  done  out- 
side his  own  shell." — G.  A.  Binns,  Newmarket. 

"T  certainly  cannot  afford  to  miss  the  convention 
from  either  a  social  or  financial  standpoint.  I  believe 
association  membership  to  be  the  best  investment  a 
hardwareman  can  make.  The  ideas  he  receives  in  con- 
versation with  others  arc  more  than  worth  the  cost 
of  attending  the  convention." — H.  E.  Wells,  Dresden. 

The  joint  committees  of  the  retail  and  wholesale 
associations  held  a  conference  at  Toronto  on  Jan.  23. 
Several  trade  matters  were  discussed,  a  report  of 
which  will  be  made  by  the  joint  committee  at  the  Peter- 
boro convention. 

The  "Lien  note"  committee  of  the  Ontario  Associa- 
tion met  at  Stratford  on  Jan.  26  and  passed  upon  a 
plumbing  estimate  form,  which  they  will  present  to 


ABOUT  PETERBORO S  STORES. 

Peterboro  has  long  been  noted  for  tlie  two  large 
hardware  stores  which  have  made  a  name  for  them- 
selves throughout  Ontario,  the  I'eterboro  Hardware  Co. 
and  the  Kingan  Hardware  Co.,  the  two  stores  being 
located  almost  opposite  each  other  near  George  and 
Simcoe  streets. 

Both  are  old  established  businesses,  the  Kingan 
Hardware  Co.,  of  which  R.  Kingan,  is  the  head,  having 
had  the  fewest  changes  in  recent  years.  Occupying  one 
of  the  leading  corners  in  the  city  the  store  has  a  splen- 
did trade  locally,  besides  which  it  has  a  wide  connec- 
tion outside  the  city.  A  feature  for  which  the  store  is 
noted  is  its  window  trimming,  they  having  one  large 
display  window,  with  a  smaller  window  on  the  corner. 
H.  J.  Hanwell,  the;  store's  window  trimmer,  has  re- 
cently elevated  the  floor  of  the  Avindow,  and  by  the 
use  of  stenciled  cards,  with  electric  lights  under  the 
platform,  has  arranged  several  signs  wliich  are  es- 
pecially attractive  at  night. 

The  Peterboro  Hardware  Company's  retail  liard- 
ware  store  is  one  of  the  largest  in  the  Province,  v.ith 

large  display  windows 
and  high  ceiling.  The 
shelving  is  mostly  open 
but  the  large  silver- 
ware cabinet,  the  sev- 
eral silent  salesmen, 
and  the  fine  counter 
and  office  space  mark 
the  store  as  a  live  place 
of  business.  Back  in 
1893  the  company  was 
incorporated,  taking 
over  the  McKee  and 
Davidson  business,  the 
principals  of  the  new 
company  being  R.  B. 
McKee,  H.  Phelan,  T. 
H.  Fortye,  V.  East- 
wood, R.  H.  Fortye, 
and  R.  S.  Davidson. 
By  1901  all  of  these,  with  the  exception  of 
Mr.  Eastwood,  had  died  or  retired  from  the  business, 
the  controlling  stock  held  by  Air.  Davidson  passing 
into  the  hands  of  Air.  Eastwood  and  three  of  the  store 
assistants,  H.  P.  Alorgan,  AI.  Comstock  and  C.  AI. 
Blewett.  In  1907  Air.  Eastwood  became  manager  of 
the  Royal  Bank,  Air.  Alorgan  succeeding  him  as  pre- 
sident and  general  manager.  Air.  Comstock  recently 
retired,  and  T.  AIcAVilliams  is  now  vice-president,  Dr. 
AVightman,  director,  and  C.  AI.  Blewett,  secretary 
treasurer.  The  company  does  a  business,  wholesale 
and  retail,  of  approximately  a  quarter  of  a  million  dol- 
lars, yet  the  head  of  the  concern,  Air.  Alorgan,  has  yet 
to  celebrate  his  thirtieth  birthday. 

The  Higgins  Hardware  Co.,  on  Hunter  street,  op- 
posite the  post-office,  is  another  old  established  firm, 
having  a  wide  trade  amongst  town  and  country  folk. 
Air.  Iliggins  specializing  on  stoves  and  general  hard- 
ware. 

The  Best  Stove  and  Hardware  Co.  are  located 
across  the  road  from  the  Higgins  store,  and  they  also 
feature  stoves  and  house-furnishings.  A  recent  re- 
arrangement of  their  store  premises  has  given  their 
store  a  thoroughly  up-to-date  appearance. 

F.  R.  J.  Alacpherson  &  Co.,   a  few   doors  from 


H.  P.  Morgan 
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Kingan's  store,  started  fourteen  years  ago  as  a  bicycle 
repair  shop,  and  they  have  since  developed  their  busi- 
ness, taking  in  gas  fittings,  plumbing  and  heating,  elec- 
trical work,  stoves  and  house  furnishings.  In  lighting 
fixtures  they  are  especially  progressive. 

Across  the  road  is  the  stove  and  tinware  store  of 
G.  Hutchinson,  the  store  backing  on  the  market  square, 
and  having  in  consequence  a  large  farmers'  trade. 

Adamson  and  Doblnn,  who  have  a  large  stove  and 
heating  business  on  Simeoe  street,  near  the  Peter- 
boro  Lock  Manufacturing  Company's  factory,  also  do 
a  plumbing  and  heating  business,  the  business  being 
established  in  1904  by  two  practical  workmen,  Mr. 
Adamson,  in  fact,  serving  his  apprenticeship  in  com- 
pany with  H.  Occomore,  Guelph,  one  of  the  officers  of 
the  Retail  Hardware  Association,  in  the  stove  store 
formerly  kept  by  Adam  Ilall,  now  in  the  foundry  busi- 
ness. Any  hardwaremen  interested  in  the  tinsmithing 
and  heating  end  of  the  business  will  find  a  visit  to 
Adamson  &  Dobbins'  store  and  workshop  worth  while. 


Adamson  &  Dobbin's  Store. 


J.  Murty,  whose  store  is  almost  across  the  street 
from  the  Oriental  Hotel,  has  one  of  the  oldest  stove  and 
tinware  businesses  in  the  city,  and  good  workman- 
ship and  faithful  service  holds  for  him  the  trade  built 
up  in  his  many  years'  business. 

A.  E.  Micks,  half  a  block  farther  up  Hunter  street, 
also  has  a  large  trade  in  stoves  and  house  furnishings, 
with  a  considerable  jobbing  and  heating  trade. 

The  Peterboro  Heat  and  Power  Co.  have  fine  show- 
rooms for  gas  ranges,  etc.,  on  George  street,  opposite 
Turner's  Opera  Hoiise,  and  a  lesson  can  easily  be 
learned  fz'om  the  neatness  of  their  display. 


NEW  JOBBING  WAREHOUSE. 

One  of  the  biggest  suri)ris('s  visitors  to  Peterboro 
during  the  Convention  will  have  will  ])e  the  thoroughly 
modern  wholesale  warehouse  of  the  Peterboro  Hard- 
ware Co.,  on  a  siding  of  their  own  opposite  the  C.  P.  R. 
depot. 

For  many  years  the  Peterl)oro  Hardware  Company 
have  l)een  doing  a  jobbing  trade  in  connection  with 
tlieir  retail  l)usiness,  but  many  retailers  in  nearby 
towns  have  naturally  hesitated  to  visit  tlie  store  and 
become  customers.  Now,  howcA^er,  that  tlie  wholesale 
department  is  located  in  a  fine  Avarehouse  building 
half  a  mile  Fi'oin  the  retail  stor(>,  and  travelers  are 


calling  on  the  trade  for  orders,  dozens  of  new  accounts 
are  being  added  to  the  books,  and  the  wholesale  trade 
doubled  during  the  year  just  passed. 

The  new  jobbing  house  is  in  a  particularly  fortunate 
location  in  being  able  to  serve  retailers  in  the  district 
north  and  west  of  Peterboro,  as  well  as  east  on  the 
C.  P.  R.  and  Grand  Trunk  for  a  considerable  distance, 
mail  trains  arriving  in  the  early  morning  and  departing 
in  most  directions  aboiit  midday.  In  the  summer,  too, 
water  navigation  on  the  Trent  Canal  and  Kawartha 
Lakes  gives  a  wide  territory  to  cover. 

The  main  warehouse  is  44  x  65  feet  in  size,  with 
three  stories  and  basement  connected  by  an  elevator. 
A  metal  warehouse,  44  x  52  feet,  in  the  rear,  was  built 
of  concrete  during  the  winter  a  year  ago,  and  the 
experiment  has  proven  satisfactory.  A  siding  runs 
the  full  length  of  the  building,  and  a  wharf  is  located 
on  the  river  behind  the  warehouse. 

"Harry"  Morgan,  a  young  man  of  29  years,  who 
grew  up  with  the  Peterboro  Hardware  Co.,  and  a  for- 
mer member  of  the  executive  of  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Association,  is  presi- 
dent of  the  Peterboro  Hardware  Co.,  while  Theo. 
MeWilliams,  is  manager  of  the  wholesale  department, 
C.  M.  Blewett,  being  secretary  treasurer. 


NEW  DESIGNS  IN  BUILDERS'  HARDWARE. 

The  Peterborough  Lock  Mfg.  Co.,  Limited,  have 
during  the  past  year  made  some  remarkable  changes 
in  their  plant  by  adding  additional  buildings  and  plac- 
ing therein  new  and  improved  machinery  for  produc- 
ing the  many  new  designs  they  have  already  added  to 
their  lines.  In  addition  to  all  this,  they  have  just 
completed  a  new  125  page  supplement,  illustrating  and 
describing  their  new  goods  in  a  way  never  before  at- 
tempted by  Canadian  manufacturers. 

The  Lock  Company  will  have  an  exhibit  at  the 
coming  Retail  Hardware  Convention,  and  assure  every- 
one visiting  them  of  a  hearty  welcome.  It  would  be 
well  for  those  who  intend  visiting  Peterboro  during  the 
convention  to  make  note  of  this,  as  a  visit  to  their 
plant  will  be  well  worth  the  time,  both  from  a  social 
and  educational  standpoint.  To  study  the  various 
processes  of  finishing  the  different  classes  of  builders' 
hardware  will  be  very  helpful  to  any  hardware  mer- 
chant, who  can  explain  the  processes  to  his  clerks  on 
his  return  home,  and  thus  raise  the  efficiency  of  the 
selling  end  of  his  business. 


HOW  AUGER  BITS  ARE  MADE. 

Few  processes  in  hardware  manufacturing  are 
more  interesting  than  the  making  of  an  auger  bit,  and 
it  is  safe  to  say  that  not  more  than  five  per  cent,  of  the 
retail  trade  have  ever  seen  an  auger  bit  made.  Those 
who  attend  the  Peterboro  Convention  Avill  be  able  to 
see  the  process,  however,  at  the  Avorks  of  the  Rapid 
Tool  Co.,  Avhose  manager,  Thomas  M.  Rees,  has  ex- 
tended an  invitation  to  all  Adsitors  to  visit  the  plant  at 
any  time  during  the  conA^ention. 

Beginning  at  the  point  Avhere  the  raAV  nmterial  in 
the  shape  of  steel  rods  enters  the  plant,  to  the  stock 
room  adjoining  the  office,  an  hour  can  be  spent  to 
splendid  advantage. 

The  first  process  in  the  manufacture  of  a  "Trent" 
or  "Parry"  double  tAvist  bit  is  the  forming  of  the  nib, 
shank  and  plate  in  a  large  poAver  hammer,  the  size  of 
the  bit  l)eing  stamped  into  the  steel  dui'ing  one  of  these 
operations.    Next,  the  steel  is  passed  to  another  Avork- 
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man,  who  iiftor  heating  the  steel  in  a  forge,  inserts  it 
into  a  twisting  device,  after  which  it  passes  to  the 
heading  machine  and  tlie  worlonau  wiio,  witli  the  aid 
of  an  ingenious  device  heads  and  points  the  bit.  Fin- 
ally the  bit  is  straightened  ready  for  machine  shop. 

'The  first  process  of  the  making  of  a  "Rapid"  solid 
center  high  grade  bit  is  very  similar,  machines  shank- 
ing, crimping,  straiglitening,  heading  and  pointing  the 
rou'gli  steel  until  it  has  the  form  if  not  the  ai)pearance, 
shai'pness  and  finish  of  the  l)it  ready  to  l)e  sold  over  a 
hardware  counter. 

After  these  first  processes  have  been  completed  in 
the  blacksmith  shop  the  bits  are  droppt-d  into  a 
bath  of  lime  to  soften  the  steel,  and  prepare  it  for  the 
grinding  processes  in  the  machine  siiop.  The  first  ma- 
chine seen  here  is  a  recently  patented  and  unique  de- 
vice which  does  the  hand  work  of  five  men,  in  grinding 
off  tile  roiigliness  of  tiie  steel,  after  which  all  the  surplus 
stocik  is  taken  off  by  macliines  and  iiand  filers,  the 
screw  on  the  point  being  finished  by  a  cutting  machine 
making  5,500  revolutions  each  minute. 

The  machining  done,  the  bits  are  tempered  in  oil, 
and  after  being  sharpened  by  additional  filing,  a  finish 
is  i)ut  on  witii  flie  aid  of  emery  straps  on  swiftly  re- 
volving machines. 

In  the  stock  room,  a  large  variety  of  bits  are  to  be 
seen  in  all  sizes,  from  tliree-sixteentlis  to  an  inch  and 
a  (piarter,  put  up  in  cardboard  boxes,  slotted  wooden 
boxes  for  sets,  as  well  as  in  canvas  rolls.  In  addition 
to  the  "Rapid"  solid  center,  and  the  "Parry"  double 
twist  bit,  the  firm  has  recently  added  the  "Trent,"  a 
higher  grade  double  twist  bit  to  their  line,  and  look 
for  a  big  trade  in  it. 

During  the  past  six  montlis  this  company  have 
greatly  increased  their  capacity,  and  have  more  than 
doubled  their  output. 

CAMP  SUPPLIES. 

One  of  tlic  things  tlu)t  has  helped  to  make  Peterboro 
well  known  among  hardwaremeii  is  tlu^  fact  that  it  is 
the  center  of  manufacturing  for  camp  and  water  sports 
supplies  in  Canada. 

Three  canoe  factories  are  located  here,  the  Peter- 
boro Canoe  ('o.,  who  will  have  an  exhibit  at  the 
Armouries,  the  Canadian  Canoe  Co.,  and  the  Wm.  Eng- 
lish Canoe  Co. 

Adam  Hall,  who  has  just  moved  into  new  foundry 
j)i-emises,  makes  a  specialty  of  manufacturing  ranges 
for  lumber  and  railway  camps,  besides  ranges  and 
heaters  for  liotels  and  boarding  rouses  in  the  newer 
sections  of  tlu^  country. 

The  largest  industry  devoted  to  camp  supplies, 
however,  is  the  factory  of  J.  J.  Turner  &  Sons,  whose 
specialty  is  tents,  camp  furniture  and  flags.  They  are 
leaders  in  Canada  in  these  lines,  and  their  trade  ex- 
tiuids  into  every  province.  A  visit  to  their  factory  and 
show  rooms  will  give  hardwaremen  many  suggestions 
as  to  opportunities  for  developing  trade  in  special 
lines  and  taking  orders  from  catalogues  for  tents, 
flags,  and  other  camp  and  sporting  goods.  Other  pro- 
ducts of  the  Turner  factory  are  sai's,  waterproof  cov- 
ers, awnings,  and  several  grades  of  liorse  blankets,  be- 
sides which  a  large  trade  is  done  in  snowshoes,  to- 
boggans, etc. 

P.  P.  Ackerman  &  Sons'  immense  business  factory 
opposite  the  C.  P.  R.  depot,  is  another  interesting  point 
whicli  will  be  visited  by  many  hardware  merchants 
who  handle  luiriiess  and  leather  goods  as  a  side  line. 
Tn  these  days  of  factory  made  harness  it  behooves  re- 
tailers to  post  themselves  regarding  the  labor  saving 
machinery  used  in  cutting  down  the  factory  costs,  so 


that  if  a  demand  exists  for  leather  goods  and  harness 
he  will  be  in  a  position  to  meet  it  in  an  intelligent 
manner. 


HOW  SHOVELS  ARE  MADE. 

The  Lundy  Siiovcl  &  Tool  Company,  Limited,  who 
last  fall  purchased  the  Peterboro  Shovel  Co.'s  plant 
have  r(;built  and  brought  the  plant  up-to-date,  making 
a  thorough  investigation  of  the  best  all-round  way  to 
manufacture  a  shovel,  decided  in  favor  of  the  welding 
process  as  being  capable  of  giving  greater  satisfaction 
and  producing  a  higher  grade  of  goods  than  the  rolling 
process. 

There  are,  of  course,  numerous  shop  methods  that 
exist  in  different  factories  in  connection  with  either 
process,  but  the  rolling  process  may  be  described  as  the 
manufacture  of  a  shovel  from  bar  steel  forged  and 
rolled  into  the  necessary  shape,  and  that  of  the  welded 
process  as  the  name  implies,  plate  steel  welded  to  its 
socket  and  subjected  to  heavy  pressure.  In  the  rolling 
process  the  steel  section  is  first  sheared  after  heating, 
placed  in  a  bulldozing  machine  hot,  which  forms  the 
socket  from  the  section,  at  the  same  time  bringing  this 
section  of  steel  to  the  shape  that  will  allow  the  same 
on  reheating  to  be  run  through  a  heavy  set  of  rollers 
very  similar  to  the  rollers  used  for  the  rolling  of  steel 
sections,  or  rails. 

The  welding  process,  as  has  been  stated,  is  the 
manufacture  of  the  finished  shovel  from  steel  plate, 
with  a  socket  to  take  the  handle  welded  to  the  plate. 
This  process  simply  is  the  carrying  out  of  the  most 
universally  adopted  form  of  manufacture  of  the  pre- 
sent time,  it  lieing  a  much  older  method  than  the  rolling 
or  bulldozing  process  as  mentioned. 

In  looking  into  these  details  of  manufacture,  th" 
first  point  that  struck  the  Peterborough  Company  was 
that  the  process  of  rolling  cost  a  lot  less  than  that  of 
welding,  but  an  investigation  showed  that  the  welded 
shovel  was  the  superior  of  a  rolled.  One  of  the  great 
po'nts  in  favor  of  a  welded  shovel  is  that  it  is  possible 
to  keep  the  same  uniform  quality  and  density  of  the 
steel  blades  undisturbed  at  the  wearing  portion,  while 
the  blade  of  the  rolled  shovel  has  of  necessity  to  be  of  a 
lower  carbon  and  therefore  softer  material,  to  make 
possible  the  bulldozing  process  through  which  it  has 
to  pass,  to  say  nothing  of  the  intense  heat  necessary 
for  this  forming.  It  is  quite  reasonable  to  believe  that 
while  it  is  necessary  to  have  a  fairly  soft  and  malleable 
steel  to  form  the  straps  or  socket  of  a  shovel,  that  it  is 
not  necessary  to  have  the  same  condition  extend 
throughout  the  blade,  and  it  has  been  found  by  actual 
practice  that  if  an  endeavor  is  made  to  form  the  straps 
around  a  handle  when  made  up  of  the  same  quality 
of  steel  as  is  used  in  the  welded  shovel  blade,  that  frac- 
ture and  failure  of  the  article  always  results. 

The  question  arises  as  to  whether  the  cheaper  pro- 
cess with  less  reliability  and  stability  in  wearing  quali- 
ties is  best  for  the  factory's  sales  with  its  attendant 
lower  cost,  or  whether  it  is  best  to  spend  more  money 
on  the  goods  and  make  something  that  will  appeal  to 
the  dealer  and  jobber  alike,  and  find  a  place  in  the 
Canadian  market.  Advocates  of  the  rolling  process, 
while  admitting  that  under  ordinary  cii-cumstances.  a 
rolled  shovel  cannot  be  as  spring-like  and  hard  a  tex- 
ture in  the  blade  as  the  welded  shovel,  maintain  that 
by  a  hardening  process  the  desired  condition  can  be 
obtained.  Others  hold,  however,  that  with  the  present 
low  selling  price  of  shove's  it  is  quite  impossible  for 
any  manufacturer  to  successfully  maintain  a  harden- 
ing process  that  will  give  a  fair  result  on  goods  of  this 
class,  to  say  nothing  of  the  fact  that  a  shovel  to  be  of 
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NOW  READY 


Our  1911  Models  of  "Automatic"  Hand  Power  Vacuum 
Cleaners,  The  only  Hand  Power  Machine  that  has  proved 
a  success,  and  given  satisfaction.  It  is  the  standard  of 
efficiency  to-day,  and  will  last  an  ordinary  lifetime.  Our 
exclusive  double  tank  device  separates  96%  of  the  dust  auto- 
matically, without  the  aid  of  screens,  baffles  or  water. 
Remember  this  machine  "Blows"  as  well  as  "Sucks." 

Send  your  orders  early,  so  you  will  have  them  on  hand 
for  spring  house  cleaning. 

Our  discounts  to  Dealers  and  Jobbers  are  liberal. 
It's  free. 

ONWARD  MFG.  CO. 


Retail  Price,  $25.00,  Complete. 

Send  for  our  booklet" 

Berlin,  Ont. 


Largest  Builders  of  Portable  Vacuum  Cleaners  in  Canada. 


See  our  Exhibit  at  Peterboro  at  Hardware  Dealers'  Convention. 


Greatest  Invention  of  the  Age 

The  "ONWARD" 

Sliding  Furniture  Shoe 


For  Wood  rurnilure. 


Successor  to  the  old  fashioned  wheel  caster) 


Made  with  Glass  Base  and  Mott 
Metal  Base,  in  all  sizes  and  styles, 
suitable  for  all  kinds  of  Furniture 
and  Metal  beds.  They  are  put  up 
in  neat  labelled  boxes,  from  6  to  24 
sets  in  a  box. 

If  your  jobber  cannot  supply 
you,  write  us  for  descriptive  circular, 
price  list  and  discounts. 

BEWARE  OF  IMITATIONS 


For  Metal  Beds 


Manufactured  in  Canada  only  by 


ONWARD  MFG.  CO. 


Berlin,  Ont. 
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real  stTvicc  must  have  its  texture  extend  from  toe  to 
heel,  that  thoujjh  the  greatest  wear  is  on  the  point, 
still  tlie  l)aek  will  at  all  times  receive  tlie  wear  to  a 
h'sser  degree.  Sliovels  inanufaetured  under  the  roll- 
ing process  are  frequently  found  to  he  almost  perfect 
at  the  point  and  worn  through  at  the  hack.  The  con- 
elusion  is  that  a  welded  shovel,  even  though  it  cost 
more"  to  mnnufacture,  is  the  best  for  all  round  purposes. 

The  iiundy  Shovel  &  Tool  Company  cordially  invite 
every  one  connected  witli  the  hardware  trade  who  visit 
Peterboro  during  the  convention  to  look  over  their 
factory  and  see  for  themselves  the  process  which  goes 
to  make  up  the  only  welded  shovel  manufactured  in 
this  part  of  the  world  to-day. 


A  HANDSOME  BADGE. 

7\s  an  evidence  of  the  interest  manifested  by  manu- 
facturers in  the  conventions  of  the  Ontario  Association 

reference  might  be 
made  to  the  handsome 
badge  being  prepared 
for  this  year's  conven- 
tion, by  the  Gillette 
Safety  Razor  Co.  of 
Canada,  Montreal,  it 
being  even  more  unique 
than  the  one  supplied 
the  Association  for  the 
Tjondon  Convention  by 
the  Lufkin  Rule  Co., 
"Windsor. 

The  badge  being  got- 
ten up  by  the  Gillette 
Company  will  be  a 
"thing  of  beauty"  dur- 
ing the  convention,  and 
a  ".joy  forever"  after 
the  delegates  have  re- 
turned home.  It  will 
be  distinctly  hardware, 
as  characteristic  of  Gil- 
lette enterprise,  the 
badge  will  have  as  one 
of  its  component  parts, 
a  fine  quality  rubber 
set  Gillette  shaving 
brush,  the  brush  and 
holder  lieing  detaeh- 
al)li'  after  tlie  conven- 
tion, so  that  it  can  be 
hung  in  the  bath-room 
and  remain  both  as  a 
reminder  of  the  Peter- 
boro convention  and  an 
article  the  use  and 
value  of  which  will 
last  long  after  another, 
and  possibly  greater 
convention  of  the  Associntion,  has  passed  into  history 
in  succession  to  the  Petei-boro  meeting. 

Members  oi  the  Association  will  wear  blui'  badges, 
exhibitors  wfll  wear  i-cd,  ti'av(ding  salesmen  who  are 
associate  mend)ers  of  the  Association  will  wear  steel 
gray,  and  special  guests  will  w(>ar  white  ribboned 
badges,  each  badge  bearing  the  name  of  the  wearer, 
below  this  b(>ing  suspended  a  bronze  disc  bearing  the 
name  of  the  Association  and  carrying  by  means  of  a 
novel  device,  the  shaving  brush,  Avhich  most  of  iis — 
President  Dan  Cinnamon  excepted — find  it  necessary 


The  Convention  Badge. 


to  use  every  day  or  so,  whetlM-r  we  use  »  modern  safety 
razor  or  the  old  time  open  blade. 

P)y  special  arrangejrient  with  the  Gillette  (Jompany 
members  o^'  the  Association  who  find  it  impos.sible  to 
attend  the  convention  will  be  forwarded  a  badge  after 
the  meeting,  but  the  heavy  expense  atta(died  to  getting 
Uf)  the  badge  makes  it  neeessary  to  emphasize  the  point 
that  only  one  badge  can  be  given  with  each  member- 
ship, and  that  only  paid-up  members  of  the  Association 
can  secure  them. 

Where  a  firm  is  represented  at  the  convention  hy 
both  tlie  proprietor  and  a  clerk,  an  extra  membership 
button  can  be  secured  for  25  cents.  As  already  an- 
nounced a  memliership  button  is  supplied  every  mem- 
ber with  the  receipt  for  his  membersliip  fee. 


DRAWING  COMPETITIONS  AT  PETERBORO. 

'I'lie  Doiiiiiiioii  (';irtridge  Co.  will  olfei-  three  cases 
of  their  ammunition  as  prizes  in  a  drawing  competition 
at  the  Peterboro  Exhibition.  Each  visitor  to  their 
booth  will  be  given  a  numbered  ticket  and  on  Thurs- 
day night.  Secretary  Wrigley  will  draw  three  numbers 
from  a  set  of  duplicates,  the  holders  of  the  duplicates 
of  the  three  taking  the  prizes. 

The  Brantford  Roofing  Co.  will  also  conduct  a 
similar  com])etition. 


C.  P.  R.  BEST  LINE  TO  PETERBORO. 

AVith  the  Annual  Convention  a  mouth  distant,  all 
indications  are  that  the  success  and  attendance  of  the 
1910  meeting  will  be  eclipsed  at  the  Peterboro  Conven- 
tion this  year.  The  same  railway  arrangements  will  be 
in  effect  this  year  as  in  1910 — single  fare  for  the  round 
trip  on  certificate  plan,  and  the  attention  of  all  is  par- 
ticularly called  to  this  arrangement.  When  ticket  is 
purchased  it  should  be  stated  that  it  is  for  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association  Con- 
vention at  Peterboro,  and  a  convention  certificate  must 
be  obtained.  A  one  way  ticket  to  Peterboro  and  the 
certificate  will  be  received,  and  when  the  certificate  has 
been  signed  by  the  Secretary  of  the  Convention  at 
Peterboro,  thus  verifying  attendance,  the  railway  will 
issue  on  presentation  a  return  ticket  to  destination 
without  charge. 

Remember  Last  Year. 

It  will  be  rcMnemliered  that  at  the  1910  convention 
a  considerable  numlier  of  those  in  attendance  over- 
looked obtaining  convention  certificates  at  the  time 
they  purchased  their  railway  ticket  and  some  difficulty 
and  inconvenience  was  entailed.  Besides,  the  low  rate 
obtained  for  the  convention  from  the  railways,  neces- 
sitates a  guaranteed  attendance,  and  the  Association 
does  not  benefit  in  point  of  numbers  by  those  who  over- 
looked obtaining  convention  certificate  at  time  of 
purchase. 

Special  Train  Arrangements. 

The  single  fare  tickets  will  be  on  sale  February  17th 
to  24th,  and  good  for  return  until  F(>bFuary  28th. 

Trains  leave  Toronto  via  C.  P.  R.  9.02  a.m..  daily, 
5.00  p.m.  Aveek  days.  10.00  p.m.  week  days,  and  10.. "50 
p.m.  daily.  Tiie  10. 00  p.m.  ti-aiii  runs  from  North  To- 
ronto station. 

The  Canadian  J'acific  is  the  direct  route  to  Peter- 
l)oro,  and  as  a  large  number  have  signified  their  inten- 
tion of  going  to  Peterboro  on  the  5  p.m.  train,  leaving 
Toronto  Monday,  Fell.  20  (arriving  7.45  p.m."),  and  on 
the  9.02  train  Tuesday  morning  (arriving  at  Peterboro 
11.28  a.m.)  special  coaches  will  be  added  to  these  trains 
for  the  accommodation  of  those  going  to  Peterboro  on 
th(>se  davs. 
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Two  Vital  Points  Every  Paint  Dealer  Must  Consider 


VELVET. 

q  "ROBEETSON'S"  Paint  is  sold  to  the 
Dealer  at  a  fair,  honest,  legitimate  price — not  a 
"cut-rate,"  tout  a  "GOOD  BARGAIN"  price. 
^  Our  independent  position  and  special  manu- 
facturing and  marketing  facilities  are  the  ad- 
vantages we  have,  enabling  us  to  turn  out  such 
a  HIGH  QUALITY  paint  at  such  a  LOW  PRICE. 

^  Consistent  only  with  the  cost  of  producing, 
canning  and  labelling  the  BEST  and  MOST 
EFFICIENT  paint  possible  to  produce. 

^  Over  the  cost  of  the  goods  is  added  the  AC- 
TUAL expense  of  doing  business,  and  a  profit 
sufficient  only  to  pay  a  fair  Dividend  on  our 
investment. 

q  While  we  DO  furnish  you  with  some  very 
RESULTFUL  selling  helps,  you  are  not  asked 
to  contribute  to  a  national  advertising  cam- 
paign . 

§  This  item  of  expense  adds  to  the  price,  but 
NOT  to  the  quality  of  the  Paint.  An  item  you 
pay  for  but  do  not  usually  get  value  for. 
^  The  extra  profit  in  "ROBERTSON'S"  Paint 
is  "VELVE"  for  the  Dealer.  The  LOW  PRICE 
on  the  Paint  enables  you  to  meet  all  competi- 
tion. 

^  The  HIGH  QUALITY  of  this  Paint  enables 
you  to  satisfy  customers  and  thereby  build  up 
a  permanent,  and  profitable  business. 


VALUE. 

%  Mixed  House  Paint  is  being  sold  in  an  as- 
tonishing variety  of  mixtures — some  good,  while 
many  are  good  for  nothing. 

%  The  poorest  of  them  have  been  so  STRONGLY 
advertised  that  the  Dealer,  as  well  as  the  Con- 
sumer, has  been  at  a  loss  to  know  what  Brand 
of  Paint  was  really  good  paint. 

^  Genuine  Paint  value  lies  in  the  beavitifying, 
protecting,  and  lasting  qualities — the  SATIS- 
FACTION to  the  user. 

^  The  real  quality  in  Paint,  is  NOT  necessarily 
a  matter  of  Purity — nor  the  quantity  of  Lead  it 
contains. 

%  Much  Paint  has  been  sold  on  the  strength  of 
being  "Pure" — but  mere  purity  is  not  a  mea- 
sure of  Paint  quality. 

^  A  mixture  of  Pure  Barytes,  Pure  Gypsum  and 
Pure  Petroleum  Oil  will  make  Pure  Paint — But 
not  GOOD  PAINT. 

^"ROBERTSON'S"  Paint  is  GOOD  PAINT 
as  well  as  Pure  Paint.  The  results  of  actual  use 
has  served  to  determine  it's  REAL  VALUE. 

^  Made  especially  for  Ontario  climate — not 
from  an  English  or  American  Formula,  but  from 
over  TWENTY-FIVE  YEARS  ONTARIO  PAINT 
MAKING  experience,  satisfying  patrons. 


'Tis  said  "One  sometimes  knows  a  fact  without  realizing  it,"  and  so  it  is  often  the  case  in 
buying  Paint.  We  are  confident  that  you  know  of  us  favorably,  without  having  realized  the  many 
reasons  why  you  should  handle  "ROBERTSON'S"  Paint.  Let  us  get  better  acquainted — Let  us 
show  you  the  many  advantages  for  you  in  the  Robertson  Agency. 

We  Want  to  Meet  You  at  the  Peterboro'  Convention 
Look  for  the  house  of  many  colors — Booth  No.  7 

THE  JAMES  ROBERTSON  CO.,  Limited 

Toronto,       ■  Out. 
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VALUABLE    POINTERS    REGARDING  FIRE 
INSURANCE. 

How  a  Canadian  hardware  firm  took  advantage 
of  the  remodelling  of  their  buildings  to  cut 
down  their  fire  insurance  rates. 

(By  "Accountant,"  St.  John,  N.B.) 

One  of  the  most  important  matters  in  connection 
with  fire  insurance  is  for  the  insurer  to  insist  upon  hav- 
ing an  itemized  bill  of  the  cliarges  making  up  his  rate 
and  to  refus(i  to  accept  a  bidk  rate  any  more  than  he 
would  accept  a  bulk  instead  of  an  itemized  invoice  for 
a  bill  of  goods.  The  local  agent  may  hesitate  about 
supplying  this  information,  as  reduced  rates  may  mean 
reduced  commission,  but  a  letter  addressed  to  the 
Underwriters'  Association  will  bring  what  is  required, 
the  underwriters  seeming  to  take  the  broader  and  more 
correct  view  that  if  a  man  gets  his  rates  materially  re- 
duced he  is  most  likely  to  increase  the  amount  of  his 
insurance. 

The  writer  recently  made  it  his  business  to  go 
thoroughly  into  the  fire  insurance  question  in  so  far  as 
it  affected  oui-  buildings  and  stock,  and  as  extensive 
alterations  were  being  made  it  was  an  opportune  time 
to  make  iiuuiy  of  the  minor  and  inexpensive  changes 
which  help  to  reduce  fire  insurance  rates. 

For  example,  we  installed  a  two-inch  stand  pipe 
with  75  feet  of  hose  on  each  floor,  we  moved  and 
covered  in  our  elevator  hatch,  we  put  in  Bowser  pumps 
and  buried  out  gasoline  tank  outside  the  building,  we 
separated  our  tinshop,  leaving  no  connection  on  second 
floor  and  only  one  door  with  fusible  brick  on  the  first, 
running  a  three  foot  parapet  around  this  part  of  the 
building  extension. 

We  of  course  then  asked  for  an  itemized  rate,  which 
was  furnished  us,  showing  our  old  rate  prior  to  im- 
provements. Theso  rates  and  the  amount  of  insurance 
then  carried  were  as  follows : 

Building  (not  co-insurance)  |1.5,()()0  at  .^1.78  $267.00 
Stock  "  "  19,000  at    2.13  404.74 


Total    $671.74 

Much  to  our  surprise  we  found  in  our  rate  a  charge 
of  25c.  for  "exposure,"  being  for  a  "frame  row"  along- 
side our  building,  which  had  been  removed  and  re- 
placed by  brick  block.  Off  comes  25c.  from  our  rates. 
Another  cliarge  of  15c.  was  made  for  a  frame  ware- 
house witliin  a  foot  of  our  tinshop  windows,  but  upon 
our  agreeing  to  install  metal  glass  and  frames  in  ex- 
posed windows  if  this  building  were  not  removed,  we 
knocked  this  amount  off  also.  The  old  warehouse  was 
sul)sequently  removed,  and  we  were  under  no  expense 
whatever.  Other  alterations  reduced  our  rates  until 
notwithstanding  an  exceptionally  heavy  key  rate  or 
base  rate  which  prevails  here,  we  were  able  to  get  our 
new  rates  fixed  at:  Building  $1.11,  and  stock  $1.48,  a 
deduction  in  one  case  of  67c.,  or  about  40  per  cat., 
and  in  the  other  65e.,  or  about  32  per  cent. 

What  About  Co-insurance? 

The  reduction  on  tiic  building  by  co-insurance 
would  be  15  per  cent.,  and  with  very  little  possibility 


of  a  fluctuation  in  values  it  would  scciri  that  the  (>ii!y 
wise  thing  would  be  to  take  advantage  of  this  reduc- 
tion and  insure  to  80  per  cent,  of  the  value  of  the  })uild 
ing.  As  a  precaution,  however,  we  asked  one  or  two  of 
our  leading  agents  to  place  a  valuation  on  our  :>uild- 
ing,  their  figures  agreeing  with  our  own  valuation  of 
$40,000.  We  then  insured  for  $32,000  at  $1.11  les.-,  15 
per  cent.,  or  a  net  premium  of  $307.52. 

In  the  ease  of  our  stock,  however,  we  concluded,  as 
we  believe  most  wise  persons  would  conclude,  that  this 
would  fluctuate  so  much  and  there  seemed  to  be  «o 
much  division  of  opinion  regarding  the  practical  work- 
ing out  of  the  co-insurance  clause  in  case  of  fire  loss, 
that  we  would  insure  on  a  straight  basis.  Our  present 
insurance  then  is  as  follows : 

Building  (co-insurance)  $32,000  at  $1.11,  loss  15  p.c.  $307.52 
Stock  (not  co-insurance)    30,000  at    1.48  444.00 


Total  $62,000  for    $751,52 

Briefly,  we  secured  $28,000  more   insurance  than 
formerly  for  a  dift'erence  of  only  $80  in  premiums. 
Obtained  New  Ratings. 

New  ratings  were,  of  course,  now  issued  to  all  local 
agents  and  our  next  move  was  to  ask  for  cancellation 
of  old  policies  and  refund  for  proportion  of  premiums 
for  unexpired  time.  Some  objection  was  made  to  this 
on  the  ground  that  a  policy  could  not  be  changed  until 
date  of  expiry  on  account  of  "reductions  made  in  the 
rates,"  but  we  were  able  to  convince  the  agents  that 
while  this  was  flie  f-ase  that  " i-cductious  might  be  made 
on  account  of  improvements  made  in  the  risk."  We 
were  able  now  to  accomplish  two  very  desirable  things 
in  the  handling  of  insurance,  namely,  1st,  To  have  all 
our  policies  expire  on  the  same  day.  2nd,  To  have  our 
own  wordings  printed  and  embodied  just  the  same  in 
each  policy. 

Our  insurance  so  far  as  our  retail  store  is  concerned 
is  then  in  fairly  good  condition  and  enforces  the  point 
that  insurance  rates  should  be  carefully  analyzed  and 
cut  down  in  every  way  possible,  as  this  truth  must  be 
quite  ol)vious  to  every  one,  that  anything  which  tends 
toward  a  reduction  in  the  premium  makes  also  for  bet- 
ter protection  in  the  matter  of  fire  risk. 

Savings  on  Warehouse. 

In  connection  with  the  iusui-ance  on  our  warehouse 
we  "got  wise"  to  a  rather  interesting  proposition, 
namely,  that  in  insuring  a  building  with  a  30-inch  con- 
crete foundation  there  is  no  very  particular  need  for 
insuring  that  foundation.  At  any  rate  we  did  not  in- 
sure the  foundation,  but  agreed  upon  a  vahuition  of 
$30,000  for  the  sui>erstructure,  and  insui-ed  for  $24,000 
for  the  rather  insignificant  sum  of  $108.  The  fact 
of  the  matter  is  that  just  at  present  we  are  carrying 
insurance  as  follows : 

Warehouse  (co-insurance)  $24,000  at  45   $108.00 

Stock  "  50,000  at  SO   400.00 

A  total  of  $74,000  for    $508.00 

while  we  paid  about  $360.00  on  our  old  ironclad  ware- 
house, for  a  total  of  about  $15,000  insurance. 


CANADIAN   HARDWARE    AND    STOVE  JOURNAL. 


39 


End  Youp  Accounting  Troubles 


This  is  an  illustration  of  a  McCaskey  Gravity 
Account  Register.  It  is  built  of  wood  and  steel, 
but  when  operated  it  equals  human  inteligence. 

The    McCaskey   will   tell   you   more  about  the 
details  of  your  business  (the  thing's  you  should  know) 
in  five  minutes  than  you  can  glean  from  a   set  of  books  in  hours. 

Tlie  McCaskey  cuts  out  useless  posting  and  Copying  from  one  hook  to  anotlier  and 
the  information  it  gives  you  about  your  accounts  is  reliable  and  can  be  depended  upon. 

With  The  McCaskey  in  your  store  you  The   McCaskey   prevents  errors  and 

can  tell  all  at  a  glance  the  total  amount  disputes    with    customers    over  their 

due  you  on  each  account  receivable.  accounts. 

In  ten  seconds  you  can  learn  what  The  McCaskey  gives  every  customer 

twenty   customers    owe,    when    they  an  itemized  statement  of  his  account 

made  their  last  purchase   and   what  with   each   purchase   and   shows  his 

they  bought.  total  indebtedness  to  date. 

The   McCaskey  collects  money  auto-    The  McCaskey  limits  credits,  prevents 
matically.  overbuying  and  overselling. 

With  The  McCaskey  you  can  prove  your  loss  to  the  penny  if  you  are  visited 
by  a  fire. 

There  are  now  more  than  70,000  merchants  in  all  parts  of  Canada  and  the 
United  States  using 

The  McCaskey  System 

The  McCaskey  actually  pays  for  itself  several  times  in  the  course  of  the  first 
year  it  is  in  use,  by  eliminating  useless  book  keeping,  preventing  losses  due  to  forgotten 
charges,  loss  of  good  customers  due  to  errors  and  disputes  over  accounts,  and  in  a 
hundred  other  ways. 

The  McCaskey  may  be  paid  for  in  installments  if  you  prefer  to  purchase  one 
that  way,  and  it  ivill  pay  for  itself  in  that  way. 

Information  regarding  The  McCaskey  System  is  free  for  the  asking. 


THE  DOMINION  REGISTER  COMPANY.,  Limited 

TORONTO.  ONTARIO 

BRANCH    19-21  QUEEN  VICTORIA  STREET,  LONDON,  ENGLAND 
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You  may  ask:  "Why  adopt  co-insurance  in  one 
case  on  stock  wliile  condemning  it  in  the  other."  Well, 
in  the  first  place  there  is  a  very  much  greater  difference 
in  one  case  than  in  the  other.  On  the  store  the  differ- 
ence is  only  15  per  cent.,  hut  on  the  warehouse  it  is  a 
straiglit  ;5()c.  on  $1.10,  or  27  per  cent.,  and  a  system  of 
perpetual  inventory  enables  us  at  all  times  to  keep 
our  insurance  over  the  80  per  cent.,  which  the  great  dif- 
ference in  rates  warrants  our  doing. 

There  seems  to  be  always  something  new  to  learn  in 
this  insurance  game,  and  it  is  in  the  hope  that  you  can 
im])ress  upon  the  members  of  the  Retail  Hardware  As- 
sociation and  readers  of  the  Canadian  Hardware  and 
Stove  Journal  tlie  necessity  of  looking  after  this  im- 
portant it(!m  of  expense  that  I  write  you. 


JOHN  SMITH  &  COMPANY,  LIMITED. 

$  ————On  their  stock  of  hardware  and  all 

goods  pertaining  to  their  business,  owned  by  the  as- 
sured, or  held  by  them  in  trust  or  on  consignment,  or 

sold  but  not  delivered,  while  contained  in  the  

storey  and  basement,  concrete  and  brick  building  with 
metal  roofing,  owned  by  the  assured  and  occupied  by 
them  as  a  Wholesale  Warehouse,  situate  and  being  on 
Lots  Nuird)ers,  etc. 

It  is  understood  that  the  stocdi  hereby  insured  is 
held  covered  while  in  above  warehouse,  and,  or  on 
platforms,  sidewalks  and  grounds  adjacent  within  50 
feet  of  said  warehouse,  and  in  or  on  cars  within  100 
feet  thereof. 

Permission  granted  to  keep  on  the  premises  25 
pounds  of  (Junpowder.  Permission  granted  to  keep 
on  hand  for  sale :  Oils,  Paints  and  Varnishes ;  war- 
ranted that  no  oils,  paints  or  varnishes  are  kept  except 
in  Iiermetieally  closed  tins  ready  for  sale.  No  pack- 
ages broken.  (Note:  Oil  warehouse  in  separate 
building) . 

Total  concurrent  insurance  permitted  up  to  100  per 
cent,  of  the  cash  value  of  the  property  without  notice 
until  required.    Loss,  if  any,  payable  to  the  Assured. 

CO-INSURANCE  CLAUSE. 

It  is  part  of  tlie  consideration  of  this  policy  and  tlie 
basis  upon  which  the  rate  of  premium  is  fixed  that  the 
assured  shall  maintain  insurance  on  each  item  of  pro- 
perty insured  by  this  policy  of  not  less  than  80  per  cent, 
of  the  actual  cash  value  thereof,  and  that,  failing  so 
to  do,  the  assured  shall  be  a  Co-Insurer  to  the  extent 
of  such  deficit,  and  in  that  capacity  shall  bear  his,  her 
or  their  proportion  of  any  loss. 

MECHANICS  PERMIT.— Permission  granted  for 
mechanics  to  be  employed  for  making  ordinary  altera- 
tions and  repairs,  but  this  shall  not  be  held  to  include 
the  constructing  or  reconstructing  of  the  building  or 
buildings  or  any  additions  or  enlargements  of  the  pre- 
mises which  shall  exceed  five  days  at  any  one  time, 
without  notice  being  given. 

LIGHTNING-DYNAMO  CLAUSP].— This  policy 
shall  cover  any  direct  loss  or  damage  caused  by  light- 
ning (meaning  thereby  the  commonly  accepted  use 
of  the  term  lightning,  and  in  no  case  to  include  loss  or 
damage  by  cyclone,  tornado  or  windstorm),  not  ex- 
ceeding the  sum  insured,  nor  the  interest  of  the  insured 
in  the  prop(>rty,  and  subject  in  all  other  respects  to  the 
terms  and  conditions  of  this  policy.  PROVIDED,  how- 
ever, if  there  shall  be  any  other  fire  insurance  on  said 
property,  this  Company  shall  be  liable  only  pro  rata 
with  such  other  insurance  for  any  direct  loss  by  light- 
ning, whether  such  other  insurance  be  against  direct 
loss  by  lightning  or  not;  and  provided  further  that  if 


dynamos,  wiring,  lamps,  motors,  switches  or  other  elec- 
trical appliances  or  devices  are  insured  by  this  policy, 
this  Company  shall  not  be  liable  for  any  loss  or  damage 
to  such  property  resulting  from  electrical  injury  or 
disturbance,  whether  from  artificial  or  natural  causes, 
unless  fire  ensues,  and  then  for  the  loss  by  fire  only. 

Attached  to  and  forming  part  of  Policy  No  

of  the   


(Copy  of  one  form  used  on  ;ill  policies  now  in 
force). 


NEXT  YEAR'S  CONVENTION. 

I  am  going  to  see  what  this  city  will  do  towards 
holding  next  year's  convention  at  Niagara  Falls," 
writes  6.  II.  Clark,  Niagara  Falls,  who  adds : 

"I  have  just  finished  taking  stock  and  balancing 
up  books,  and  am  very  much  pleased  with  the  year's 
business,  as  it  has  been  the  best  year  I  ever  had.  One 
year  ago  my  partner  and  I  separated,  he  took  the 
y)lumbing  and  heating  and  I  retained  the  hardware, 
stoves,  tinware,  etc.,  and  it  was  a  good  move  for  me. 
I  have  had  less  trouble  and  worry,  and  would  not  go 
back  to  the  plumbing  and  heating  on  any  considera- 
tion." 


SASKATCHEWAN  HARDWAREMEN  MAY 
ORGANIZE. 

J.  Walton  Peart,  of  the  Peart  Bros.  ^lardware  Co., 
Regina,  has  taken  the  initiative  in  calling  a  convention 
of  the  retail  hardware  merchants  of  Saskatchewan  to 
meet  in  Regina  during  the  time  of  the  Dominion  Fair, 
to  be  held  in  that  city,  July  31  to  Aug.  12. 

Mr.  Peart  has  written  the  exhibitors  at  the  Peter- 
boro  convention  asking  their  views  regarding  holding 
a  hardware  exhibition  at  the  time  of  the  proposed  Con- 
vention, and  a  number  of  them  have  already  signilied 
their  willingness  to  make  exhibits  in  order  to  show 
their  new  lines  to  the  large  number  of  new  hardware- 
men  locating  in  the  AVest. 

The  co-operation  of  Weston  Wrigley,  secretary  of 
the  Ontario  Retail  Hardware  and  Stove  Dealers'  As- 
sociation, and  editor  of  the  Hardware  and  Stove  Jour- 
nal, has  also  been  asked  in  the  management  of  ihe 
exhibition  and  the  organization  of  a  Retail  Hard»vare 
Association  in  Saskatchewan. 

The  proposition  looks  feasible,  and  with  IMessrs. 
Peart  and  Wrigley  in  charge  the  proposed  convention 
and  exhibition  ought  to  be  as  successful  as  the  big 
retai  lhardware  conventions  in  Ontario  have  been  in 
recent  years. 

M.  B.  Peart,  Regina,  will  be  in  attendance  at  the 
Peterboro  convention  to  discuss  the  details  of  the  pro- 
posed meeting  with  Mr.  Wrigley  and  the  manufacturers 
who  are  desirous  of  showing  their  goods  in  the  Wejt. 


ARE  YOU  GOING  TO  PETERBORO  FOR  THE 
CONVENTION? 

Members  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association  are  reminded  that  the  convenient 
way  to  reach  Peterboro  from  all  points  in  Ontario,  is 
via  Grand  Trunk  Railway.  For  example  passengers 
can  leave  Loudon  at  !•.()()  a.m.,  Tngersoll  9.29  a.m.. 
Woodstock  9.45  a.m.,  Paris  10.14  a.m.,  Brantford  10.29 
a.m.,  Hamilton  11.15  a.m.,  arrive  Toronto  12.15  NOON, 
have  an  hour  and  a  half  in  Toronto  for  dinner,  leaving 
Toronto  1.50  p.m.,  and  reach  Peterboro  same  afternoon. 
Fqually  good  service  from  other  points. 
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A  SIGN 

—OF— 

THE  TIMES 


A  REMARKABLE  RECORD 

FOR 

MOORE*S 
MURESCO 

Twenty-Ei^ht  Million  Pounds 

of  MURESCO  sold  during  1910 

by  the 

Benjamin  Moore  Companies 

Sufficient  to  paint  a  strip  six  feet  wide  encircling^  the  globe. 

In  Canada  the  sales  of  Muresco  last  year  increased  35% — the  strongest  evidence 
of  its  popularity.  The  public  have  caught  on  to  its  good  qualities.  MuresCO  is  the 
Favorite  Wall  Finish:  does  not  rub  off,  crack,  peel  or  blister  when  properly 
applied.  It  covers  more  surface  and  covers  it  better  on  one  coat  work  tha'^n  any  other 
material  on  the  market. 

Order  MURESCO  for  Spring  Trade 

Manufactured  by 

BENJAMIN  MOORE  &  CO.,  Limited 


NEW  YORK 


WEST  TORONTO 
CLEVELAND 


CHICAGO 


OUR  EXHIBIT 

AT  THE 

Peterboro  Convention 
Feb.  21-42 

will  demonstrate  to  you  the  merits  of 

MURESCO 

as  a  Wail  Covering. 
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Window  and  Newspaper  Advertising 


AN  "AFTER  STOCK-TAKING"  WINDOW. 

Written  for  the  Journal  by  W.  J.  Illsey. 

7Vfter  your  stock-takinf?  lias  been  completed  in 
January,  you  are  aware  of  the  many  or  few  lines  which 
have  proven  "slow  sellers."  These  should  bo  brought 
out,  and  if  at  all  seasonable,  made  into  a  bargain  win- 
dow.  Such  windows  to  do  their  best  and  quickest 
work,  should  be  offered  at  a  certain  price  for  any 
article  in  the  display.  You  will  find  that  the  goods 
will  move  out  easier  by  this  method  than  where  there 
are  a  number  of  various  lines  mixed  and  marked  at 
different  prices.  If,  however,  you  haven't  enough  for 
a  display  of  any  one  line,  make  it  up  of  the  many,  and 
use  plenty  of  price  cards. 

A  good  regular  February  window  display  is  that 
of  cooking  ranges.  The  arrangement  is  simple,  and  if 
some  little  care  is  given  to  it  will  prove  a  trade  getter 
sure.  Pleat  the  back  of  your  window  with  clean  white 
cheese  cloth.  Against  this  on  small  wire  nails,  hang 
a  well  assorted  selection  of  your  best  lines  of  enamel, 
copper,  or  tinware.  Cooking  utensils  wliich  go  with 
ranges  are  preferred.  If  you  have  any  good  cards  ex- 
ploiting the  ranges  shown,  hang  these  also  against  this 
white  background.  After  this  has  been  done,  place 
your  ranges,  two  or  more  if  there  is  room  enough, 
along  the  back  of  window,  but  not  right  against  it. 
Better  to  place  the  corner  ones  on  an  angle,  as  this 
gives  a  more  pleasing  effect.  Have  plain  price  cards 
on  each.  When  these  have  been  set  in  position  cover 
the  front  (and  all  between  the  ranges)  of  the  floor 
with  white  cheese  cloth,  and  on  this  arrange  smooth- 


Suggrested  Arrangement  for  a  Kitchen  Goods  Window. 

ing  irons,  toasters,  meat  cutters  and  a  general  line  of 
kitchen  goods. 

Use  plenty  of  price  cards.  For  example,  quote 
"Meat  Cutters,  Each  $1.25  to  $7.00,"  on  a  card  30  x  12 
inrl^es;  "Smoothing  Irons,  per  set  $1.00,  $1.25  and 
$2.50,"  on  another  card,  and  so  on. 


A  SHAVERS'  WINDOW  DISPLAY. 

Written  for  the  Journal  by  W.  J.  Illsey. 

One  of  the  best  business  getting  windows 


any  hardware  merchant  wlio  carries  a  fair  stock  can 
easily  put  in. 

On  a  background  of  white  cheesecloth  and  a  bottom 
of  green  baize,  place  the  goods  as  roughly  shown  in 
the  accompanying  sketch.  Against  tlie  back  and  ends 
use  a  good  assortment  of  razor  strops,  interspersed  by 
show  cards,  as  are  supplied  by  every  maker  or  jobbing 


Suggestion  for  a  Shavers'  SuppHes  Window,  using  Gillette  Calendar. 

house  for  the  various  kinds  and  styles  of  razors,  strops, 
soap,  etc. 

From  close  to  the  front  of  the  window  and  running 
gradually  up  to  a  height  of  about  24  to  30  inches  ar- 
range easy  shelves  and  cover  them  with  green  baize. 
On  these  arrange  as  follows:  Bottom  close  to  glass, 
nail  nippers,  pen  knives,  corkscrews,  scissors,  combs, 
etc.  On  one  shelf  show  an  assortment  of  hair  clippers, 
hollow  ground  razors,  shaving  brushes  and  shaA-ing 
mugs;  on  another  arrange  the  various  styles  of  safety 
razors  carried  in  stock,  interspersed  by  sha\'ing  soap 
in  cake  or  stick.  On  the  top  show  a  goodly  quantity  of 
shaving  soap  in  cakes  and  sticks,  shaving  mirrors, 
shaving  mugs,  block  razor  strops,  razors  in  sets,  razors 
in  fancy  cases,  nail  clippers  on  cards,  etc.  Use  plenty 
of  price  cards  quoting  on  most  every  line  shown.  For 
(^xample : 


SHAVERS 

ENJOY 
SHAVING 
WITH 
OUR  RAZORS 
The  Prices 
50c.  to  $5.00 


SHAVING  SOAP 
SPECIAL 
4  CAKES  25c. 


7  X  Q  Card. 


STROPS  THAT 
iMAKE  RAZORS 
SHARP 
25c.  to  $3.50 


9  X  14  Card. 


10  X  12  Card. 


This  display  is  always  good  for  two  weeks'  busi- 
ness, and  never  fails  to  bring  most  pleasing  results. 
Try  it  and  vour  sales  will  increase. 


ever 


used  is  a  shaving  goods  display,  and  it  is  one  which 


Other  people  have  troubles  worse  than  yours. 
There  may  be  some  comfort  in  that. 
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THE  DANDIES  OF  THEM  ALL 


Electric  Universal  ready  for  business. 


Electric  showing  Adjustable  Cabinet. 


Hand  Power  Universal  ready  for  business. 


UNIVERSAL  VACUUM  CLEANERS  AT  UNTOLD  PRICES. 
DON' r  FAIL  TO  SECURE  OUR  AGENCY  AT  ONCE. 

ONE  REPRESENTATIVE  IN  EACH  TOWN  AND  CITY  IN  CANADA.    LET  IT  BE  YOU! 
WE  WILL  BE  AT  THE  CONVENTION  IN  PETERBORO.     LOOK  OUT  FOR  US. 
THE  MONEY  IS  IN  SPECIALTIES  NOT  STAPLES. 

Universal  Vacuum  Cleaner  Co.,  Limited 

591  St.  Paul  Street.  -  -  MONTREAL 


SILENT  AND  SAFE 


THE 


NOISELESS 


simplest.  Lightest  and  Easiest  Running 
Dolley  type  Washing-  machine  yet  produced.  It's  had  the 
"  Third  Degree  "  for  several  years  and  carries  the  healthy  sign 
of  steadily  increasing  sales.  No  useless  "  frills  "  about 
it,  just  common  sense  used  in  its  construction. 

A  GLANCE 

at  the  patented  mechanism  shows  the  strength,  sim- 
plicity and  mechanical  perfection.    Notice  the  absence  of 

cogs,  springs, 
and  finger 
catchers.  The 
tub  has  all  the 
exclusive  features 
peculiar  to  our  pro- 
ducts. The  visible 
and  invisible  parts 
are  equally  well  and 
carefully  made,  re- 
sulting in  a  good 
machine  and  a 
good  looker. 


Easteru  Agents  :  W.  L.  Haldimand 

&  Son,  Montreal 
Western  Agent:    H.  F.  Moulden, 
Winnipeg 


CUMMER  DOWSWELL,  Limited,  makers.  HAMILTON,  ONT. 
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Stoves  and  Housefumishings 


PROMPT  SERVICE  WINS  TRADE. 

Do  tho  men  who  arc  in  the  retail  liardware  business 
realize  the  value  of  living  up  to  their  promises,  making 
deliveries  on  time  and  executing  all  jobs  promptly? 
Too  many  are  transgressing  in  little  matters,  perhaps 
not  wilfully,  but  they  do  not  attach  sufficient  import- 
ance to  them. 

A  friend  of  mine  recently  removed  to  Toronto  from 
Ingersoll.  He  had  his  kitchen  range  set  up  and,  as 
the  weather  was  cold,  wished  to  have  connection  made 
with  the  range  boiler  as  speedily  as  possible.  Here 
are  his  experiences : 

Promises  Like  Piecrust. 

Going  to  the  nearest  stove  dealer  he  inquired,  "Can 
you  come  up  and  connect  my  stove  to-morrow?" 

"Oh!  certainly,  sir!" 

"What  time  will  you  be  there?" 

"Not  later  than  9  in  the  morning,"  was  the 
answer. 

The  next  day  dawned  and  died,  yet  no  stove  man 
appeared.  The  householder  was  disgusted,  and  going 
down  to  the  shop  the  next  morning  he  inquired  of  the 

man's  wife  where  Mr.  S  Avas,  and  why  he  had 

not  attended  to  the  job.  The  reply  came  innocently, 
"Oh,  he  is  putting  up  stoves  on  Markham  Street,  and 
will  likely  be  there  all  day." 

"Why  did  he  not  attend  to  my  stove  first,"  per- 
sisted the  aroused  resident. 

"I  did  not  hear  him  say  anything  about  having 
work  to  do  for  you." 

"Well,  you  tell  Mr.  S   he  need  not  come 

around  now  if  this  is  a  sample  of  the  way  he  looks 
after  business.  I'll  get  someone  else  who  will;  good 
day."  And  out  stalked  the  caller,  fully  determined 
to  secure  another  workman. 

To  the  next  stove  dealer  went  the  irate  citizeii,  de- 
termined that  he  would  not  be  fooled  again.  To  guard 
against  any  vague  promises,  he  was  most  explicit  in 
his  orders  and  pointed  in  his  interrogations. 

At  the  next  store  the  boss  told  him  Tie  could  con- 
nect up  a  stove  right  away. 

"How  soon?" 

"Well,  right  away." 

"Does  that  mean  this  forenoon,"  persisted  the 
caller. 

"Well,"  replied  the  stove  innn,  "just  as  soon  as 
my  men  cojne  back  from  doing  a  little  job  on  E;iclid 
Avenue,  T  will  see  that  they  go  straight  up  to  your 
place,  sir." 

"That  will  do.  T  want  no  promises  witli  an  'if  in. 
That  stove  of  mine  has  to  be  connected  to  th(>  heater 
within  an  hour,"  and  the  desperate  man  started  off  for 
the  third  shop,  a  little  furtlier  down  the  street.  Here 
he  was  given  a  rather  evasive  answer  by  the  man,  who 
was  anxious  for  the  job,  but  the  caller  passed  out  and 
entered  a  fourth  shop,  where  he  got  satisfaction  and 


service,  having  the  pleasure  of  walking  back  to  liis 
dwelling  with  the  stove  man. 

The  job  was  finished  in  forty  minutes,  and  the 
householder  was  gratified  tliat  he  had  taught  two  or 
three  men  in  the  trade  a  well  merited  lesson  in  ful- 
filling their  promises.  It  would  appear  better  to  tell 
a  customer  frankly  that  you  cannot  attend  to  his  wants 
than  to  lead  him  by  making  vague  promises,  or  under- 
take something  that  you  cannot  discharge.  It  pays 
better  in  the  long  run. 


WARMING  ORCHARDS  WITH  STOVES. 

Sam  Young,  who  owns  a  sixty-acre  orchard  south 
of  Atchison,  Kansas,  is  making  .500  sheet  iron  stoves 
which  will  be  placed  in  his  orchard  next  spring.  Mr. 
Young  has  twice  saved  his  orchard  from  frost  by  the 
use  of  smudge  fires,  and  believes  the  stoves  will  be 
more  effective.  They  will  cost  him  about  40  cents 
each  to  construct,  not  counting  his  own  labor,  and  he 
figures  it  will  take  five  men  to  keep  them  going.  Other 
orchard  men  in  this  locality  are  being  won  over  to  the 
theory  of  protecting  their  orchards  from  frost.  Ben 
Stuart,  who  sold  $5,000  worth  of  apples  this  year, 
figures  he  has  saved  several  crops  with  way,  but  Young 
is  the  first  man  to  introduce  stoves  on  a  large  scale. 

Canadian  stove  merchants  and  tinsmiths  may  take  a 
tip  from  this  and  get  an  order  for  similar  stoves  from 
fruit  growers  in  their  districts. 


HOT- WATER  CIRCULATING  COUPLING. 

The  illustration  reproduced  shows  an  improved  con- 
nection between  the  service  pipes  and  radiators  of  hot- 
water  systems.  It  is  a  compound  coupling  consisting 
of  a  single  casting  divided  into  two  channels  by  a 
diaphragm.  The  hot  water  from  the  valve  passes  over 
the  diaphragm  and  is  directed  by  the  nozzle  up  into 
the  first  loops  of  the  radiator  and  on  through  the  other 


\3  \^ 
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loops.  The  cold  water  I'eturns  under  tlie  diaphragm 
to  the  return  ])ii)e.  The  hot  and  cold  water  are  thus 
practically  separated.  The  hot  water,  being  directed 
to  the  top  of  the  radiator,  the  cold  water  meets  with  no 
resistance  while  returning  through  the  radiator  and 
coupling.  Both  the  supply  and  return  piping  are  above 
the  floor,  and,  as  th(>  radiator  is  only  connected  with 
piping  at  the  one  end,  it  can  be  changed  for  one  or 
more  or  less  coils  without  change  in  piping. 
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WE  5HALL  EXHIBIT 

•AT  ■  »^  THE 


Retail  Hardware 
Stove  Dealers  Ass'n 

6-ANNUAt 

CONVENTION: 


MEET  ^^Bil^^  U3  AT 

PETERBORO 


Favorite  Stoves  and  Ranges 

WILL  AGAIN  BE  IN  EVIDENCE  AT  THE 

Ontario  Retail  Hardware  and  Stove 
Dealers'  Convention  at  Peterborough 

FEB.  21  to  24,  1911 


You  are  respectfully  invited  to 
visit  our  exhibit  and  examine  our 
new  cast  range. 


The  Re^al  Favorite,  it's  the 
best  yet,  but  would  like  your  opinion 
of  it. 


The  wood  patterns  of  this  range  were  designed  and  built  in  our  own 
factory.  It  is  strictly  a  Canadian  product,  and  built  to  suit  the  requirements 
of  the  Canadian  trade. 


FINDLAY  BROS.  CO.,  Limited 

CARLETON  PLACE.  ONT. 


WE  5HALL  EXHIBIT 

AT       ^  ■"■^  THE 


MEET^^M|g^^'U3  AT 

PETERBORO 


Meet  us  at  Peterboro 


We  will  be  at  the  Convention  and  have  an  Exhibit 
and  want  to  meet  all  our  old  friends  and  make  many 
new  ones. 

ACORN  QUALITY  SHEET  METAL  BUILDING  GOODS 

Continue  to  make  friends.  They  also  continue  to  help  our  friends  to  make 
money,  a  very  important  consideration,  not  even  to  be  overlooked  during 
the  good  time  which  you  will  have  at  the  Convention. 

By  all  means  come  to  the  Convention  and  enjoy  yourself  and  get  pointers. 

THE  METAL  SHINGLE  &  SIDING  CO.,  Limited 

PRESTON,  ONT.  -  -  .  _  MONTREAL,  QUE. 


46 


CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


CIRCULAR  BROUGHT  RESULTS. 

David  xMillar,  who  last  spring  (^stahlislied  a  licatiiig 
business  at  107  Ciuirch  Street,  Toronto,  handling  the 
McClary  line  of  furnaces  and  ranges,  adopted  a  novel 
means  of  announcing  his  entry  into  business.  He  took 
a  telephone  directory,  with  12, ")()()  names  and  sent  a 
typewritten  circular,  with  facsimile  signature,  to  each 
of  these  names,  the  result  being  that  almost  from  the 
commencement  his  staff  was  kept  on  the  jump,  and 
whei-e  the  competitive  price  for  furnaces  in  Toronto 
i-an  from  .+50  to  -+80,  Mr.  Millar  had  little  dimculty  in 
getting  from  .+  100  to  .+  150  for  his  furnace  heating  jobs, 
lie  selling  and  installing  over  100  furnaces  during  his 
first  eight  months  in  business. 

Mr.  Millar's  circular,  after  announcing  his  change, 
and  mentioning  his  former  connection  with  the  Pease 
Heating  Co.,  Gurney  Foundry  Co.,  and  the  Boynton 
Furnace  Co.,  New  York,  said  : 

"My  desire  is  to  elevate  the  standard  of  warm-air 
furnace  installation,  and  to  educate  the  pul)lic  to  a 
knowledge  of  the  necessity  of  pure  air  in  their  homes 
which  in  winter  can  be  secured  at  a  reasonable  cost 
only  through  the  medium  of  a  proper  and  adequate 
warm  air  heating  plant. 

"I  firmly  believe  that  with  a  high  grade  warm-air 
furnace  properly  installed,  there  is  no  other  system 
which  is  so  economical,  so  healthful  or  so  satisfactory 
as  warm-air  or  cond)ination  heating. 

"I  employ  none  but  first-class  luechanies,  and  will 
undertake  any  changes  or  additional  heating  you 
should  contemplate  making,  will  also  undertake  to 
clean  and  repair  furnaces  of  any  manufacture." 

PERSISTENCY  IS  REWARDED. 

A  Sudl)ury  liardwai'cman  who  made  a  persistent 
campaign  on  a  line  of  reasonal)ly  priced 
steel  ranges  last  fall,  featuring  the  range 
in  one  of  his  windows  right  through  the 
fall,  and  changing  the  setting  and  accom- 
panying goods  from  time  to  time,  was 
successful  in  selling  over  sixty  of  the 
ranges,  as  well  as  over  half  as  many  base 
burners,  heaters,  etc.  One  of  his  plans 
was  to  put  a  range  on  his  delivery  wagon 
and  before  delivering  it  to  a  customer,  call 
on  one  or  two  prospective  buyers  and  in- 
terest them  in  the  range,  the  fact  that  a 
sale  had  been  made  to  another  customer 
living  not  far  away  helping  the  probable 
buyer  to  decide  on  making  the  purchase. 

It's  a  good  ])lan  to  be  persistent,  to  fol- 
low up  a  customer  or  probable  buyer  and 
endeavor  to  make  a  sale,  rather  than  to 
let  the  ciistomer  forget  that  you  are  in  business  and 
allow  him  to  go  and  buy  elsewhere. 

It's  the  constant  dropping  of  suggestions  that 
causes  the  "stoniest"  customer  to  "open  up." 


GUN  METAL  FINISH  STOVES. 

The  McClarv  Alanufacturing  Co..  London,  are  in- 
troducing sonu'thing  new  this  year  in  the  form  of  a 
range  with  a  "gun  metal"  finish.  "Gun  metal"  has 
had  a  wonderful  popularity  in  other  lines  of  manufac- 
ture, and  there  seems  to  be  no  reason  why  it  should 
not  be  applicable  to  the  manufacture  of  stoves  and 
ranges,  and  it  is  non-rustahle  and  handsome.  A  cast- 
ing, with  gun  metal  finish,  has  been  given  an  extremely 
hard  test  out  of  doors  at  London  by  the  IMcClary  Co., 
and  so  satisfactory  has  been  the  result  that  Pandora 
i-anges  with  the  new  finish  are  now  being  manufac- 


tured. The  trimmings  will  continue  to  be  nickel- 
plated,  but  the  main  body  of  tlu;  range,  instead  of  being 
black-leaded,  as  in  the  past,  will  in  future  be  of  gun 
metal  finish. 


NEW  BRUSH  FOR  TINSMITHS. 

A  novel  i)iiisli  for  tinsinitli's  use  is  being  introdueed 
this  year  by  Boeckh  Brothers  ('omj)any,  Toronto,  and 
will  be  shown  by  them  at  the  Peterboro  Convention. 
It  is  particularly  designed  for  use  in  tinshops  to  get 
inside  itulk  pails,  tea  kettles,  coffee  pots,  etc.,  and  other 
vessels  with  small  openings,  and  from  which  it  is 
desired  to  remove  any  grease,  dirt  or  rust  before  sol- 
dering. The  brush  has  a  wire  handle,  and  is  made 
after  the  style  of  a  stove  pipe  damper,  and  the  tin- 
smiths wlio  have  seen  it  so  far  are  enthusiastic 
about  it. 


NEW  ENAMELWARE  CATALOGUE. 

The  Thomas  Davidson  ^Manufacturing  Co.,  Mon- 
treal, have  issued  a  handsome  new  catalogue,  No.  40, 
illustrating  their  complete  lines  of  "Colonial,"  "Pre- 
mier," "White"  and  "Decorated"  enamelware,  tin- 
ware, sheet  iron  and  steel  ware,  galvanized  ware,  wire 
goods,  and  general  housefurnishing  goods.  The  work 
is  very  complete  and  comprises  over  300  pages.  In 
addition  they  have  recently  gotten  out  a  handsome 
booklet  featuring  their  "Premier  ^larathon"  steel 
ranges.  Both  books  will  be  sent  to  any  reader  on  re- 
quest.   Mention  the  Journal. 


STOVE  PIPE  WIRE  IN  BOXES. 

A  specialty  which  ought  to  prove  a  good  seller  in 
retail  hardware  stores  this  year  is  the  new  three  inch 
coil  of  lacquered  stove  pipe  ^yire,  put  up  by  the  B. 


New  Method  of  Retailing  Stove  Pipe  Wire. 

Greening  Wire  Co.,  Hamilton,  in  paper  boxes,  to  retail 
at  five  cents.  As  every  retailer  knows,  the  old  eight 
inch  coil  of  stove  pipe  wire  was  both  dirty  to  handle 
and  clumsy  to  stock.  Consequently  the  putting  up 
of  a  smaller  coil  in  a  neat  box  ready  to  hand  a  cus- 
tomer, will  a])peal  alike  to  the  retailer  and  his  cus- 
tomer. 


CANADIAN  STOVES  IN  AFRICA. 

The  Canadian  Tradt'  ('ommissioner  at  Durban, 
South  Africa,  in  a  special  report  recently  issued, 
states  that  there  is  an  opening  for  cheap  stOA'es  from 
Canada  in  that  market,  an  average  of  $70,000  to  $80,- 
000  Avorth  being  imported  from  the  United  States  each 
year.  whil(>  hardly  an,v  are  imported  from  Canada.  Of 
the  total  imports  of  over  $200,000  annually,  over  half 
is  from  Great  Britain. 
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SAP   PAILS  AND  SPOUTS 


EXTRA 
DEEP 
AND 
STRAIGHT 


Will  soon  be  in  demand 


FLARING 


Let  us  know  your  requirements  for 
the  coming  season.  Prompt  ship- 
ment guaranteed.         :         :  : 


6,  8  AND  10  QUART  6  AND  10  QUART 

ALL  SAP  BUCKETS  PUNCHED  UNLESS  OTHERWISE  ORDERED 

E.  T.  Sap  Spouts — Retinned  Maple  Leaf  Sap  Spouts— Steel  Japanned 


PRICES  ON  APPLICATION 


The  Sheet  Metal  Products  Co.,  of  Canada,  Limited 
Successors  to  Kemp  Manufacturing  Company 

MONTREAL  TORONTO  WINNIPEG 


AN  AGENCY  FOR 

Brantford  Roofing 

Is  one  of  the  few  Good  Money  Makers  of  the  Trade 

Peterboro'  Convention 

We  will  be  pleased  to  meet  you  at  the  Peterboro'  Convention,  Section  No.  31, 

FEB.  21st  to  24th.  1911 

Our  Representatives  will  be  there  to  meet  old  Customers  and  make  the  acquaintance 
of  new  ones — and  to  show  you  a  line  of  goods  for  191 1  which  cannot  be  excelled. 

BRANTFORD  ROOFING  is  made  up  to  a  Standard  of  Quality,  not  down  to  a 
price.     We  do  not  profess  to  sell  the  cheapest,  but  we  do  profess  to  sell  the  Best. 


Brantford  Roofing  Co.,  Limited,   -   Brantford,  Ont. 
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SHEET   METAL  PATTERN 


DRAFTING. 

Gray, 


The  first  of  a  series  of  articles  by  G. 
founder  of  Gray's  School,  New  York. 

Smoke-stacks  are  one  of  the  most  frequently  used 
articles  in  the  sheet  metal  line.  If  a  chimney  does  not 
have  the  required  amount  of  draft,  the  sheet  metal 
man  is  called  upon  to  place  a  smoke-stack  on  the 
chimney  of  a  sufficient  size  and  height  to  insure  the 
draft  required. 

Tliere  are  a  jt-i-cat  many  styles  of  smoke-stack  tops 
to  suit  the  many  conditions  that  the  tinner  is  required 
to  meet.  A  plain  pitch  top  may  work  well  on  one 
chimney  and  not  work  at  all  on  another,  on  account  of 


adjoining?  huildinffs  or  many  other  unfavorable  con- 
ditions, in  til  is  case  a  revolving?  top  or  a  top  like  the 
one  her(^  shown  are  frequently  used  with  good  results. 
This  top  is  so  constructed  that  it  catches  the  air  from 
any  quarter  and  carries  it  throiigh  the  pipes  marked 
F,  which  helps  form  a  suction  to  draw  air  up  from 
the  chimney. 

This  j)ro])lcm  will  give  the  meclianic  a  good  idea  of 
the  principles  of  intersection  as  re(|uired  in  elbows  and 
many  other  articles. 

If  a  tinner  has  a  full  set  oC  top  patterns  as  here 
shown,  he  will  be  able  to  make  many  other  articles 


from  the  same  patterns.  Pattern  G  is  a  perfect  pat- 
tern for  a  T  joint  at  right  angles.  Pattern  E  and  F 
give  the  patterns  for  a  T  joint  at  an  angle  of  45  degrees. 
Tlie  large  sweep  of  pattern  F  is  a  true  pattern  for  a 
square  two-piece  elbow.  The  sinall  sweep  of  pattern  F 
gives  a  true  pattern  for  a  three-piece  square  elbow, 
also  two  pieces  of  pattern  F"  make  a  two-piece  45 
degree  angle  elbow. 

To  make  the  patterns  for  a  top  as  here  shown, 
first  draw  the  elevation  the  size  re((uired,  placing 
profile  of  pipe  at  any  convenient  place  on  pipe  G,  space 
V2  profile  of  pipe  into  any  convenient  number  of  equal 
spaces  as  here  shown  from  1  to  9.  Place  T  square 
parallel  with  pipe  G ;  draw  lines  from  all 
points  in  ^/^  profile  intersecting 
miter  line  of  pipe  E.  Place  T  square 
parallel  with  pipe  E,  draw  lines  inter- 
secting miter  lines  of  pipe  F.  To  de- 
velop the  patterns  E,  F  and  G,  draw 
the  stretchout  lines  parallel  with  each 
pipe  and  draw  lines  at  right  angles  to 
stretchout  lines  from  points  on  the 
miter  lines  to  line  of  corresponding 
numbers  in  the  stretchout.  Draw  line 
through  the  intersecting  points  will 
give  the  pattern  required. 

To  make  the  pattern  for  smoke-stack 
base,  first  draw  plan  as  shown  by  A  B 
C  D,  drawing  profile  of  pipe  in  the  cen- 
ter of  plan,  and  space  same  into  eight 
equal  spaces,  starting  with  space 
from  center  lines,  as  shown  by  4,  6,  8, 
and  draw  lines  from  all  spaces  to  the 
corners  of  plan. 

It  is  not  necessary  to  draw  the  ele- 
vation of  base.  I  show  it  only  to  give 
a  clearer  idea  of  the  whole  construc- 
tion. 1/4  plan  is  all  that  is  reqiaired  to 
make  any  base  when  the  pipe  is  taken 
from  the  center  of  the  base.  The 
height  of  base  is  usually  made  to  suit 
the  width  of  iron  from  which  it  is  to 
be  made.  To  make  Vo  pattern,  first 
draw  center  line  No.  1,  then  draw  base 
line  2,  2  take  the  distance  of  line  2  of 
plan  and  mark  same  distance  on  base 
line  of  pattern ;  mark  the  height  re- 
quired on  line  No.  ]  of  pattern ;  take 
the  distance  of  space  4  in  plan  and 
mark  same  distance  on  each  side  of 
center  line  in  pattern,  then  draw  lines 
5,  5  in  pattern.  Take  the  distance  of 
space  6  in  plan  and  place  it  on  each 
side  of  4,4  of  pattern,  make  lines  7,7  the 
same  length  as  lines  5,  5.  With  the 
compasses  take  Y2  space  8  of  plan  and 
strike  arc  8  in  pattern.  Take  space  -i 
in  plan  and  strike  arc  3  in  pattern, 
draw  lines  0.  9  intersecting  arcs  3  and  8. 
place  square  on  lines  9,  9  and  draw  lines  8  and  8  at 
right  angles  to  line  9  intersecting  lines  2  and  6.  Set 
compasses  on  center  line  of  pattern  and  strike  sweep 
intersecting  points  4,  6  and  8,  and  allow  one  inch  lap 
to  be  notched  as  shown  for  riveting  to  straight  pipe. 
Place  the  bottom  flange  on  base  lines  as  shown,  which 
completes  pattern  of  smoke-stack  base.  The  whole 
base  can  be  broken  up  on  a  brake.  Lines  5  and  7  should 
be  bent  octagon.  When  the  two  sides  are  grooved  to- 
gether, place  the  small  end  of  base  on  mandrell  and 
round  up  small  end  with  a  mallet,  which  will  give  the 
base  the  same  appearance  as  base  shown  in  elevation. 
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Manufacturers 


We'll  make  your  advertising  pay 
whether  it   be   in   the   form  of 

CATALOGUE,  BOOKLET,  MAGAZINE  OR  NEWSPAPER 

ILLUSTRATIONS 


We  make  the  photographs  anywhere  In  Canada. 
Retouch  them. 
Make  the  half-tones. 
Wood  engravings. 
Line  drawings. 
Line  etchings. 


Write  us  for  samples  and  prices : 

LEGG  BROS.  ENGRAVING  CO. 

5  JORDAN  ST.,  TORONTO 
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Paint  and  Varnish  Trades 


SPRINGTIME  SUGGESTIONS  FOR  GETTING 
PAINT  BUSINESS. 

(Written  for  the  Journal  by  C.  M.  Lemperly). 

It  is  too  bad  for  most  ol  us  who  are  interested  in 
the  merchandising  of  paints  and  varnishes,  that  our 
busiest  and  most  profitable  season  comes  at  a  time 
when  we  are  inclined  by  Nature  to  seek  the  woods  and 
the  streams  and  the  lakes.  But  business  is  business,  so 
we  liave  to  face  the  issues  that  confront  us.  The 
Spi'ingtime  of  the  year!  What  vast  possibilities  it 
opens  up  to  a  retailer  of  paints  and  narnishes !  What 
almost  endless  dreams  are  his  when  he  realizes  the 
enormous  amount  of  finishing  materials  that  are  to  be 
consumed !  And  yet,  it  is  a  fact  that  very  few  mer- 
chants are  hustling  now,  when  they  should  be  hustling, 
to  get  a  good  start  for  their  Spring  campaigns. 

Modern  retailing  in  paints  and  varnishes  demands 
not  only  tlie  best  of  goods  and  a  neat,  tidy  store.  It 
demands  equally  as  much  as  these,  aggressive  adver- 
tising. Your  business  must  look  to  advertising  for  its 
increase — it  can't  look  to  much  else  because  your  com- 
petitor who  does  not  advertise,  is  more  than  likely  to 
be  the  chap  who  makes  up  (to  his  own  way  of  think- 
ing) for  this,  by  having  a  good  stock  and  a  neat  store. 
If  he  has  good  paint  and  good  service,  the  only  way 
you  can  get  his  business  and  control  the  demand,  other 
things  being  equal,  is  to  get  the  drop  on  him  by  adver- 
tising well,  hard,  and  by  keeping  at  it! 

A  paint  retailer  asked  me  what  I  would  suggest  to 
him  as  a  good  campaign  for  this  Spring.  I  told  him 
just  about  what  I  would  suggest  to  you,  without  know- 
ing any  more  details  than  I  do,  about  your  particular 
business  or  his.  And  it  sums  up  in  a  few  headings. 
Co-operate  with  Manufacturers. 
The  most  important  thing  is  for  you  to  give  the 
manufacturer  your  co-operation,  that  he  may  give  you 
liis.  You  can't  get  along  without  his  advertising  in 
the  magazines,  his  window  trims,  his  color  cards,  his 
store  hangers,  his  personal  letters  and  his  selling  ser- 
vice. You  may  think  you  can,  but  I'll  tell  you  frankly 
you  can't.  No  retailer  has  at  his  disposal  the  power 
to  create  demand  and  to  create  a  market  that  the  re- 
putable and  aggressive  manufacturer  has.  There  is  a 
tremendous  loss  in  the  value  of  high  class  magazine 
and  newspaper  advertising  done  by  manufacturers, 
simply  because  the  retailers  won't  link  up  and  get 
after  the  inquiries.  No  amount  of  answers  to  ads  will 
do  much  good  if  the  retailer  isn't  on  the  job,  together 
with  the  manufacturer's  salesmen,  to  close  the  sales. 
Wasted  time,  wasted  money,  wasted  demand — these 
are  what  confront  the  manufacturer  who  does  not  get 
co-operation  from  his  retailers. 

But  equally  as  insistent  must  be  the  retailer  that 
the  manufacturer  keep  his  promise  and  supply  him 
with  advertising  matter  and  business  literature.  The 
retailer  should  take  drastic  steps  with  the  manufac- 
turer who  makes  promises  that  are  never  kept.  They 
can  be  overlooked  once  in  a  while,  but  not  as  a  chronic 
thing.  Insist  upon  getting  all  j^ou  can,  then  you'll  get 
tlie  l)usiness. 

Human  interest  is  what  must  be  used  to  get  people 


into  your  store,  no  matter  how  you  advertise.  This 
Spring,  instead  of  running  your  newspaper  ads  and 
letters  on  the  uninteresting  subject  of  paint,  talk  de- 
coration, show  color  illustrations  of  the  results  that 
can  be  had,  then  you'll  sell  more  goods.  Show  people 
the  result  and  they'll  buy  the  paint.  But  show  them 
cans  and  you  can't  interest  them  in  a  year. 

Advertise  Paints  Aggressively. 

Get  out  of  your  old  habits  this  Spring  and  try  a 
whirl  at  a  campaign,  to  be  centered  about  the  manu- 
facturer's advertising.  Take  newspaper  space,  but 
put  something  worth  while  into  the  copy.  Don't  pay 
$5  or  $10  or  $25  for  space  and  fill  it  with  10  cent  talk ! 
Make  the  copy  as  good  as  you  can.  Put  time  into  it. 
Make  it  your  own,  individual  self,  speaking  through 
print.  Link  up  these  ads  with  the  manufacturer's  ar- 
guments and  get  the  benefits  of  his  hammering  them 
home  to  the  public. 

By  all  means,  use  personal  letters.  If  your  manu- 
facturer won't  address  them  to  your  prospects,  don't 
quit,  just  get  some  out  yourself  and  they'll  soon  pay 
for  themselves.  But  here's  a  suggestion.  Enclose 
samples  of  colors.  Take  a  few  chips  showing  the  best 
selling  shades  of  house  paint,  stains,  and  other  finishes. 
Enclose  these  in  each  letter.  Tell  in  your  letter  that  if 
the  recipient  will  bring  back  the  chip  he  likes,  you  can 
give  him  the  desired  quantity  of  the  goods  at  once. 
Tell  how  it  works,  how  much  it  spreads,  why  it  is 
more  economical  to  use  than  other  goods,  etc.  You 
will  be  surprised  how  many  chips  will  be  returned  to 
you.  There's  nothing  like  a  sample — it  brings  the 
business  every  time. 

Keep  a  daily  sales  record.  Then  a  year  from  now, 
you  can  have  to-day's  figures  before  you  and  try  to 
beat  them  out.  In  that  way,  you'll  know  when  you  are 
smashing  records.    Keep  ahead  every  day. 

Concentrate  your  energies  during  the  rush  seasons. 
Put  on  extra  steam  this  Spring.  There  are  going  to  be 
things  doing  in  the  paint  line.  Homes  have  been  ne- 
glected because  people  have  felt  that  the  high  prices 
would  tumble.  But  lots  of  them  are  still  waiting  and 
will  be  for  a  long  time.  Use  the  argument  that,  like 
insurance,  the  longer  you  put  it  of¥,  the  more  it  costs  in 
the  end. 

Look  to  your  stock.  Don't  run  low  on  colors. 
There  is  nothing  that  hurts  so  much  as  a  dealer  running 
short  of  a  few  quarts  or  gallons  of  a  shade  and  then 
having  to  order  from  the  factory  at  a  great  delay. 

ABOUT  "NO.  1"  WHITE  LEAD. 

"British  Columbia"  asks  if  it  is  legal  to  sell  im- 
ported English  white  lead,  genuine  and  No.  1,  genuine 
being  pure  and  "No.  1"  being  25  per  cent  reduced. 

White  lead,  imported  from  England,  can  be  sold 
in  British  Columbia  ■^^^thout  question.  "Genuine" 
must  be  pure,  however,  according  to  the  Canadian 
Government  standard  of  92  per  cent,  white  lead,  lYo 
per  cent,  oil  and  l^  per  cent,  coloring  matter.  If  be" 
low  this  standard  the  seller  is  liable"  to  prosecution. 
There  is  no  standard  for  "No.  1,"  and  Canadian  Avhite 
lead  manufacturers,  after  receiving  several  protests 
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Reasons  of  Exhibit  and  Why  We  Want  to  Meet 
You  at  the  Peterboro  Convention 

We  will  have  an  Exhibit  of  Interest,  not  only  an  exhibit  that  is  interesting  to  see,  but  an  actual 
exhibit  of  the  interest  we  take  in  dealers.  > 

For  instance,  we  will  show  yon  the  complete  copy  and  illustrations  that  will  be  used  in  our  quar- 
ter million  dollar  advertising  campaign  this  year.  This  copy  was  produced  by  Mr.  Herbert  Kaufman, 
the  highest  priced  ad  writer  in  tlie  world. 

His  Avork  is  a  bit  of  art  Avorth  seeing. 

Then  Ave  have  our  neat  little  illustrated  letters,  such  as  we  send  the  housewife,  showing  her  Iioav 
to  rejuA^enate  her  home  Avith  the  Avorld  renoAA^ned  JAP-A-LAC,  the  Home  Beautifier. 

GLIDDEN'S  GREEN  LABEL  VARNISHES  is  another  line  Ave  help  you  sell.  They  are  made  for 
the  master  i)aiuter.  "He  likes  them."  AVe  will  show  how  you  can  obtain  his  business  Avhich  you 
are  entitled  to. 

But  this  is  not  all.    We  Avant  you  to  see  GLIDDEN'S  WATERPROOF  FLAT  FINISH  Avhich  gives 
interior  Avails  that  pretty  A'elvet-like  finish  (in  any  color)  and  is  washable. 
Our  method  of  increasing  our  business  is  to  increase  the  dealers'  sales. 
Our  Toronto  Factory  is  the  most  modern  in  Canada. 

THE  NAME  "GLIDDEN"  STANDS  FOR  QUALITY,  SALES  AND  PROFIT. 

We  have  a  lot  of  things  Ave  Avant  to  show  and  tell  you,  and  Avant  you  to  call  at  our  exhibit  at  the 
Convention. 

The  Glidden  Varnish  Company 

Canadian  Factory,  Toronto,  Ontario 
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We  will  make  a  Special  Exhibit  of 

BOECKH'S 

"Steel  Grip 

Painters'  Brushes 

at  the  Hardware  Dealers'  Convention  at  Peterboro. 

Our  Salesmen  will  be  pleased  to  explain  to  you  the  advantages  in 
handling  this  line — goods  that  are  guaranteed  and  invariably  give  satis- 
faction to  your  customer. 

Bring  a  list  of  your  requirements  in  Brushes.  Our  Representatives 
will  have  a  complete  line  of  samples  in  the  Oriental  Hotel  Sample  Room, 
where  you  will  be  able  to  make  your  selections  from  our  Avide  range  of  quick- 
selling  lines.  Remember  by  placing  orders  early  it  ensures  delivery  of 
goods  when  required. 

The  Boeckh  Bros.  Company,  Ltd. 

Toronto,  Ontario 
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from  tlio  Ontario  Retail  Hardware  and  Stove  Dealers' 
Association,  a  few  moiitlis  aj^o,  decided  to  discontinue 
inarketinf?  "No.  1"  in  Ontario  and  Quebec. 

Tlie  Ontario  Association,  in  taking  up  this  matter, 
and  carrying  it  to  a  successful  conclusion,  have  done 
spmetliin'g  of  benefit  to  the  trade  in  every  province  of 
Canada.  To  mark  a  second  grade  lead  as  "No.  1,"  was 
deceptive,  and  opened  the  door  to  dealers  who  desired 
to  deceive  tiieir  customers.  The  head  manufacturers, 
too,  deserve  credit  for  chaiiging  tlicir  method  of  brand- 
ing after  its  weakness  had  been  pointed  out  by  the 
Retail  Ilnrdware  Association. 


ROBERT  MUNRO  ELECTED  PRESIDENT. 

Tile  Cauadn  Paint  Co.,  at  their  annual  meeting  last 
month,  elected  Robert  Munro  president  to  succeed  S.  F. 
McKinnon,  who  still  remains  a  member  of  the  Board 
of  Directors.  Col.  Sir  Henry  M.  Pellatt,  secretary  of 
the  Company,  and  Mr.  Munro,  managing  director,  re- 
ported that  1910  had  been  the  most  profitable  in  the 
company's  history,  and  the  business  booked  for  1911 
indicates  an  equally  good  year  ahead. 


TO  BUILD  NEW  PAINT  PLANT. 

Important  changes  are  under  way  in  connection 
with  the  James  Robertson  Company's  paint  factory  at 
Toronto.  The  purchase  of  the  present  plant  by  the 
C.  P.  R.  for  freight  yards  will  necessitate  the  removal 
of  the  plant  during  the  coming  year,  and  the  oppor- 
tunity will  be  taken  advantage  of  to  enlarge  the  plant 
and  extend  the  business  along  more  aggressive  lines 
than  heretofore.  The  plumbing  warerooms  are  to  be 
removed  to  a  new  site  on  Spadina  Avenue,  but  the 
location  of  the  new  paint  plant  has  not  yet  been  made 
public.  Some  important  announcements  can  be  looked 
for  sliortly.  An  exhibit  of  Robertson's  paints  will  be 
made  at  the  Hardware  Convention  at  Peterboro. 


WAYNE  OIL  STORAGE  TANKS. 

The  National  l^cpiipment  Co.,  21  Lombard  Street, 
Toronto,  have  secured  the  agency  for  Canada  and 
Newfoundland  for  the  Wayne  Oil  Tank  and  Pump  Co., 
Fort  Wayne,  Ind.,  and  the  trade  of  hardwaremen  will 
be  gone  after  in  installing  self-measuring  oil  and  gaso- 
lene storage  outfits  in  stores,  paint  and  varnish  fac- 
tories, garages,  etc.  The  "Wayne"  pumps,  etc.,  have 
been  endorsed  by  the  National  Board  of  Fire  Under- 
writers, and  are  so  siinple  in  construction  that  any- 
one who  can  thread  pipe  can  make  the  connections  ne- 
cessary in  the  installation  of  an  outfit.  The  National 
Equipment  Co.  already  has  a  large  connection  with  the 
plumbing  and  hardware  trades  in  Canada  in  the  supply 
of  water  service  systems  and  septic  tanks  for  country 
residences. 


SELLING  HELPS  FOR  RETAILERS. 

The  Martin-Senour  Co.,  Montreal,  has  gotten  out 
some  splendid  selling  helps  for  customers,  one  of  which 
is  a  wrapping  paper  holder  to  rest  on  the  paint  coun- 
ter. Every  article  is  wrapped  in  paper  bearing  an 
advertisement  for  the  paint  the  retailer  has  the  agency 
for,  while  above  the  roll  of  paper  is  a  set  of  color 
boards,  which  are  a  standing  invitation  to  customers 
to  look  into  the  paint  proposition. 

Another  important  selling  help  is  an  elaborate  book 
entitled,  "Suggestions,"  which  shows  i-eproduetions 
of  artistically  painted  houses,  both  exterior  and  interior 
being  treated  in  the  most  approved  styles,  and  samples 
of  the  paints  used  being  shown  on  each  page.   No  bet- 


ter help  could  the  retailer  have  than  one  of  these 
books  when  talking  with  a  customer  who  was  in 
search  of  ideas  regarding  tlie  latest  ideas  in  interior 
and  exterior  decoration. 

Selling  helps  of  this  kind  are  worth  making  in- 
quiries about. 


NEW  BRUSHES  AT  CONVENTION. 

A  new  line  of  brushes  which  will  he  displayed  by 
the  Boeckh  Bros.  Company,  Toronto,  at  the  Peterboro 
Convention,  is  the  "Steel  Grip"  painters'  brushes,  in 
which  a  steel  ferrule  is  compressed  by  a  heavy 
machine  force  over  the  bristles  in  such  a 
manner  as  to  prevent  the  bristles  from  working  out, 
while  producing  a  thoroughly  pliable  and  easy  work- 
ing brush.  No  brush  has  excited  so  much  interest 
amongst  painters  in  recent  years,  as  the  "Steel  Grip," 
and  retailers  visiting  the  Convention  should  make  it  a 
point  to  see  the  line. 


CANADIAN  PAINT  TRADE  NEWS. 

The  Imperial  Varnish  and  Color  Co.,  Tofunto,  have 
increased  their  capitalization  from  $100,000  to 
$200,000. 

An  enamel  works  is  under  consideration  at  Port 
Arthur,  Ont.,  Robert  Greig  being  the  promoter. 

The  Boeckh  Bros.  Company,  brush  manufacturers, 
Toronto,  will  build  a  large  addition  to  the  factory  this 
year. 

Meakins  and  Sons,  brush  manufacturers,  Hamilton, 
have  made  extensive  additions  to  their  plant,  adding 
about  thirty  thousand  feet  of  floor  space. 

Benjamin  Moore  &  Co.,  Toronto,  recently  put  upon 
the  market  Dri-Dull,  a  flat  varnish  and  Semi-flat,  a  flat 
washable  oil  paint. 

John  W.  Connor,  Kingston,  will  represent  Pinchin, 
Johnson  &  Co.,  Toronto  in  Eastern  Ontario,  and  A.  M. 
Towe  will  represent  the  same  company  in  Western 
Ontario  in  future. 

Extensive  alterations  and  additions  will  be  made 
at  the  Toronto  branch  of  the  Glidden  Varnish  Co. 
during  the  coming  year.  This  company  took  over  the 
complete  plant  of  the  Blackwell  Varnish  Company  a 
few  months  ago  and  have  made  extensive  alterations, 
which  will  give  the  company  four  times  its  present 
capacity  in  varnish  manufacturing.  Additional  ground 
has  also  been  secured  for  the  erection  of  a  four-storey 
building,  which  will  be  commenced  next  spring.  The 
Toronto  branch  is  in  charge  of  F.  E.  Lyman. 

At  attractive  brush  catalogue  has  been  issued  by 
the  Rubberset  Brush  Co.,  Newark,  N.J. 

The  International  Varnish  Co.,  Toronto  and  Win- 
nipeg, have  published  a  16-page  catalogue  and  price 
list  containing  descriptive  matter  regarding  finishing, 
white  carriage,  rubbing  and  miscellaneous  varnishes. 

The  new  factory  of  the  Consolidated  Plate  Glass 
Co.,  at  241  Spadina  Ave.,  Toronto,  will  be  a  five-storey 
and  basement  structure,  50  x  140  feet.  The  building 
will  be  ready  for  occupancy  early  in  the  spring,  when 
the  company's  present  quarters  on  Wellington  St. 
west  will  be  vacated. 

The  Canada  Linseed  Oil  Co..  Toronto  and  Montreal, 
have  their  new  plant  at  Toronto  well  under  way,  and 
manufacturing  operations  will  be  commenced  about 
April  next.  The  new  plant  occupies  several  acres  on 
Sorauren  Avenue.  The  plant  comprises  the  mill  build- 
ing, a  storage  building,  boiler  room,  tank  room,  also  a 
concrete  storage  elevator  which  has  a  capacity  of  40,- 
000  bushels.  The  companv  will  manufacture  linseed 
oil,  raw,  boiled  and  refined,  also  the  by-products — lin- 
seed cake,  meal,  etc. 
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™e  Peterboro  Convention 

Every  Retail   Dealer  in   Paint  attending  the  Convention 
at  Peterboro  can  see  a  full  line  of  Ready-to-use 

M.   L.  Paint  Long-Protecting 
Floorgl  S^Z^  Long-Lasting 

Clastilite  Varnish 

Non-Marring 


W/j/c/]  ma/cej  a  corqplefe  liije,  carrying  full  profits,  satisfying  difficuli 
customers. 

finest  Pairits  arjd  Colors,  and  a  full  S^lectioq  always  ready  jor 
Shipnjent. 

Write  for  particulars  or  see  our  Line  at  PETERBORO,  Feb.  21-24 

Imperial  Varnish  &  Color  Co.,  Limited 

8  to  24  Morse  Street,  Toronto 

Stocks  at  106  Princess  Street,  Winnipeg,  524  Beatty  Street,  Vancouver 


^^yf  ^Ijing  of  ^eaufy 

is  a  Joy  J^orever 


9f 


SEE  THE  EXHIBIT  AT 


PETERBOROUGH 


OF  THE 


Canada  Paint  Co.,  Limited 


"BEAUTY  AND  UTILITY"  COMBINED 
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HARDWARE  BUSINESS  CHANGES. 

Charlottctovvn,  1'.  E.  J.,  Jicnj.  Kcgcrs,  Kx-M.I'.,  president 
Rogers  Hardware  Co.,  died. 

Ottawa,  Mulliall  Hardware  Co.,  incorporated,  $100,000 
eapitali/.ation. 

Hanover,  Out.,  Hcppler  &   Hclvig,  sold  to  Young  Bros. 
Woodstock,  Ont.,  DavisoTi  &  Melnnis  open  new  store. 
Melbourne,  Ont.,  K.  C.  Thompson  succeeds  .1.  K.  Hussey. 
Kingston,  Out.,  S.  J.  Horsey  died  suddenly. 
Kussell,  Man.,  C.  Paulson,  new  store. 

(iladstone,  Man.,  Williams  Bros.,  sold  to  Alex.  Anderson. 
Preston,  Man.,  J.  D.  Fumerton,  new  store. 
Creelniau,  Man.,  ('.  W.  Crotliers  succeeds  Moose  Mountain 
Hardware  Co. 

Minnedosa,  Man.,  Thomas  Main  succeeds  Main  &  Burton. 

(ioodlands,  Man.,  W.  G.  Cooper,  sold  to  T.  S.  Curran. 

Darlingford,  Martin  &  Miller  succeed  Martin  Bros. 

Hemberg,  Sasl<.,  Fletcher  &  Lutz,  succeed  Fletcher,  Lutz 
&  King.    W.  W.  King  establishes  tinsmithing  business. 

Wolseley,  Sask.,  G.  F.  Ellsey,  new  store. 

Duval,  Sask.,  M.  A.  Boyd,  Tjyleton,  Man.,  to  0]ien  new 
store. 

Mortlach,  Sask.,  C.  H.  I'laxton  sold  to  W.  A.  Mncdoiiald. 
Ermine,  Sask.,  C.  S.  Brown,  new  store, 
{^arnduff,  Sask.,  J.  E.  Olson,  sold  to  Sparling  &  Shoie. 
Calgary,  (Jrescent  Heights   Hardware  Co.,   oi)ening  store. 
Calgiirv,  Aylward-WilKams  Hardware     Co.,  incorporated, 
|iurcliase  stock  of  W.  E.  Kelly. 

Edmonton,  A.  W.  (lonnell,  new  store. 

(iadsl)v,  .Mta.,  Thornton  i:  Hargraves  succeed  Mark  II. 
Touch. 

Kylev,  ,\lta.,  P.  I'.  Kjosness'  and  Burger  &  Bolton's  stores 
burne(l. 

Calgiiry,  Western  Foundry  &  Metal  Co.  have  taken  over 
wholesale  department  of  Woodliall  Metal  Co.  and  will  do  a 
jobbing  l)usiness. 

Stratlicona,  Alta.,  E.  Klapstein  purchased  tinsmith  bu'^i- 
ness  from  H.  Henry,  ('owley,  Alta.,  Jackson  Bros.,  Pincher 
(!reek,  o|ion  branch  store. 

Fleming,  Alta.,  K.  Chappell  sold  to  Dynes  &  Travis. 

Vancouver,  McKenzie  &  Co.  succeeded  by  .1.  G.  Gunn. 

Merritt,  B.  C,  A.  S.  Howse,  new  store. 

(hanbrook,  K.  L.  Brown  will  manage  J.  D.  McBride's 
business. 


JOBBING  MERGER  AT  MONTREAL. 

Announcement  was  made  on  Saturday,  Feb.  11,  that  a  big 
merger  of  hardware  jobbing  liouses  had  be<>n  completed  at 
Montreal. 

Information  is  incomplete  at  the  time  of  going  to  press, 
but  the  Hardware  and  Stove  Journal  understands  that  four 
English  and  four  French-Canadian  wholesale  houses  are  to  be 
consolidated  under  one  management. 

It  is  said  that  the  Lewis  Bros,  and  (Haverhill,  Learmont  & 
Co.  businesses,  will  be  combined  and  form  one  branch  of  the 
merger,  that  Prothinghain  &  Workman  and  Starke-Seybold, 
Ltd.,  will  be  combined  into  one  house  as  a  second  unit,  and 
that  L.  II.  llebert  &  Co.,  Letang  Hardware  Co.,  and  Prudholme 
&Fil  s,  will  ha\'e  their  businesses  consolidated  and  form  a  strong 
third  unit  to  look  after  the  French  speaking  trade. 

The  name  under  which  the  businesses  will  be  consolidated, 
the  capitalization,  and  the  persons  selected  as  general  and 
branch  managers  are  not  yet  public. 

The  merger  has  been  talked  of  for  a  loTig  time  and  many 
meetings  have  been  held  to  discuss  details,  but  the  announce- 
ment will  come  as  a  big  surprise  to  many  in  the  trade. 


TRADE  NOTES. 

The  Alberta  Linseed  Oil  Co.  will  erect  a  refining  plant  at 
Medicine  Hat. 

A.  Kamsay  &  Sons,  Montreal,  are  i.rej.aring  to  erect  a  new 
paint  factory  in  that  city. 

Fred  McKnight,  of  McKniglit  &  Frost,  Edmonton,  was  a 
\isitor  in  Toronto  in  January. 

Ross  Bros.,  Edmonton,  are  erecting  a   four-.-itorey  ware- 
house for  their  wholesale  business. 

Owen  Sound  is  to  loan  .$20,000  to  the  Canadian  Heating 
&  Ventilating  Co.,  to  be  used  to  enlarge  their  plant. 

A.  W.  Humphries,  Parkhill,  Ont.,  has  been  confined  to  his 
bed  through  illness,  but  hoi)es  to  be  around  a-.;ain  before  the 
convention  at  Peterboro. 

Dr.  J.  H.  Reid,  succeeds  J.  TL  Brown  as  President  of  the 
Guelph  Stove  Company,  Mr.  Kelly,  fo-merly  Superintendent,  be- 
coming Managing-Director. 

H.  E.  Burgess,  recently  with  Brown  &  Mitchell,  Brandon, 
is  now  representing  the  McClary  Mfg.  Co.  on  the  road,  with 
headquarters  at  Dauphin,  Man. 

W.  L.  Helliwell  and  T.  Lightfoot,  managers  of  the  Gurney 
Foundry  Company's  branches  at  Winnipeg  and  Vancouver, 
were  visitors  at  the  Toronto  headquarters  a  fortni^^ht  Si'^o. 

Fred  A.  Menzies,  until  recently  attached  to  the  staff  of 
W.  E.  Brown,  Strathmore,  has  accepted  the  position  of  manager 
and  buyer  for  Farquharson  &  Co.,  hardware  merchants.  High 
River,  Alberta. 

P.  J.  Smith,  who  for  four  years  has  been  manager  of  the 
Belleville  Rolling  Mills,  and  who  is  moving  to  Winnipeg,  was 
banquetted  by  Belleville  business  men  on  Jan.  30,  on  the 
eve  of  his  departure  for  the  West. 

A  bill  granting  the  McClary  Manufacturing  Company,  of 
London,  power  to  issue  additional  preference  stock  and  to 
grant  power  to  buy  other  comjianies,  has  been  passed  by  the 
jjrivate  bills  committee  of  Parliament  at  Ottawa. 

The  British  America  Paint  Co.,  Vancouver  and  Victoria, 
report  a  very  satisfactory  year,  particularly  in  the  sales  of 
"Baplac."  Property  has  been  acquired,  and  a  factory  will 
shortlv  be  erected  at  Vancouver  for  the  mainland  business. 

H.  11.  Otton  &  Son,  Barrie,  Ont.,  report  a  falling  off  in 
stove  business  last  year,  they  selling  110  ranges,  in  comparison 
to  195  in  1909,  their  biggest  year  being  245.  .Mail  order  com- 
petition is  increasing  at  Barrie.  Paint  trade  was  very  good 
last  year. 

Geo.  Miller,  formerly  with  the  Brantford  Screw  Co.,  and 
Walter  F.  Hodgson,  formerly  with  the  Dominion  Wire  Co.,  have 
been  appointed  salesmen  for  the  Steel  Company  of  Canada  in 
Western  Ontario,  selling  all  the  various  products  of  the 
Company. 

Forbes  &  \'an  Home,  Vancouver,  are  disposing  of  their 
stock  of  hardware  and  stoves,  and  in  future  will  handle  cutlery 
and  tools  of  the  highest  quality  only.  ^Ir.  F'orbes  has  made  ex- 
tensive alterations  to  allow  the  best  display  possible  for  this 
exclusive  line. 

Wood,  Vallancc  &  IjCggat,  Vancouver,  have  rearranged  their 
offices  and  sample  rooms,  and  have  made  extensive  alterations 
in  the  Hastings  street  warehouse.  They  have  also  occupied 
their  new  heavy  goods  warehouse  and  are  carrying  double  the 
stock  of  last  year,  thus  indicating  their  faith  in  the  coming 
years'  business  on  the  coast. 

Mr.  Durand,  Vancouver  representative  of  the  Imperi-.H 
Varnish  &  Color  Co.,  Toronto,  says  that  while  January  is  gen- 
erally looked  upon  as  a  very  quiet  month,  that  this  year  the 
new  business  developing  shows  a  marked  advance  over  ]ire- 
vious  j-ears.  All  indications  point  to  a  considerable  increase  in 
trade  during  the  jiresent  year. 


W.  .(.  McArthur  &  Co.,  V^ancouvor,  rei>resentatives  of  the 
Enteri)rise  Foundry  Co.,  Sackville,  N.  B.,  are  moving  to  their 
new  warehouse  at  1142  Homer  St.,  Vancouver. 


A  PROFITABLE  GAS  SPECIALTY. 

Westwood  Bros.,  6.33  Queen  street  west,  Toronto,  who  have 
the  Canadian  agency  for  the  Perfect  Gas  Controller,  will  de- 
monstrate their  device  at  Peterboro  in  F.  E.  J.  McPherson  & 
Co. 's  store,  it  being  impossible  to  secure  gas  connections  in  the 
Armouries  building.  The  controller  is  reasonable  in  price  and 
carries  a  good  profit  for  the  retailer.  The  demonstration  will 
be  in  charge  of  E.  B.  Westwood,  who  will  be  remembered  as 
one  of  the  jiarticipants  in  the  "Mock  Sale"  at  the  London 
convention. 


CANADIAN    HARDWAEE    AND    STOVE  JOURNAL. 


55 


A  Necessary  Development  in  Canadian  Industries 


THE  MARTIN-SENOUR  CO.,  Limited 

ANNOUNCE 
Their  Intention  of  Soon  Opening  a 

TORONTO  BRANCH 

An  accomplishment  of  long  consideration — benefiting  Ontario  custo- 
mers by  DAYS  and  MILES  in  prompt  shipments. 

A  complete  line  of  High-grade  Prepared  Paints  and  Paint  Specialties 
— standards  that  the  public  demands— will  be  carried  in  stock. 


HARDWARE  STORES 

owing  to  the  nature  of  stock 
carried  make  unusually 

HOT  FIRES 


Supposing-  your  store  caug-ht  fire: — Are 
your  Books,  Papers,  etc.,  in  a  safe,  and  if 
they  are  is  it  a  good  one  ?    Goldie  &  McCul- 
loch  safes  have  stood  the  test  of  Canada's 
biggest  fires  and  have  never  failed  in  protecting  their  contents. 

WE  EXHIBIT  AT  PETERBORO  CONVENTION  NEXT  WEEK 

CALL  AT  OUR  EXHIBIT  AND  WE  WILL  SHOW  YOU  WHY  OUR  SAFES 

ARE  THE  BEST 

The   Goldie  &    McCulloch   Co.,  limited 

GALT,  -  ONTARIO,  -  CANADA 
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BIG  LOAD  OF  EXPLOSIVES. 

Glen  A.  Henry,  manager  of  John  Bailes  &  Sons'  store  at 
Cobalt,  sends  the  accompanying  ]>icture  of  a  team  of  horses 
drawing  a  ton  and  a  half  of  "Cheddite,"  a  new  explosive  being 
manufactured  at  ITaileybury.  The  factory  will  be  enlarged  in 
the  spring.  John  Bailes  &  Sons  have  the  agency  at  Cobalt,  and 
they  say  "Cheddite"  is  being  used  in  many  of  the  largest 


mines  at  Cobalt.  "The  past  year  was  a  very  successful  one  for 
us,"  writes  Mr.  Henry.  "Paint  trade  was  good,  while  the 
stove  business  fell  off  considerably  from  the  previous  season." 


TO  BUILD  NEW  FACTORY. 

The  annual  meeting  of  the  Gillette  Safety  Razor  Co.  of 
Canada  was  held  in  Montreal  this  month,  King  Gillette  and  Mr. 
Joyce,  of  the  head  office  at  Boston  being  present.  The  re- 
markable growth  of  the  Gillette  Company 's  business  in  Canada 
since  the  Canadian  factory  was  established  in  Montreal  about 
four  years  ago,  under  the  management  of  A.  A.  Bittues,  having 
made  necessary  an  enlargement  of  the  plant,  a  large  site  ad- 
jacent to  their  present  factory  on  St.  Alexander  street,  was 
purchased  and  in  May  next  the  construction  of  a  $100,000 
building  will  be  commenced. 


AN  ELABORATE  CALENDAR. 

Tn  l<eeping  with  their  usual  enterprise  the  Gillette  Safety 
Razor  Co.  of  Canada,  Montreal,  sujiplied  their  customers  this 
year  with  a  large  daily  tab  calendar,  15  x  23  inches  in  size. 
Being  too  costly  for  promiscuous  distribution  it  was  offered 
to  customers  who  placed  orders  for  one  dozen  or  more  Gillette 
razors,  this  offer  holding  good  until  the  end  of  February.  With 
the  calendar,  too,  was  the  suggestion  that  it  could  be  u-el 
to  advantage  in  window  displays,  being  hung  in  the  background 
of  each  trim  and  the  daily  sheet  being  removed  each  morning. 
Just  as  the  street  clock-  in  front  of  a  watchmakers'  shop  be- 
comes a  part  of  the  daily  life  of  passers  by,  so  would  a  daily 
calendar  be  used  if  ke]>t  in  a  conspicuous  place  in  a  hardware 
store  window.  The  Gillette  Company  will  also  supply  daily 
sheets  for  1912  next  December,  when  the  calendar  will  be  jiar- 
ticularly  useful  in  showing  the  number  of  shop]iing  days  befo-e 
Christmas.    Write  the  Gillette  Company  for  information. 


have  made  many  improvements  to  their  line  for  this  season, 
and  have  arranged  to  make  an  exhibit  of  their  goods  at  the 
Peterboro  Convention  this  month.  So  great  is  the  demand  for 
their  cleaners  that  new  factory  premises  have  had  to  be  se- 
cured, and  the  company  are  now  located  at  591  St.  Paul  street, 
Montreal. 


DEATH  OF  JOHN  H.  TILDEN. 

All  connected  with  the  stove  and  hardware  trades  in  Canada 
will  learn  with  genuine  sorrow  of  the  early  death  of  Mr.  John 
H.  Tilden,  whose  name,  for  the  past  quarter  of  a  century,  has 
been  prominently  connected  with  the  stove  and  heating  trades. 
His  death  occurred  at  Hamilton  on  Wednesday,  Feb.  1,  after 
a  few  days'  illness  with  pneumonia. 

Only  a  few  weeks  ago,  in  October,  1910,  Mr.  Tilden,  who 
had  disposed  of  his  interests  in  the  Gurney-Tllden  Co.,  and  was 
arranging  to  enter  the  banking  business  in  Chicajro,  resigned 
as  president  of  the  Stove  Manufacturers'  Association,  and  was 
presented  with  a  diamond  pin  and  illuminated  address  by  his 
fellow  manufacturers  aud  former  associates. 

Mr.  Tilden  was  born  at  Utica,  N.Y.,  in  1843,  and  when  22 
years  of  age  became  bookkeeper  in  a  hardware  establishment 
in  Chicago.  Three  years  later,  in  1868,  he  entered  the  service 
of  E.  &  C.  Gurney,  Hamilton,  and  by  faithful  service  rose  to 
the  presidency  of  the  company  under  its  later  name,  the 
Gurney-Tilden  Co.,  which  since  last  September  has  been  known 
as  the  Hamilton  Stove  &  Heater  Company,  Limited. 

In  addition  to  his  presidency  of  the  Stove  Manufacturers' 
Association,  on  several  occasions  Mr.  Tilden  took  a  prominent 
part  in  the  social  and  public  life  of  Hamilton,  besides  being 
connected  with  the  management  of  several  other  manufacturing 


TRADE  PUBLICATIONS. 

Attractive  new  price  catalogues  have  been  issued  bj' 
Brandram-lleiulersoTi,  Ijiiiiited,  Montreal.  They  are  worth  send- 
ing for. 

The  Stratford  Manufacturing  Co.,  Stratford,  Ont.,  have 
gotten  out  three  booklets  describing  verandah  and  park  seats, 
lawn  and  porch  swings,  and  ladders.  These  are  sjiec'al  lines 
which  the  retailer  can  push  to  good  advantage  in  the  early 
summer  months.    Send  for  the  booklets. 

The  Onward  Manufacturing  Co.,  Berlin,  are  supplying 
their  customers  with  an  attractive  disi>lay  card  featuring  th(>ir 
sliding  furniture  shoes.  The  card  should  help  to  sell  many 
pairs  of  these  "shoes"  to  replace  worn  out  bed  and  furniture 
castors. 

The  Universal  Vacuum  Cleaner  Co.,  Montreal,  have  gotten 
out  a  catalogue  illustrating  the  various  types  of  electric  and 
hand  vacuum  cleaners  which  they  are  manufacturing.  They 


The  Late  John  H.  Tilden. 

concerns,  including  the  Ontario  Cotton  Mills  Co.;  Canada 
Screw  Co.;  Hamilton  Whip  Co.;  Gurney  Scale  Co.,  and  Chap- 
man Double  Ball  Bearing  Co. 

Mr.  Tilden  was  a  favorite  with  all  who  knew  him,  and  his 
death  will  be  sincerely  regretted  hy  all  who  were  fortunate 
enough  to  be  included  in  his  circle  of  acquaintances. 
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in  large  quantities,  and  the  prespects  are  for  an  exceptionally 
brisk  soason  in  this  branch  of  the  trade.  A  reduction  in  the 
quantity  discount  has  caused  considerable  talk  amongst  the 
retailers. 


METAL  MARKETS. 

Brighter  conditions  prevail  than  at  tlie  opening  of  the 
vear,  and  the  outlook  now  is  for  a  very  satisfactory  trade  all 
through  l!)1l.  Manufacturers  and  retailers  are  showing  con- 
fidence in  the  market  by  booking  orders  quite  liberally  and, 
in  some  lines  the  jiroblem  of  delivery  i;'  the  one  that  is  troubling 
jobbers  the  most. 

The  large  ]iublic  and  railway  works  now  under  way,  not 
onlv  in  Canada  but  in  all  parts  of  the  world,  indicate  that 
despite  temporary  lulls,  the  era  of  expansion  and  development 
will  keep  trade  brisk,  i)articularly  in  Canada. 

Pig  iron  is  subject  to  an  average  de:nand  for  tiiis  sea- 
son, although  foundrynien  are  figiiTing  on  greatly  increased 
outjiut  this  season,  stocks  of  .stoves,  etc.,  in  warehouses  being 
much  lighter  than  usual.    Pries  are  unchanged. 

Tin  has  l)een  a  football  for  the  s|)eculators  since  New 
Years,  and  .")()  cent  tin  was  talked  of  for  a  few  days.  The 
market  manipulators  lost  their  grip,  however,  and  at  the  be- 
ginning of  this  month,  jirices  fell  from  47  1-2  to  42  1-2  cents. 

Cojjper  has  been  more  steady,  the  price  remaining  at  a 
figure  which  encourages  the  use  of  copper  and  brass  and  a 
steady  demand  exists. 

Lead  and  s]ielter  have  Ix'on  feiilureless  during  t!ie  month 
and,  like  cop])er,  there  is  no  indication  of  any  price  changes. 

In  sheets  and  plates  bookings  ar(  larger  t'.ian  ever  before, 
and  it  looks  as  though  imjiorters  will  ha\e  dilliculty  in  securing 
the  fulfillment  of  their  specificitit^ns. 


HARDWARE  MARKETS. 

Sorting  business  sinc(»  the  first  of  tiie  year  has  been  rather 
light,  this  being  due  partially  to  the  fact  that  the  winter 
season  opened  early,  and  much  of  the  trade  that  would  ordin- 
arily have  been  done  in  January  was  transacted  before  the 
Xmas  rush.  Bookings  have,  however,  been  very  heavy  on  all 
lines  of  spring  goods,  and  in  all  quarters  the  opinion  is  ex- 
pressed that  trade  during  1911  will  be  of  a  larger  volume  than 
experienced  last  year. 

In  builders"  hardware  th'-.'e  is  gr(>ater  activity  on  the 
])art  of  Canadian  manufacturers  who  are  imjiroving  their  lines 
and  bringing  many  new  styles  and  ])attcrns  to  the  market. 
The  I'eterboro  Lock  Mfg.  Co.  are  showing  many  new  lines 
in  a  new  catalogue,  and  the  Belleville  Lock  Co.,  Belleville,  are 
showing  samples  of  a  new  front  door  lock  which  they  will  have 
on  the  market  this  year.  Other  inai.ufacturers  are  also  intro- 
ducing new  goods,  an<l  the  tcTidency  is  towards  a  much  higher 
class  of  hardware  than  in  previous  years. 

Somewhat  of  a  Hurry  has  been  caused  by  a  reduction  in 
])rice  on  screen  door  hinges,  a  large  manufacturing  firm  having 
met  the  c(ini|ietit  ion  of  an  iinportit!g  house  by  cutting  j)rices 
to  jobbers,  to  enable  them  to  meet,  the  reduced  i)rice  of  the 
imported  goods.  .Io1)bers  and  manufacturers'  profits  will 
jirobably  be  reduced  on  this  line  thi.s  season,  but  retailers,  by 
buying  lower,  and  maintaining  their  retail  jiricc  ought  to 
profit  by  the  reduction  in  price. 

Sporting  goods  have  been  in  very  heavy  demand,  and  in- 
dications are  that  a  much  larger  nunber  of  hardware  retailers 
will  carry  sjiorting  goods,  than  in  jirevious  seasons. 

Bookings  in  heavy  hardware  have  been  very  large,  and 
as  an  evidence  of  the  activity  in  this  line,  it  is  stated  that 
some  of  the  plants  of  the  Steel  Company  of  Canada  have  been 
working  overtime  since  the  first  of  the  year,  this  being  a  very 
unusual  condition.  Galvanized  wire  has  advanced  five  cents 
during  the  month,  but  other  prices  have  remained  stationary. 

This  is  of  course,  an  off  season  in  the  stove  market,  but 
many  orders  have  been  booked  for  gas  ranges,  coal  oil  stoves, 
and  other  summer  cooking  aj^paratus,  for  delivery  in  the  spring 
months.  In  fact  retailers  are  beginning  to  realize  that  unless 
they  book  their  orders  early  they  may  have  difficulty  in  secur- 
ing delivery  of  their  goods  in  the  early  part  of  the  season. 

Enamelware  and  kitchen   goods  have  also  been  ordered 


PAINT  MARKETS. 


The  paint  and  oil  markets  are  undout)tedly  the  most  in- 
teresting of  any  at  this  season,  turjx  ntine  and  linseed  oil  being 
still  in  the  ascendant,  and  there  being  few  who  care  to  make 
predictions  as  to  now  far  the  prices  will  advance.  Manufac- 
turers have  been  caught  as  badly  as  retailers,  although  they 
may  ])ossibly  ha\e  been  a  little  more  far-seeing  in  placing 
orders  during  the  past  couple  of  months,  realizing  that  they 
must  have  stocks  of  oil  and  turjjentine  regardless  of  what  [irice 
they  have  to  pay.  Retailers,  on  the  other  hand,  have  hesitated 
to  order  at  present  prices,  thinking  that  they  would  be  able  to 
do  better  in  the  s]iring. 

The  Imperial  \  arnish  and  Colo;  Co.,  Toronto,  have  issued 
new  price  lists,  on  varnishes,  owing  to  the  recent  advance  in 
raw  materials,  and  it  is  certain  that  other  manufacturers  will 
do  likewise.  In  fact,  one  of  the  largest  paint  manufacturers 
states  that  his  firm  will  shortly  issue  new  lists.  The  situation 
is  stated  pretty  clearly  in  the  Imperial  Varnish  Co. 's  circular 
letter.    They  say: 

"There  are  three  alternatives  open  to  us.  One  is  to  con- 
tinue selling  at  the  old  jirices,  and  lose  money  fast;  another  is 
to  cut  quality  to  meet  prices,  both  of  which  would  be  insane  to 
do,  and  as  we  cannot  afford  to  do  either,  we  are  adopting  the 
only  wise  course,  that  is,  to  maintain  quality,  and  advance 
price. ' ' 

With  another  advance  likely,  retailers,  it  would  seem,  would 
be  acting  wisely  in  placing  orders  at  once,  and  in  advancing 
their  retail  selling  prices  in  proportion  to  the  present  cost  of 
paints,  varnishes  and  raw  materials 

Linseed  oil  is  now  quoted  at  the  highest  price  in  history, 
the  quotations  on  February  10,  in  Toronto,  being  $1.18  for  raw, 
and  $1.21  for  boiled  oil.  With  a  shortage  in  the  Fnited  States, 
and  the  Argentine  crops,  there  is  no  likelihood  of  relief  until 
tlie  crop  from  India  is  harvested  next  June.  Consequently  even 
higher  quotations  can  be  looked  for. 

Tur])entine  is  also  quoted  at  record  figures,  on  February 
10,  quotations  in  Toronto  being  $1.1.5.  It  is  stated  that  there 
are  now  only  about  .5,000  barrels  in  stock  at  Savannah,  only 
about  one-fifth  of  the  stock  in  hand  a  year  ago.  This  con- 
dition makes  for  a  strong  market  on  turpentine  also. 

The  bookings  for  white  lead  and  prepared  paints  have 
been  very  large.  Travelers  report  that  many  dealers  are  hold- 
ing off  buying  in  the  expectation  of  the  market  dropping  before 
spring.  A  big  chance  is  taken  in  thus  speculating  on  a  rising 
market. 


DRAWING  FOR  $250  GUN. 
A  $250  gun  will  be  offered  as  a  ])rize  in  a  drawing  com- 
I)etition  at  the  hardware  exhibition  at  Peterboro,  by  the  Tobin 

Arms  Manufacturing  Comjiany. 


STOVE  MOUNTER  WANTED. 

We  want  a  first  class  stove  n;ounter  and  offer  $3.50  per 
(lay  of  nine  hours,  or  if  piecework  is  preferred,  a  man  who 
knows  his  business  ought  to  easily  earn  $115  per  month.  Steady 
job.    Albion  Stove  Works,  Ltd.,  Victoria,  B.C. 


SPLENDID  BUSINESS  OPPORTUNITY. 

One  of  the  hirgest  hardware  comjianies  in  one  of  the  coast 
cities  offers  its  business  for  sale  at  price  to  be  determined  by 
invoices.  Store  located  on  a  prominent  corner  on  busiest  street 
in  city.  Doing  a  splendid  business.  President  of  the  company 
went  West  several  years  ago,  and  has  cleaned  up  enough  to 
retire  upon.  Intends  making  a  year's  tour  abroad  when  he 
sells  out.  This  is  a  splendid  chance  for  some  one  to  get  a 
good  business  in  the  finest  city  in  Canada  to  live  and  do  busi- 
ness in.  Stock  of  shelf  hardware,  builders'  tools,  cutlery, 
stoves  and  house  furnishings  invoicing  at  about  $35,000.  Terms, 
one-third  cash,  balance  arranged.  E.  O.  W.,  Box  18,  Canadian 
Hardware  and  Stove  Journal,  42-44  Agnes  Street,  Toronto. 
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PREVAILING  MARKET  PRICES. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be.  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Antimony,    per    lb  $0  08 

Brass  rods,   %  to  1  inch...   0  21 

Sheets,  up  to  20  gauge .  .   0  22 

Tubing,    1   inch,   base.  ...   0  23 

Copper    ingots,    casting....  13V2 

ylieuts,  plain,  l-t  oz.  base  0  22 

Slu'ets,  tinned,  14  oz.  base  0  20 
Sheets,    plenished,    14  oz. 

base                                         0  28 

Sheets,  braziers                      0  23 

Bars,  round  Vz  to  2  in...   0  21 

Black  Sheets,  28  gauge  base, 

Toronto                                      2  80 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto                                      2  90 


All  bright,  52  sheets. 
Galvanized  Apollo 


4  00 
Ordinary 
4  35 
4  60 

8  YO 

9  20 


18.x24.\52     ....   4  45 
60     ....   4  70 
20x28.x80     ....   8  90 
20x28.x80     ....   9  40 
Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....   5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....   3  50 
28  gauge,  per  square  ....   3  30 
Galvanized  Sheets,  English  brands. 
16-20   gauge    ...   3  35         3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base,  1  inch.  .   6  35 

Iron  Pipe  Fittings — 

Canadian  malleable,  40 ;  cast 
iron,  65  ;  standard  bushings,  70  ; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 ;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10:  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Eorged  iron    2  20 

Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots — 

Canadian  foundry.  No.   1  19  50 

Middlesboro,   No.   3    20  00 

Radnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig   3  75 

Imported  pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  2Vz  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,  half  and  half,  per  lb.  0  21 
Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 

Tin,    ingots,    100   lb  42  50 

Tin   Plates,   charcoal — 

M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  0,  14x20  base    6  00 

I  X,  14x20  base    7  25 

I  X  X,  14x20  base    8  50 

"Dominion      Crown      Best" — Re- 
tinned. 

I   C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I  X  X,   14x20  base    ....   7  50 
"Allaway's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    4  25 

I  X,  14x20  base    5  00 

I  X  X,  14x20  base   5  75 


Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  00 

Terne  Plates. 

I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  copper  and  wire  lb.  0  11 
Light  copper  bottoms    ...   0  09 

Heavy  red  brass    0  10 

Heavy  yellow  brass    0  08 

Light    brass    0  06 

Tea   lead    .   0  02 

Heavy  lead    0  02 

Scrap    zinc    0  04 

No.  1  wrought  iron  ,...10  00 
Machinery       cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS   AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80  0  85 

Chemicals,    in   casks,   per   lb. — 
Sulphate  of   copper  (blue 

stone)    0  07 

Litharge  ground    u  15 

Litharge,    Flaked   0  06% 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of   Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,   pure    ...  018 

Golden  ochre,   pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 

Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10  0  15 

1  lb.  packages  (Brantford)  0  25 

Paris  Green — 

Toronto 

Drums,  50  and  100  lbs.  0  19% 
Packets,    1-lb.,     100  in 

case    0  21144 

Packets,    %-lb.,    100  in 

case    0  23144 

Tins,   1-lb.,  100  in  case  0  22  V4 

Petroleum — 

Can.    Prime   white,    gal.  0  121/.i 

U.S.   Water  white    ....   0  14 

U.S.  Pratt's  astral  ....  0  16 
Castor   oil,    per   lb.,  in 

bbls   0  08     0  09 

Motor  Gasoline,  single 

bbls   0  171/2 

Benzine,  per  gal,  single 

bbls   0  151^ 

Putty — 

Bulk    in    casks    2  20 


2  55 
2  75 


2  00 


Bulk  100  lb.  drums.  .  . 
Bladders    in   barrels    .  .  . 

Ready  Mixed  Paints — 
Per  gallon,  qt.  tins.  1  50 

Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     11).  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5-galIon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    1  14     1  15 

Wood  Turpentine    0  90 

Linseed  Oil,  single  barrel, 

raw    1  Hi     1  18 

Linseed  Oil,  single  barrel, 
boiled    1  19     1  21 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage,   No.   1    1  50 

Pale   durable   body    8  50 

Finest   elastic   gearing    .  .  3  00 

Elastic    Oak    1  50 

Furniture,    polishing    ....  2  (.0 

Furniture,  extra    1  20 

Furniture,  extra  No.  1    .  .  0  95 

Light   oil   finish    1  35 

Gold  size  japan    2  00 

Turps    brown   japau    ....  1  60 

Baking  black   japan    ....  1  35 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    white    shellac  var- 
nish, in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in  barrels    1  70 

White  Lead,  ground  in  oil — 

B.  B.  genuine    7  40 

Other   brands    ....   6  15  6  65 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  071/2 

Pure,     in     25 -lb.  irons 

(in  oil)    0  081/2 

Window  Glass — 

United  Inches  Star  D.D. 

Under    26    4  25  6  25 

26    to    40    4  65  6  75 

41    to    50    5  10  7  50 

51    to    60    5  35  8  50 

61    to    70    5  75  9  75 

71    to    80    6  25     11  00 

81    to    85    7  00     12  50 

86    to    90    15  00 

91    to    95    17  50 

96    to    100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,    per   lb   0  40 

Orange    mineral,    100  lb. 

kegs    0  091/2 

Pine  tar,   %  lb.  tins,  doz.  0  60 

Plaster   of  Paris,   bbl.    .  .  2  30 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted..  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .   0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4  %c  per 
lb.  of¥. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  g4 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  .$4.25;  7-16  in.,  $4.00;  1/2 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5:  tie 
outs,  75 ;  coil  chain,  50  and  5 ; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4,00;  No.  2  and  larger,  $3.75; 
"N.L."'  new  light  steel,  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weiglit  steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4.  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J.P.  &  Co., 
"Blunt''  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp''  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 

$4.25;     No.      15,      $4.50,  in 

lengths  6  ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p,c. 
Coiled  Spring  Wire — 

High  Carbon,  No,  9,  $2,25;  No. 

12,  $2,40,  Montreal. 
Fine   Steel   Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b,    Montreal — 100    lbs,.  No. 

9.   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry   Netting — 2-in,    mesh,  19 

w,g,,  60  and  2%  p,c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2,35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   ,  .   2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2,85. 

Wire  Rope — Galvanized,  1st  grade, 
6  strands,  24  wires,  %,  $5;  1 
inch,  $16,80, 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15,10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25   lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  . , , ,  6  75  10  00 
Broad  axes  ,  ,  ,  ,  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--'  'Dominion"  Rim  Fire 
Cartridges  and  G.B.  caps,  50,  10 
&  21/2  p.c;  B,B,  caps,  50,  10 
and  2  %  p,c. ;  Centre  Fire  Pistol 
Cartridges,  25  and  2  Vz  p.c ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers.  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown''  Black  Powder,  "So- 
vereign'' Bulk  Smokeless  Pow- 
der, "Regall''  Dense  Smoke- 
less Powder,  ''Imperial''  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal.  80c.; 
No.  28  ball,  $1.20,  per  100  lbs,; 
bags  less  than  25  lbs,,  1,2  c,  per 
lb. 

Augers — Ford's  auger  bits.  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%;  Clarlc's  expansive.  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   strapliangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz,   sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p,c. 
Sleigh   bells,   shaft   and  hames, 
pair,  22c.  up. 
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Sleigh  bells,  body  straps,  each, 
.$1.15  up. 

Kiiim  bells.  No.  1,  $1.65. 
Building  Paper,  Etc. — 

'I'liricd  sbilcr's  pjipi'i',  per 

roll    0  70 

O.K.  paper,  No.  1,  per  roll  0  75 
I'liiiii  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred    Fibre,    No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre   Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

I'laiii  Surprise,  per  roll .  .  0  40 
Kesin  sized  Fibre,  per  roll  0  40 
Asbestos    l)uildiiig  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred   wool  roofing  felt, 

per  100  lb   1  80 

I'itcli.   Hoston  or  .Sydney, 

I)er   100  lbs   0  70 

I'iteli,  Seotch,  per  100  lbs.  0  05 

Heavy  Fibre,  32  &  GO,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply   complete,   per  roll.   1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Ijiquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,   cotton,   per  lb  0  15 

Butts — I'lated,  bower  barif  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,   70  p.c. 
Cement — Portland,   bags  per 

bhl   1  60 

Cold  Chisels,  5  x  6  in.,  doz.  2  20 

lievel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengtlis..   3  30 

3  "  "  ..400 

4  "  "  .  .   5  2,S 

5  "  "  .  .    7  26 

6  "  "  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

I'orceiain,  mineral  and  jet  knobs, 
net  list. 

Boor  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor) — • 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz..  .   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..   2  90 
10  "  "  . .   3  15 

12  "  "  . .   3  68 

15  "  "  . .   5  25 

Factory  Milk  Cans — 

Milk    cans   and   pails.   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
121/j  p.c. 
Files  and  Basps — 

Disston's,  Creat  Western  Amer- 
ican. Kearney  &  Foot,  Arcade, 
,1.  Barton  Smith,  Eagle,  McClel- 
lan,  (ilobe,  all  70  and  10;  Hlack 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowrett's  (English  list), 
27'/^. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  bandied,  doz.  0  60 
.\dzc  eye  nail  hammer,  10 

oz..    doz   1  25 

Adze  eye,  hickory  handle, 

X  lb.,  doz   6  25 


Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,  10  oz., 

doz   5  00 

Tinners    setting,  lb., 

doz   4  50 

Machinists,  'A  lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  o6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,  Napping,  up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50  per  cent. 

Heavy  T  and   strap,   4-in.,  100 
lbs.   net,   $7.25;   Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook   and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Clicst  hinges  and  hinge  hasps, 
05  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove  pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',     21/2  x 

51/2  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6   in   1  95 

Lignum   Vitae,     round,  5 

inch    2  40 

Caulking,   No.   8,    oak.... 15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3  %    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,  5  gallon,  per  doz., 
$10.00. 

Davidson   oilers,  40  p.c. 
Zinc   and  tin,   50  p.c. 
Coppered   oilers,    50  p.c. 
Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 
Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  09 

Pure  Manilla  rope  ...  0  10% 
"British"  Manilla  ...  0  09144 
Cotton,   3-16    inch  and 

larger    0  24 

Russia    Deep    sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single ....  008 
Lath  Yarn,   double    ...  0  08% 

Sisal    bed    cord,    48  feet, 

per   doz   0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,  cotton,  3-ply 
twine    0  26 


Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,   per  lb.  0  45 

Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Elvet  Sets — Canadian,  35  to  37% 
per  cent. 

Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.   Potts,   handles,  jap- 

aned,  per  gross    8  40 

Common,  plain    4  25 

Common,  plated    5  50 

Asbestos,   per  set    1  50 

Sand  and  Emery  Paper,  35  p.c. 

Sash    Weights — Sectional,  1 

lb.  eacli,  per  100  lb.  ...  2  25 
Sectional,  l^  lb.  each,  per 

100    lbs  2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb. .  .  0  32 

Screws — Wood,   F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  P.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened.. 60 

Square  cap   50  and  05 

Hexagon   cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine)  — 

Flat  head,  iron  and  brass,  3o 
per  cent. 

Fillister  head,  iron,  30;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and   214    P-c.  , 
No.  3  and  4  grade,  50  and  2% 
per  cent. 

Soldering  Irons — 

Base,   per   lb.,   28  cents. 

Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    ''  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples —  ,  . 

Poultry  netting,  100  lbs...  a  70 

Bed,  100  lbs..  No.  14  ...  .  6  7.t 

Blind,  per  lb   0  12 

Coopers'  staples,  45  per  cent. 
Bright  spear  point,  75  per 
cent. 

Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 
5   and   6-inch   elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz..  .  1  35 
Thimbles,  70  p.c. 

Carpet  tacks — ^blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  ^4  weights,  60; 
Swedes  cut  tacks,  blued  and  t  n- 
ned,  bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  t^cks,  35;  leather  car- 
pet tacks,  35 ;  copper  tacks,  45 ; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- 
ned and  blued,  65  and  10:  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk. 
75:  saddle  nails,  in  papers.  10: 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5: 
double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;  clinch  point  shoe  rivets.  45 
and  10;  cheese  box  tacks,  87%; 


trunk   tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinned,     75  and 
121/,. 

Traps  (steel  game) — Newhouse, 
30  per  cent. 

Ilawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    .Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

(iarden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100  ft.  rolls,   $1.65  per  100  sq. 

ft.;    in    50-ft.   rolls,    $1.70  per 

100  sq.  ft. 
Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOUSEFURNISHINGS. 

Stoves  and  Ranges — 

Cas  ranges,  50  per  cent. 
Stoves   and   ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70   to  75  per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16x24, 
$1:  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks,  15x24, 
$2;  18x30,  $2.35;  18x36,  $3.50. 

Enameled  Ware — White  ware,  75 
per  cent. 

London    and   Princess,    50  per 

cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel,   50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts,   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails,  60  per  cent. 
Flaring  pattern,   50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom   tea   kettles  and 
boilers,    35  p.c. 
Coal  hods,  40  per  cent. 
Boiler  and  tea  kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain,     75  and 
12%  per  cent. 
Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2.  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton.  London  and  St. 
Marys,  40  per  cent. ;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New   Century,    Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Koval    Canadian,    11  in., 

doz   47  75 

Eze,  10  in.,  per  doz.   .  .  46  75 

Bicvcle,  11  inch    60  50 

Trojan.   12  inch   100  00 

Challenge,  3  year,  11  inch  53  25 
Ottawa.  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers.      gB^C"  fc'i^woouM-Jj 

THE /i/FK/N Rule  t?o.  ofQanada^Ltd. 

W/ND30R^0Nr, 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


"BRYAN'S  BRUSHES 
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It  will  pay  you  as  a  Hardware  Dealer  to  stock  this  line.  We 
manufacture  a  full  assortment  for  all  purposes  and  especially  for 

PAINTERS,  DECORATORS  AND  FINISHERS 

Order  from  your  wholesale  house  or  direct. 

SEND  FOR  1911  CATALOGUE 


WESTERN  REPRESENTATIVES 

WINNIPEG  PAINT  &  GLASS  CO.,  Limited, 

Winnipeg  and  Edmonton 

'       CALGARY  PAINT  &  GLASS  CO.,  Calgary,  Alta. 


THOMAS  BRYAN,  Limited, 
LONDON,  -  -         -  CANADA 


"MAXWELL 


99 


Hardware  Specialties 

Will  Increase  Your  Spring  Trade 

A  really  good  line  of  machines  for  use  around  the  house 
strongly  attracts  women  to  your  store.  That  means  a 
bigger  trade  in  staples  as  well  as  the  business  in  the 
specialties  themselves. 

Maxwell's  Washers,  Churns,  Wringers,  Lawn  Mowers  and 
Barrows  are  known  throughout  Canada  as  durable,  easy- 
working  and  thoroughly  satisfactory — in  fact  as  the  best 
line  on  the  market.    The  new 

CHAMPION  HIGH  SPEED  WASHER 

well  deserves  its  name.      It  has  all  the  good  features  of 
the    famous    "Puritan"  with    a    new    momentum  driving^^^ 
mechanism.      The    heavy    balance    wheel    revolving  four 
times  for  every  stroke  of  the  lever  makes  the  "Champion" 
run  very  smoothly  and  easily. 

The  Maxwell  line  pays  good  profits,  wins  good  customers.    Write  for  Catalogue. 

David  Maxwell      Sons,  St.  Marys,  Ont. 


''What  would  you  do  if 
your  business  showed 
as  large  a  turn- 
over as  in  former 
years,  yet  on  tak- 
ing stock  you 
found  you  were 
not   as   well   off   as  in   previous  years/' 


This  is  typical  of  a  number  of  questions  discussed  at 
your  Convention,  and  the  answer,  gathered  from 
the  experience  of  the  most  successful  merchants  is: 


TEE 


The  National  Cash  Register  solves  the  most  vexing 
problems  that  every  hardware  dealer  has  to  face — 
stops  the  most  frequent  "leaks" — prevents  the 
mistakes  and  petty  losses  by  which  your  profits 
dribble  away. 

So  systematizes  your  business  that  you  don't  have 
to  wait  till  stock-taking  time  to  know  how  you 
stand.  You  can  tell  at  a  glance  a  lot  of  things 
every  progressive  merchant  ought  to  know.  Re- 
cords cash  sales,  credit  sales,  payments  on  account, 
amounts  paid  out  and  insures  correct  change- 
making  transactions.  Saves  disputes,  locates 
errors,  and  gives  you  a  check  on  your  business  that 
you  could  not  get  in  any  other  way. 

Write  for  booklet  and  |j 
new  price  list  to 

National  Cash  Register  Co. 

F.  E.  Mutton,  Manager  for  Canada 
285  Yon^e  Street       •  Toronto 


Successful  Merchants  Put  a  Receipt  in  Every  Parce/. 

This  is  the  quickest  known  method  of  recording  sales 
and  issuing  receipts. 


OFFICIAL  REPORT  OF  ONTARIO  RETAIL  HARDWARE  CONVENTION 


The  receipt  of  a  sample  copy  is  an  invitation  to  subscribe 
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Samson  Garden  Tools 


The  number  of  orders  already  this  season  is  evidence  of  satisfac- 
tion with  the  goods  that  were  sold  last  year.  From  the  stand- 
point of  quality  and  value  the  market  has  nothing  better  to 
offer,  and  the  sooner  you  stock  up,  the  better.  There  will  be  no 
difficulty  in  selling  our  entire  output  quickly  —  hence  this 
reminder. 


H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

We  Ship  Promptly.  __  _  __  ^  ^  Our  Prices  are  Right. 

TORONTO 

GRAHAM  NAILS  ARE  THE  BEST. 
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The  LawiA  Mower  Seasorv  Is  On 


Have  you  placed  your  order  yet? 


IT  We  are  the  largest 
Canadian  manufacturers 
of  lawn  mowers,  and  our 
goods  are  made  from  the 
finest  quality  of  material 
it  is  possible  to  obtain. 
M  If  your  jobber  cannot 
supply  you  with  "T.-F." 
goods  write  us  for  prices. 


IT  The  "Empire"  Lawn 
Mower  carries  our  guar- 
antee, and  is  one  of  the 
best  sellers  on  the  market. 
You  can  get  a  cheaper 
machine,  but  none  that 
will  carry  a  better  profit 
for  you,  and  give  your 
customer  better  satisfac- 
tion. 


Taylor- Forbes  Company,  Limited 


Taylor  Forbes  Co.,  246  Craig  St. 
Montreal 
H.  G.  Rogers,  53',  Dock  St. 
St,  John,  N.B. 
Canadian  United  Mfrs.  Agency 
London,  Eng. 


Head  Office  and  Works : 
GUELPH  ONTARIO 


H. 


J.  B.  H.  Rickaby 

Victoria,  B.C. 
W.  A.  MacLennan 
Vancouver,  B.C. 
F.   Moulden,  Travelers'  Bldg. 
Winnipeg,  Man. 


TRADE 


KENNEDY 


MARK 


Kennedy  Pocket  Cutlery  is  full  finished  and  only  manufactured  in  the  best 
grade.  It  is  made  in  Sheffield  of  the  very  best  English  Crucible  Cast  Steel, 
hardened  and  tempered  by  experienced  workmen,  and  sent  out  ready  for  use. 
Every  knife  fully  guaranteed. 

We  have  a  system  that  recognizes  the  importance  of  quick  deliveries. 


Canadian  Agents  for  47-11  Razors 


The 

KENNEDY  HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street,  TORONTO 


SEND  US  YOUR  MAIL  ORDERS 
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Hav3  a  good  stock  of  these  Traps 
for  Spring  business 


r 


VICTOR  TRAP 


ONEIDA  COMMDNITX  Ltd 


ON  EL  I  DA,  N  Y 


CANADIAN  FACTORY  -  NIAGARA  FALLS,  ONT. 
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THE  UTMOST  VALUE  IN  SAFETY  RAZORS 


New  "EVER.READY" 

12-BLADED  DOLLAR  OUTFIT 

is  a  new  marvel.  Better  quality,  better  box,  better  blades,  better  stropping  device,  better  handle,  better 
demand,  better  advertising,  better  printing  helps,  better  selling — suppose  we  add,  better  stock  them. 

There  is  no  guarantee  that  you  could  possibly  demand  for  the  shaving  qualities  ot  a  razor  at  $5.00 
that  we  won't  O.K.  for  the  EVER-READY  12-bladed  $1.00  outfit. 

There  is  not  a  single  occasion  where  we  fail  to  protect  the  dealer  with  the  fullest  guarantee  of  satis- 
faction for  every  individual  customer. 

Any  time  a  customer  shows  dissatisfaction  we  will  buy  back  the  EVER-READY  outfit  at  the  full 
retail  price,  and  you,  Mr.  Dealer,  need  never  lose  the  profit  from  an  unsatisfactory  sale,  if  it  ever  occurs. 

Can  you  better  that  for  straight-forward,  honest  evidence  of  good  faith  on  the  part  of  a  manufacturer 

Isn't  such  faith  worthy  of  your  fullest  co-operation  ?  Isn't  such  evidence  of  our  guarantee  your  pro- 
tection, the  safeguard  for  your  fullest  recommendation  to  your  trade  ?  Tell  your  customers  that  the  EVER- 
READY  is  best   -recommend  it  openly— fully — we'll  "  back  up  "  your  approval  of  it. 


INNERNATIONAL  DISTRIBUTING  COMPANY 

CORISTINE  BUILDING,  MONTREAL 
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Ask  the  man  who  is  using 
THE  McCASKEY  SYSTEM 

He  will  tell  you  how  it  pays  for  itself 
many  times  over  by  reducing  outstand- 
ing   credits    and    collecting   bad  debts. 


During  the  Peterboro'  Convention  we  were  pleased  to  meet  at  our  Booth  several  satisfied 
users,  wlio  will  gladly  recommend  the  McCASKEY  to  their  brother  hardware  dealers. 
Among  these  we  would  mention  the  following  :  Wm.  Manning,  Coldwater,  using  420  account 
system  ;  Smith  &  Schaefer,  Bolton,  380;  H.  D.  Moss,  Renfrew,  300;  Jas.  D.  Smith,  Bays- 
ville,  100.  Some  other  customers  are  :  W.  E.  Butler,  Perth,  980  ;  Devine  &  Legree, 
Renfrew,  640;  C.  J.  McGarry,  Renfrew,  520  ;  A.  E.  Butler,  Perth,  300. 

Get  the  opinion  of  any  of  tlie  above,  then  write  us  for  particulars  of  THE  McCASKEY 
SYSTEM  ;  have  our  traveller  call  to  explain  our  easy  method  of  handling  your  credit 
accounts.    Instal  THE  McCASKEY  NOW  and  save  money. 

FIRST  AND  STILL  THE  BEST. 

THE  DOMINION  REGISTER  COMPANY,  Limited 

TORONTO,  CANADA 

Manufacturers  of  the  famous  "Surety"  Non-Smut  Duplicating  and  Triplicating  and  Single  Carbon  Counter  Check  Books. 


Hardware  Merchants 

and  others  whose  correspondence  is  limited  should   write  for  our    Catalogue  of 

Rebuilt  Typewriters 

which  contains  illustrations  and  prices  of  all  popular  makes  of  machines  taken  as 
part  payment  on   the  famous 

MONARCH 

They  have  been  carefully  remanufactured,  and  are  put  on  the  market  at  a  fraction  of 
the  original  cost.  They  are  just  the  thing  for  a  merchant  who  needs  a  typewriter,  but 
feels  he  cannot  afford  the  price  of  the  Monarch — 

The  King 

Of  All  Writing  Machines 


The  Monarch  Typewriter  Company,  Limited 

46  Adelaide  Street  W est,  Toronto,  Out. 

Branches:    MONTREAL,    LONDON,    HAMILTON    AND  OTTAWA 
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THE  CITY  OF 


PETERBOROUGH 

A  Hub  of  Manufacturing  and  Distribution 


For  manufactur- 
ing and  distribut- 
ing, Peterborough 
has  the  essentials 


and  accessories — 
hence  it  has  grown 
and  is  growing. 


The  essentials  for  a  great  manufacturing  centre  are: 


Cheap  Electric  Power,  and  Plenty  of  It. 

The  -Best  Shipping  Facilities. 

Excellent  Sites. 

The  Best  Labor  Conditions. 

The  Otonabee  River  furnishes  abundant 
cheap  power — developed  and  undeveloped. 
The  railways  and  canal  (see  the  "Hub"  and 
spokes)  provide  unexcelled  shipping  facilities 
to  all  parts  of  the  world.  Fine  manufacturing 
sites,  with  level  land  and  shipping  connections, 
are  available.  Mechanics  like  to  live  here — no 
trovible  to  procure  labor;  it  is  a  city  of  me- 
chanic-owned houses — no  trouble  with  labor. 

Some  of  the  accessories  are: — Good  sewers 
and  waterworks,  electric  street  railway,  fine 
parks,  excellent  schools,  low  taxes,  pleasant  re- 
sorts, splendid  fire  protection — all  the  condi- 
tions for  health,  comfort  and  pleasure. 


These  make  Peterborough  a  manufacturing 
centre — and  among  the  products  of  the  fac- 
tories are  electrical  machinery  and  appliances; 
mill,  mining  and  hydravilic  machinery;  locks 
and  builders '  hardware ;  augers  and  bits ;  shov- 
els and  other  tools;  lumber;  harness  and  sadd- 
lery; rope  and  cordage;  woolen  goods;  flour 
and  cereals;  agricultural  implements;  pork 
products;  carpets;  launches,  skiffs  and  canoes; 
tents,  sails,  flags;  windmills  and  pumps;  wo- 
ven silk  labels;  brick  and  concrete  products; 
gas  engines;  silent  salesmen;  furniture;  gum, 
cards,  etc.,  etc. 

It  is  also  a  Distributing  Centre — and  has 
wholesale  houses  dealing  in  and  distributing 
groceries,  hardware,  boots  and  shoes,  dry 
goods,  etc. 

Unexcelled  openings  for  Manufacturing  and 
Distributing.  All  the  conditions  present.  En- 
quiries cheerfully  answered. 


For  additional  information  about  manufacturing  opportunities  in  Peterboro,  write  to  the 

Industrial  Commissioner 

City  Hall  ■  -  -  PETERBOROUGH,  ONT. 


Get  all  the  Profit  from  your  Paint  Oils 

^    We  can  put  a  complete  system  in  your  store  that  will  exactly  fill 
your  requirements  at  a  price  you  will  be  willing  to  pay. 

^    Don't  get  the  idea  that 

Bowser  Storage  Systems 

are  high  priced — they  are  not.    We  make  all  styles  and  all  sizes,  at 
all  prices. 

^  With  a  Bowser  the  oil  is  kept  in  a  steel  tank,  air-tight  and  fire- 
proof. The  pump  is  self-measuring,  eliminating  the  use  of  funnels  or 
measures.  This  system  prevents  the  accumulation  of  foots  and  fats. 
The  interior  of  the  tank  and  pump  is  always  free  from  gummy  sub- 
stances.   It  will  handle  linseed  oil  as  conveniently  as  kerosene. 

^  No  possibility  of  loss.  The  barrels  are  emptied  into  the  steel 
tanks  when  received,  thus  preventing  loss  from  evaporation,  seepage  and 
absorption. 

^  This  system  facilitates  the  handling  and  emptying  of  barrels.  One 
paint  oil  concern  emptied  fourteen  barrels  in  thirty-two  minutes.  It 
is  made  in  two  styles,  one  for  installation  on  the  store  floor,  the  other 
in  the  cellar. 

C|    With  a  Bowser  you  sell  all  the  oil  you  buy.    It  keeps  your  store 
clean,  saves  your  time,  your  customers'  time,  and  all  your  profits. 

^  You  know  how  annoying  it  is  to  handle  paint  oils  the  old  way. 
Just  ask  for  Book  No.  112.,  and  learn  how  easy  it  is  the  Bowser  way. 
It's  Free. 


S.  F.  BOWSER  &  CO.,  Ltd.,  Toronto.  Ont 

66-68  Fraser  Avenue. 
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Absolutely  smokeless  and  odorless 

Read  what  Secretary  Wrigley  says 
of  the  value  of  these  Heaters  in  an 
emergency  at  the  great  Retail  Hard- 
ware Convention  at  Peterboro- 


The  Queen  City  Oil  Company,  Limited 
Toronto. 


42-44  Ag-nes  St., 

Toronto,  March  2,  191 1. 

Gentlemen  : — 

I  beg  to  advise  you  that  we  have  had  no  trouble  in  disposing  of  the  fifty  oil  heaters  secured  from  you  last 
week  to  heat  the  Armoviries  at  Peterboro  during  the  hardware  exhibition  held  in  connecticn  with  our  Convention  in 
that  city,  Feb.  21  to  24. 

Our  Association  owes  a  debt  of  gratitude  to  you  for  your  promptness  in  filling  our  rush  order  on  F"eb.  21st. 
It  was  found  to  be  impossible  to  heat  the  Armouries  satisfactorily,  and  to  save  our  exhibitors  from  attacks  of  pneu- 
monia, we  had  to  act  quickly.  In  the  emergency  your  Perfection  Oil  Heaters  were  suggested,  and  in  response  to 
President  Cinnamon's  message,  you  had  the  fifty  heaters  delivered  in  half  a  day's  time. 

They  did  their  work  splendidly  and  as  a  result  the  immense  Armouries  building  was  well  heated  during  the 
remainder  of  the  week. 

WESTON  WRIGLEY, 

Secretary  Oiilarin  Retail  Hardware  and  Stove  Dealers'  Association. 


Three  Profitable  Specialties 

shown  in  our  exhibit  at  the  Peterboro  Convention  were 


The  Perfection  Smokeless  Oil 
Heater  is  acknowledged  to  be  the 
only  oil  heater  that  really  is  perfection. 
It  is  an  easy  seller.  Does  all  that  is 
claimed  for  it  and  always  satisfies  the 
purchaser. 

The  New  Perfection  Wick  Blue 
Flame  Oil  Cook  Stove  is  the  best  de- 
vice for  cooking  that  is  made.  Smoke- 
less, odorless,  convenient,  attractive. 
You  do  not  have  to  hammer  atyour  cus- 
tomers in  order  to  induce  them  to  buy. 
Our  long  and   extensive  advertising 


New  Pcr/feetion. 

^jyTpTTrm  AP^i'm  ^  via:.  I  Mil 

Oil  C«K)k-5tQVe 


campaign  has  caused  the  New  Per- 
fection Wick  Blue  Elame  Oil  Cook 
Stove,  the  Perfection  Oil  Heater  and 
the  Rayo  Lamp  to  be  recognized  as 
standard  fixtures  of  the  well-appointed 
home.  Plan  your  stove  order  now  to 
secure  prompt  shipments. 

The  Rayo  Lamp  is  a  well-con- 
structed, handsome,  center-draft  lamp 
of  unusual  light-producing  power. 
Made  of  brass  and  beautifully  nickeled. 
An  ornament  anywhere. 


They  are  the  most  extensively  advertised  oil  consuming  devices  on  the  market. 

If  your  jobber  does  not  handle  these  goods, 
write  for  descriptive  circulars  and  prices  to 

THE  QUEEN  CITY  OIL  CO.,  Limited 

TORONTO 


lO 
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HECLA 


WARM  AIR 

FURNACES 


have  the  conviiicint^  and  exclusive  features  that  make  them 
Easy  to  Sell  and  Profitable  to  Operate.  Send  for  the  catalogue 
which  tells  all  about  them. 


HECLA  STEEL  RIBBED  FIRE  POTS. 


Hecla  Radiator 

Showin^^  Fused  Joints  (Patented) 

and  Cast  Iron  Combustion  Cham- 
ber. 

Fused  Joints  are  the  only  permanent  ones 
between  the  steel  and  cast  iron  used  in  warm  air 
fvu-naces.  All  joints  that  depend  on  cement, 
bolts  or  rivets  will,  in  time,  work  loose  on  account 
of  the  difference  in  expansion  between  the  iron 
and  steel.  Fused  Joints  are  made  at  a  white 
heat.  They  are  really  welded  joints,  absolutely 
air  tight,  and  will  last  for  all  time. 

The  Cast  Combustion  Chamber  is  stronger 
and  heavier  than  the  steel  combustion  chambers 
usually  employed  in  warm  air  furnaces. 

Write  for  our  catalogue  for  a  complete  de- 
scription . 


Steel  Ribbed  Fire  Pots 

(PATENTED) 

have  three  times  as  much  radiating  surface 
as  any  other  style  of  furnace  fire  pot  made. 
They  do  not  become  red  hot  yet  they  give 
much  more  heat  ;  they  save  fuel  and  are 
practically  everlasting. 


HECLA  RADIATOR 


CLARE  BROS.  ^  CO.,  Limited 

PRESTON,       -  ONTARIO 


WINNIPEG 


CALGARY 


VANCOUVER 


QUEBEC 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


1 1 


*' Champion"  Interchangeable 


Ran^e 


Burns  Gas,  Coal  or  Wood 


TWO  RANGES  IN  ONE 

Here  is  a  proposition  that  appeals 
to  any  sensible  person.  It  saves 
economy,  floor  space,  time  in  cleaning', 
besides  all  the  little  things  that  the  look- 
ing after  a  range  demand. 

The  first  price,  however,  is  the 
greatest  inducement,  for  the  price  of  one 
range  you  get  two. 


This  is  the 
second  year  on  the 
market  for  this 
range  and  the  sale 
has  been  marvel- 
ous. 

Place  one  on 
your  floors,  and 
remember  that  it  is 
there. 

There  is  money 
in  it  if  you  go  after 
it. 


McCLARY'S 


LONDON 

TORONTO 

WINNIPEG 


VANCOUVER 
ST.  JOHN,  N.B. 
HAMILTON 


CALGARY 

MONTREAL 

SASKATOON 
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CONTROL  SUPREME  CAST  RANGE 


1910  SERIES 


9-18  Extended  With  High  Shelf. 


In  design,  workmanship  and  construction  this  Range  is  the  latest  product  of  the  stove  maker's  art. 

The  only  range  in  Canada  made  from  original  wood  patterns. 

The  obsolete  methods  employed  by  stove  makers  discarded. 

Guaranteed  50     in  fuel  saving. 

Consumes  the  smoke. 

Made  in  I  6- 1  8-20  in.  sizes. 

MADE  ONLY  BY 

The  Supreme  Heating  Company,  Limited 

WELLAND  .  CANADA 

I>iH(ril>iii!u(i  A)*en<s  and  Warehouses  in 
Toronto,  Montreal,  Halifax,  Si.  .lohii,  Winnipe^^,  Saskatoon,  Udmonton,  Cal^^ary,  Vancouver. 
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A  Single  Winter  Season 

has  served  to  demonstrate  most  conclusively  to  every  user  of  a 


"GOOD  CHEER 


99 


CIRCLE  WATERPAN  FURNACE 

that  the  properly  humidified  heat  which  our  Circle  Waterpan  affords  undoubt- 
edly favors 

HEALTH, 
COMFORT  and 
ECONOMY 

From  this  time  on  the  fur- 
nace purchaser  is  going  to 
insist  on  humidified  heated  air, 
and  in  the  face  of  his  convic- 
tions and  your  own  on  this 
point,  are  you  going  to  argue 
with  him  that  humidity  is  un- 
necessary? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  will  have  two 
complete  lines  of  circle  water- 
pan  furnaces.  We  also  make 
the  neatest  and  cheap- 
est line  of  side  wall 
registers  in  the  market, 
and  a  new  side  wall 
cold  air  base  plate  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 


THE  JAMES  STEWART  MFG.  CO.,  Limited 

WOODSTOCK,  ONT. 


Western  Warehouse :— 156  Lombard  Street,  Winnipeg,  Man. 


DISTRIBUTING  AGENCIES  :— McLennan,  McFeely  Co. 

Vancouver,  B.C. 


Wood,  Vallance  Hardware  Co. 
Nelson,  B.C. 


Ross  Bros.,  Limited 
Edmonton,  Aha. 


'4 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


JOdAflJWIOJV 


I 


AMMUNITION 


IS    DE/WANDED    BY    THE    MOST    DISCRIMIN  ATlNCi    SHOOTERS  AND 
STOCKED    BY    ALL    PROGRESSIVE  MERCHANTS 


This  Trade  Mark  31 

Guarantees 

The  Merchant 


BEST  QUALITY 
BEST  PRICE 
BEST  PROFIT 


Well  Advertised 


Specify    "  DOMINION  " 


Uomiiiion  Cartridj^e  Company,  Limited, 


^*(|    This  Trade  Mark 

Guarantees 

The  Shooter 


ACCURACY 
UNIFORMITY 
RELIABILITY 


Attractively  Labelled 


Montreal,  Canada 


SUGAR  MAKERS'  SUPPLIES 


"EUREKA"  STEEL  SAP  SPOUTS 


A  favorite  with  the  trade  and  give  entire  satisfaction  to  customers, 

because  tiiey  are  strong,  safe  and  secure  ;  no  leakage,  easily  inserted 
do  not  injure  the  tree,  secure  full  flow  of  sap.  .All  packed  in  cardboard 
boxes,  loo  each. 

Made  in  two  qualities  : 
BERLIN  BRONZE  (22  G.iuge)  TINNED  STEEL  (20  Gauge) 

Patented  1896  (Cut  shows  full  size  of  Spouts.) 


SAP  PAILS 

In  all  stylos  and  sizes,  from  four  to  twelve  quarts. 
WRITE  rOR  PRICES 


THE  WARNER  SAP  SPOUT 

Strongly  made  of  Tinned  Malleable  Iron,  will  not  break. 
The  construction  gives  it  a  greater  sap  saving  capacity  than  any  other  Spout. 
No  wind  or  weight  of  sap  in  the  bucket  can  pull  the  Spout  out  of  the  tree. 
It  does  not  leak  and  is  easv  to  insert  and  just  as  easy  to  remove. 


The  Thos.  Davidson  Mfg.  Co.,  Limited 

MONTREAL  AND  WINNIPEG 
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The 


"Monarch  Diamond'' 
Steel  Range 


(Guaranteed  Baker) 


Just  the  Range  you  need  on  your  floor. 

Good  appearance,  best  finish. 

High  grade  material  throughout. 

Large  fire  box  and  oven. 

The  price,  much  below  anything  of  equal 
grade. 

Give  your  stove  trade  a  chance. 
Write  to-day  for  prices. 


Butterworth  Foundry 

Limited 

Ottawa,  Ont. 


Ruberoid  Roofing 


Trade  Mark  Reg. 


Pronounce  It  Rue  ber-oid 


An  Opportunity 


BEWARE  IMITATIONS 


RUBEROID  is  the  original  ready 
roofing,  and  twenty  years  of  service  has 
proved  it  water-tight,  weather-proof  and 
fire-resisting  to  a  degree  equalled  by  no 
other  ready  roofing. 

We  are  advertising  RUBEROID 
to  your  customers,  forcefully  arid  ex- 
tensively. We  are  prepared  to  supply 
attractive  booklets,  store  cards  and  signs 
— to  send  a  salesman  to  help  you  land  dif- 
ficult orders — and  to  place  our  Engineer- 
ing Department  at  the  disposal  of  ycur 
customers,  free  of  charge. 

This  is  your  opportunity  to  get  the 
exclubive  selling  rights  for  your  town  of  a  profitable  and 
most  satisfactory  line.    Write  us  for  full  particulars. 

The  Standard  Paint  Co.  of  Canada 

Limited 

286  St.  James  S(.,  Montreal. 
197  Bannatyne  Ave.  E.,  Winnipeg. 
25  Pender  St.  W.,  Vancouver. 


APPEARS  ON  WRAPPER 


SILENT  AND  SAFE 


THE 


NOISELESS 


Simplest,  Lightest  and  Easiest  Running 
Dolley  type  Washing  machine  yet  produced.  It's  had  the 
"  Third  Degree  "  for  several  years  and  carries  the  healthy  sign 
of  steadily  increasing  sales.  No  useless  "  frills  "  about 
it,  just  common  sense  used  in  its  construction. 

A  GLANCE 

at  the  patented  mechanism  shows  the  strength,  sim- 
plicity and  mechanical  perfection.     Notice  the  absence  of 

cogs,  springs, 
and  finger 
catchers.  The 
tub  has  all  the 
exclusive  features 
peculiar  to  our  pro- 
ducts. The  visible 
and  invisible  parts 
are  equally  well  and 
carefully  made,  re- 
sulting in  a  good 
machine  and  a 
good  looker. 


Eastern  Agents  :  W.  L.  Haldimand 

&  Son,  Montreal 
Western  Agent  :     H.  F.  Moulden, 
Winnipeg 


CUMMER  DOWSWELL,  Limited,  makers.  HAMILTON,  ONT. 


i6 
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OUR  DAIRY  SUPPLIES 

Are  Popular 
Sellers 
Everywhere 


Creamery  Cans. 

With  deep  cover 
and  strainer 

SM|iplie(-l   with   I'ast  Key 
unless  otherwise 
ordered. 


Inches 
Quarts 


5  . 

8 

12 


15 

S'i 
20 


Milk  Strainer  Pails 

IX  Dairy 

Quarts  16 

Case  Lots,  dozen      .  ^ 


Milk  Pevns 

Plain  or  retinned 

Made  in        standard  sizes  from  ^-quart 
to  1  2-quart. 


PROMPT  SHIPMENT  GUARANTEED 
PRICES  ON  APPLICATION. 


The  Sheet  Metal  Products  Co.,  of  Canada,  Limited 
Successors  to  Kemp  Manufacturing  Company 

MONTREAL  TORONTO  WINNIPEG 


"MAXWELL 


99 


Hardware  Specialties 

Will  Increase  Your  Spring  Trade 

A  really  good  line  of  machines  for  use  around  the  house 
strongly  attracts  women  to  your  store.  That  means  a 
bigger  trade  in  staples  as  well  as  the  business  in  the 
specialties  themselves. 

Maxwell's  Washers,  Churns,  Wringers,  Lawn  Mowers  and 
Barrows  are  known  throughout  Canada  as  durable,  easy- 
working  and  thoroughly  satisfactory — in  fact  as  the  best 
line  on  the  inarket.    The  new 

CHAMPION   HIGH  SPKEI>  WASHER 

well  deserves  its  name.      It  has   all  the   good   features  of 
the    famous    "  Puritan  "   with    a    new    momentum  driving 
inechanism.       The    heavy    balance    wheel    revolving  four 
times   for  every   stroke   of  the   lever   makes   the   "  Champion 
run   very  smoothly  and  easily. 

The  Maxwell  line  pays  good  profits,  wins  good  customers.    Write  for  Catalogue. 

David  Maxwell  (Si  Sons,  St.  Marys,  Ont. 
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The  Machine  with  the  "Double  Tank" 


Most  Durable,  because  it  is  built  entirely  of  mal- 
leable iron  and  steel  (others  use  tin  and  wood.) 

Air  Displacement,  ibe  greatest  ;  because  the 
pump  is  one-third  larger  than  any  other,  giving  it  a  much 
more  powerful  suction  and  a  strong  blow  (other  hand 
machines  have  no  blower). 

Easiest  to  Empty,  because  our  exclusive  double 
tank  device  for  separating  the  dust  from  the  air  catches 
95  per  cent,  of  the  dust  in  the  bottom  of  the  tank  without 
screens,  baffles  or  water.  Only  five  per  cent,  is  screened 
and  that  on  the  outside  of  one  canvas-covered  cylinder 
(others  screen  100  per  cent,  of  the  dust  in  complicated 
screens,  bags,  etc.). 

Easiest  to  Pump,  because  the  screening  device 
mentioned  above  oflfers  but  5  per  cent,  resistance  to  the 
pump  (others  100  per  cent.) 

Easiest  to  Carry,  because  it  is  light,  compact 
and  perfectly  balanced. 

The  Automatic  "Hand  Power"  Cleaner 

may  be  operated  b}'  one  or  two  persons. 

Send  Your  Orders  Early.    Write  for  our  Free  Circular  and  Discounts 

MANUFACTURED  BY 

ONWARD  MFG.  CO. 


BLOWS" 
AS  WELL 
AS 
"SUCKS" 


Berlin,  Ont. 


Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada. 


PERFECT  GAS  CONTROLLER 
Gas  Bills  Reduced  15  to  50  Per  Cent. 


A  RARE  CHANCE 

FOR  THE 

Ambitious  Dealer 

We  can  offer  the  Exclusive  Agency  to  one 
Dealer  in  every  Gas  Town  in  Canada  for  the 

PERFECT 
GAS  CONTROLLER 

An  invention  that  is  in  demand  wherever  a  gas 
meter  is  used.  If  you  want  control  of  this 
profitable  side  line  write  us  at  once.  Some 
dealer  in  your  town  will  get  it  and  ha\  e  a  bonanza. 


During  the  Peterboro  Convention  many  interested  dealers  saw  our  Demonstration  and 

several  good  agencies  were  opened  up. 

Canadian  Gas  Users'  Association  652-655  Queen  st.  w..  Toronto,  can. 

KiiNtern  Koprosontativo  :  .1.  S.  Miillnii,  1  ~1>  1  Park  Ave.,  Moiitreiil 
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Five  lumdred  men  connected  witli  the  Canadian 
liai-(l\v;ire  trade  spent  from  a  day  to  a  week  in  Peter- 
boro  the  third  week  in  February  and, 
Peterboro  barring  the  question  of  hotel  acfommoda- 
Convention  tion,  not  one  complaint  has  been  heard, 
althoiigh  fully  one  hundred  of  those 
present  have  forwarded  letters  to  the  writer  of  these 
lines  since  the  convention  closed. 

True  it  is  that  a  larger  attendance  of  retailers  was 
desired  by  all,  but  those  who  absented  themselves 
were  the  real  losers,  and  the  exhibitors  found  results 
so  satisfactory  that  no  criticism  has  been  lieard  on  this 
score. 

And  to  the  credit  of  all  be  it  said  that  not  one  iju-i- 
dent  has  been  reported  which  would  l)ring  discredit 
upon  any  liardwareman  present.  At  London  a  year- 
ago,  an  unpleasant  incident  resulted  from  the  "but- 
ting in"  of  a  traveler  calling  on  the  grocery  trade,  but 
this  year,  while  some  went  to  bed  late  and  got  up  early, 
the  majority  lived  as  they  Avould  at  home — hotel  ac- 
coMunodation  excepted. 

More  ladies  attended  the  Peterboro  convention 
than  ever  before,  and  as  (Juelph  is  peculiarly  suited  to 
encourage  members  to  bring  tlu'ir  wives,  whereas 
Peterboro  was  not,  this  I'ealure  can  Ite  (lcv<'l(iped  next 
year. 

The  annual  convention  is  now  a  fixture  in  tiie  lives 
of  Ontario  luirdwaremen,  and  it  sliould  continue  to  be 
if  a  happy  meditun  can  be  struck  between  the  conflict- 
ing viewpoints  of  the  various  i)arties  interested.  Some 
exhibitors,  for  instance,  go  solely  to  show  tlieir  goods 
to  tile  retailers,  and  are  unconcerned  about  the  taking 
of  ordei's.  On  the  other  lumd,  some  exhibitors  press 
the  business  end  to  such  an  extent  that  retailers  are 
unwilling  to  call  at  their  bootlis.    Some  retailers  want 


tu  sh  i  ji  at  night,  Avhile  others  want  a  holiday,  singing 
convention  songs  and  playing  pranks  on  friends.  If 
extremes  can  be  avoided  the  future  of  the  Association 
is  assured. 


That  Ontario  hardwaremen  can  iiold  their  own 
with  any  on  the  continent  was  proven  at  the  Peterboro 
convention.  The  "Question  Box,"  for 
Original  instance,  was  more  interesting  than  any 
features  tlie  writer  had  seen  in  five  state  conven- 
tions held  across  the  line,  while  the 
"Traveler's  Hour,"  a  new  feature  this  year,  also  ex- 
celled similar  "hours"  on  the  programmes  of  U.  S. 
conventions. 

The  window  dressing  competitions  held  at  Peter- 
boro were,  so  far  as  we  know,  the  first  of  their  kind 
held  and  just  as  the  Wisconsin  convention  this  year 
copied  the  "mock  sale"  idea  featured  at  the  London 
convention,  so  may  the  window  competitions  be 
copie(l. 

The  "conv(>ntion  daily"  stunt,  pulled  off  by  the 
llai'dware  and  Stove  Journal,  was  also  a  new  feature 
at  retail  hardware  conventions,  although  the  "Hard- 
ware Trade,"  Minneapolis,  got  out  a  convention  daily 
at  the  Minnesota  convention  held  a  week  before  the 
Peterboro  convention.  The  "daily  journal"  can  be 
looked  for  again  at  the  Ouelph  convention. 

Put  we  needn't  crow  too  loud,  as  we  have  ap- 
propriated nuiny  of  our  Association  ideas  from  our 
sistei'  associations  in  the  United  States — and  they've 
got  us  beaten  to  a  frazzle  on  the  mutual  insurance 
game.  INIost  of  the  delegates  to  the  U.  S.  conventions 
])ay  all  their  Association  and  convention  expenses  out 
of  the  rebates  they  get  from  the  hardware  nuituals. 


The  rea'ly  big  questions  which  forced  themselves  to 
the  fi-ont  at  the  Peterboro  convention  were  the  ques- 
tions   of    "price     maintenance"  and 
Order  "travelers  carrying  samples."  President- 

Takers  elect  Chown  precipitated  the  discussion 

on  the  latter  subject,  and  his  points  were 
eagerly  listened  to. 

There  is  no  doubt  aiiout  the  tendency  towards 
specialization  in  the  hai'dware  trade.  We  now  see 
travelers  coverins  Canada  from  end  to  end  selling  such 
api^iarently  small  lines  as  tapes,  dampers  and  axle 
grease.  A  traveler  recently  went  from  Ontario  to  "Win- 
nipeg and  other  western  points  selling  nothing  but  cast 
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iron  dampers,  but  he  sold  them  in  car-load  lots  and  by 
specializing  on  the  line  made  it  pay. 

The  large  hardware  jobbing  houses  at  St.  Louis  and 
Chicago  engage  special  salesmen  to  look  after  the  sales 
of  special  lines,  and  as  many  as  five  salesmen  from  one 
jobbing  house  call  on  one  customer.  But  each  is  a 
specialist  in  his  own  line  and  he  not  only  carries 
samples  but  is  also  able  and  willing  to  address  meet- 
ings of  clerks,  etc.,  to  give  them  selling  information  on 
the  special  lines.  Here  in  Canada,  at  least  one  Toronto 
jobbing  house  is  branching  out  in  a  similar  direction, 
although  one  of  its  buyers  stated  at  Peterboro  that  ' '  it 
is  up  to  the  manufacturers  to  create  the  demand  for 
new  lines." 

Mr.  Chown's  picture  of  the  jobber's  salesman  en- 
tering a  retail  store,  and  after  running  over  the  various 
prices  of  different  qualities  of  a  line  of  goods,  took  the 
retailer's  order  for  the  cheapest  line  quoted  upon,  is 
only  too  true.  Too  many  sell,  take  orders,  we  mean,  on 
a  price  basis,  without  putting  up  any  argument  in 
favor  of  the  higher  qualities  of  goods. 

And  that's  where  the  jobbing  house  is  in  danger 
of  falling  doAvn.  All  manufacturers  make  "leaders" 
on  which  their  margin  is  very  small.  They  also  make 
special  lines  of  better  quality,  which  carry  a  better 
margin  for  both  manufacturer  and  retailer.  When  the 
jobbing  house  salesman  sells  all  "leaders"  and  no 
special  "quality"  lines,  he  is  merely  getting  volume  of 
business,  and  is  not  doing  his  duty  to  his  employer  or 
his  retail  customer. 


A  great  danger  confronts  retail  hardwaremen  to- 
day— the  growth  of  the  mail  order  business.  To  hold 
his  own  the  retailer  must  carry  goods  of 
Carry  quality,  know  their  talking  points,  and 

Samples  support  the  manufacturers  who  adopt  re- 
sale prices  on  their  products.  To  carry 
"quality"  goods  and  know  them,  the  retailer  must 
have  the  assistance  of  the  traveler  whom  he  buys  from. 
To  give  the  retailer  efficient  service  the  traveler  must 
himself  know  the  goods  and  carry  samples  in  addition 
to  his  catalogue  and  order  book.  He  must  be  prepared 
to  demonstrate  new  lines  to  his  retail  customers. 

Retailers  are  frequently  heard  criticising  tlieir  far- 
mer customers  for  buying  from  pictures  in  mail-order 
catalogues.  So  long  as  they  are  content  to  buy  from 
pictures  in  jobber's  catalogues  they  have  little  right 
to  criticise  the  mail-order  buyers,  and  they  have  little 
reason  to  expect  to  fight  mail-order  competition  in- 
telligently. 


A  case  in  point  might  be  referred  to.  A  young 
jobber's  salesman  at  the  Peterboro  exhibition  kept 

Iiovering  around  the  manufacturers' 
Enterprising  bootlis,  and  whenever  he  heard  an  ex- 
Salesman         liibitor  ask,  "AVhat  jobbing  house  will 

1  book  this  through?"  he  saw  that  his 
custonun-s  booked  through  him.  In  doing  this  he  fre- 
quently had  an  opportunity  to  assist  the  exhil)itors  in 
rush  hours  and,  in  one  booth  at  least,  he  picked  up  a 
lot  of  information  about  many  lines  which,  in  the  past, 
he  was  unfamiliar  with  and  unable  to  "sell"  to  a 
customer. 

This  ti-aveler  took  some  sainitlcs  home  with  liiin, 
and  it's  a  safe  bet  that  his  ordci'  book  will  show  a  Ini-- 
ger  volume  of  sales  on  these  lines  in  the  ruture  than 
in  the  past. 

Travelers,  as  Avell  as  retailers,  can  leaim  a  lot  at 
till'  hardware  conventions. 


An  example  of  friendly  competition  was  noticed  at 
the  Peterboro  convention.  The  head  of  one  safety 
razor  company  was  placed  in  the  chair 
Fight  for  the  manufacturers'  session,  and  when 

Fair  he  noticed  that  the  other  safety  razor  ex- 

hibitors were  not  present  he  sent  a  mes- 
senger down  to  ask  his  competitors  to  come  up  to  the 
meeting  hall  and  take  part  in  the  discussion. 

How  much  better  for  two  competing  firms  to  extend 
fraternal  courtesies  to  each  other  than  to  go  around 
Avith  a  hammer  ready  to  deliver  a  knock  at  every  op- 
portunity. 

One  of  the  safety  razor  concerns,  for  instance,  is 
old  established,  while  the  other  is  comparatively  new 
on  the  Canadian  market.  The  new  firm  put  up  a  really 
attractive  exhibit.  Here  was  a  chance  for  the  older 
house  to  say:  "Yes,  they've  got  a  nice  show,  but  they 
won't  last  long."  But  they  didn't.  The  staffs  of  the 
two  firms  were  very  friendly,  and  when  the  Gillette 
boys  started  a  yell  for  E-V-E-R-R-E-A-D-Y,  the  Ever- 
ready  boys  came  back  with  an  even  louder 
G-I-L-L-E-T-T-E. 


The  story  which  came  from  Montreal  a  month  ago 
about  the  probable  consolidation  of  eight  jobbing 
houses  in  that  city  into  three  well- 
That  equipped  jobbing  concerns,  has  been  the 
Jobbing  subject  of  a  lot  of  talk  in  the  trade  in 
Merger  Ontario  and,  so  far  as  the  Hardware  and 
Stove  Journal  has  heard,  the  talk  has  all 
been  favorable  to  the  proposed  consolidation,  the  hope 
being  expressed  that  as  a  result  business  will  be  put 
on  a  more  stable  basis. 

Price  cutting  is  injurious  to  all  branches  of  the 
trade,  and  it  cannot  be  denied  that  much  of  the  dis- 
turbance amongst  Ontario  retailers  is  traceable  to  cut- 
ting on  the  part  of  Montreal  jobbers.  If  a  consolida- 
tion will  mean  better  conditions  and  less  secret  com- 
missions the  trade  as  a  Avhole  will  welcome  it. 

It  is  suggested  that  the  consolidation  will  include 
one,  or  possibly  tAvo  Ontario  houses,  and  that  if  this 
part  of  the  arrangement  is  consummated,  the  new  cor- 
poration will  also  control  jobbing  houses  at  Winnipeg 
and  Vancouver. 


Considerable  criticism  is  being  heard  amongst  paint 
men  of  the  p^an  AAdiieh  has  been  adopted  in  some  eases 
by  paint  salesmen  Avho  offer  to  take  out 
Short  the  old  stocks  of  other  paint  makers  in 

Sighted  retail  stores,  and  return  gallon  for  gallon 
Policy  Avith  Avell  assorted  ncAV  stocks.  Retailers 

should  not  encourage  competition  of  this 
kind  as  it  can  only  lead  to  hard  feeling  and  the  de- 
moralization of  trade  by  injurious  price  cutting.  If 
continued  for  any  length  of  time  competing  manufac- 
turers are  bound  to  hit  back,  and  the  retailer  Avill  be 
the  chief  sufferer. 

Suppose,  for  instance,  tAventy  or  thirty  stores  Avere 
induced  to  throAV  out  the  lines  of  paints  they  had  been 
selling,  it  is  reasonable  to  expect  that  in  some  of  the 
toAA^ns  some  one  Avill  "butt  in"  and  sell  job  lots  at  45 
or  50  cents,  Avhere  the  retailer  ought  to  get  60  to  65 
cents  per  quart.  Trade  Avould  be  demoralized,  in  con- 
sequence, and  profits  Avould  suff'er. 

The  paint  business  in  Canada  is  groAving  l)y  leaps 
and  bounds,  and  there  is  enough  business  for  all  if 
competition  is  conducted  on  reasonable  lines. 

i\Ianufacturers  should  set  the  example  of  friendly 
dealing  to  their  retail  customers. 
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Hardware  Convention  at  Peterboro' Greatest  Yet 

About  200  retailers  and  300  exhibitors  and  travellers  present  from  Ontario,  with  visitors 
from  British  Columbia,  Saskatchewan,  Quebec,  and  the  United  States.  Travelers 
and  manufacturers  take  part  in  program. —  The  Question  Box  a  distinct  success — Exhibi- 
tion in  Armouries  declared  to  compare  favorably  with  any  held  in  the  United  States. 


From  every  standpoint,  except  possibly  one,  the 
sixth  annual  convention  of  the  Ontario  Retail  Hard^vare 
and  Stove  Dealers'  Association,  held  at  Peterboro,  Feb. 
21  to  24,  was  an  uncpialified  success.  That  one  point  was 
the  lack  of  a  larger  attendance  from  Western  Ontario 
points. 

About  half  of  the  300  odd  members  of  the  Associa- 
tion do  business  in  Western  Ontario  towns,  with  one- 
quarter  in  Eastern  and  another  quarter  in  Northern 
Ontario.  The  Easterners  and  Northerners  were  well 
represented,  but.  probably  because  of  the  unsatisfactory 
train  connections  from  Western  Ontario  to  Peter'boro, 
the  West  was  not  as  well  represented  as  it  should  have 
been. 

At  Hamilton  two  years  ago  about  160  retailers  were 
present,  at  London  last  year  the  numlber  was  about  200, 
this  year  the  figures  fell  to  about  180,  in  spite  of  the  fact 
that  the  greatest  hardware  show  in  Canada's  history 
was  staged  in  the  Armouries  at  Peterboro  during  the 
convention.  But  the  men  who  stayed  away  were  the 
real  losers,  as,  in  addition  to  the  big  exhibition,  the 
convention  meeting  and  "Question  Box"  discussions 
were,  without  question,  more  interesting  than  at  any 
previous  convention. 

And  this  is  all  the  more  gratifying  because  of  the 
fact  that  with  the  single  exception  of  Mr.  Maxwell's 
address  on  "Price  Maintenance."  the  "talent"  was  all 
"home  brew."  Mr.  Magladery,  assisted  by  Ed.  Wan- 
less,  Chatham,  and  Frank  Taylor,  Carleton  Place,  made 
a  distinct  success  in  handling  the  "Question  Box,"  yet 
the  first  two  mentioned  were  hardly  known  to  any  but 
a  handful  of  delegates  before  the  convention.  The  con- 
vention showed  its  appreciation  by  placing  Mr.  Mag- 
ladery on  its  Executdve  Board — and  Mr.  Wanless'  turn 
is  likely  to  come  next  year. 

Meeting  together  year  after  year  the  members  of  the 
Association  get  to  know  each  other  better  and  they  talk 
to  each  other  and  in  meeting  more  freely  in  consequence. 
The  convention  .songs,  written  to  popular  airs  by  Secre- 
tary Wrigley.  also  help  to  break  down  the  walls  of 
reserve  and  make  the  newer  members  of  the  Association 
more  at  home.  Mr.  Weichel,  of  Elmira,  who  sprung  an 
original  song  at  the  London  convention,  got  off  an  even 
better  one  this  year,  and  A.  Staples,  of  the  Moffat  Stove 
Company,  also  'biitted  into  fhe  song-writing  game.  And 
the  latest  is  a  proposed  hardAvare  quartette  or  octette  to 
be  gotten  together  before  the  Guelph  convention,  out  of 
such  material  as  George  Boomer,  and  E.  T.  Ilethering- 
ton.  Gait;  J.  S.  Weichel,  Elmira  ;  S.  M.  Burt  and  George 
Honsborger,  Toronto,  and  W.  F.  Macpherson,  Prescott. 

Travellers  Taking  Hold. 

The  trav(>lliiig  salesmen  were  in  sli'ong  force  at 
Peterboro  and  took  hold  of  things  as  never  before.  The 
travellers'  hour,  on  the  opening  dav.  under  the  leader- 
ship of  Tom  Wright,  of  IL  S.  TTowland.  Sons  &  Co..  was 
a  distinct  success  and  far  excelled  a  similar  feature  on 
the  programme  of  the  Michigan  convention  last  August. 


The  keen  competition  for  the  suitcase  offered  to  the 
traveller  bringing  in  the  most  new  members  has  inspired 
otliers  to  enter  a  similar  contest  this  year,  and  a  friendly 
eom|)etition  is  certain  to  result. 

And  the  travellers  are  now  talking  of  taking  hold  of 
the  entertainment  end  of  the  programme  at  the  Guelph 
convention.  "Harry  Bennett  was  very  good,"  said  one 
traveller,  after  the  convention,  '.'but  we've  got  enough 
talent  amongst  ourselves  to  pu[  up  a  fine  programme  if 
you'll  let  us  have  a  try  at  it." 

And  we  sure  will. 

Hotel  Accommodation  Limited. 

A  big  contingent  went  down  to  Peterboro  on  Sunday 
night,  a  special  ear  on  the  C.P.R.  10.30  p.m.  train  being 
well  filled.  Arriving  at  Peterboro  after  midnight  some 
difficulty  was  experienced  in  getting  accommodation 
and  things  looked  blue  for  the  crowds  to  come.  ^Monday 
brought  a  hundred  or  two  more,  and  most  of  them  head- 
ed for  the  Oriental,  w^hich  was  hotel  headquarters.  The 
overflow  went  to  the  National  and  other  hotels,  however, 
and  got  even  better  accommodation  than  those  who 
stayed  with  the  crowd  at  headquarters. 

The  Executive  Comanittee  set  an  example  at  the 
Oriental  by  sleeping  four  in  a  room,  but  even  this  was 
exceeded  in  some  cases. 

The  Convention  Daily. 

The  Hardware  and  Stove  Journal  pulled  off  a  big 
stunt  by  [)rinting  a  "daily  edition"  for  four  days,  the 
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first  numiber  being  printed  on  Tuesday  morning  before 
the  'cro'wds  of  retailers  arrived.  Newsboys  distributed 
copies  amongst  the  exhibitors  at  the  Armouries  and  met 
incoming  trains  at  both  C.P.R.  and  G.T.R.  depots,  dis- 
tributing copies  free  to  all,  the  Civic  Reception  Com- 
mittee being  helped  by  the  map  of  Peterboro  in  the 
"daily"  on  which  was  marked  all  the  hotels,  hardware 
stores  and  factories,  the  Ai^mouries,  post  office,  etc. 

Each  morning  about  10  o'clock  the  "daily"  was  cir- 
culated amongst  exhibitors  and  retailers  at  the  depots, 
hotels  and  in  the  Armouries,  giving  a  report  of  the 
previous  day's  proceedings,  lists  of  those  in  attendance, 
cartoons  of  interesting  events,  and  short  stories  picked 
up  about  visitors  at  the  different  hotels. 

The  last  issue  appeared  about  9.45  Thursday  night 
as  a  "sporting  extra,"  giving  a  full  report  of  the  last 
day's  proceedings  and  'containing  a  fine  half-tone  pic- 
ture of  every  one  of  the  newly-elected  Executive  Com- 
mittee. Harry  Bennett,  the  comedian,  acted  as  news- 
boy and  supervised  the  distribution  of  the  papers  by 
memibers  of  the  Executive  Committee  amongst  the 
crowd  at  the  concert. 

Copies  of  the  "daily"  were  mailed  promptly  to 
hard'waremen  in  all  parts  of  Ontario,  the  last  issue  being 
in  their  hands  a  few  hours  after  the  convention  closed. 

Five  hours  after  the  election  of  officers  had  taken 
place  the  daily  "Journal"  was  distributed  free  to  con- 
vention visitors,  a  picture  of  every  new  executive 
officer  being  reproduced. 

The  daily  edition  of  the  ' '  Hardware  and  Stove  Jour- 
nal ' '  gave  the  news  when  it  was  news. 

The  Programme  Outlined. 

Tuesday,  Wednesday,  Thursday,  and  Friday  morn- 
ings were  given  over  to  the  exhibition  in  the  Armouries, 
althoug-h  there  was  a  standing  invitation  to  visit  the 
Peterboro  hardware  factories,  a  large  number  availing 
themselves  of  the  opportunity  to  study  the  various  oper- 
ations in  the  making  of  locks,  augers,  shovels, etc. 

Tuesday,  AVednesday  and  Thursday  afternoons  and 
Wednesday  evening,  were  reserved  for  convention  meet- 
ings, while  on  Tuesday  and  Wednesday  evenings  the 
Exhibition  Hall  was  to  be  open.  In  response  to  requests 
from  exhibitors,  however,  the  programme  was  varied 
and  the  Exhibition  Hall  was  thrown  open  to  the  public 
on  Wednesday  and  Thursday  afternoons  as  well  as 
Wednesday,  and  part  of  Thursday  evening. 

Band  concerts  were  given  in  the  Armouries  on  Tues- 
day and  Wednesday  evenings,  while  an  orchestra  and 
Harry  Bennett,  entertainer,  provided  an  excellent  pro- 
gramme on  Thursday  night,  the  evening  being  capped 
by  a  buffet  luncheon  and  the  free  distribution  of  ice 
cream  cones,  sandwdches,  lemonade,  etc. 

Guelph  for  Next  Year. 

Guelph  sent  Aid.  Occomore  and  Aid.  Kelly  to  capture 
the  'Convention  in  1912,  and  these,  with  the  irrepressible 
Adam  Taylor,  let  no  one  forget  that  Guelph  is  on  the 
hardware  map  of  Canada.  Aid.  Kelly  proved  a  good 
mixer  and  when  the  vote  came  Aid.  Occomore 's  motion 
was  adopted  without  opposition. 

Guelph  is  only  fifty  miles  from  Toronto,  and  is  the 
centre  of  the  most  thickly  populated  portion  of  the 
Dominion.  There  are  about  ten  trains  to  and  from 
Toronto  between  5  a.m.  and  10  p.m.,  while  Peterboro 
proved  to  be  a  hard  place  to  make  good  train  connec- 
tions to.  The  Taylor-Forbes  Co.'s  plant,  the  largest 
hardware  factory  in  Canada,  will  also  be  an  attraction 
for  scores  of  hardwaremen  -who  sell  "T.  F. "  goods  in 
their  stores  every  day. 

Guelph  accommodates  about  10,000  people  at  its 
Winter  Fair  every  December,  and  the  convention  was 
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assured  that  there  was  not  the  slightcjst  doubt  about 
the  city's  ability  to  provide  the  best  of  aceom- 
modation  for  the  visiting  liardwaremen. 

And  then  John  M.  and  Adam  Taylor  will  have  a  few 
sui'prises  for  the  hardvvaremien  w'ho  visit  Guelph.  As 
the  boys  sung  at  Peterboro: 

" Adam's  very  strong  witli  the  other  sex 

Hut  John's  tlie  fellow  that  signs  tlie  ehecks." 
and  now  that  Uuelph  is  "it"  for  1912,  hardwarernen  can 
rest  assured  that  the  Taylor  boys'  rei)utation  for  open- 
handed  hospitality  will  be  upheld  and  added  to  as  a 
result  of  the  meeting  in  the  Royal  City. 

Tlie  Association  was  never  in  a  better  position  than 
it  is  to-day.  With  over  300  members  on  its  roll,  with 
about  125  travellers  and  30  clerks  as  associate  and 
"junior"  nu^nbers,  and  with  a  well  satisfied  lot  of  about 
70  manufacturers  who  made  exhibits  at  Peterboro,  there 
isn't  the  slightest  doubt  but  that  the  Guelph  gathering 
will  be  one  of  the  biggest  and  best  conventions  and 
exhibitions  ever  held  in  America. 

Why  not  make  it  a  national  affair  by  inviting  every 
hardwaremaii  in  ("anada  to  attend  or  send  a  represen- 
tative? 

Retailers  in  Attendance. 

Arthur,  1).  Pi'oeklcbank.  Ayr,  K.  (J.  Puddicombe, 
(icorge  Marshall  (salesman).  Arnprior,  J.  S.  Moir,  R. 
S.  Drysdale.  Aurora,  X.  G.  Eade,  Aurora  Hardware 
( 'ompany. 

Barrie,  J.  R.  Ilambly.  F.  A.  Hoar,  Fred  Otton.  Bays- 
ville,  J.  D.  Smith.  Bracebridge,  Geo.  Ecclestone.  J  as. 
Whitten,  B.  A.  Whitten.  J.  P.  Aulph  (salesman).  Beav- 
erton,  W.  Glassford  and  Mrs.  Glassford.  Beeton,  W.  J. 
Pell.  Belleville,  K.  C.  (Jhown,  W  .A.  Ohown,  Jioy  Staf- 
ford. 11.  Saunders  (salesman).  Bolton,  Kobt.  Smith. 
Bobcaygeon,  A.  E.  P>ottum.  Bowmanville,  P.  C.  Trebil- 
cock.   Burlington,  J.  S.  Allen,  John  Kentnor. 

Campbellford,  D.  A.  Archer,  J.  C.  Birmingham 
(salesman),  E.  T.  Morton,  T.  S.  Tait.  Carleton  Place, 
C.  F.  R.  Taylor.  Chatham,  Ed.  Wanless.  Clarksburg, 
J.  H.  Hedley.  Clinton,  \V.  H.  Webb.  Cobalt,  II.  J. 
Marshall.  Cochrane,  T.  J.  McManus.  Coldwater,  W. 
H.  Manning  and  Mrs.  Manning.  Collingwood,  J.  F. 
Zimmerman,  W.  D.  White. 

Drayton,  H.  E.  Patterson.  Dresden,  J.  15.  Garscallen, 
H.  C.  Wells. 

Elora,  G.  E.  A.  Robinson. 

Gananoque.  W.  W.  Bennett.  Guelph,  H.  Occomore. 

Hastings,  H.  Walker.  Havelock,  J.  B.  Brookes 
(salesman),  K.  Philli[>s,  J.  II.  Pidiards.  Hawkesbury, 
B.  P.  Beaulne.  Hickson,  R.  Nicholson.  Huntsville, 
J.  E.  .Moseley. 

Kincardine,  A.  L.  Shiells  and  IMrs.  Shiells.  Kings- 
ville.  E.  iMcCay. 

Lanark,  T.  Lett  Simpson  (manager  Taylor  Bros.). 
Lakefield,  II.  G.  Fitzgerald,  Walker  :\titchell  (sales- 
man). Leamington,  II.  Lendon.  Lindsay,  D.  Cinna- 
mon, J.  (}.  Edw'ards.  L.  King  (salesman),  Geo.  II.  ^lat- 
thie,  A.  Ilopkin  (salesman),  AV.  Cinnamon.  London, 
E.  €.  Mc^Mnrtry. 

Mount  Forest,  F.  E.  Ilendcrshot.  Midland,  F.  W. 
Jeffrey  and  €.  R.  Jeffrey.  Milton,  Clements  &  Co. 
Markham,  A.  II.  Wideman. 

Niagara  Falls,  G.  II.  Clark.  J.  T.  lleiulci'son.  Niagara 
Falls  Centre.  F.  F.  Ileximer.  Napanee,  M.  S.  Madole. 
W.  II.  iioyle,  W.  F.  Ferguson  (salesman).  New  Ham- 
burg, I).  II.  Becker.  Newmarket,  G.  A.  Binns.  New 
Liskeard,  W.  Magladery.  Norwood,  J.  W.  Rorke.  North 
Bay,  J.  Smitli  (salesman). 

Oakville.  J.  N.  McGregor.  Omemee,  W.  D.  Stiiison. 
E.  H.  Williamson  (salesman).    Orillia,  D.  A.  MacNab, 


C.  L.  MacNab,  Thos.  Phillips  and  Mrs.  Phillips.  Orono, 
J  as.  Henry.  Oshawa  Junction,  J.  B.  Ross.  Oshawa, 
C.  R.  Bailes,  G.  L.  Lander  and  Mrs.  Lander.  Ottawa, 
W.  A.  Rankin,  J.  O.  Richard,  McDougal's,  Ltd.  Owen 
Sound,  Ciiristie  Bros.,  T.  S.  Brown  (salesman). 

Palmerston,  J.  Chalmers.  Peterboro,  H.  P.  Morgan, 
Thos.  McWilliams,  Geo.  Hutchin^Dn.  A.  E.  Micks,  R.  J. 
G.  Sutherland,  Adanison  &  Dobbin,  Ray.  P.  Best,  C.  M. 
Biewett,  W.  D.  Campbell,  Win.  lliggins,  R.  J.  Kingan, 
F.  R.  J.  MacPherson,  C.  MacPherson,  and  J.  Doughty, 
A.  P.  Brown,  II.  J.  Hanwell,  A.  A.  Letellier,  Stanley 
Taylor  (salesmen).  Picton,  M.  Adams,  W.  J.  Carter. 
Port  Hope,  Geo.  Hancock  and  Mrs.  Hancock.  Port 
Perry,  W.  A.  Carnegie.   Prescott,  W.  F.  MacPherson. 

Renfrew,  H.  T.  ?iIoss.  Rodney,  D.  Mistele  and  Mrs. 
Mistclc. 

Sarnia,  II.  L.  Walker  (salesman).  St.  Catharines, 
A.  M.  Wall,  A.  R.  Coy.  A.  W.  Moore,  J.  Ji.  Archer 
(manager).  Shelburne,  J.  J.  Metcalfe.  St.  Thomas, 
R.  H.  Blackmore.  Smiths  Falls,  Thos.  W.  Caib  y.  J.  A. 
Clark,  R.  Hocken,  C.  F.  Ready  (salesman).  Sterling, 
Geo.  LeGrow,  J.  C.  McGee,  L.  Meiklejohn.  Sutton,  W. 
Ilolborn.  Stouffville,  W.  A.  Silvester.  Streetsville,  J. 
Dandic. 

Tilsonburg,  C.  W.  Conn,  W.  G.  Pow.  Trenton,  S.  B. 
McClung,  J.  C.  Adam  (salesman).  Tweed,  C.  F.  Faw- 
cett.  Toronto,  S.  iM.  Burt,  John  Caslor,  C.  W.  Chard 
and  Mrs.  Chard,  E.  H.  Davis,  F.  E.  Ellis  (A.  Welch  & 
Son),  J.  S.  Hall,  Geo.  Matthewson,  K.  W.  Matthewson. 
J.  W.  Peacock,  E.  B.  Westwood,  John  Wright,  H.  B. 
Christie.  Thamesville,  G.  C.  Ilubbell.  Tottenham,  K. 
J.  Walkem. 

Uxbridge,  Wm.  O'llara,  J.  C.  MacNab. 

Victoria  Harbor,  AV.  II.  Rumball. 

Wychwood,  H.  Stainlon.  Walkerton,  S.  B.  Vogan. 
Welland,  J.  J.  Long.  Wellington,  T.  M.  Nash,  C.  E. 
Taylnr.  West  Lorne,  J.  B.  Fcr;.;us()n.  Woodville,  V.  D. 
AIcPhcisoM,  (J.  McPherson.   Wyoming,  W.  II.  Smith. 

Montreal,  Fred  C.  Lariviere. 

Regina,  Sask.,  .M.  P..  Peart. 

North  Battleford,  Sask.,  Walter  Collinge. 

New  Westminster,  B.C.,  II.  T.  Kirk. 

Others  Present. 
S.  II.  Alexander,  Wood,  Vallance  &  Co.,  Hamilton. 
James  Hardy,  Jenkins  &  Hardy,  Toronto.  W.  M.  Max- 
well, Iver  Johnson  Arms  &  Cycle  Works,  Fitchburg. 
Mass.  A.  J.  Bennett,  Iron  Age  Hardware,  New  York. 
T.  B.  AVilliamson,  T.  Wright  and  J.  N.  Kidd.  H.  S.  How- 
land,  Sons  &  Co.,  Toronto.  Aid.  C.  AV.  Kelly,  Guelph. 
AV.  H.  Gerke,  IMartin-Seuour  Co.,  Alontreal.  A  .AI.  Hunt. 
London.  H.  T.  Hunter,  J.  G.  Lorriman,  T.  B.  Costain, 
S.  Murray,  Hardware  &  Metal,  Toronto.  Weston  AA'rig- 
ley,  Geo.  H.  Honsberger,  J.  A.  Fullerton.  L.  C.  Ruse. 
Hardware  &  Stove  Journal,  Toronto.  Airs.  Wrigley. 
Miss  Robinson  and  Aliss  Lerov,  Toronto.  S.  T.  Hudson 
and  R.  S.  Hurlburt,  Victoria' Park.  W.  J.  Nunu.  J.  B. 
Ford  Co.,  AVyandotte.  H.  L.  AValker,  John  Armstrong 
Co.,  Brigden.  W.  J.  Bateman,  Owen  Sound  AVire  Fence 
Co.,  Owen  Sound.  S.  C.  Bennett,  Alonzo  AV.  Spooner, 
Port  Hope.  D.  Potter,  Consumers'  Cordage  Co.,  Alont- 
real.  Chas.  A.  Bailey,  Jessop  Steel  Co..  Toronto.  H.  C. 
Filsinger,  Canada  Heating  &  A^entilating  Co.,  Owen 
Sound.  W.  F.  Kelly.  Ontario  Lantera  &  Lamp  Co.. 
Hamilton.  J.  A.  Eraser.  Alexander  Hardware  Co.,  Ham- 
ilton. Court  Thompson,  Remington  Arms  Co.,  New 
A'ork.  R.  B.  AIcGill,  Capewell  Horse  Nail  Co.,  Peter- 
boro. J.  B.  Aitcheson,  Clare  Bros.  &  Co.,  Preston.  G. 
H.  Thompson.  R.  H.  Smith  &  Co.,  St.  Catharines.  A. 
Bertram.  Alabastine  Co.,  Toronto.  N.  F.  Culverhouse, 
Roofers'  Supply  Co.,  Toronto.    Chas.  E.  Warnock  and 
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P.  W.  S.  Davis,  Sandersou  Pearey  &  Co.,  Toronto.  E. 
Shepard,  Hamilton  Stove  Pipe  Works,  Hamilton.  H.  C. 
Douglas,  A.  Ramsay  &  Son,  Ottawa.  C.  J.  Bateman  and 
E.  W.  Stiekney,  Percival  Plow  &  Stove  Co.,  Merriek- 
ville.  H.  V.  Hamilton,  Steel  Company  of  Canada, 
Brantford.  H.  G.  Gray,  Banwell  Hoxie  Wire  Pence  Co., 
Walkerville.  W.  Woodman,  Arthur.  W.  R.  J.  Higgins, 
Toronto.  Carleton  Woods,  Napanee.  D.  M.  Green,  Belle- 
ville. C.  R.  Hubbard,  E.  C.  Atkins  &  Co.,  ITamilton. 
C.  D.  TeuEyck,  ]\'Iaple  Leaf  Plarvest  Tool  Co.,  Tilson- 
burg.  Geo.  Gray,  Lewis  Bros.,  Ottawa.  J.  E.  Bennett, 
Hamilton  Stove  &  Heater  Co.,  Hamilton.  W.  G.  Wenige, 
Thos.  Bryan,  Ltd.,  London.  W.  T.  Fleming  and  W.  H. 
Conover,  Martin-Seuour  Co.,  Montreal.  Robt.  PL  Rose, 
Dominion  Belting  Co.,  Plamilton.  E.  R.  Maltby,  Domin- 
ion Roofing  Co.,  Toronto.  M.  J.  Tunnoek,  Toronto  Plate 
Glass  Co.,  Toronto.  J.  C.  Towers,  Consolidated  Plate 
Glass  Co.,  Toronto.  R.  G.  AVriglrt  and  A.  J.  Ross,  Gur- 
ney  Poundry  Co.,  Toronto.  S.  D.  Waffle,  Alex.  Mc- 
Arthur  &  Co.,  Montreal.  G.  H.  Brydon  and  A.  Sulli- 
van, Pease  Poundry  Co.,  Toronto.  AVilson  Porter,  Berry 
Bros.,  Detroit.  J.  J.  Wright,  Alfred  Rogers  Co.,  Tor- 
onto. P.  Sidey,  Sidey  &  Hoover,  Bewdley.  E.  Kendrick, 
Simeoc;   M.  Risdon,  St.  Thomas. 

Executive  Meeting. 

The  Executive  Committee  held  a  meeting  on  Monday 
evening  'before  the  convention  and  reviewed  the  work 
of  the  past  year.  The  Executive  report  was  adopted 
and  President  Cinnamon  instructed  to  recommend  to 
the  convention  that  the  Hardware  and  Stove  Journal 
be  made  the  organ  of  the  Association.  It  was  also 
decided  that  no  admittance  fee  would  ibe  charged  the 
public  for  attending  the  exhibition  in  the  Armouries. 
Tuesday  Afternoon  Session. 

The  opening  session  of  the  convention  was  attended 
by  about  300  retailers  and  manufacturers'  representa- 
tives, it  being  called  to  order  at  2.15  p.m.  by  President 
Cinnamon,  he  inviting  President  S.  IP.  Alexander  and 
Secretary  James  Hardy,  representing  the  Wholesale 
Hardware  Association  to  seats  at  the  President's  table. 
Mayor  Morrow,  representing  the  Civic  Reception  Com- 
mittee, was  then  introduced  to  the  convention,  and  read 
an  interesting  address  of  welcome  in  presenting  the  free- 
dom of  the  city  to  the  visiting  'hardwaremen. 

H.  Occomore,  Guelph,  who  had  been  deputed  by 
the  Executive  to  respond  to  the  civic  welcome,  told  of 


.    S.   11.  ALEXANDER. 
I'rcsident  Caniulian  Wholesale  Hardware  Association. 

llow  he  had  learned  his  trade  as  a  tinsmith  in  l^eterboro, 
jind  expressed  the  pleasure  he,  and  the  other  hardware- 
uu'ii  present  'had,  in  receiving  such  a  hearty  welcome  to 
Peterboro,  "We'll  take  all  the  privileges  you've  given 


us  and  possibly  a  few  more,"  said  Mr.  Occomore, 
amongst  a  liberal  round  of  ajjplause. 

S.  H.  Alexander,  of  AA^ood  Vallance  &  Co.,  Hamilton, 
'speaking  for  the  Wholesale  Association,  spoke  of  the 


JAMES  HARDY,  TORONTO. 
Tlie   ''Foxy  Grandpa"   of  the  Wholesale  Association. 

necessity  of  unity  amongst  the  hardware  manufacturers, 
.jobbers  and  retailers  of  Canada.  "We  are  all  necessary 
to  each  other, ' '  he  declared,  ' '  and  when  one  prospers,  all 
prosper."  The  wholesalers,  he  said,  benefited  greatly 
iby  meeting  together  occasionally,  and  the  retailers 
should  do  likewise.  "Your  joint  committee,"  said  Mr. 
Alexander,  "came  before  our  Association  in  January 
and  put  up  a  strenuous  fight  for  a  change  in  the  boxing 
and  cartage  regulations.  We  joibbers,  ho'wever,  were 
unable  to  make  any  change.  We  have  discussed  the 
matter  thoroughly  and'  regret  that  it  cannot  be  done." 

' '  What 's  the  matter  with  grandpa  ? ' '  asked  Secretary 
Wrigley,  when  Secretary  Hardy,  of  the  Wholesale  As- 
sociation rose  to  speak.  And  the  way  the  assembly 
joined  in  the  chorus  indicated  that  though  Mr.  Hardy 
had  to  hand  them  a  lemon  on  the  cartage  question  they 
still  had  a  warm  regard  for  him.  Mr.  Hardy  said  he 
had  been  at  hardware  conventions  'before  and  he  hoped 
to  attend  a  few  more  even  if  his  fifty-seven  varieties  of 
associations  made  it  hard  for  him  to  know  what  'branch 
of  the  trade  he  ibelonged  to. 

"AVe  joibbers  have  been  discussing  the  cost  of  doing- 
business,"  said  Mr.  Hardy,  "and  we  find  we  are  not 
getting  enough  profit.  It  costs  from  fifty  to  sixty  per 
cent,  more  to  do  business  to-day  than  it  did  a  few  years 
ago,  and  that  extra  cost  has  not  been  added  to  the  cost 
of  the  goods,  although  it  will  have  to  be." 

"Are  you  retailers  making  enough  profit,"  asked 
Mr.  Hardy,  and  the  nays  made  themselves  heard  all  over 
the  room.  "If  you  aren't  the  thing  to  do  is  to  figure 
your  costs  and  get  to  kuoAV  the  man  doing  business  next 
you  in  your  home  town." 

'We  would  like  to  abolish  cartage  charges."  added 
the  AVholesale  Secretary."  but  existing  conditions  will 
not  allow  us  to.  It  would  mean  a  complete  reorganiza- 
tion of  the  jobbers'  methods  of  doing  business  and  the 
cutting  out  of  'enclosures.'  A  business  man  might  con- 
tinue in  'business  without  profiits — ^but  not  for  long.  I 
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learned  that  long  ago  and  I 'vc  got  enough  now,  if  I 
ean  only  hang  on  to  it,"  cDnclnded  Air.  Hardy. 

President  (.'innanion.  in  replying,  said  the  retailers 
should  take  Mr.  Hardy's  advice.  "The  jobbers  don't 
do  business  for  nothing — let  us  get  their  cue." 

The  nianufaeturers  were  next  given  a  hearing,  the 
first  speaker  being  Adam  Taylor,  of  the  Taylor-Forbes 
Company,  Guelph.  "We  hel[)  you  to  get  a  profit  on 
your  goods,"  said  Mr.  Taylor,  'by  setting  a  retail  sell- 
ing price  on  our  goods.  Then  we  market  them  through 
the  jobbers,  'but  we  siay  to  you  retailers  that  if  the  job- 
ber won't  supply  our  goods  you  ean  get  them  by  writ- 
ing direct.  The  jobber  can  distribute  our  goods  cheaper 
than  we  can  ourselves,  but  it  is  often  hard  to  induce 
the  job'ber  to  introduce  new  lines.  We  want  to  do  busi- 
lu^ss  through  them,  but  they  frequently  force  us  to  go 
Id  the  retailers  direct." 

A.  A.  liittues,  managing  director  of  llie  (iillette 
Safety  Razor  Company,  said  the  only  way  to  get  profits 
on  the  sale  of  goods  was  to  adopt  the  policy  of  price 
maintenance.  "That's  the  way  we  do  business.  We 
set  a  price  to  the  jobber,  and  a  pri(M»  to  the  retailer,  and 
we  see  that  our  rules  are  adhered  to.  The  same  prin- 
ci'ple  s'hould  be  applied  to  all  lines  of  goods." 

A.  S.  Howe,  Dover  .Manufacturing  (,'ompany,  Cjuiiil 
Dover,  Ohio,  said:  "A  whole  lot  of  retailers  lack  coui'- 
age  enough  to  hold  out  for  a  profit  and  to  talk  tilings 
over  with  the  hardiwaremen  doing  business  near  them. 
For  the  sake  of  profits,  get  together  and  get  your  neigh- 
boring hardvvaremen  into  your  association." 

The  formalities  and  greetings  concluded,  and  the 
minutes  of  the  London  convention  'briefly  reviewed, 
President  Cinnamon  opened  the  real  business  of  the 
convention  by  delivering  an  interesting  address,  re- 
viewing the  [)rogress  of  the  Association,  before  makiug 
his  annual  report.  The  presid'ent's  eloquence,  and  the 
many  interesting  points  made,  held  the  delegates  in 
lapt  attention  for  over  half  an  hour. 

PRESIDENT  CINNAiMOiN 'S  OPENING  ADDRESS. 

"I  greet  and  heartily  conj^ratulate  you  upon  the  great 
suopess  your  Association  has  met  with,  from  the  time  of  its 
in('ei)lion  until  the  present.  Three  years  ago  your  Association 
v\  as  hardly  known.  To-day  it  is  Itnown  from  one  end  of  this 
country  to  tlie  otlier, "  said  Mr.  Cinnamon.  "At  that  time  many 
considered  it  as  something  that  would  not  amount  to  much, 
and  would  soon  die  out;  others  considered  it  as  a  kind  of  a 
joke;  but  to-day  not  only  is  the  Association  held  in  respect 
and  esteem  by  many  of  the  best  retailers  of  Ontario,  but  the 
manufacturers  and  jobbers  look  at  our  Association  as  some- 
thing that  has  life  and  power.  I  am  satisfied  that  there  is 
not  an  individual  member  of  our  Association  present  at  this 
convention,  even  the  most  optimistic,  who  even  as  recently  as 
three  years  ago,  had  the  slightest  idea  that  it  would  be  jios 
sible,  in  so  short  a  time  as  the  ])resent,  to  have  in  connection 
with  our  convention  an  exhibition  of  the  size  and  importance 
of  the  one  wo  have  now  in  Poterboro  to-day.  This  exhibition 
is  a  great  success.  II  is  a  credit  to  the  hardware  trade  of 
the  whole  j)rovince.  It  is  an  exhibition  that  every  member 
of  our  Association  has  reason  to  feel  proud  of.  It  is  a  credit 
to  the  city  of  Peterboro,  in  which  it  is  held,  and  it  is  also 
a  great  credit  to  every  exhibitor.  It  is  the  greatest  thing 
of  its  kind  over  held  in  Canada.'' 

Mr.  Cinnamon  referred  to  the  Canadian  National  Exhibi- 
tion as  the  greatest  annual  exhibition  held  in  the  civilized 
world  and  asked:  "Will  1  be  saying  too  much,  will  we  as  an 
Association,  be  expecting  too  much,  when  I  say  that  in  the 
near  future,  there  will  be  another  great  annual  event,  an 
event  that  will  not  be  provincial  only  in  its  interests,  but  an 
event  the  interests  of  which  will  be  national — and  that  will 
be  when  the  retail  hardware  and  stove  dealers  of  this  great 
Dominion  shall  meet  together  in  annual  convention? 

' '  Why,  it  was  only  three  short  years  ago,  that  many  of  you 
who  are  here,  as  well  as  myself,  became  members  of  this 
.\ssociation  for  the  first  time.  ITp  to  that  time  we  knew  very 
little  about  it.  Tt  is  true  we  had  been  bcseigcd  by  many 
circular  letters  and  invitations  to  become  members  antl  attend 
the  conventions.  Some  of  these  circulars  we  read,  some  of 


them  we  consigned  to  the  scrap  basket.  Tip  to  that  time,  and 
[  think  1  voice  the  ex[)erience  of  many  here,  we  did  not  per- 
sonally know  very  many  of  our  fellow  hardware  men,  and 
even  those  we  did  know,  or  thought  we  knew,  we  thought 
very  little  of  them.  We  thought  them  about  the  meanest 
and  smallest  lot  of  men  we  ever  met.  We  thought  all  the 
rtican  men  the  Lord  ever  made  were  hardware  men  -  and  for 
us  to  become  members  of  an  Association  and  attend  a  con- 
vention composed  of  such  men — well,  no.  not  much,  thank  youl 
Jn  the  circulars  received  we  noticed  the  names  of  Humphries. 
Hambly,  Brocklebank,  Wrigley,  (Jaslor  and  others.  We  did  not 
know  these  men  then.  We  had  never  seen  them.  We  thought 
them  a  buncli  of  weakminded  fanatics  who  thought  they  could 
get  the  retail  hardware  men  of  Ontario  together.  .Just  here 
let  me  say,  that  I  wish  all  the  hardware  men  of  Ontario  were 
fanatics  along  the  same  line,  for  if  they  were  it  would  not 
be  long  before  trade  conditions  would  improve,  and  many  of 
the  trade  evils  that  now  exist  would  be  things  of  the  past. 
( Ap[ilause). 

"However,  in  talking  the  matter  over  with  a  traveller.  I 
decided  to  become  a  member  of  the  .-Association,  and  to  attend 
the  convention,  which  1  did.  But  my,  what  a  change!  What 
a  different  opinion  I  formed!  If  I  were  asked  to  give  my  ex- 
lierience  of  the  first  hardware  convention  I  attended,  in  the 
fewest  jjossible  words,  1  do  not  think  I  could  do  better  than 


"CINN.VMON — THxVT'S  ME." 
Last  ye.ir's  president  calling  the  convention  to  order. 

use  the  words  of  that  great  Roman  general,  Caius  .Julius 
Caesar,  who,  after  concjuering  the  Britons,  wrote  home  to  his 
friends  that  memorable  letter — veni,  vidi,  vici — I  came,  I  saw, 
I  conquered.  That  just  expresses  my  experience — with  this  dif- 
ference— I  came,  I  saw — but,  instead  of  conquering,  I  was 
conquered.  For  after  being  there  but  a  very  short  time,  and 
meeting  the  different  members  of  the  convention,  and  getting 
acquainted  with  them,  instead  of  finding  them  small  and 
narrow,  I  found  that  the  whitest,  largest-hearted,  and  the 
most  manly  lot  of  men  I  ever  met  in  my  life  were  hardware 
men — men  whom  to  meet,  and  to  know  is  to  respect.  Friend- 
ships formed  then  I  hold  dear  to-day.  But,  gentlemen,  be  not 
deceived,  all  are  not  within  the  fold  yet.  There  are  still  a 
few  outside- — men  whose  chief  object  and  delight  seems  to  be 
to  try  and  put  the  other  fellow  down  the  street,  or  across  the 
load,  out  of  business — just  simply  because  he  is  unfortunate 
enough  to  be  in  the  same  line  of  trade  as  himself.  Surely 
the  time  has  come,  in  this  enlightened  age,  in  this  the  20th 
century,  when  business  men  should  have  higher  and  nobler 
aims. 

"But  T  am  pleased  to  say  that  as  a  rule,  the  men  who  do 
this  kind  of  thing  are  not  the  men  that  are  members  of  trade- 
associations  nor  men  who  attend  trade  conventions.  Then  it 
is  up  to  you,  and  it  is  up  to  me,  to  get  after  such  men,  get 
them  to  become  members  of  our  Association,  and  attend  our 
conventions. 

Three  Years'  Progress  Reviewed. 

"Remember  our  convention  of  three  years  ago,  in  the 
city  ol  Toronto,  held  in  the  Palmer  Hotel.  The  interesting 
sessions,  the  instructive  Question  Box  discussions  conducted 
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by  Mr.  Wright  of  Mifliigan,  and  tlie  splendid  entertainment 
and  banquet  given  by  our  friends,  H.  S.  Howland  &  Co. 

"Then  our  next  convention  in  the  city  of  Hamilton,  our 
beginning  at  an  exhibition,  our  interesting  sessions,  and  tlie 
education  we  got  in  going  through  the  different  large  manu- 
facturing plants,  seeing-  the  many  different  stages  of  manu- 
facture, from  the  crude  material,  the  iron  ore  as  received 
from  the  mine,  smelted  in  those  large  blast  furnaces,  run  into 
pigs,  and  tlien  converted  into  steel,  rolled  into  sheets,  rods  and 
bars,  and  then  manufactured  into  shovels,  bolts,  nails,  screws, 
tacks,  wire,  and  the  many  finished  articles  of  hardware.  And 
the  splendid  entertainment  and  banquet  put  up  by  the  manu- 
facturers and  jobbers  of  Hamilton,  as  only  the  hardware 
l)eople  of  Hamilton  know  how  to  do. 

"Then  in  the  summer  of  1909,  when  members  of  our 
Association  from  all  parts  of  this  province,  with  their  wives 
and  families,  assembled  in  Toronto,  and  sailed  down  old  Lake 
Ontario,  going  through  the  picturesque  Thousand  Islands,  down 
the  mighty  St.  Lawrence,  through  the  foaming  and  racing 
rapids,  and  into  the  greatest  harbor  in  America,  the  harbor 
of  the  city  of  Montreal,  the  metropolis  of  this  great  Dominion. 

"My,  what  a  reception — what  an  entertainment!  Whole 
days  of  feasting  and  sight-seeing — visiting  wholesale  houses 
and  manufacturing  plants.  Nothing  was  too  good  for  the 
hardware  men  and  their  friends  from  Ontario.  Why,  I  see 
yet,  as  our  boat  was  landing,  that  broad  smile  of  recognition 
and  that  glad  handshake  of  welcome  from  our  old  friend,  Fred 
C.  Lariviere,  a  prince  among  the  retail  hardware  men  of  this 
Dominion,  a  friend  of  this  Association,  and  a  man  that  has 
done  much  to  make  our  convention  a  success.  The  kind"ness 
shown  us  by  the  reception  committee  and  the  hardware 
people  of  Montreal  will  never  be  forgotten.  Then  our  trip 
further  down  the  St.  Lawrence  to  old,  beautiful  and  historic 
Quebec. 

"Then  last  year  our  convention  in  the  city  of  London, 
our  splendid  exhibition  in  the  city  hall,  the  interesting  sessions 
of  convention,  and  our  visit  to  the  McCUary  Manufacturing 
Company,  and  its  president,  John  McC'lary.  Then  the  banquet 
in  the  Teeumseh,  tendered  us  by  the  manufacturers  and  jobbers 
of  London,  will  never  be  forgotten.  And  now,  our  latest  con- 
vention here  in  Peterboro,  the  biggest  and  best  yet — a  conven- 
tion we  will  all  remember. 

"There  is  no  class  of  men  in  existence  to-day  that  has 
done  more  to  develop  and  improve  the  condition  of  our  country 
than  the  hardware  men.  What  railroads  have  been  constructed, 
what  fleets  built,  what  fisheries  developed,  what  mines  worked, 
what  prairies  broken,  what  forests  felled,  what  hamlets,  vil- 
lages, tow-ns  or  cities  built,  without  the  hardware  man  doing 
his  sliare?  You  may  take  the  lonely  woodman's  log  cabin  in 
the  far  north,  the  settler's  huinble  shack  in  the  far  west,  or 
the  millionaire 's  lofty  palace  in  the  great  city,  and  none  of 
them  could  have  been  built  without  the  tools  and  goods  sup- 
plied by  the  hardware  man.  From  the  cement  in  the  founda- 
tion to  the  gilt  on  the  spire  of  the  highest  point  of  the  most 
magnificent  buildings,  in  every  room,  every  hall,  in  every  part 
of  any  building  you  may  see  what  the  hardware  man  has 
done  towards  its  erection.  Then  well  might  I  say,  it  is  an 
honor  to  be  president  of  such  a  :  gathering  of  men  as  the 
members  of  the  Ketail  Hardware  Association." 

The  President's  Report. 

"Before  giving  you  my  report,  I  wish  to  thank  the  oflficers 
and  executive  members  for  the  very  great  assistance  they 
gave  me  during  the  past  year,  and  more  especially  do  I  wish 
to  thank  our  Secretary,  Mr.  Wrigley,  for  the  splendid  work 
he  has  done,  and  the  great  interest  he  has  taken  in  Association 
matters.  You  know  the  success  of  any  organization  of  this 
kind  depends  a  great  deal  upon  its  officers,  and  I  feel  that  too 
much  credit  cannot  be  given  them.  Because  of  their  good 
work,  T,  as  President,  had  very  little  hard  work  to  do.  Our 
Executive  met  on  Good  Friday,  and  Thanksgiving  Day,  in 
Toronto,  and  T  am  pleased  to  say  that  every  member  attended 
both  meetings,  which  shows  the  interest  they  took  in  Associa- 
tion work. 

"Many  matters  pertaining  to  the  interests  of  the  .\ssocia- 
tion  were  referred  to  committees.  During  the  year  we  met 
the  Eailway  Passenger  Agents'  Association,  and  took  up  the 
matter  of  single  railway  fares,  while  attending  our  convention. 
We  met  Attorney-Oeneral  Foy  and  the  late  Howard  Hunter, 
Superintendent  of  Insurance,  and  discussed  the  matter  of  mu- 
tual fire  insurance  with  him.  We  met  a  committee  of  the 
Wholesale  Hardware  Association,  and  discussed  trade  griev- 
ances, but,  as  all  these  matters  will  be  laid  before  you,  by 
their  respective  committees,  it  is  unnecessary  for  me  to  say 
anything  more  fully  about  them. 

"However,  there  is  one  matter  T  would  like  to  refer  to. 


and  that  is  re  tlie  marking  of  white  lead.  You  know  there 
has  been  on  tlie  market  for  years  a  brand  of  white  lead  label- 
led No.  1,  and  some  dealers  sold  this  to  their  customers  using 
the  expression:  'This  is  the  best  No.  1  white  lead,'  and 
customers  thought  they  were  getting  the  best  quality  of  lead, 
equal  to  that  sold  by  other  dealers,  and  marked  'Genuine' 
or  'Strictly  Pure,'  believing  that  if-  an  article  was  No  1  iv 
could  not  be  any  better.  This  caused  a  lot  of  annoyance  and 
trouble  in  many  cases.  Your  Executive  took  this  up  with  the 
V\  liite  Lead  Grinders'  Association,  and  after  considerable 
time  and  correspondence  succeeded  in  getting  the  White  Lead 
Grinders  to  discontinue  using  the  No.  1  label.  Seeing  we  were 
successful  in  this  matter,  is  it  not  reasonable  to  expect  that 
we  will  be  just  as  successful  in  other  matters  of  equal  or 
greater  importance  to  our  business,  if  our  Association  demands 
it? 

"During-  the  year,  I  had  the  pleasure  of  attending  two 
large  hardware  conventions  in  the  United  States,  in  company 
with  our  Secretary'  and  Treasurer,  and  I  believe  a  great  deal 
of  the  success  of  our  present  convention  and  exhibition  is  due 
to  the  fact  of  our  having  visited  these  conventions,  and  getting 
the  information  we  did. 

"The  first  we  attended  was  the  Ohio  State  Convention, 
held  in  February,  at  Toledo,  and  the  second  was  the  Michigan 
Convention  in  August,  in  Detroit.  Both  these  conventions  held 
exhibitions  in  connection  with  them,  and  were  largely  attended. 
Many  new  lines  of  goods  were  shown  for  tlie  first  time.  C'on- 
vention  matters  were  gone  into,  with  much  interest,  the 
leading  features  being  the  'Question  Box'  discussions, 
and  the  Mutual  Insurance  reports.  One  of  the  most  important 
questions  from  the  'Question  Box'  was:  "What  per  cent,  of 
the  cost  should  l;e  added  for  the  cost  of  doing  business,  or  in 
other  words,  what  per  cent,  does  it  cost  to  do  business?'  We 
found  that  the  same  thing  existed  there  that  exists  here — 
tliat  many  merchants  had  never  taken  into  consideration  the 
cost  of  doing  business  at  all.  Those  who  took  part  in  the 
discussion  of  this  question  stated  that  it  cost  all  the  way 
from  1.5  to  22  per  cent.,  according  to  the  amount  of  business 
done.  What  a  surprise  this  will  be  to  the  merchant  who 
marks  an  article  that  costs  him  $1,  in  the  jobber's  warehouse, 
•$1.2'5,  and  thinks  he  is  making  25  cents  clear  profit,  when 
really  he  is  making  absolutely  nothing.  As  this  is  a  very 
im.portant  matter,  I  would  recommend  that  our  Executive 
get  all  the  information  they  can  on  this  matter,  and  have 
cards  printed,  showing  an  approximate  cost  of  doing  business, 
and  send  a  copy  to  the  different  members  of  this  Association. 

"The  reports  from  the  Mutual  Fire  Insurance  branches 
showed  a  saving  of  from  25  to  .50  per  cent,  on  old  line  rates, 
and  I  would  strongly  recommend  that  our  Mutual  Fire  Insur- 
ance Committee  be  instructed  by  this  convention  to  continue 
its  work  until  we  here  in  Ontario  succeed  in  forming  a  Mutual 
Fire  Insurance  Company  for  the  benefit  of  our  Association 
members. 

"While  at  these  conventions  we  learned  that  many  of  the 
trade  grievances  that  bother  and  worry  us  here,  exist  there 
also — such  as  small  manufacturers  and  jobbers  selling  direct 
to  the  consumer — the  unfair  competition  of  the  catalogue 
houses  and  departmental  stores,  and  the  retailers  themselves, 
instead  of  standing  together  for  fair  profits,  in  many  cases 
sold  lines  of  goods  on  margins  far  below  what  it  actually 
cost  to  do  business.  But  things  had  very  much  improved  since 
Associations  had  been  formed,  conventions  held,  and  members 
became  better  acquainted  with  each  other,  and  had  learned  the 
folly  of  doing  business  for  nothing.  I  would  recommend  that 
this  convention  before  its  close,  appoint  a  strong  committee  to 
confer  with  a  committee  that  might  be  appointed  by  the 
manufacturers  and  jobbers,  to  discuss  the  matter  of  'resale' 
prices,  and  also  consider  the  ways  and  means  of  how  to  best 
do  away  with  the  evil  of  selling  so  many  staple  lines  at  a 
margin  of  profit  far  below  the  actual  cost  of  doing  business. 

"T  would  also  recommend  that  this  Association  assist  as 
far  as  possible,  through  its  Executive,  the  formation  of  local 
Associations. 

"In  conclusion,  gentlemen,  let  me  urge  \\\ion  you  the  im- 
jiortanee  of  attending  every  session  of  this  convention,  and 
of  taking  part  in  its  discussions.  It  is  your  convention — upon 
you  de]iends  the  success  of  this  convention  and  the  success  of 
our  Association.  T  would  rather  hear  twenty  members  express 
themselves  for  one  or  two  minutes  each  than  hear  one  member 
speak  twenty  minutes  or  half  an  hour.  If  you  have  complainis 
to  make,  faults  to  find,  suggestions  to  give,  do  it  during  the 
proper  sessions,  and  do  not  wait  until  after  this  convention  is 
closed.  Spend  as  much  time  as  you  can  outside  of  convention 
sessions  in  the  exhibition  hall,  among  the  exhibits,  as  you 
cannot  learn  too  much  about  the  goods  you  are  supposed  to 
sell.  Visit   all   the   manufacturing  plants  you  can,   and  see 
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llip  class  of  goods  you  sell  under  process  of  manufacture,  jilace 
as  nianv  orders  as  you  can  consistently  do  with  the  manufac- 
turers "and  Jobliors  here  re|)resented.  Exchange  ideas  and 
thoughts  with  each  other  upon  the  different  ways  of  doing 
business,  and  1  feel  satisfied  that  we  will  all  go  l)ack  home 
better  business  men  and  more  determined  than  ever  to  help 
on  the  good  work  of  our"  Association." 

^  Secretary  Wrigley 's  Report. 

The  .Mofi'alt  Slovc  (|u;n-tettc!  greeted  tlie  .secretary 
when  Ik'  I'ose  to  make  his  report,  with  a  verse  compiled 
i)y  .\.  Slai)les.  as  follows  : 

lias  anvlxidv  here  seen  Wrigley, 

\V-K-l-(;-L-E-Y 
lias  anybody  here  seen  Wr'igley, 
Wrigley  with  his  sunny  smile, 
Sui-e  his 'hair  is  black  and  his  eyes  are  blue. 
And  he's  Association  through  and  through 
Has  anybody  here  seen  Wrigley, 
lie's  the  ('aptain  of  our  crew. 

The  report,  which  had  been  printed  in  the  {!on- 
vention  daily,  was  briefly  reviewed,  instead  of  being 
read  in  full  by  the  secretary.    It  follows: 

"In  making  my  iittli  annual  re])ort  to  you  I  wish  to  refer 
first  of  all  to  the  liearty  support  given  me  by  the  officers  you 
selected  at  London  a  year  ago.  With  hardly  an  exception  I 
could  count  upon  receiving  replies  to  my  letters  by  return 
mail,  ;ind  when  meetings  of  the  various  committees  were 
called  every  member  responded.  Comparisons  are  always 
odious  so  L  won't  comi)are.  But  credit  should  be  given  wheie 
due  and  I  must  particularly  commend  the  keen  interest  taken 
in  the  Association  work  by  President  ('innamon  and  Vice 
President  Chown.  Thej'  have  given  me  a  great  deal  of  work 
to  do,  their  letters  being  full  of  practical  suggestions.  If  Mr. 
Chown 's  work  during  the  past  year  is  anything  to  Judge  by 
ho  will  be  a  worthy  successor  to  the  President's  chair  during 
the  year  to  come.  That  old  stand-by,  John  Caslor,  has  also 
'oeen  an  invaluable  co-worker,  and  his  sound  sense  and  keen 
judgment  have  helped  me  very  much  in  making  the  arrange- 
ments for  the  successful  exhibition  we  have  in  connection  with 
lliis  convention. 

"A  secretary's  joli  is  no  sinecure,  as  many  of  you  know 
by  exi)erience,  but  when  a  secretary  has  the  co-operation  of  a 
willing  corps  of  oflicers,  and  realizes  that  his  work  is  appre- 
ciated by  the  members,  he  is  willing  to  sit  up  nights  and  dis- 
regard the  calls  of  'come  to  bed.' 

"  Heference  miglit  also  be  made  to  the  broadening  out 
of  our  Association  work  by  the  appointment  of  a  larger  num- 
ber of  committees.  Tjast  fall  s]iecial  work  was  assigned  to 
various  members,  and  with  few  exceptions  the  assignments 
made  were  accepted.  As  a  result  several  of  the  committees 
are  already  organized  and  had  their  work  planned  by  corre- 
s])ondence  liefore  the  President's  gavel  was  raised  in  opening 
the  convention.  Tliis  ])resages  success  and  indicates  that  at 
this,  and  future  conx  entions,  business  will  come  first,  and  a 
good  time  will  be  looked  for  inside  the  walls  of  the  convention 
and  exhibition  halls. 

"The  growth  of  the  Association  membership  has  been  very 
encouraging,  and  for  the  first  time  in  our  history  we  have 
over  .tOO  members  in  good  standing  on  our  books.  It  is  probable 
that  the  ii.jO  figure  will  be  reached  before  the  close  of  this 
convention. 

"Two  suitcases  were  offered  as  jirizes  last  spring  to  the 
traveller  and  retailer  who  secured  the  largest  number  of  new 
members,  but  none  reached  the  minimum  of  six.  E.  C.  Chown, 
Belleville;  J.  R.  Hambly,  Barrie;  H.  P.  Morgan,  Peterboro; 
W.  A.  Kankin,  Ottawa;  John  ('aslor,  Toronto;  W.  F.  Macpher- 
son,  Prescott;  W.  W.  Bennett,  (lananoque;  C.  W.  Conn,  Tillson- 
burg;  W.  .T.  Bell,  Beeton,  and  S.  T5.  McClung,  Trenton,  .\mong 
the  travellers,  W.  B.  Screaton  of  the  McClavv  Manufacturing 
Company,  London,  secured  six.  and  T.  W.  Callagher  of  D. 
Maxwell  &  Sons,  St.  Mary's,  four;  P.  A.  Cheevers,  of  the 
Metal  Shingle  and  Siding  Company,  Preston;  Tom  Wright,  of 
II.  S.  Ilowland,  Sons  &  Co.,  Toronto,  and  L.  J.  Levy,  of 
Boeckh  Bros.  Co.,  Toronto,  also  showed  keen  interest  in  en 
rolling  new  members.  Mr.  Screaton  is  the  winner  of  the  suit 
case. 

The  (Mirollment  of  85  travelling  salesmen  as  associate 
members  of  our  Association  last  year  is  an  indication  of  the 
increased  interest  being  taken  in  our   organization   by  our 


traveller  friends,  and  the  wisdom  of  opening  our  doors  to 
the  travellers  will  not  be  disputed. 

Another  step  further  should  now  be  taken  and  i)rovision 
made  for  the  enrollment  of  retail  salesmen,  the  merchants  of 
to-morrow,  into  our  Association  as  junior  members,  at  a 
nominal  fee  of  $1  yearly.  From  our  first  convention  in  1906 
until  the  present,  we  have  had  retail  salesmen  in  attendance 
at  our  meetings,  and  some  who  first  attended  as  assistants  now 
attend  as  merchants.  In  Great  liritain  the  ironmongers'  as- 
sistants have  an  organization  of  their  own,  but  in  this  country 
the  best  plan  would  probably  be  to  form  a  clerks'  branch 
of  our  .Association  just  as  we  now  have  a  travellers'  branch, 
both  clerks  and  travellers  electing  a  chairman  to  act  for 
them  in  bringing  matters  regarding  their  branches  before  our 
Executive  or  annual  convention.  I  therefore  suggest  the  addi- 
tion of  the  following  clause  to  our  Constitution: 

"Article  2,  section  '■'>. — Any  clerk,  manager,  etc.,  engaged 
in  a  retail  hardware  store  in  the  province  of  Ontario,  shall  be 
eligible  for  junior  membership  in  our  Association  on  payment 
of  an  annual  fee  of  %\. 

International  Affiliation. 

"Several  letters  have  lieen  received  during  the  past  year 
asking  our  Association  to  affiliate  with  the  International  Fed- 
eration of  Ironmongers'  Associations,  which  is  composed  of 
h;irdware  associiitioiis  representing  several  European  countries, 
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as  well  as  tlie  National  Eetail  Hardware  Association  of  the 
United  States.  The  affiliation  fee  is  only  .$10  annually,  and 
as  the  affiliation  may  be  of  advantage  in  securing  information 
on  the  subject  of  parcel  post  laws  in  other  countries,  I  recom- 
mend that  we  affiliate  as  requested. 

"In  connection  with  this  subject  appreciation  might  be 
expressed  for  the  many  courtesies  extended  the  representatives 
of  your  Association  who  visited  the  Toledo  and  Detroit  con- 
ventions during  the  past  year.  As  a  result  of  ideas  picked 
up  at  these  meetings  our  office  system  and  convention  arrange- 
ments have  been  improved  and  we  can  safely  say  that  ouf 
exhibition  compares  favorably  with  the  largest  hardware  ex- 
hibitions held  in  other  countries. 

"During  the  year  one  firm  in  Nova  Scotia  joined  our 
Association  and  dozens  of  ajiplications  were  received  for  copies 
of  our  stove  'lien  notes'  from  retail  firms  in  western  Canada 
and  the  United  States. 

"The  'collection  letters'  supplied  to  Association  members-, 
in  lots  of  100  for  .*1.  continue  to  be  used  successfully  by  a 
large  number  of  members,  the  W.  W.  Chown  Co.,  Belleville, 
ordering  their  fifth  set  last  week.  The  stove  'lien  notes' 
ado|)ted  at  the  London  convention  and  sold  at  $1  per  100,  are 
now  being  used  by  about  30  members.  A  jdumbing  estimate 
form  is  now  being  prepared. 

"  .\  membership  button  w  as  also  adopted  during  the  year 
for  retail  and  traveller  members  and  many  firms  have  ordered 
extra  buttons  for  i)artners  or  clerks  at  2.5  cents  each. 

"Complaints  have  been  received  from  several  members 
regarding  the  methods  of  business  used  by  a  Cleveland  concern 
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selling  linseed  oil  and  turpentine  to  Ontario  retailers  from 
sup2>ly  depots  in  Canadian  cities.  Your  Secretary  has  been 
unable  to  secure  satisfactory  rejjlies  to  letters  sent  this  concern 
and,  judging-  from  the  complaints,  it  would  seem  to  be  the 
best  policy  to  buy  from  reputable  houses  located  in  Canada 
who  will  be  willing  to  treat  customers  fairly  and  courteously. 

"An  increasing  number  of  complaints  are  being  received 
regarding  the  extension  of  catalogue  house  competition,  and 
as  the  jobbers  have  assured  your  joint  committee  that  they 
will  co-operate  with  us  in  fighting  this  evil,  manufacturers 
might  also  be  asked  to  assist  by  establishing  re-sale  prices 
on  tlieir  goods  and  strictly  enforcing  the  lists  arranged.  The 
cataloguing  of  a  five-foot  saw  at  $1.45  is  a  case  in  point,  and 
manufacturers  who  supply  at  prices  less  than  quoted  to  re- 
tailers should  have  tlie  dangers  of  their  actions  pointed  out 
to  them. 

"Invitations  have  been  received  from  Guelph  and  Niagara 
Falls  for  our  1912  convention,  but  before  accepting  either,  it 
would  be  wise  to  secure  full  information  regarding  the  hotel 
accommodation  available.  When  Peterboro  was  chosen  a  year 
ago,  the  accommodation  available  seemed  ample,  but  so  large 
has  been  the  attendance  at  this  year's  convention  and  ex- 
hibition that  we  will  all  have  to  submit  to  inconvenience  in 
order  to  assist  in  accommodating  the  crowds.  Guelph,  which 
accommodates  several  thousands  of  people  at  its  Winter  Fair 
each  December,  ought  to  be  a  suitable  convention  place. 

"In  conclusion,  let  me  urge  that  every  member  make  it  a 
point  to  write  the  Secretary  expressing  his  views  on  matters 
pertaining  to  the  trade,  as  every  assistance  given  in  this  way 
helps  to  make  the  Association  of  greater  benefit  to  all  mem- 
bers.   The  organization  is  yours — use  it. ' ' 

Secretary  Wrigiey  next  read  the  Auditors'  and  Ex- 
ecutive Committee's  reports. 

EXECUTIVE  COMMITTEE'S  REPORT. 

' '  Your  Executive  Committee  are  able  to  report  another 
satisfactory  year's  work,  satisfactory  chiefly  in  that  our  mem- 
bership is  larger  than  ever  before,  and  that  more  members 
are  interesting  themselves  in  the  work  of  the  Association. 

"Your  Executive  met  three  times  during  the  year,  after 
the  London  convention,  on  Good  Friday,  and  on  Thanksgiving- 
Day.  The  Insurance  Committee  met  twice,  the  Lien  Not^^ 
Committee  once,  and  the  Joint  Committee  once.  A  conferencL' 
was  held  with  representatives  of  the  Retail  Merchants'  Asso- 
ciation regarding  plans  for  co-operating  with  that  body,  and 
Vice-President  Chown  was  sent  as  a  delegate  to  the  R.  M.  A. 
convention  at  Kingston.  Your  President,  Treasurer  and  Secre- 
tary visited  conventions  at  Toledo  and  Detroit,  and  at  the 
Toledo  meeting  particularly  gathered  some  valuable  ideas 
which  have  been  put  into  practice  in  making  the  arrangements 
for  the  large  exhibition  being  held  in  connection  with  this 
convention. 

"We  are  jdeased  to  report  an  increase  of  about  25  per 
cent,  in  the  paid  membership  during-  the  past  year.  Last 
spring-  the  books  were  cleared  of  members  whose  dues  were  in 
arrears,  but  though  quite  a  number  of  names  had  to  be  cut  off, 
the  loss  has  more  than  been  made  up,  and  never  before  was 
our  membership  in  as  satisfactory  a  condition  as  to-day. 
Membership  fees  showed  a  net  increase  of  over  $200,  and  the 
cash  balance  in  the  Treasurer's  hands  shows  a  similar  ad- 
vance. The  volume  of  money  passing  through  the  Treasurer's 
hands  during  the  year  ran  well  over  $2,000,  the  growth  in 
the  Association's  business  having  been  such  that  both  the 
Secretary  and  Treasurer  are  now  bonded  officers. 

"Some  talk  has  been  heard  during  the  year  that  our 
Association  is  overcharging  firms  which  exhibit  at  our  con- 
ventions, and  that  the  Association  is  making  too  much  money 
out  of  this  feature.  The  facts  are  that  the  fees  charged  by 
us  are  far  below  those  charged  at  similar  exhibitions  in  the 
United  States,  while  the  sizes  of  the  booths  given  to  exhibitors 
by  us  are  much  larger  than  across  the  line.  The  rates  charged 
at  this  convention  are  practically  the  same  as  at  London,  yet 
we  increased  the  area  of  the  booths  from  68  to  120  square 
feet,  and,  in  addition,  paid  for  a  sign  12  feet  by  18  inches 
for  each  exhibitor,  as  well  as  erecting  and  decorating  the 
booths  as  at  London  last  year. 

"Expenses  in  connection  with  the  London  and  Peterboro 
cxliibitions  will  average  between  60  and  70  per  cent,  of  the 
receipts.  The  balance  is  not  an  extortionate  profit,  taking 
into  consideration  the  large  amount  of  work  undertaken  by 
your  Secretary  in  arranging  the  details  of  tliis  important  fea- 
ture of  our  annual  gathering. 

"The  chief  value  of  the  exliibition  lies  in  its  educational 
I'oa tares  and  in  its  ability  to  encourage  members  to  attend 


our  conventions.  We  urge  members  to  show  their  appreciation 
of  the  assistance  given  us  by  the  exhibitors  by  placing  orders 
during  the  convention.  And  we  particularly  urge  that  enter- 
prise be  encouraged — that  the  exhibitor  who  goes  the  trouble 
of  showing  new  lines,  of  demonstrating  them,  and  of  trying 
to  make  his  booth  a  place  where  merchants  and  clerks  can 
go  for  selling  ideas,  should  be  encouraged.  We  are  pleased  to 
see  the  salesmen  who  have  a  glad  hand  and  a  good  cigar 
for  us.  They  help  to  make  up  the  crowd.  But  the  exhibitor 
who  shows  originality  and  enterprise  is  helping  us  in  a  manner 
which  deserves  encouragement. 

"We  suggest  to  the  Resolutions  Committee  that  they  draw 
up  suitable  expressions  of  thanks  to  the  Peterboro  city  council 
for  their  hearty  -welcome  to  us,  and  to  them,  as  well  as  to  Col. 
Stevenson  and  the  officers  of  the  57th  Regiment  and  Artillery 
Corps,  for  the  use  of  the  armories. 

"Also  to  the  Gillette  Safety  Razor  Co.,  of  Canada,  for  the 
magnificent  badge  supplied  to  all  in  attendance  at  this  conven- 
tion, as  a  gift  from  that  enterprising  company. 

"We  recommend  that  the  words  'or  any  other  Canadian 
Province'  be  added  after  the  word,  'Ontario,'  in  Article  2, 
Section  1,  of  the  Constitution.  Also  that  the  words,  'the  first 
day  of  March  of  each  year,'  be  omitted  from  Article  1  of  the 
by-laws,  and  the  following  words  substituted:  'The  first  day 
of  the  annual  convention,'  and  that  the  word  'Association' 
in  the  third  last  line  of  Section  5,  Article  .3,  be  struck  out, 
and  the  word  'executive'  substituted. 

"These  amendments  are  intended,  (1)  to  make  it  possible 
for  hardware  men  from  other  provinces  to  join  the  Ontario 
Association  if  their  own  province  is  not  organized,  and  (2) 
to  make  the  membership  year  end  at  the  close  of  each  annual 
convention. ' ' 

WESTON  WRIGLEY,  Secretary. 

AUDITORS'  RETORT. 

The  following  is  the  Financial  Statement  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association  for  1910: 

Secretary's  Report. 


Receipts: 

Membership  fees  received    $762  00 

Travelers'  fees    85  00 

London  Convention  and  Exhibition....     890  00 

Supplies    51  00 

On  Peterboro  Convention  account   25  00 

 $1,81.3  00 

Disbursements: 

Paid   to   Treasurer    $1,813  00 


Treasurer's  Report. 

Receipts: 

To  cash  balance,  Dec.  31,  1909  $  326  46 

Interest   15  00 

Received  from  Secretary,  in  1910    1,813  00 


Total    $2,154  46 

Expenditures: 

London  Convention  and  Exhibition...  $619  97 

Secretary's  salary  and  office  expenses..  371  65 

Job  printing    189  10 

Executive  traveling  expenses    298  00 

Mutual  Insurance  Committee    99  60 

Organization  expenses    49  55 

Bonds  for  Secretary  and  Treasurer.  ...  7  50 


Total  expenses    $1,635  37 

Standing  of  Association. 

Assets: 

Cash  on  hand,  Dee.  30th,  1910   $519  09 

Saleable  stock  on  hand    24  00 


Total    $  543  09 

Liabilities: — None. 


Audited  and  found  correct, 

J.  W.  PEACOCK, 
S.  M.  BURT, 

Auditors. 

Toronto,  Fob.  9. 
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On  Jiiotion  all  the  reports  were  referred  to  the 
Resohitions  Committee,  together  with  the  following 
recommendation  made  by  President  Cinnamon : 

"I  would  recommend  that  arrangements  be  made, 
satisfactory  to  the  members  of  this  convention,  with  the 
(Canadian  Hardware  &  Stove  Journal,  that  it  become 
the  recognized  official  organ  of  this  Association." 

Convention  Committees. 

The  following  Convention  Committees  were  then 
elected : 

Press  Committee,  to  issue  reports  of  convention  to 
daily  press — D.  Brocklebank,  D.  Cinnamon  and  W.  F. 
Macpherson. 

Exhibition  Committee — M.  S.  Madole,  convener; 
superintendent  of  exhibits.  Ray  Best;  W.  J.  Bell,  C.  W. 
Conn  ;  Thursday,  T.  N.  Nash ;  Friday,  R.  H.  Blackmore. 

Resolution  Committee — H.  Occomore,  convener;  W. 
W.  IJennett  and  W.  F.  Macpherson. 

Nominating  Committee— D.  Brocklebank.  W.  J.  Car- 
ter, G.  A.  Binns,  J.  R.  Hambly.  A.  W.  Humphries,  and 
\V.  A.  Rankin. 

Question  Box  Committee — Wm.  Magladery,  conven- 
er: C.  F.  R.  Taylor.  Fa].  Wanless,  Geo.  W.  Ecclestone, 
and  A.  R.  Dundas. 

Discipline  Committee — M.  S.  Madole,  convener;  W. 
J.  Bell.  D.  McNab,  W.  A.  Rankin.  A.  A.  Bittues,  and 
S.  E.  Waffle. 


W.  B.   SCKEATOX,  McCLARY  S.        TOM   WRIGHT,  "HOWLAXDS" 
The  first   traveler  to  win  a  Chairman  of  the  "Traveler's 

suitcase.  Hour," 


Presentation  of  Suit  Case. 

President  Cinnamon  opened  the  '"travelers'  hour" 
by  calling  Walter  B.  Screaton,  one  of  McClary's  top- 
notch  salesmen,  to  the  front,  and,  after  saying  some 
very  eomplimentarj^  things  about  the  "boosting"  quali- 
ties of  travelers  in  general,  and  Mr.  Screaton  in  particu- 
lar, presented  him  with  the  first  suitcase  ever  awarded 
a  traveler  for  securing  neAV  members  for  the  Associa- 
tion. Mr.  Screaton  replied  briefly,  saying  that  he  be- 
lieved the  Association  was  a  good  thing  for  both  re- 
tailers and  travelers,  helping,  as  it  did.  to  create  a  more 
friendly  feeling  amongst  the  trade. 

President  Cinnamon  then  abdicated  the  chair  to  Tom 
Wright,  of  H.  S.  Howland.  Sons  &  Company,  chairman 
of  the  Travelers'  Committee,  and  who  says  he  is  going 
to  give  ilr.  Gallagher,  of  D,  ]\Iaxwell  &  Sons,  this  year's 
runner-up.  a  chase  for  the  honor  of  winning  next  year's 
traveler  member.ship  contest. 

Salesmanship's  Foundation  Stones. 

Mr.  Wright  said  that  years  ago,  wlien  traveling  in 
Manitoba  and  Saskatchewan,  he  had  learned  the  bene- 


fits of  a.s.sociations.  "The  retailers  w^io  belong  to  the 
Association  are  the  best  friends  the  travelers  can  have. 
You  can  count  on  their  honesty  every  time.  Every 
traveler  should  be  a  booster  for  this  Association,"  said 
Mr.  Wright. 

A.  S.  Plowe,  of  the  Dover  Manufacturing  Company, 
who  was  first  called  upon,  said  there  was  no  place  he 
felt  more  at  home  than  amongst  hardware  dealers. 

"The  traveller  of  to-day  in  order  to  be  suces.sful," 
said  Mr.  Howe,  "must  use  as  the  foundation  stones  upon 
which  he  must  build  his  career,  faith,  loyalty,  patience, 
power  and  courage. 

"You  must  have  faith  in  the  hou.se  you  represent 
and  in  the  goods  you  sell  in  order  to  present  yourself 
in  a  manner  that  will  count  and  tell  for  your  customer. 

"Volumes  have  'been  written  on  loyalty,  and  more 
can  and  will  still  be  written.  Upon  how  closely  you 
ally  yourself  with  this  one  word  depends  to  a  very 
large  extent  your  succes.s.  There  'will  be  times  when 
you  will  be  severely  tested,  but  there  is  only  one  way 
which  you  can  answer  this  question, — do  the  square 
thing  by  your  house,  by  your  dealer  and  by  yourself. 

"Patience  is  the  traveller's  entering  wedge  and  the 
golden  stone  upon  which  to  always  rest.  He  that  can 
control  himself  and  wait  will  sooner  or  later  appreciate 
that  old  motto  'All  good  things  come  to  him  who 
waits.' 

"Upon  how  firmly  you  have  braced  yourself  upon 
these  principles  depends  in  a  very  large  degree  how 
much  power  you  can  within  yourself  create.  We  must 
create  within  ourselves  the  life-saving  power  to  move  on- 
ward. Dear  travellers,  in  the  hours  of  your  quiet  and 
calmness  after  your  day's  work  is  done  in  the  open 
field  is  the  time  for  you  to  gather  unto  yourself  the  ele- 
ments which  will  create  this  life-giving  power  for  you. 

"Never  allow  yourself  to  be  disheartened.  It  mas- 
ters not  what  may  come  to  you.  If  it  be  trial,  face  it. 
If  it  be  disappointment,  take  it.  If  it  be  affliction,  bear 
it.  The  more  of  trial,  disappointment  and  affliction  we 
have,  if  we  take  it  in  the  spirit  which  the  ilaker  gives 
us,  the  more  courage  it  will  create  for  us. 

"My  dear  friend,  the  late  Mr.  Carey,  who  was  for 
some  twenty  years  with  the  Atkin's  Saw  Company  (I 
attended  Mr.  Carey's  funeral  some  ten  days  ago),  was 
once  asked  why  he  was  always  so  successful,  and  his 
answer  was  'To  these  three  words  I  attribute-  my  suc- 
cess, faith,  loyalty  and  courage.' 

"I  trust  we  may  many  times  have  the  pleasure  of 
meeting  again,  and  wish  you  every  success." 

George  E.  Boomer,  of  Shurley  &  Dietrich,  said  the 
retail  conventions  were  as  beneficial  to.  travellers*  as  to 
retailers,  as  being  largely  free  from  business  cares,  the 
opportunity  is  given  to  become  really  acquainted  with 
customers. 

J.  A.  Hossack.  Lufkin  Rule  Company,  said  he  had 
been  like  the  president,  and  thought  the  organizers  of 
the  Association  a  bunch  of  long-haired  dreamers.  He 
had  changed  his  mind,  however,  and  he  wouldn't  miss 
a  convention  now  for  a  good  deal.  "My  tapes  are  sold 
through  the  .jobbers."  said  Mr.  Hossack,  "but  in  my 
display  I've  got  many  lines  dozens  of  you  have  never 
seen.  You  can  learn  a  lot  by  seeing  my  samples  and 
I  can  learn  a  lot  by  talking  with  you  during  the  con- 
vention." 

How  the  Retailers  Are  Protected. 

A.  A.  Bittues.  Gillette  Safety  Razor  Company,  who 
was  next  called  upon,  said  he  had  recently  heard  the 
complaint  made  that  many  manufacturers  and  whole- 
salers sell  at  retail  to  people  outside  the  trade. 

''We  monthly  send  out  our  'Special  Service  Men'  to 
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wholesalers  and  jobbers,"  said  Mr.  Bittues,  "and  un- 
known to  the  heads  of  the  house,  try  to  get  a  wholesale 
price  on  a  single  article.  One  of  our  men  visits  a  whole- 
sale hardware  house,  asking  the  clerk  for  a  Gillette 
razor.  The  clerk  asks:  'Where  are  you  from?'  'Oh, 
I  want  to  buy  a  razor  for  myself.'    'Are  you  in  the 


A.    A.    BITTUES,  MOXTREAL. 
Chairman  of  the  Manufacturers'  Session  on  Thursday. 

trade?'  'No.'  'Where  do  you  work?'  'For  the  Ree- 
ford  Steamship  Company,'  etc. 

"Out  of  82  special  calls  this  year,"  continued  Mr. 
Bittues.  "we  have  succeeded  in  buying  but  two  razors 
under  these  conditions.  This  method,  you  will  under- 
stand, towever,  is  to  simply  keep  a  check  on  the  whole- 
saler so  that  we  may  protect  the  retailer. 

"Recently  a  certain  large  retail  hardware  man  had 
occasion  to  make  the  statement  that  the  wholesale 
houses  wholesaled  single  razors  to  anybody  and  every- 
body who  came  in.  and  that  he  could  buy  one  at  the 
same  price  that  we  sold  IM  at.  Two  of  our  Special 
Service  Men  took  his  house  orders  and  presented  them 
at  two  large  jobbing  houses  and  were  charged  the  regu- 
lar price  which  shou^ld  be  accorded  the  retailer  who  buys 
one  razor,  this  ease  showing  that  the  wholesale  price 
of  our  goods  is  being  maintained  as  well  as  a  general 
refusal  to  sell  to  individuals  at  the  wholesale  price. 

"Personally  you  have  our  assurance  that  we  will  not 
retail  to  any  individual  as  long  as  the  retailers  keep 
faith  with  us  and  press  the  sale  of  our  goods,  nor  Avill 
we  sell  to  any  individual  at  other  than  the  straight  re- 
tail price.  In  our  ads.  we  don't  say.  'Send  US  your 
$5.00.'  or,.  'You  can  have  the  razor  on  thirty  days' 
trial.'  On  the  contrary  we  say:  'Ask  your  local  dealer 
to  show  you  the  razor.'  or.  'Our  Depot  Sign  on  the  store 
front  denotes  the  dealer  who  has  the  Gillette  for  sale.' 

"As  a  manufacturer  I  appreciate  the  opportunity 
of  being  able  to  mingle  with  my  retail  customers." 
concluded  Mr.  Bittues,  and  the  members  present  showed 
their  appreciation  by  hearty  applause. 

Russell  Chown  Criticizes  Travellers. 

Vice-President  Chown  butted  in  here,  and  said  a 
great  change  had  taken  place  in  the  methods  of  sales- 
manship in  recent  years,  but  more  will  be  made  in  the 
wholesale  as  well  as  in  the  retail  end  of  the  business. 

"A  number  of  years  ago,"  said  Mr.  Chown,  "the 
Hon.  Bella  Flett  conducted  a  general  store  in  our  city 
and  when  a  customer  would  come  in  and  price  an  article 
and  complain  about  its  price,  he  would  throw  the  goods 
he  was  showing  up  on  the  shelf  and  say.  'they  are 
higher  now.'  and  be  very  independent  whether  he  made 
that  particular  sale  or  not.  Busine.s.s  cannot  be  con- 
ducted that  way  to-day. 


"From  the  retailers  viewpoint  we  believe  there  are 
too  many  orders  and  too  few  salesmen  representing  the 
jobbing  houses,  and  the  result  is  that  too  many  cheap 
goods  are  being  sold  where  articles  of  quality  might  be 
disposed  of  were  more  enterprising  methods  used  to  in- 
troduce these  to  the  retail  trade. 

"For  instance,  a  traveller  for  a  joibber  calls  upon  a 
retail  merchant  and  shows  him  a  line  of  axes.  He  does 
not  carry  samples,  simply  pictures  in  his  catalogue, 
and  he  shows  a  line  at  $8.50,  another  at  $7,  another  at 
$6,  and  finally  reaches  a  line  at  $5.  Taving  reached  the 
bottom  of  the  scale  the  retailer  is  interested,  and  being 
assured  by  the  salesman  that  the  line  is  a  good  one,  he 
'  places  an  order  for  a  few  dozen  of  the  cheapest  line 
quoted  upon,  the  traveller  making  little  or  no  effort  to 
interest  the  retailer  in  a  better  line  of  goods,  in  fact, 
being  not  equipped  himself  with  the  necessary  know- 
ledge and  enthusiasm  to  make  it  possible  for  him  to 
instruct  and  enthuse  his  retailer  customer,  whereas  if 
he  could  tell  his  customer  the  different  quality  of  steel 
and  the  difference  in  the  manufacture,  he  could  readily 
understand  Avhy  the  better-priced  axes  were  the  ones 
he  should  buy,  and  the  retailer  in  tiarn  would  be  in  a 
position  to  pass  the  selling  information  on  to  the  con- 
sumer, who  would  readily  be  willing  to  pay  a  little  more 
for  an  article  of  quality. 

"The  result  would  be  the  wholesale  house  would 
make  a  better  profit,  the  retailer  would  anake  a  better 
profit  and  the  consumer  would  receive  a  better  article 
and  he  would  have  more  faith  in  his  hardware  dealer 
as  a  man  who  handled  reliable  and  satisfactory  goods 
and  he  would  secure  some  free  advertising  from  each 
sale  of  equality. 

"The  leading  hardware  jobbers  in  the  United  States 
have  adopted  a  unique  plan  to  increase  their  sales  and 
have  engaged  a  number  of  specialty  salesmen  who  call 
on  the  retail  trade  to  sell  only  one  line  of  goods,  in 


li.  C.  CHOWX,  BELLEVILLE. 
Wlio  can  t.ilk  logically  as  well  as  ride  the  water  wagon. 

fact,  five  or  six  of  these  special  salesmen  will  call  on 
the  same  retailer,  each  carrying  a  full  line  of  samples 
Avith  which  he  is  thoroughly  familiar,  and  will  take  time 
to  explain  to  these  merchants  the  many  points  of  merit 
which  can  be  used  as  selling  talks.    Competition  never 
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sleeps,  tlie  other  fellow  is  trying  to  get  your  business. 
That  is  huiiKin  nature  and  if  the  Canadian  jo'bbers  do 
not  ehange  their  taeties  they  will  find  their  business 
will  pas.s  from  the  regular  ehaniu'l  From  manufacturer 
to  retailer.  The  times  have  changed  and  they  must 
realize  that  it  is  necessary  nowadays  to  sell  more  from 
samples  rather  than  from  picture  books.  I  noticed  in 
an  American  trade  paper  a  few  days  ago  that  the  Nor- 
vell  Shapleigh  Ilartlware  Company  had  increased  their 
business  over  $3,000,000  in  tAvo  years,  over  the  same 
ground  by  the  same  salesmen. 

"The  e.xhibitirn  feature  in  coinu'ction  with  harxl- 
ware  conventions  are  a  great  help  for  progressive  and 
wideawake  dealers  who  desire  to  get  in  touch  with  all 
the  lines  being  put  on  the  market.  The  retailer  by 
examining  these  goods  and  in  conversation  with  the 
salesmen  in  charge  of  these  exhibits,  can  learn  more  in 
t'liree  or  I'our  days  at  a  convention  than  in  a  whole  year 
from  the  jobber's  salesman  who  calls  on  him  and  en- 
deavors from  a  eatalo'gue,  instead  of  samples,  to  demon- 
strate selling  points  on  each  line  he  offers. 

"There  are  some  manufacturers  at  this  convention 
showing  lines  they  have  'been  making  for  years,  but 
which  scores  of  retailers  have  never  seen.  The  weak 
point  seems  to  be  in  the  method  which  the  jobbers  have 
followed  for  many  years.  Just  as  the  retailers'  great 
warfare  against  mail  order  competition  is  in  knowing 
your  goods  and  being  able  to  denionstrate  them  per- 
sonally to  his  customers  instead  of  letting  him  buy  from 
pictui'cs.  so  will  the  jobbers'  salvation  be  in  stopping 
the  trend  of  trade  from  retailer  to  manufacturer  l)y 
having  their  travellers  act  as  salesmen  rather  than 
order  takers,  and  by  selling  from  samples  rather  than 
from  pictures  in  catalogues. 

"If  this  method  were  adopted  more  universally  the 
retailer  would  be  in  a  position  to  purchase  a  bigger 
range  of  goods  from  the  jobber  in  smaller  quantities 
and  thus  keep  his  stocks  well  assorted  without  tieing 
up  too  much  capital,  and  save  money  on  freight  and 
extra  liookkeeping  looking  after  these  accounts.  The 
experiment  is  worth  trying,  gentlemen,  for  a  year,  and 
I  feel  confident  that  you  will  find  the  retailers  will 
appreciate  this  new  policy  of  your  business  'by  giving 
you  enough  extra  business  to  warrant  this  expendi- 
ture. 

"We  all  need  the  three  G's,"  said  Mr.  Chown.  in 
conclusion.  "Cuts,  Cumption  and  Ginger." 

Hossack  Talks  Frankly. 

11.  .Murdoch.  Metal  Shingle  &  Siding  Company. 
Ib'iii-y  Chicas.  (!anada  Paint  Company,  and  A.  F.  Col- 
lins. International  Distril)uting  Company.  si)oke  briefly 
in  support  of  talking  (juality  and  maintaining  prices. 

Then  J.  A.  Ilossack  asked  for  the  floor  again  to  fol- 
low up  Chown 's  criticism  of  travellers.  "The  most 
difficult  thin<>'  the  manufacturer  has  to  contend  with' is 
to  g(^t  the  jobber  to  sell  goods  from  sam])le.  It  isn't 
the  (|u;intity  of  goods  you  sell — it's  the  profits  yon 
nnike.  Then  sell  the  tape  that  carries  a  margin  of  profit. 
The  average  traveller  sells  on  a  price  basis  and  the  jobber 
says  that  as  he  has  15.000  articles  to  sell  he  eainiot  carry 
samples  of  them  all.  But  he  can  carry  samples  of  special 
lines  aiul  feature  different  lines  throughout  the  year. 
The  jobber  says  you  retailers  won't  go  to  see  samples 
in  a  hotel,  but  that's  what  you  should  do.  Get  all  the 
information  you  can  a'bout  the  goods  you  sell." 

"Talk  about  scaling  from  catalogue."  ]\Ir.  Ilossack 
wound  up.  "none  of  you  would  marry  a  girl  from  a 
pretty  jiicture — you'd  want  to  see  the  sample  itself.'' 

Frank  Taylor.  Carleton  Place,  said  he  had  a  sample 
room  in  his  store  where  travellers  can  show  their  goods. 


"There  are  too  many  travellers  calling  on  retailers," 
said  Mr.  Taylor,  "and  too  many  of  them  are  train 
catchers,  always  watching  the  time  table  to  see  what 
time  the  first  train  leaves." 

"Get  a  better  hotel  in  Carleton  Place,"  put  in  C. 
.M.  Woodburn.  E.  F.  Walter  &  Son,  who  said  he  carries 
fourteen  trunks  of  si)ecialties  and  has  no  trouble  getting 
retailers  to  come  and  see  his  samples. 

Tom  Wright  then  told  of  how  he  had  made  his  first 
sale  to  President  Cinnamon.  If  he  hadn't  had  a  few 
samples  in  his  pocket  he  wouldn't  have  got  an  order. 
Mr.  Wright  commended  the  hardware  exhibition  in  the 
Armouries  for  its  educational  value  and  suggested  hold- 
ing two  conventions  each  year. 

W.  J.  Carter,  Pi(;ton.  as  a  retailer,  said  the  traveller 
for  a  jobbing  house  should  sell  his  bulk  goods  from  a 
catalogue,  but  also  carry  a  grip  with  samples  of  special 
lines.  "We  try  to  let  every  traveller  away  by  the  fir.st 
train,"  said  Mr.  Carter,  "as  his  time  means  a  lot  of 
money." 

S.  E.  Waffle,  Smiths  Falls,  told  how  James  &  Reid, 
Perth,  had  a  ladies'  rest  room  in  their  new  store  and 
how  numerous  sales  of  wall  paper  are  made  to  visitors 
from  a  wall  paper  rack  in  the  rest  room. 

L.  J.  Levy.  Boeckh  Bros.,  N.  Turner,  McClary  Manu- 
facturing Company.  N.  B.  Misener,  manufacturers' 
agent,  J.  D.  Robinson,  Imperial  Varnish  Company,  and 
J.  Smyth,  Boeckh  Bros.,  were  called  on  and  spoke 
briefly. 

Secretary  Wrigley,  in  closing  the  di.scussion,  said  the 
"travellers'  hour"  had  been  such  a  success  that  it 
ought  to  be  made  a  "travellers'  afternoon."  At  the 
Michigan  convention  last  August  a  similar  "travellers' 
hour"  had  not  been  nearly  as  interesting  as  the  hour 
conducted  by  Mr.  Wright. 

WEDNESDAY  AFTERNOON  SESSION. 

The  second  session  of  the  convention  was  called  to 
order  about  2.15  Wednesday  afternoon,  the  delay  being 
caused  by  overcrowding  and  difficulty  in  handling  the 
crowds  in  the  dining  rooms  at  the  different  hotels. 

President  Cinnamon,  in  opening  the  meeting  called 
to  the  front  H.  T.  Kirk.  President  of  the  British  Colum- 
bia Retail  Hardware  Asociation.  Wm.  IMaxwell.  of  the 
Iver  Johnston  Arms  &  Cycle  Works.  Fitchburg.  ]Mass.. 
and  A.  ]\I.  Hunt,  who  had  acted  as  local  secretary  of 
the  convention  at  London  a  year  ago. 

Telegrams  were  read  from  J.  A.  Beaudry.  Secretary 
of  the  Retail  Merchants'  Association.  ^Montreal,  and 
from  Colonel  MacLean,  Toronto,  expressing  their  re- 
grets at  heing  unable  to  attend  the  convention,  A  let- 
ter was  also  read  from  T.  H,  McLaren,  Gait,  wishing 
the  convention  success. 

The  first  speaker  called  upon  was  Fred  C.  Lariviere. 
Montreal,  an  hcmorary  life  member  of  the  Association. 
y\r.  Lariviere  expressed  his  appreciation  of  being  with 
his  many  friends  in  Ontario  again  and  stated  that  if 
he  could  be  of  assistance  to  any  visitor  to  the  conven- 
tion in  giving  advice  or  information  regarding  any 
branch  of  the  trade  he  would  be  pleased  to  have  visi- 
tors call  at  his  room  in  the  Oriental  Hotel. 

11.  T.  Kirk,  the  first  fraternal  delegate  ever  received 
b\  the  Ontario  Association  from  British  Columbia,  was 
the  next  speaker.  Mr.  Kirk  explained  his  presence  by 
the  fortunate  circumstance  of  a  duplicate  letter  being 
sent  by  Secretary  Wrigley  to  Vice-President  Martin  of 
the  British  Columbia  Association,  the  original  letter 
inviting  him  to  attend  the  convention  having  gone 
astray.  ".\s  soon  as  I\Ir.  Martin  received  the  second 
letter  he  brought  the  matter  to  the  attention  of  the 
executive  of  our  British  Columbia  Association  and  they 
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instructed  me  to  catch  the  train  that  night  for  Peter- 
horo."  Mr.  Kirk,  in  speaking  about  the  work  of  the 
Association  in  British  Columhia.  stated  that  their  chief 
difficulty  had  heen  in  securing  a  capable  secretary. 


Without  a  good  man  at  the  helm  it  is  difficult  to  hold 
the  members  together.  The  great  problem,  'he  stated,  in 
Vancouver  and  Westminster,  as  well  as  in  other  parts, 
was  that  of  price  cutting,  but  he  stated  that  conditions 
in  New  Westminster  were  very  favorable  and  a  meet- 
ing of  the  hardwaremen  of  that  city  could  be  called  on 
an  hour's  notice.  Mr.  Kirk  strongly  criticized  the  ac- 
tion of  jobbers  and  manufacturers  who  supplied  price 
cutters  with  goods  or  who  went  beyond  the  legitimate 
bounds  of  the  hardware  trade  to  supply  nails,  building . 
paper  and  other  staple  lines  to  grocers  and  others  who 
did  not  carry  a  general  stock  of  hardwae.  He  thought 
that  Avays  might  he  found  whereby  the  Ontario  and 
British  Columbia  Associations  might  work  together  in 
the  future.  In  closing  Mr.  Kirk  extended  a  hearty  in- 
vitation to  any  Ontario  dealer  to, attend  and  participate 
in  the  Ninth  Annual  Convention  of  the  British  Columbia 
Association  to  be  held  at  Vancouver  on  March  7th. 

Wm.  Maxwell,  Fitchburg,  Mass.,  responded  briefly 
to  President  Cinnamon's  invitation  to  address  the  dele- 
gates. He  stated,  however,  that  as  he  was  down  on  the 
programme  to  speak  on  Thursday  night  he  was  going 
to  speak  very  briefly.  From  his  knowledge  of  the  hard- 
ware trade  in  Canada  he  stated  that  the  trade  in  this 
country  was  on  a  better  basis  than  in  the  United  States, 
there  being  less  foam  and  froth  to  be  found  at  meetings 
at  Canadian  conventions  than  at  meetings  across  the 
line. 

A.  M.  Hunt.  London,  stated  that  he  was  glad  to  re- 
new the  friendships  formed  at  London  a  year  ago,  and 
he  expressed  surprise  and  satisfaction  at  the_  wonderfn' 
development  which  the  As.*oeiation  and  exhibition  had 
made  during  the  year.  As  a  reminder  of  the  London 
convention,  Secretary  Wrigley  called  for  the  hardware 
yell  and  it  was  rendered  in  old-time  style. 

An  argument  arose  over  the  suggested  arrangemen; 
of  a  special  trip  to  the  Canadian  General  Electric  Com- 
pany's plant  on  Thursday  morning.  The  Secretary 
stronu'lv  opposed  this  addition  to  the  programme,  stat- 
ing that  as  the  Canadian  General  Electric  Company  had 
declined  to  co-operate  in  making  the  convention  a  suc- 
cess that  the  delegates  to  the  convention  should  spend 
their  time  in  the  Armouries  with  exhibitors,  rather  than 
leave  the  hall  deserted  and  spend  several  hours  in  visit- 
ing a  factory  having  only  a  remote  connection  with  the 
hardwai-c  trade.  About  a  dozen  signified  their  desire 
to  visit  the  plant,  a  special  visit  being  arranged  at  8.30 
on  Thursday  morning. 


President  Cinnamon  then  called  for  the  reports  of 
the  various  convention  committees. 

MUTUAL  TNSUEANCE  COMMITTEE  REPORT. 

"Your  committee  regret  that  they  are  unable  to  repoi't 
very  much  progress  made  during  the  past  year.  In  the  first 
place,  our  most  earnest  worker,  .1.  Walton  Peart,  removed  to 
Regina,  and  your  committee  was  handicapped  in  not  having 
anyone  who  was  able  to  devote  the  time  and  ability  Mr.  Peart 
has  given  to  this  work. 

"A  second  obstacle  was  the  death  of  J.  Howard  Hunter, 
Registrar  of  Insurance  for  the  Province  of  Ontario.  While 
Mr.  Hunter  was  our  chief  opponent  in  securing  the  approval 
of  the  Ontario  Government  to  our  proposed  amendments  to  the 
Ontario  Insurance  Act,  Mr.  Hunter's  death,  and  Attorney- 
General  Foy 's  illness,  have  caused  delays  which  have  held  us 
back.  Mr.  Poy  states  that  nothing  can  be  done  with  oui 
request  for  legislation  until  a  successor  to  Mr.  Hunter  is 
appointed,  but  he  assures  us  that  in  the  revision  of  the  statutes, 
now  going  on,  our  suggested  amendments  will  be  given  con- 
sideration. 

"A  dejjutation  waited  uiion  Mr.  Foy  and  Mr.  Hunter  last 
May,  and  had  a  rather  exciting  controversy  with  the  latter 
gentleman,  he  taking  a  strong  stand  in  opposition  to  our  posi 
tion.  Your  Secretary  has  had  three  interviews  and  consider- 
able correspondence  with  Attorney-General  Foy  during  the 
year,  but  cannot  say  that  much  progress  has  been  made. 

"The  members  of  the  Association  have  also  been  rather 
lax  in  supporting  your  committee,  only  about  60  out  of  300 
having  made  provisional  applications  for  policies  in  response 
to  two  letters  sent  out  asking  for  these  applications  to  assist 
us  in  our  work.  While  we  have  about  $1.50,000  worth  of 
insurance  applied  for  we  should  have  at  least  $500,000  in  sight 
before  going  further  in  our  campaign.  Mr.  Broeklebank  is  to 
make  a  canvass  of  the  delegates  to  this  convention  for  addi- 
tional applications. 

"The  wonderful  success  of  the  Retail  Hardware  Mutuals 
in  the  United  States,  and  the  great  assistance  they  have  been 
to  the  Association  movement  there,  should  encourage  us  to 
leave  no  stone  unturned  in  carrying  our  fight  to  a  successful 
conclusion.  To  do  this,  however,  others  besides  your  committee 
must  bestir  themselves.  Much  depends  upon  the  action  of  this 
convention  and  the  selection  of  a  live  committee,  as  to  whether 
or  not  we  are  able  to  form  our  organization  during  the  com- 
ing year. 

"I  would  suggest  that  our  retiring  President,  Mr.  Cinna- 
mon, with  past  President  Broeklebank,  of  Arthur,  and  E.  B. 
Westwood,  of  Toronto,  be  the  Mutual  Insurance  Committee 
chosen  to  carry  on  the  work  so  ably  begun  by  Mr.  Peart." 

WESTON  WRIGLEY,  Acting  Secretary. 

After  the  report  had  been  read  by  Secretary  AVrigley, 
Mr.  Broeklebank  took  the  floor  and  reqiiested  the  e- 
tailes  to  give  more  active  assistance  to  the  insurance 
work.    He  announced  his  intention  of  making  a  per- 


PAST  PUESIDENT  BROCKLEBANK,  ARTHUR. 
Chairmiin  of  the  Mutual  Fire  Insurance  Committee. 

sonal  canvass  Tor  provisional  application  for  insurance 
during  the  balance  of  the  eonvention. 

Sevei-al  mend)ers  asked  that  a  more  simi)le  applica- 
tion I'onu  l)e  printed  and  circulated  amongst  members. 
i\rany  of  the  (luestions  asked,  they  pointed  out,  were  un- 
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necessary  until  definite  api)]ication  for  in.sviranee  was 
ealled  for.  lAfr.  Jirocklebaiik  moved,  seeoiided  hy  W. 
A.  Rankin,  Ottawa,  tliat  the  corniiiittee  report  be  re- 
eeived.  'that  members  be  asked  to  hand  in  signed  appli- 
eations  before  the  elose  of  the  convention,  and  that  the 
meeting  urge  the  incoming  committee  to  continue  their 
work  and  endeavor  to  accomplish  something  during  the 
coming  year.    Resolution  was  adopted. 

The  following  letter  was  received  from  .J.  Walton 
Peart,  Regina  : 

"Dear  Mr.  Wrigley, — I  will  l)e  glad  if  you  will 
convey  my  Ix'st  regards  to  the  ineiiibers  of  the  As.socia- 
tion,  and  my  earnest  wish  that  this  convention  may  be 
most  successful. 

"Naturally  after  being  connected  for  such  a  length 
(if  lime  with  your  ^Mutual  Insurance  Committee,  and 
believing  as  I  do  that  the  permanency  of  the  Associa- 
tion will  depend  largely  on  that  department,  my  inter- 
esl  is.  to  a  great  extent,  in  that  phase  of  your  work, 
and  it  is  with  the  obect  of  urging  upon  your  members 
not  to  drop  your  campaign  in  this  regard  that  I  take 
the  liberty  of  writing  you. 

"The  experience  of  the  American  Mutual  insurance 
(■ompanies  has  been  such  as  to  convince  the  most  scepti- 
cal that  such  a  branch  of  your  Association  would  effect 
a  great  saving  in  premiums  to  your  members.  I  need 
scarcely  say  to  you  who  formed  part  of  our  deputations 
and  took  such  a  prominent  part  in  our  interviews  with 
the  Ontario  Government,  that  the  treatment  we  received 
at  the  hands  of  the  late  inspector  of  insurance  was  very 
unjust,  and  since  not  a  single  argument  advanced  by 
us  has  ever  been  successfully  answered  by  'the  depart- 
ment, I  hope  that  the  new  inspector  may  make  a  more 
favorable  report  to  the  Cabinet  and  you  may  be  suc- 
cessful in  your  petitions. 

"It  would  be  almost  useless  to  offer  my  services  any 
further  to  the  committee  au'd  my  name,  of  course,  will 
be  dropped  this  year  from  that  body.  Be  assured,  how- 
ever, of  my  good-will,  and  of  anything  which  at  this 


I.T.COl-.  .1.  B.    MacLK.VN,  TORONTO. 
Elcct<'fl   Honiir;ny   Life  Member  at   Petei'boi'o  Convi_iitii)ii. 

distance  can  be  done,  being  done  most  cheei'fully  to 
furl hei'  youi'  ca use. 

Lien  Note  Committee  Report. 

('has.  \V.  Conn  I'ead  the  i'e|)iii'l  of  the  Lien  .Vole 
'Ci)mmittec  as  follows:    "A  meeting  of  vour  committee 


was  held  at  Stratford  on  January  2Hth  and,  after  a 
lengthy  discussiori  the  following  form  was  printed  to 
be  used  by  members  of  the  Association  doing  a  plumb- 
ing business.    This  form  enables  the  dealer  to  estimate 


eSTtMATC  ON  PLUMBING 


Bath   

N   P  Comb  W.  and  O 

Suppljrs  

I  *  Double  bath  cocks 
I  Lavatory   

I    N.  P  Trap  

1      "  Supplies   

Cocks  

.  Plug,  chain  and  stay 

Closet  (Complcif)  

l,ead  bend  4  inch  -  .  .  - 
Bra^s  thimble  .1  inch  .  . 

Sinks  

Bibbs  

Brackets   

Trap  .... 

Pumps 


Laundry  Tubs 

Traps  .... 
Bibbs  . 
Boiler 
Stand. .  . . 
Couplings 
Bibbs  

Soil  Pipe  1  inch. 

4  ifieh  .  . 

Ys  

T's  .• 

Offsets  

Bends   

Hubs  

Traps   

Vent  caps  

Sheet  lead  ■ ■   . . 


Iron  Pipe  yk  inch 

•yi  inch.  . 
J^iich.. 
I  mch. .  . 
I  vii  inch. 


Pipe  flttin[^  ■ 


Lead  Pipe  ■    i^eh  . 

1 14  ihch  . 

"  2  int^hv■. 

StOpXOcIcs     ,  .... 

Check  vaivca 
Lawn  service 
Oakum 

Gasoline  

Pig  Lead        .  .  . 

Solder   

Sundries   


Freight  and  Cartage 
Labor  


Total  Cost 
Profit  $ 
Price  Quoted  $ 


I  i 


any  plumbing  job  in  a  few  minutes  after  he  has  taken 
off  exact  measurements  and  without  any  possibility  of 
forgetting  to  figure  on  some  article  or  other  which  is 
necessary  to  the  job.  We  recommend  that  these  forms 
be  printed  and  sold  by  the  Secretary  to  members  of  the 
Association  in  lots  of  10(1  or  more. 

J.  R.  .AIYERS.  Stratford. 
S.  L.  ADOLPII.  Listowel, 
('.  W.  CONN,  Tillsotiburg." 

On  motion  the  rejiort  was  adopted. 

Resolutions  Committee  Report. 

\V.  Bennett.  Gaiiano(|ue.  Secretary  of  the  Reso- 


W. 


lutions  Committee,  read  the  following  report,  and  it 
was  taken  up  clause  by  clause : 

RESOLUTION  (( )MM  1  1  ri;  K 'S  RHPOET. 
We  have  carefully  considered  the  annual  reports  of  your 
President,  Secretary  and  Executive  Committee  and  submit  reso 
lutions  on  matters  which  have  been  under  consideration  for 
some  time  past,  all  of  which  we  submit  for  your  serious  con- 
sideration: 

1.  — Legislative  Committee:  Resolved  that  a  Legislative 
('oiiimittee  of  three  members  be  appointed  by  the  E.xecutive 
of  this  Association,  to  C()-oj)erate  with  similar  committee  of 
the  Retail  Merchants'  Association  in  matters  affecting  the 
interests  of  members  of  this  Association,  and  to  such  other 
matters  as  may  be  referred  to  the  committee. 

2.  — Official   organ:    Resolved  that  this  convention  accept 
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the  offer  of  the  publishers  of  Canadian  Hardware  and  Stove 
Journal  of  two  pages  in  each  issue  in  which  to  publish  the 
oflieial  news  of  this  Association. 

3.  — Clerks  as  members:  Resolved  that  Article  2,  Section  3 
of  by-laws  and  constitution  read  as  follows:  "Any  clerk  or 
manager  engaged  in  a  retail  hardware  or  stove  store  in  the 
Province  of  Ontario  shall  be  eligible  for  junior  membership  in 
our  Association  on  recommendation  of  their  employers  and  on 
payment  of  an  annual  fee  of  one  dollar. 

4.  — Amendments  to  Constitution:  We  recommend  that  the 
words  "or  any  other  Canadian  province"  be  added  after  the 
word  "Ontario,"  in  Article  2,  Section  1,  of  the  Constitution. 
Also  that  the  words  "the  first  day  of  March  of  each  year" 
be  omitted  from  Article  1  of  the  by-laws,  and  the  following 
words  substituted,  "the  first  day  of  the  annual  convention." 

5.  — That  Section  5,  Article  3  of  the  Constitution  be  amend- 
ed by  substituting  the  word  "executive"  for  the  word 
' '  association. ' ' 

6.  — Weights  and  measures:  Whereas,  in  the  opinion  of  this 
Association  the  present  system  of  charging  dealers  for  re- 
inspection  of  scales,  weights  and  measures  is  unjust  to  the 
merchant,  being  in  the  interest  of  the  general  public;  be  it 
therefore  resolved,  that  the  Government  be  petitioned  to 
assume  the  expense  of  such  re-inspection  charges,  and  that  the 
Secretary  be  instructed  to  send  a  copy  of  this  resolution  to 
the  Honorable  Minister  of  Inland  Revenue. 

7.  — Uniform  size  price  lists:  Resolved  that  it  is  advisable 
to  take  steps  in  the  interest  of  the  manufacturers  or  issuers 
of  price  lists  as  well  as  the  retail  trade,  to  adopt  a  uniform 
size  and  that  the  incoming  executive  or  Joint  Committee  take 
necessary  steps  to  attain  this  end. 

8.  — Division  Court  Act:  Resolved  that  this  Association 
deems  that  amendments  to  this  Act  are  necessary  to  make 
more  easy  the  recovery  of  accounts  due  by  garnishment,  etc., 
and  that  the  matter  be  referred  to  the  Legislative  Committee 
for  action. 

9.  — International  affiliation:  Resolved  that  this  Association 
affiliate  with  the  International  Federation  of  Ironmongers' 
Associations,  at  an  annual  fee  of  $10. 

10.  — Binder  twine  re-sale  prices::  Resolved  that  all  manu 
facturers  of  binder  twine  be  asked  to  adopt  a  re-sale  price 
on  same. 

11.  — Price  maintenance:  Resolved  that  this  Association 
sujjport  and  encourage  all  manufacturers  to  adopt  re-sale 
prices  on  all  lines  of  goods  manufactured  by  them. 

12 — Fraudulent  advertising:  Resolved  that  this  Associa 
tion  petition  the  Government  to  enact  laws  to  prohibit  fraudu- 
lent advertising  of  any  kind  whatsoever,  and  matter  be  referred 
to  Legislative  Committee. 

13.  — Transient  merchants  and  peddlers:  Resolved  that  this 
Association  desire  more  stringent  laws  regulating  hawkers, 
peddlers  and  transient  traders  doing  business  in  the  Province 
of  Ontario.  This  matter  to  be  dealt  with  by  Legislative  Com- 
mittee. 

14.  — Parcel  post  and  co-operative  bills:  Resolved  that  this 
Association  take  a  strong  stand  against  these  bills,  and  that 
our  Legislative  Committee  be  authorized  to  take  such  steps 
as  may  seem  necessary  to  prevent  any  such  legislation  being 
enacted  that  would  interfere  with  the  commercial  rights  of 
all  merchants. 

15.  — Dominion  organization:  Resolved  that  the  new  Exe- 
cutive Committee  consider  the  subject  of  arranging  a  plan 
whereby  hardware  merchants  in  other  provinces  may  become 
affiliated  with  our  Association  if  they  desire  to  do  so. 

16.  — ^Mercantile  commission:  Resolved  that  our  Association 
write  a  letter  to  the  Minister  of  Trade  and  Commerce  urging 
him  to  have  a  mercantile  commission  appointed  similar  to  the 
Railway  Commission,  to  look  after  mercantile  complaints,  and 
to  co-operale  with  Retail  Merchants'  Association  in  this  matter 
be  recommended. 

17.  — Votes  of  thanks:  Resolved  that  a  vote  of  thanks  be 
tendered  Col.  Stevenson,  the  .57th  Regiment  and  Artillery  Corps 
for  the  use  of  their  armories. 

18.  — Resolved  that  a  vote  of  thanks  be  given  to  the  council 
of  the  eitj'  of  Peterboro  for  the  hearty  welcome  they  have 
given  us,  and  all  they  have  done  to  make  our  convention  a 
success. 

19.  — Resolved  that  a  vote  of  thanks  be  sent  to  the  ex- 
hibitors for  their  exhibits  and  the  advantages  to  be  gained 
from  this  feature  to  the  retail  merchants  assembled. 

20.  — Resolved  that  a  vote  of  thanks  be  tendered  tlie 
Gillette  Safety  Razor  Co.  for  their  very  handsome  badge  pre- 
sented to  our  members. 

H.  OCCOMORE. 
W.  W.  BEXNETT. 
W.  F.  MACPHERSON. 


Clauses  1  and  2  were  adopted  without  a  dissenting 
voice. 

C'lause  3  raised  a  diseuss'ion,  however.  D.  MaeNab, 
Orillia,  expressed  his  opposition  to  allowing  clerks  to 
join  the  Association.  'We  took  in  the  travellers  last 
year.  Now  you  want  to  take  in  the  clerks,  and  next 
year  you  may  want  to  take  in  our  wives  and  then  we 
will  be  down  and  out,"  said  Mr.  MacNab.  Frank  Tay- 
lor, Oarleton  Place,  asked  what  status  clerks  had  now, 
and  it  was  pointed  out  that  clerks  were  allowed  to  at- 
tend the  meetings,  but  had  no  standing  whatever.  It 
was  also  pointed  out  that  the  suggested  amendment  to 
the  constitution  would  merely  give  the  clerks  a  stand- 
ing as  delegates  without  allowing  them  privilege  of 
vot)ing.  R.  Hawkins,  Smiths  Falls,  moved  that  the 
clause  be  amended  by  adding  the  words,  "that  clerks 
be  admitted  only  on  recommendation  of  their  employ- 
er." The  clause  as  amended  was  carried  by  a  vote  of 
30  to  26. 

Resolutions  4,  5,  6,  7  and  8  were  adopted  without 
discussion.  Clause  9,  recommendin^g'  the  affiliation  of 
the  Ontario  Association  with  the  nternational  Iron- 
mongers' Federation,  was  defeated,  Messrs.  Caslor, 
Brocklebank  and  Madole  stating  that  they  saw  no  ad- 
vantage in  alRliating  with  hardwaremen  in  Great  Bri- 
tain and  other  European  countries.  Resolutions  10  to 
20  were  carried  unaniimously. 

The  meeting  adjourned  at  5  p.m. 

THURSDAY  AFTERNOON  SESSION. 

The  closing  session  of  the  convention  was  called  to 
order  at  2.15  by  President  Cinnamon,  a  telegram  being 
read  from  A.  R.  Dundas,  Co'bourg,  stating  that  he  had 
been  detained  at  Detroit,  but  he  wished  the  convention 
every  success.  Another  telegram  was  read  from  E. 
Fielding,  Toronto,  suggesting  that  the  convention  dis- 
cuss the  question  of  adulteration  of  linseed  oil  and  tur- 
pentine. 

The  following  letter  was  then  read  from  C.  Dolph, 
Metal  Shingle  &  Siding  Company,  Preston:  "The 
Peterboro  convention  should  be  an  inspiration  to  all 
Avho  are  in  attendance.  Its  success  should  be  particulai-ly 
gratifying  to  those  who  have  labored  for  its  welfare. 
W'hat  are  you  going  to  do  if  it  continues?  I  make  the 
suggestion  that  you  hold  open  air  m'eetings  in  July 
and  I  extend  the  Association,  for  its  tirst  open  air  meet- 
ing, an  invitation  to  come  to  Preston,  the  best  manufac- 
turing town  in  Ontario.  I  desire  that  you  consider  for 
a  few  minutes  'Sheet  Metal  Building  Materials.'  The 
handling  of  this  line  properly  belongs  to  the  hardware 
trades.  It  should  command  their  earnest  attention,  as 
it  can  be  turned  to  profitable  account  In  it.self,  and  be- 
sides will  induce  other  profitable  trades.  I  will  not 
dwell  on  conditions  leading  up  to  present  methods  of 
marketing  sheet  metal  products,  but  would  like  to  point 
out  that  a  year  or  two  back  hardware  dealers  complain- 
ed about  the  attitude  of  the  manufacturer  in  not  main- 
taining prices.  To-day  the  situation  is  reversed  and 
the  manufacturers  are  complaining  that  the  trade  do 
not  maintain  i:)rices,  and  reap  profits  which  are  rightly 
theirs.  Metal  goods  can  be  made  to  j'ield  satisfactory 
profits  by  any  progressive  dealer  in  almost  any  dist- 
rict in  Ontario,  but  the  trade  will  not  come  to  the  dealer 
who  stand's  behind  the  counter,  and  waits  for  it,  but  I 
believe  that  I  can  suggest  a  plan  which  will  work  out 
satisfactorily  to  busy  dealers  who  liave  not  the  time  to 
personally  canvass  their  district.  1  suggest  the  card 
index  system.  A  card  for  every  farmer  in  the  district. 
This  card  to  be  printed  ready  to  file  with  the  name  of 
fanner,  tenant  or  owner,  nniuber  of  acres,  when  likely 
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to  huild.  find  a  place  for  iiifonnatioii  in  regard  to  all 
Icadiiifj  lines  which  the  dealer  wishes  particularly  to 
sell.  This  I  !)elieve  will  be  a  means  of  keei)in<^'  dealers 
in  touch  with  {)rospective  l)uycrs  in  such  a  way  as  to 
larfrely  increase  their  trade.  I>y  having  a  (derk  call  ui)on 
these  i>rospects  fi-oni  tinie  to  time  to  gather-  inronnation, 
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the  cards  may  all  be  kept  up-to-date,  and  woidd  ])e  a 
valuable  aid  in  selling-.  This  idea  has  been  only  briefly 
sngg(>sted,  here  but  1  shall  be  glad  to  assist  any  dealer 
who  is  interested  in  working  out  the  scheme  for  his  own 
neighborhood,  and  T  am  confident  that  it  will  bring  re- 
sults. A  letter  writlcn  to  me  at  Preston  will  bring  a 
prompt  reply,  with  all  the  information  I  am  able  to 
give  on  the  su]).ject . " " 

Drawings  were  then  iiindc  by  the  Secretary  from 
slips  placed  in  a  hat  in  two  competitions  con-ducted  by 
the  Northern  Aluminum  ('om[)any  and  the  Dominion 
Car'ti'idge  Comi)any,  the  winners  being  announced  else- 
where. 

Then  life  was  put  into  the  convention  l)y  the  arrival 
of  Harry  Bennett,  the  well-known  entertainer.  In  the 
al)sence  of  J.  S.  Weichel.  of  Waterloo,  Mr.  Bennett  sang 
the  convention  song  composed  by  Mr.  Weichel.  ]\Ir. 
AVeichel's  hits  on  IVlessrs.  Cinnamon,  C'hown,  Wrigley, 
Caslor,  and  the  city  of  Peterboro  drew  forth  rounds  of 
applause  from  the  manufacturers  and  retailers  present. 
The  song  will  l)e  ]>rinted  in  our  April  issue. 

Manufacturer.s  Given  the  Floor. 

resident  Cinnamon  called  upon  A.  A.  Bittues,  of  the 
(iillette  Safety  Razor  Company,  and  turned  over  the 
cliairma,nship  of  the  meeting  to  him  for  an  hour. 

Mr.  Bittues  said  he  would  like  to  hear  manufactur- 
ers and  retailers  express  themselves  regarding  the  atti- 
tude which  retailers  are  taking  towards  the  exhibition. 

F.  M.  Tobin,  Tob'n  Arms  ^lanufacturing  Company, 
Woodstock,  was  the  first  speaker,  and  he  voiced  the 
sentiments  of  all  the  exhibitors  by  expressing  his  thanks 
foi-  the  opportunity  of  having  a  heart  to  heart  talk  in 
the  convention  hall,  as  well  as  in  the  exhibits  in  the 
Armouries.  "Too  often,"  said  Mr.  Tobin.  "the  actpiain- 
tance  of  manaifacturers  and  retailers  is  limited  to  cor- 
respondence, and  nuuiufaeturers  do  not  get  to  kiu)w  the 
views  of  their  retail  customers.  Convenlions  overcome 
Ihis  obstacle,  and  we  manufacturers  are  delighted  to 
see  you  at  least  once  each  year.  We  are  pushing  the 
slogan  'Made  in  Canada,'  and  are  going  to  make  it 
warm  enough  to  appeal  to  your  most  teiuler  spot,  your 
|)ocket  l)ook,"  said  iMr.  Tobin,  in  conclusion. 

A.  .1.  Barnett,  Iron  Age-IIardware,  New  York,  who 
was  then  introduced,  said  that  this  was  his  first  visit  to 
a  hardware  convention  in  Canada.    He  urged  the  On- 


tario Association  to  make  every  effort  possible  to  or- 
ganize a  mutual  fire  insurance  company.    He  congratu- 
lated them  upon  the  successful  que.'Jtion  box  discussion 
held  the  previous  evening. 

T.  P>.  Williamson,  buyer  O'f  H.  8.  Howlarid,  Sons  & 
Company,  Toronto,  si)oke  from  the  .jobbers'  standpoint, 
and  said  that  in  his  opinion  it  was  up  to  the  manufac- 
turers to  create  a  demand.  "The  jobber,"  he  said,  "is 
es.sentially  a  distributor  of  goods.  The  jobbers  will 
sell  anything  the  retailers  want  and  they  are  desirous 
of  sup|)lyiiig  the  Canadian  goods  if  po.ssible.  but,"  Mr. 
Williamson  repeated,  "it  is  for  the  manufacturer  to 
introduce  and  make  new  lines  popular." 

Chas.  F.  Smallpiece,  manager  Taylor-Forbes  Com- 
l)any,  ^lontreal,  strongly  advocated  the  selling  of  Cana- 
dian-inade  hardware.  "I  have  recently  run  across," 
said  Mr.  Smallpiece,  "several  causes  where  goods  were 
being  imported  into  Canada.  The  imported  articles  are 
milder  weight  and  scamped  in  various  methods  of  manu- 
lacture,  yet  they  are  being  bought  by  Canadian  dealers 
at  the  same  price  that  goods  of  honest  weight  can  be 
had  from  Canadian  manufacturers.  You  retailers  do 
not  always  look  as  closely  into  the  lines  you  order  as 
you  should."  He  expressed  disappointment  that  in  the 
majority  of  the  large  buildings  in  Ontario  and  Quebec 
importe(l  builders'  hardware  was  largely  used.  "In 
Canada,"  concluded  i\Ir.  Smallpiece,  "we  manufacture 
as  good  hardware  as  any  country  in  the  world." 

A.  S.  Howe,  Dover  IManufacturing  Company,  said: 
"If  you  Canadian  retailers  will  give  us  the  volume  it 
will  not  be  long  before  we  erect  a  plant  in  Canada.  In 
fact  we  have  the  matter  under  consideration  already." 

T.  W^.  Caley,  Peterboro  Lock  Manufacturing  Com- 
pany, said  he  had  spent  36  years  in  the  leading  builders' 
liardware  factories  in  the  Eastern  States,  but  had  been 
brought  over  to  Canada  to  assist  in  improving  the  quali- 
ty of  the  lines  of  builders'  hardware  manufactured  in 
this  country.  "Canadians,"  he  said,  "can  manufacture 
just  as  good  goods  as  are  made  in  the  United  States. 
To  live  and  grow  in  this  country,  the  manufacturers 
mus't  have  the  support  of  the  Canadian  jobbers  and 
retailers." 

•I.  J.  Turner,  Si-.,  Peterboro,  told  of  how  greatly  he 
had  been  surprised  by  the  immensity  of  the  exhibition 
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and  con vcntii)n.  "When  Mr.  Wrigley  first  called  on  us 
a  few  months  ago,"  he  said,  "we  had  no  idea  that  the 
convention  would  be  of  the  size  it  is.  We  have  been 
delighted  bej'ond  measure,  and  only  hope  th-at  we  can 
have  you  visit  Peterboro  again  at  some  future  occa- 
sion."  Mr.  Turner  spoke  of  his  42  years'  experience  in 
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manufacturing,  and  told  of  exporting  tents  made  in 
Peterboro  to  England. 

Fred  C.  Lariviere,  speaking  as  a  .jobber  and  retailer, 
said  he  gave  the  Canadian  manufacturers  the  preference 
wherever  possible. 

M.  F.  Irwin,  MeClary  Manufacturing  Company,  said 
he  could  go  Mr.  Turner  one  better,  and  mentioned  two 
receut  orders  received  for  McClary  goodis :  one  from  the 
Fiji  Islands,  and  another  from  Russia,  but  added  that 
there  were  not  twenty-five  per  cent,  as  many  stoves  com- 
ing into  Canada  to-day  as  three  years  ago. 

President  Cinnamon  then  took  the  chair  again,  and 
called  for  the  report  of  the  Joint  Committees. 

JOINT   COMMITTEE'S  EEPOET. 

"Your  Joint  Committee  beg  leave  to  report  as  follows; 
We  liad  a  meeting  in  Toronto  on  January  23,  which  was 
attended  by  President  Cinnamon,  Secretary  Wrigley  and 
Messrs.  Hambly,  Adolph  and  Bennett.  At  this  meeting  we 
met  a  committee  from  the  Wholesale  Hardware  Association, 
including  President  Alexander,  Secretary  Hardy  and  Messrs. 
S.  E.  Kennedy,  W.  H.  Lawson,  P.  JST.  iNewman,  and  T.  G.  Dexter. 

"The  subject  of  cartage  and  boxing  charges  was  very 
thoroughly  discussed  by  both  committees  and  a  strong  fight 
was  put  up  to  have  these  unfair  charges  abolished,  but  we  are 
sorry  to  saj',  without  result  to  us,  as  the  Wholesale  Hardware 
Association  claim  that  it  is  impossible  for  them  to  abolish 
these  cliarges.  We  feel  that  when  our  Association  becomes 
stronger  that  we  will  then  be  in  a  position  to  say  to  the  whole- 
salers that  we  demand  that  there  shall  be  no  charge  made  us 
for  boxing  or  cartage,  and  we  are  satisfied  that  our  demands 
will  be  granted.    As  an  Association,  we  must  keep  this  idea 


uppermost  in  our  minds  and  we  know  that  results  will  bo 
accomplished. 

"The  wholesalers'  committee  agreed  that  their  members 
would  give  no  advantage  to  departmental  stores,  and  that  they 
would  loyally  protect  the  retail  dealers. 

"Their  committee  also  promised  that  they  would  assist 
us  in  all  our  "efforts  in  fighting  co-operative  and  parcel  post 
bills,  and  do  all  in  their  power  to  assist  in  fighting  unfair 
legislation. 

"Your  committee  also  looked  into  the  matter  of  establish- 
ing a  freight  claims'  bureau.  After  due  encjuiry  among  a  fen 
of  the  American  Associations  in  regard  to  the  working  out 
of  this  scheme,  we  find  that  on  account  of  the  heavy  expense 
incurred  in  maintaining  a  freight  claims'  bureau,  that  at  pre- 
sent we  would  not  recommend  our  Association  to  undertake 
this  work." 

W.  H.  BENNETT,  Secretary. 
The  report  was  adopted  without  discussion. 
Election  of  Officers. 

The  Nominating  Committee  recommend  the  follow- 
ing officers  for  the  coming  year,  and  although  it  was 
suggested  that  the  nominations  be  taken  up  one  by  one, 
and  additional  nominations  received,  the  mem'bers  pres- 
ent were  so  entirely  satisfied  with  the  suggestions  made 
by  the  Nominating  Committee  that  a  single  ballot  elect- 
ed the  entire  list. 

President — R.  C.  Chown,  Belleville. 

First  Vice-President — M.  S.  Madole,  Napanee. 

Second  Vice-President — H.  Occomore,  Guelph. 

Executive — AA^.  AV.  Bennett,  Gananoque ;  AA^m.  Mag- 
ladery.  New  Liskeard ;  D.  A.  MacNab,  Orillia ;  ^Y.  F. 
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Macphorson,  Proscott ;  R.  IT.  P.hickmore,  St.  Thomas, 
and  C.  W.  Conn,  Tillsonburg. 

Treasurer — John  Cavslor,  Toronto. 

Secretary — Weston  AVrigley,  Toronto. 

Auditors — J.  W.  Peacock  and  S.  M.  Burt,  Toronto. 

President  Cinnamon  lost  no  time  in  turning  the  gavel 
over  to  President-elect  Chown,  who,  in  taking  office 
as  the  youngest  president  the  Association  had  honored, 
asked  the  help  of  all  in  building  up  the  Asisociation  and 
betteriTig  the  conditions  of  the  liardware  retailers  of 
Canada. 

Short  addresses  were  then  delivered  by  Vice-Presi- 
dents Madole  and  Oceomore,  and  the  other  officers 
elected. 

Presid(>nt  Chown  anounced  that  James  F.  Lewis  had 
enrolled  another  hardwareman  into  the  ranks,  Mrs. 
Lewis  having  presented  him  with  a  young  son.  On  mo- 
tion of  W.  F.  Macpherson  and  J.  R.  Hambly,  the  secre- 
tary was  instructed  to  send  a  telegram  of  congratula- 
tion to  "J.  G.,"  as  he  is  familiarly  known.  "Make  it 
an  assortment  next  time."  said  Secretary  Wrigley  in 
the  message. 

Col.  MacLean  a  Life  Member. 

I'ast  President  Cinnamon  then  moved,  seconded  by 
H.  Oceomore,  that  Col.  J.  B.  MacLean,  publisher  of 
Hardware  &  Metal,  be  elected  an  honorary  life  member 
of  the  Association.  It  had  been  the  intention  of  the 
executive  to  do  this  at  the  London  convention  when 
Fred  C.  Lariviere  was  elected  an  honorary  life  member, 
but,  owing  to  the  Colonel's  absence,  the  matter  had  been 
postponed.  The  resolution  was  unanimously  adopted 
with  the  singing  of  "He's  a  jolly  good  fellow." 

When  H.  T.  Hunter,  manager  of  "Hardware  & 
Metal,"  rose  to  respond  for  Col.  MacLean,  Secretary 
Wrigley  led  the  hardware  chorus  in  singing,  "What's 
the  Matter  with  Hunter,"  the  chorus  being  lustily  sung 
by  all  present.  Mr.  Hunter  expressed  thanks  for  the 
honor  done  Col.  MacLean  and  regretted  that  business 
in  New  York  had  prevented  hira  from  being  present  in 
person.  He  had  taken  a  personal  interest  in  the  build- 
ing up  of  the  Association  and  would  continue  to  do  all 
in  his  power  to  advance  its  interests.  "As  long  as  you 
follow  the  same  high  principles  we  will  give  you  cnir 
enthusiastic  support."  said  Mr.  Hunter. 

Guelph  in  1912. 

There  was  some  discussion  as  to  whether  the  place 
of  holding  the  next  convention  should  be  left  in  the 
hands  of  the  new  executive,  as  in  former  years,  or  de- 
cided by  the  convention.  A  motion  by  H.  Oceomore, 
seconded  by  D.  Cinnamon,  that  the  1912  convention  be 
held  in  Guelph,  decided  the  matter,  however,  the  motion 
being  adopted  unaniniou.sly. 

A  vote  of  thanks  to  Retiring  President  Cinnamon, 
moved  by  W.  J.  Bell  and  W.  A.  Rankin,  closed  the 
business  of  the  convention,  the  adjoui'tiraent  being  made 
at  5.30. 

THE  SOCIAL  EVENING. 

A  i)leasant  change  was  made  this  year  in  having  a 
"social  evening,"  in  which  Harry  Bennett  and  Glid- 
don's  orehes'tra  filled  in  a  programme,  other  unmbers 
being  Mr.  Maxwell's  address  on  "Price  IMaintenance" 
and  a  recitation  by  .1.  A.  Ilossack.  The  convention 
songs  were  also  a  feature.  During  the  programme  ice 
cream  coneS;  sandwiches,  lemonade,  etc.,  were  passed 
arouiul,  while  a  tai)le  was  spread  at  the  rear  of  the  hall 
for  visitors  to  h(>lp  themselves.  On  the  suggestion  of 
J.  .\.  Ilossack,  Lul'kin  liule  Company,  the  food  unused 


was  sent  to  the  Oh!  Folks'  Home  and  the  Children's 
Aid  Society. 

Hill  EXECUTIVE  MEETING. 

After  the  convention  adjourned  a  meeting  of  the 
new  executive  was  held  and  it  was  decided  to  leave  the 
apopintment  of  the  Insurance,  Joint  and  Legislative 
Committees  over  until  the  next  meeting  on  Good  Fri- 
day, which  meeting  will  probably  be  held  at  Guelph. 
In  the  meantime,  Mr.  Wright,  of  Ross  &  Wright,  Tor- 
onto, is  to  be  conferred  with  on  insurance  matters. 

The  finances  of  the  Association  were  gone  into  and 
bonds  were  ordered  renewed  for  the  secretary  and 
treasurer.    A  quarterly  audit  was  also  recommended. 

Engrossed  addresses  of  thanks  were  ordered  sent  to 
the  Peterboro  City  Council,  to  the  officers  of  the  57th 
Regiment  for  the  i^se  of  the  Armouries,  and  to  the  Gil- 
let?te  Safety  Razor  Company  for  convention  badges. 

President  Chown  was  appointed  a  fraternal  delegate 
to  attend  the  convention  and  exhibition  of  the  New 
England  Retail  Hardware  Association  to  be  held  at 
Boston  in  March. 

PLENTY  OF  RAILWAY  CERTIFICATES. 

Not  a  single  complaint  was  heard  about  the  work  of 
the  railway  officer  in  attendance.  The  guaranteeing  of 
the  300  by  the  executive  allowed  vi.sitors  to  return  home 
free  at  any  time  during  the  convention. 

The  300  mark  was  passed  about  Wednesday  night 
and  the  retailers  have  to  thank  their  traveller  and  ex- 
hibitor friends  for  using  the  convention  certificates  and 
ensuring  the  single  fare  rate. 

Several  forgot  to  change  their  certificates  for  rail- 
way tickets  before  getting  on  the  train.  Conseciuently 
they  had  to  pay  full  fare  home  and  then  write  for  a 
refund. 

Two  others,  J.  Wright.  Toronto,  and  J.  W.  Rorke, 
Norwood,  neglected  to  secure  their  railway  certificates. 
They  can  secure  refunds  by  writing  for  same. 

REGINA  EXHIBITION  IN  DOUBT. 

While  it  is  probable  that  a  number  of  hardware 
manufacturing  firms  will  exhibit  at  the  Dominion  Ex- 
hibition to  be  held  at  Regina.  July  31st  to  August  12th. 
it  is  unlikely  that  any  purely  hardware  exhibition  will 
be  arranged  for  this  year,  it  having  been  found  that 
time  is  not  sufficient  to  make  the  necessary  arrange- 
ments. 

This  should  not  prevent  the  holding  of  a  convention 
of  Saskatchewan  retail  hardwaremen  at  that  time,  and 
this  will  be  done  if  the  dealers  in  that  province  are 
alive  to  their  interests.  Being  now  a  hardware  jobber, 
J.  Walton  Peart.  Peart  Bros..  Regina.  cannot  take  the 
initiative,  but  with  his  experience  in  the  Ontario  Asso- 
ciation he  is  able  and  willing  to  aid  anyone  who  will 
fak-e  the  lead  in  calling  a  meeting. 


The  .Idunial   Kepreseiitativo   was   kept   busy   receiving   subscriptions  at 
the  Peterboro  Convention. 
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Window  Dressing  Competitions 

New  Feature  at  Peterboro  Convention 
Proved  to  be  both  Successful  and  Instructive 


A  new  feature  at  the  Hardware  Coiiventiou  this 
year  was  the.  offering  of  prizes  for  hardware  displays 
in  the  windows  of  the  local  stores.  The  original  sug- 
gestion was  that  an  expert  window  trimmer  be  secured 
as  a  speaker,  who  should  demonstrate  the  construc- 
tion of  a  window  display  at  one  of  the  Convention 
meetings.  The  Executive,  however,  changed  the  plan 
into  competitions  in  which  two  prizes  were  offered 
each  day.  A  Tool  Window  Competition  being  con- 
ducted on  Tuesday,  a  Paint  Window  on  Wednesday, 
and  a  Stove  and  House  Furnishing  AA^indow  on  Thurs- 
day. 

It  was  expected  that  the  offering  of  prizes  would 
interest  not  only  the  local  trimmers,  but  also  a  reason- 
able number  from  outside  points.  The  carrying  off  of 
two  of  the  six  prizes  by  E.  A.  Whitten  of  Bracebridge 
indicates  that  the  Executive  were  right  in  anticipating 
outside  competition. 

The  chief  interest  however,  was  developed  amongst 
the  clerks  in  the  local  stores,  and  the  excellent  displays 
they  arranged  must  have  been  productive  of  con- 
siderable good  to  the  hardware  retailers  of  Petei'boro, 
as  at  all  hours  of  the  day  people  could  be  studying  the 


goods  on  display.  Many  of  the  lookers-on  were,  of 
course,  visiting  hardware  men  with  a  critical  mind, 
bent  upon  analysing  the  features  of  construction  of  the 
different  displays.  Others  were  townspeople  who  were 
attracted  by  the  excellence  of  the  displays,  and  the 
resulting  sales  should  therefore  be  beneficial  to  retailers 
as  well  as  to  the  manufacturers,  whose  articles  were 
included  in  the  different  windows. 

Geo.  Mathewson,  Toronto,  acted  as  Chairman  of 
the  Committee  who  judged  the  different  displays,  being 
assisted  by  G.  A.  Binns,  Newmarket,  Fred  W.  Otton, 
Barrie,  and  S.  B.  McClung,  Trenton.  These  gentlemen 
did  their  work  thoroughly,  and  made  a  report  each 
night  of  the  results  of  the  daily  competitions.  In  judg- 
ing displays  they  considered  not  only  the  arrangement 
of  the  goods,  but  the  opportunities  of  the  window 
trimmer,  allowance  being  made  for  the  trimmer  who 
had  a  small  window  in  which  to  do  his  work,  in  com- 
parison with  the  more  fortunate  ones  who  had  large 
and  well  lighted  windows.  Originality,  attractiveness, 
and  selling  qualities  were  the  three  tests  given  to  each 
display. 

Tool  Window  Competition. 

The  four  local  liardware  stores  entered  the  daily 
window  competition  on  Tuesday,  and  the  bright  and 
well  lighted  windows  attracted  the  attention  of  the 
laardware  men  as  soon  as  they  arrived  in  the  Conven- 
tion City.  The  first  prize  was  awarded  to  Chas.  H. 
McGibbon  of  the  Peterboro  Hardware  Co.,  he  having 
an  excellent  selling  window,  with  a  very  well  assorted 
and  well  arranged  stock.    Price  tickets  being  used  on 
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all  tlic  articles  disi)]ayecl.  The  window  was  arranged 
with  the  small  tools  in  the  IVont,  shelving  covered  with 
hunting  being  used  to  raise  the  display  from  the  level 
of  the  glass  to  the  background,  in  which  cases  oi'  tools 
and  display  boards  were  used  to  show  ofit"  the  tools 
whieli  were  displayed  at  the  back.  The  arrangement 
oi'  the  window,  as  will  be  seen  from  the  accompanying 
j)hotograph  was  well  thought  out,  but  it  is  questionable 
it  iu  a  competition  of  this  kind,  it  is  wise  to  allow  the 
use  of  large  showcases  which  are  more  often  foiind  on 
the  counter  inside  than  in  window  displays. 

Tlu'  second  prize  was  awarded  to  II.  J.  Ilanwell, 
Kingan  IIardwar(!  Co.  This  display  liafl  many  ex- 
cellent features,  chief  of  which  Avas  the  fipe  back- 
ground and  the  liberal  use  of  price  tickets  on  the 
various  articles  displayed.  Although  no  third  prize 
was  awarded  very  favorable  mention  was  made  on  the 
window  arranged  by  AV.  J.  (Jatnble  for  the  Higgins 
Hardware  Co. 

Paint  Window  Competition. 

H.  J.  Ilanwell,  Kingan  Hardware  Co.,  featured 
again  as  a  prize  winner  on  Wednesday,  being  awarded 


Hrandram-IIenderson  Co.,  were  used  to  good  ad- 
vantage. 

Second  pn/.c  of  ^■'y,  in  the  Paint  Window  Competi- 
tion was  awarded  to  E.  A.  W bitten,  Bracebridge,  he 
using  the  window  of  the  Best  Hardware  Co's  store. 
Mr.  Whitten  did  not  have  a  very  large  window  to 
work  upon,  and  he  was  handicapped  in  not  feeling  free 
to  put  price  tickets  on  the  goods  shown.  Had  he 
l)een  dressing  a  window  in  his  own  store,  he  would 
have  followed  his  usual  practice  in  this  regard.  His 
failure  to  do  this  weighed  strongly  against  him  with 
the  judges  making  the  awards,  they  pointing  out  that 
neither  the  recognized  ([uality  of  the  goods  nor  the 
prices  of  sanu^  were  emi)hasized.  These  are  absolutely 
essential  in  an  effective  Paint  Window  display  at  the 
present  time.  Mr.  Whitten  in  arranging  his  display, 
used  the  well-known  IVIartin-Senour  poster  "The  Man 
Behind  the  Brush,"  while  in  the  ])ackground  were  also 
shown  labels  bearing  the  words,  "  ^lartin-Senour  Paint 
100  per  cent,  pure."  Pyramids  of  cans  were  effectively 
arranged  in  the  background,  with  smaller  displays  to- 
wards the  front  of  the  window,  where  paint  brushes 
were  also  shown.    In  the  very  centre  of  the  display  one 
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the  first  prize  of  $10  in  the  Paint  Window  Competi- 
tion. It  was  distinctly  a  one  line  display  in  which 
Brandrani-IIenderson  goods  occupied  the  center  of  the 
stage.  In  the  foreground  the  various  processes  through 
which  white  lead  goes  in  its  process  of  manufacture 
was  shown.  Hiiiall  cards  explained  the  different  steps 
in  the  manufacturing  up  to  the  finished  article.  Rib- 
bons also  were  used  to  illustrate  that  all  these  processes 
led  to  the  final  accomplishment  of  the  manufacture  of 
a  can  of  paint.  In  addition  to  this  educative  feature 
the  large  window  used  allowed  the  very  excellent  ar- 
rangement of  large  piles  of  cans  shown  in  the  picture, 
and  in  the  very  center  the  selling  feature  of  the  window 
was  emphasized,  first,  by  a  motto  "Quality  lives  when 
price  is  dead,"  and  also  by  the  large  numbers  of  cards 
on  which  the  following  retail  prices  of  mixed  paints 
were  quoted:  "1  pound,  l.^c;  2  pounds,  30c.;  V4  gal- 
lon, (iiK'.;  Vo  gallon,  $1.25;  1  gallon,  $2.40."  "Steel 
(!rip"  paint  brushes  were  scattered  thrcmgh  the  dis- 
play in  a  manner  which  showed  good  judgment  on  the 
part  of  the  trimmer,  while,  on  tliq^  wall  in  the  back-- 
ground  the  advertising  posters    gotten    out   by  the 


of  the  wrapping-paper  stands  supplied  to  dealers  l)y 
the  Martin-Senour  Co.,  was  shown,  along  Avith  its  bat- 
tery of  sample  cards. 

Favorable  mention  was  also  given  to  the  Paint 
Window  display  by  Thos.  A.  Lyon,  for  the  Peterboro 
Hardware  Co.  In  this  display  Boeckh's  "Steel  Grip" 
brushes  and  Sherwin-Williams  Paints  were  featured 
prominently.  The  arrangement  of  the  cans  of  paint 
specialties  on  the  floor  of  the  window,  the  color  cards 
and  j)yramids  of  cans  in  the  background,  surmounted 
by  a  large  display  board  bearing  an  effective  arrange- 
ment of  well  grouped  brushes,  made  the  window  a 
very  attractive  one. 

Stove  Window  Competition. 

In  the  stove  window  competitions  on  Thursday. 
E.  A.  Whitten  captured  first  prize,  he  using  the  Hig- 
gins Hardware  Co's  window,  and  featuring  in  the 
centre  of  the  display  one  of  Aloffat's  "Canada  B" 
I'anges;  the  oven  being  open,  and  a  couple  of  loaves  of 
bread  resting  in  the  oven  door.  In  the  foreground 
also  was  a  display  card  bearing  the  words,  "As  a  per- 
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feet  baker,  the  Canada  B  can't  be  beaten.  Price  $30." 
On  the  range  a  kettle  was  set  while  in  other  points  of 
vantage  in  the  window  were  shown  various  articles  of 
household  use,  including  a  bread-box,  coal-scuttle, 
boiler,  bread-mixer,  fryingpan,  saucepan,  potato- 
masher,  and  other  kitchen  iitensils.  The  range  was 
connected  with  a  stovepipe  and  contained  a  charcoal 
fire,  giving  it  a  life-like  effect.  The  coal-hod  was  filled 
with  coal,  and  the  whole  effect  was  very  good,  with 
the  exception  of  the  background,  which  would  have 
been  improved  had  it  been  filled  in  with  cotton  to  the 
height  of  the  range. 

Second  prize  was  awarded  to  Ray  Best,  of  the  Best 
Hardware  &  Stove  Co.,  he  showing  a  model  kitchen 
in  which  a  Happy  Thought  range  was  set  up  and  kept 
in  operation  by  means  of  a  gas  jet  connected  into  the 
range.  This  kept  a  kettle  boiling  and  gave  life  to  the 
display.  In  the  window  was  also  a  small  table  with 
chairs,  on  which  large  dolls  were  placed  to  give  human 
interest  to  the  window.  The  Committee  hoAvever,  felt 
that  the  dolls,  etc.,  were  too  prominently  featured,  and 
they  sliould  have  been  made  incidental  to  the  stove  in 
operation,  and  the  display  of  kitchen  utensils,  few  of 
which  were  shoAvn  in  the  window. 

Two  photos  of  the  winning  displays  are  reproduced 
in  this  issue,  and  the  others  will  be  printed  in  the  April 
Journal. 

The  competitions  attracted  a  lot  of  attention,  and 
nmny  expressions  of  opinion  have  been  heard  that  an- 
other competition  should  be  held  at  the  Guelph  con- 
vention. 

The  Canadian  Hardware  and  Stove  Journal  would 
appreciate  letters  from  the  window  trimmers  concerned 
in  the  Peterboro  competitions,  as  well  as  from  retailer-; 
who  studied  the  displays  at  Peterboro,  and  are  in- 
terested in  having  another  competition  arranged.  Sug- 
gestions and  criticisms  which  will  be  helpful  in  ar- 
ranging the  rules  for  another  competition  will  be  given 
due  consideration,  and  will  be  followed  up  by  the 
Executive  Committee  of  the  Association. 


Question  Box  Discussion 

Three  hours  of  live  talk  led  by  a  Com- 
mittee of  young  Association  members 


The  '"Question  Box"  discussion  at  Peterboro  was 
very  creditably  handled  by  a  committee  of  which  Wm. 
Magladery,  New  Liskeard,  was  the  convener,  with 
Frank  Taylor,  Carleton  Place,  and  Ed.  AVanless,  Chat- 
liaiii,  as  his  chief  assistants,  the  three  ends  of  the  Pro- 
vince being  represented.  Fred  C.  Lariviere's  presence 
was  also  a  material  assistance,  as  his  wide  knowledge 
and  liis  ability  as  a  speaker  wasS  always  at  the  service 
of  the  meeting. 

In  the  United  States  the  policy  of  the  associations 
lias  l)ecn  to  secure  the  services  of  some  widely-known 
hardwaremen  to  conduct  the  question  box  discussion, 
but,  judging  from  the  experience  at  Peterboro,  the  de- 
velopment of  home  talent  is  the  best  policy,  and  now 
that  Secretary  Wriglcy  has  induced  some  members  of 
the  Ontario  Association  to  take  liold  and  nuike  a  success 
of  the  discu.ssion  at  Peterl)oro.  it  should  be  an  easy 
maitter  to  maintain  the  interest  in  this  imiDortaivt  fea- 
ture of  the  program  at  future  conventions  without  im- 
porting "big  men"  from  outside  the  I^i'ovince. 

In  opening  the  discussion  Chaii  iiiau  .Magladery  ask- 


ed all  retailers  to  join  in  the  discussion,  but  in  order  to 
get  through  the  many  questions  in  hand  a  limit  of  two 
minutes  was  adopted,  no  one  to  speak  twice  on  the 
■same  question. 

Turnover  of  Stock. 

"What  should  be  the  total  sales  on  a  $5,000  stock .^" 

Ed.  AVanless  said  it  should  Ite  at  least  $15,0()U,  and 
inight  be  $20,000.  Locality  and  nature  of  stock  made 
a  great  difference.  C.  AV.  Conn  thought  that  it  should 
be  turned  over  at  least  three  times.  Some  dealers  sell 
a  lot  of  stock  that  they  do  not  carry,  making  the  turn- 
over large.  Mr.  Magladery  said  that  a  $5,000  stock 
should  be  turned  four  times,  larger  stocks  at  least  four 
times. 

"What  help  would  you  consider  consistent  with  a 
$30,000  turnover,  one-third  credit;^" 

Frank  Taylor  thought  proprietor,  experienced  sales-' 
man,  boy  learning,  man  for  delivering,  and  lady  to  do 
bookkeeping. 

Mr.  Lariviere  thought  that  whether  credit  or  cash 
business  made  little  difference.  He  thought  a  salesnuiu, 
delivery  man,  and  boy  would  be  sufficient.  He  thought 
7  per  cent,  a  proper  limit  for  salaries. 

H.  E.  A\^ells  thought  if  tinsmith  and  plumber  were 
kept,  7  p^r  cent,  a  small  amount.  Others  said  this  item 
would  be  part  of  the  selling  cost. 

H.  T.  Kirk  thought  one-third  of  merchants  charged 
plumbers'  and  tinsmiths'  wages  to  expense.  If  you 
are  nmking  a  direct  profit  out  of  these  men  they  sliould 
be  charged  to  merchandise  account. 

What  would  you  do  if  the  business  showed  a  larger 
turnover  but  profits  were  smaller  than  the  year  be- 
fore f ' ' 

■"Sell  out  quick,"  said  D.  Cinnamon.  "I  would 
take  stock  and  find  out  where  the  leaks  were,"  added 
H.  Occomore.  Mr.  Lariviere  said  the  causes  might  be 
selling  on  smaller  margins,  increase  of  expense,  decrease 
of  profits  by  selling  less  profitable  goods,  or  an  error 
ill  the  inventory. 

"The  statement  that  95  per  cent,  of  merchants  fail 
means  that  out  of  100  who  go  into  business  only  5  make 
a  real  success,"  said  J.  N.  McGregor,  Oakville." 

"That  means,"  said  Mr.  Magladery,  "that  only  five 
per  cent,  make  a  huge  success,  25  a  fair  success,  while 
others  struggle  along,  and  still  others  are  real  failures." 
Method  of  Keeping  Boois. 

"I  sell  hardware.  I  am  not  a  bookkeeper.  Tell  me 
a  simple  method  of  keeping  books  for  a  business  of  say 
$10,000  or  $12,000  a  year." 

Ed.  Wauless  said  a  ledger,  day  book,  cash  book  and 
an  invoice  book  would  be  required.  A  small  business 
would  need  just  about  the  same  system  as  a  larger  one, 
say  running  to  $50,000. 

"A  man  starting  in  business,  and  knowing  nothing 
of  bookkeeping,  should  get  an  accountant  to  help  him," 
said  Mr.  Magladery. 

Wall  Paper  a  Profitable  Line. 

"Do  the  members  find  wall  paper  pays  in  a  retail 
hardware  store 

Frank  Taylor  .said  the  wallpaper  deiiartment  was 
tile  most  profitable  in  his  store.  "Low  price  jiapers 
pay  as  well  as  anything  on  our  shelves,  while  there  is  no 
end  to  the  profit  on  the  higher  priced  papers.  The  de- 
partment presents  grea.t  po.ssibilities,  but  it  needs  to 
be  liandled  by  a  person  with  .some  brains." 

"1  would  never  advise  a  hardwareman  to  go  into 
it,  unless  you  can  do  enough  business  to  hire  a  girl  to 
look  after  the  department,"  said  R.  Hawkins,  to  which 
AV.  A.  Rankin  added  that  the  wall  paper  department 
should  be  placed  at  the  rear  of  the  store. 
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Interesting  Clerks  in  Business. 

"Do  you  approve  of  interesting  clerks  financially 
in  the  business?  If  so,  what  plan  do  you  consider  the 
best/" 

Ml'.  I^ariviere  .said:  "if  you  g'wa  the  clerk  po.ssiljili- 
tie.s  of  making  a.s  mueh  avs  he  can  make  elsewhere,  he 
will  ii'ot  want  to  go  elsewhere.  There  is  no  limit  to  the 
.salary  of  the  elerk.  We  have  had  one  clerk  20  years, 
another  14,  and  another  13.  Every  month  a  report 
.shows  each  salesman  all  details  of  the  sales  and  the  re- 
sult is  to  stimulate  zeal  of  clerk." 

II.  T.  Kirk  said  he  had  come  to  the  conclusion  that, 
when  a  clerk  gets  dissatisfied  with  that,  he  will  let  him 
go  and  not  try  to  dissuade  him  by  ofifering  special  in- 
ducements. 

Another  speaker  said  he  gives  his  clerks  a  certain 
percentage  on  the  wire  fencing  they  sell  in  the  early 
spring. 

Mr.  Magladery  said  he  had  tried  bonusing  clerks  on 
percentage  sales,  but  had  found  it  a  failure.  The  clerks 
would  not  leave  the  front  of  the  store  and  the  result 
was  that  the  members  of  the  firm  had  to  do  all  the 
heavy  work.  We  now  have  two  stores  and  a  tin.shop 
and  each  month  we  keep  tab  on  every  man's  work.  We 
hold  meetings  and  give  them  a  banquet  and  find  that 
gives  better  results  than  by  interesting  the  clerks  finan- 
cially, said  Mr.  ]Magladery. 

Hard  to  Do  Cash  Business. 

"Is  it  possible  to  do  a  cash  business,  and  does  a 
cash  business  pay.^" 

Ed.  Waiiless  said  he'd  like  to  do  so,  but  he  could 
not  see  how  a  worksliDp  could  be  run  on  a  cash  basis. 
It  can't  l)e  worked  out  on  the  note  business.  In  a  hard- 
ware store  where  you  know  what  your  goods  cost  it 
may  be  possible,  but  on  an  eave-troughing  job  you 
couldn't  do  it. 

Mr.  Hendershot,  JMount  Forest,  has  been  running  his 
store  on  a  cash  basis  for  two  months  and  his  sales  have 
increased  as  a  result.  I  have  lost  some  customers,  but 
I  have  gained  others,  whose  trade  will  be  most  profit- 
able for  me.  My  competitors  tell  me  they  would  like 
to  get  on  the  cash  basis  also. 

"We  .sell  the  bulk  of  our  goods  at  credit,  and  at  the 
end  of  :iO  days  we  render  the  bill.  The  bills  are  sent 
out  regularly  and  are  stamped  after  three  months.  At 
three  months,  an  unpaid  account  is  considered  a  mis- 
take, at  six  an  offence,  at  one  year  a  crime;  after  that 
a  dead  one,"  said  R.  C.  Chown. 

"The  jobbers  are  shortening  credits  and  why  should 
not  we?"  asked  Mr.  Magladery. 

D.  McNab,  Orillia,  said  he  did  not  think  a  hai'dware- 
man  could  do  an  absolutely  cash  business. 

F.  W.  Jeffrey,  Midlantl,  told  of  trying  to  do  a  cash 
business,  but  giving  it  up.  "If  you  do  business  with 
contractors,  boats,  mill  men,  summer  cottagers,  etc.,  you 
cannot  do  it.  I  figure  that  I  don't  lose  half  of  one 
per  cent,  in  bad  debts  on  my  turnover,"  said  he. 

J.  T.  Henderson,  Niagara  Falls,  said  he  would  not 
go  back  to  the  credit  system  on  goods  sold  over  the 
counter,  after  having  had  two  years'  experience  of  sell- 
ing for  cash  in  the  store.  When  credit  sales  have  to  be 
made  a  counter  slip  is  made  out  and  sent  with  the  goods. 

D.  Brocklebank,  Arthur,  said  that  every  member 
ought  to  i-educe  the  amount  on  their  books.  "We  used 
to  put  one-third  of  our  sales  on  our  books.  Now  we 
only  put  about  one-twelfth  of  our  business  on  credit." 

A.  M.  Watt,  St.  Catharines,  said  the  departmental 
stores  are  helping  to  establisih  the  cash  system. 

J.  Dan  die,  Streetsville,  said  he  only  figured  on  a  20 


per  cent,  margin  on  .stoves,  and  he  had  made  up  his 
mind  to  charge  over  one  per  cent,  a  month  on  credit 
stove  sales. 

Mr.  Magladery  said  he  charged  the  one  per  cent, 
on  credit  stove  sales,  although  he  did  not  do  a  cash 
business.  This  can  be  collected  in  the  courts  as  a  part 
of  the  contract. 

"You  can't  do  that  on  stove  .sales  in  British  Colum- 
bia," saiid  H.  T.  Kirk.  "Nor  in  Quebec."  added  Mr. 
Lariviere. 

One  member  said  his  lawyer  had  advised  him  that 
he  could  not  collect  more  than  six  per  cent,  in  court, 
even  if  it  is  made  part  of  the  contract. 

"The  margin  on  stoves  ought  to  be  at  least  25  per 
cent.,"  said  Mr.  Chown. 

Clerks  at  Convention. 

"Should  the  clerks  and  warehousemen  attend  the 
same  convention?  If  not,  will  we  have  to  hold  a  separ- 
ate convention.^" 

Mr.  Taylor  said:  "I  don't  see  how  we  and  our  clerks 
can  attend  the  same  convention  without  closing  up.  and 
I  swear  I  won't  stay  home.  The  clerks,"  he  pointed  out, 
"could  ji'et  the  information  in  the  journals." 

Can  Tinshops  be  Made  Pay? 

"Would  you  advise  a  hardwareman  in  a  small  town 
to  keep  a  tinshop  when  he  must  pay  a  tinsmith  $3  a 
day.'" 

Ed.  Wanle.ss  said,  "I  think  it  depends  on  getting 
a  good  man  to  handle  it.  A  tinshop  certainly  pulls 
other  business  if  conducted  properly.  A  man  at  $3  a 
day  should  make  money  for  'his  employer.  We  have  one 
man  who  canvasses  our  customers  and  besides  getting 
a  lot  of  business,  finds  nrany  good  prospects  for  us." 

"A  nmn  can  hardly  handle  a  tinsmithing  business, 
unless  he  has  had  some  experience  in  a  workshop," 
said  C.  W.  Conn.  "To  be  able  to  pay  a  man  $3,  you 
must  charge  $4  a  day  for  his  work.  The  loose  ends, 
unless  watched  very  closely,  will  eat  up  the  profits." 

Robert  Smith,  Bolton,  said  his  partner  looked  after 
the  tinshop.  They  made  good  profits  and  were  busy  all 
the  year. 

"After  25  years'  experience,  I  don't  think  the  de- 
partment can  be  made  to  pay  if  you  allow  a  man  .$3  a 
day,"  said  D.  Brocklebank. 

"Unless  you  have  a  tinsmith  as  a  partner  who  takes 
an  interest  in  the  business,  it  can't  be  made  to  pay," 
said  G.  A.  Binns. 

Mr.  Magladery  stated  that  while  he  had  made  his 
tin  shop  pay  he  felt  that  if  the  same  attention  had  been 
put  to  other  departments  he  would  have  made  more 
money. 

As  the  hour  for  adjournment  had  arrived  it  was 
found  necessary  to  leave  three  or  four  questions  un- 
answered, these  relating  to  the  training  of  salesmen, 
store  lighting,  advertising  on  programs,  handling  agri- 
cultural implements,  etc. 

One  member  raised  a  storm  by  stating  that  Toronto 
hardwaremen  could  buy  tin  and  enamelware  ten  per 
cent,  less  than  dealers  in  outside  points.  Secretary 
Wrigley  said  he  understood  this  was  done  by  the  manu- 
facturers to  offset  the  effect  of  department  store  compe- 
tition. "We  have  that  same  competition  to  meet  in  the 
smaller  places."  said  one  member,  "and  I  think  the 
convention  or  new  executive  ought  to  deal  with  this 
matter.  It  looks  as  though  we  are  being  discriminated 
against."  President  Cinnamon  promised  to  see  that 
the  su'bject  was  not  overlooked. 

The  meeting  adjourned  at  11  p.m. 
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The  Hardware  Exhibition 

Show  in  Armouries  at  Peterboro  Com- 
pared with  Toronto  Exhibition — About 
Seventy  Exhibits  and  All  Well  Pleased. 


The  exlii'bitioii  this  yeiir  showed  an  even  greater 
advance  over  the  London  exhibition  than  the  latter 
showed  over  the  first  exhibition  held  by  the  Ontario 
Association  in  the  Waldorf  Hotel  at  Hamilton  two  years 
ago ;  in  fact,  in  two  short  years  the  Ontario  Association 
has  estaiblislied  its  Hardware  Exhibition  in  a  class  which 
compares  favorably  with  the  best  hardware  exhibitions 
of  eight  or  ten  years'  standing  held  in  the  various 
states  across  the  line. 

Exhibitors  with  the  experience  of  W.  T.  Earl,  of 
the  Oneida  Community,  and  A.  S.  Howe,  of  the  Dover 
i\Ianufaeturing  Company,  spoke  in  high  praise  of  the 
manner  in  which  the  booths  were  constructed  and  deco-- 
rated  at  Peterboro.    Mr.  Howe  had  only  one  criticism 


the  results  secured  while  visiting  Peterboro.  In  fact 
several  exhibitors  have  already  sent  in  written  applica- 
tions for  space  at  Guelph  exhibition,  while  other  firms 
who  did  not  make  displays  at  Peterboro  have  expressed 
their  desire  to  secure  space  at  Guelph.  Wm.  F.  Kelly, 
representing  the  Ontario  Lantern  &  Lamp  Company,  for 
instance,  stated,  "We'll  be  there  next  year  with  both 
feet." 

Although  exhi'bitois  were  advised  some  weeks  ago 
to  discourage  the  distribution  of  souvenirs  and  to  en- 
courage competitions  amongst  retailers,  the  souvenir 
habit  is  apparently  so  strong  that  it  will  require  more 
than  the  Keeley  Cure  to  abolish  it  altogether,  and  those 
firms  which  adopted  the  competition  plan  were  not 
altogether  satisfied  because  of  apparent  lack  of  interest 
on  the  part  of  visiting  retailers.  The  Taylor-Forbes 
Company,  for  instance,  went  to  a  lot  of  trouble  and 
made  arrangements  to  give  aw^ay  some  exceedingly  valu- 
able prizes,  hut  only  one  retailer  qualified  for  the  prize 
they  offered. 

The  exhibition  hall,  20  feet  wide  and  172  feet  long, 
did  not  have  a  vacant  corner,  all  open  spaces  left  after 
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to  make,  that  being  that  exhibitors  should  not  be  allow- 
ed to  roof  in  their  displays  with  bunting.  This  point 
was  not  covered  in  the  regulations  governing  the  Peter- 
boro exhibition.  A.  A.  Bittvies,  of  the  Gillette  Safety 
Razor  Company,  also  holds  the  opinion  that  the  Ontario 
Association  should  adopt  the  same  plan  as  used  in  the 
New  England  hardware  exhi'bitions  at  Boston,  where 
no  booths  are  walled  in  above  a  three-foot  railing  height. 
As  the  Executive  Committee  have  decided  to  send  Presi- 
dent-elect Chown  to  Boston  to  attend  the  exhibition  and 
convention  in  that  city  this  month,  the  Executive  will 
be  a'ble  to  consider  this  point  in  arranging  for  the  ex- 
hil)ition  to  be  held  at  Guelph  next  year. 

While  there  was  a  variance  of  opinion  amongst  ex- 
hibitors as  to  the  length  of  time  the  exhibition  should 
be  kept  open  to  the  public,  the  stove  and  house-furnish- 
ing exhibitors  desiring  more  time  to  meet  the  public, 
not  a  single  complaint  of  importance  was  registered  dur- 
ing the  entire  exhibition  and  every  exhiI)itor  spoken  tn 
expressed  satisfaction  with  the  arrangements  made  and 


regular  allotments  W'ere  made  being  filled  up  by  ex- 
hibitors who  came  in  at  the  last  minute.  There  were  in 
all  82  spaces  for  exhibits,  but  several  firms  had  two 
spaces  and  one  firm,  the  Taylor-Forbes  Company,  had 
five.  Altogether  nearly  70  manufacturing  firms  made 
exhibits.  The  booths  were  constructed  of  2  x  4  scant- 
ling, walled  in  with  a  double  thickness  of  turkey  red 
cotton  and  surmounted  with  a  sign  bearing  the  name 
of  the  firm  exhibiting.  Each  space  was  1  foot  wide 
and  10  feet  long,  and  every  booth  Avas  wired  for  elec- 
tric lights. 

A  view  from  the  galleries,  as  shomi  in  the  accom- 
])anying  picture,  indicates  the  immensity  of  the  show 
and  justifies  Past  President  Cinnamon  and  others  in 
comparing  the  Hardware  Exhibition  at  Peterboro  witli 
the  successful  and  old-established  Canadian  National 
Exhibition  held  annually  in  Toronto. 

Special  Exhibitors. 

Seven  T'eterboro  linns  ininb'  displays  at  one  end  of 
the  hall.    J.  J.  Turner  &  Son  displayed  a  large  line  of 
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iciits,  (M iiipiii j;'  riii'iii;ur<',  h.)i'sc  l)I;nikets,  etc.  Peterboro 
Lock  Ivianuiactunng  Company  luid  one  of  tlic  lincst 
di.sj)l;iy.s  in  the  liall,  showiiif^  a  niagnificeut  liue  of  the 
iii'w  designs  of  locks  and  builders'  hardware  illustrated 
ill  tlu;  haudsonu^  catalogue  which  they  are  now  distri- 
i)Utiiig  to  tJie  iegitimale  retailers  throughout  Canada, 
liilile  orooc'h  pins  bearing  the  letter  "P"  were  distri- 
buicd  by  tlieiii.  The  Rapid  Tool  Company  and  Lundy 
Shovel  &  lool  Company  coiiiiMiu  ii  in  making  a  display 
of  their  pioducts,  e'ach  company  featuring  their  trade 
mark  on  a  black  background,  also  showing  samples  oi' 
their  auger  bils  and  siiovels,  the  d'isplay  being  particu- 
birly  in  1  cresting  to  hardwaremen.  Peterboro  Canoe 
Company  showed  samples  of  canoes,  with  furnisliings 
lor  s;ime,  and  their  exhibit  was  a  scene  of  attraction  for 
hardwaremen  having  a  trade  in  the  summer  resort  dist- 
ricts. Adam  Hall,  Limited,  displayed  several  samples 
of  their  lumbering  and  rjiilway  camp  and' hotel  ranges, 
making  practical  demonstrations  of  their  ranges  to 
visiting  hardwaremen.  B.  T.  Ackerman  &  Company, 
who  are  developing  quite  a  trade  aimjiigst  liardware- 
men  handling  harness  as  a  side  line,  exhibited  a  com- 
plete line  of  harness  and  horse  specialties.  They  gave 
a  watch  fob  away.  Peterboro  Lubricator  Company  also 
had  a  fine  display  of  auldiiiiitit;  oil  cups. 

At  the  other  end  of  the  Armouries  a  large  sign 
"(ialt  .Manufacturers"  drew  attention  to  the  six  dis- 
plays made  by  Ualt  manufacturers  selling  to  the  hard- 
ware trade.  Goldie,  McCullough  Company  exhibited 
several  sizes  of  their  store  and  ol1ie<'  sales.  Shurly  & 
Dietrich  Company  had  line  line  of  their  Maple  Leaf 
saws  on  display  and  i)resented  each  visitor  witli  a 
maple  leaf  stick  pin  bearing  a  miniature  saw.  Allan 
Hills  Edge  Tool  Company  also  had  an  exceedingly  inter- 
esting exhibit  of  edge  tools,  lumbermen's  cant  hooks, 
etc.  The  Gait  Art  Metal  Company  exhibited  a  large 
line  of  sheet  metal  goods  in  various  designs,  and  the 
Dovi^n  Draft  Furnace  Company  showed  samples  of  their 
ranges  and  tiiriiaees.  The  coal  chute  made  by  the  Down 
Draft  Company  also  attracted  a  lot  of  attention.  Pumps 
of  all  sizes  and  types  were  shown  by  R.  McDougall  Com- 
pany, the  large  variety  displayed  being  commented  ui)on 
by  many  of  the  visiting  hardwaremen. 

The  largest  display  in  the  exhibition  hall  was  made 
by  the  Taylor  Forbes  Company,  Guelph,  they  having 
reserved  GO  feet  frt)ntage  along  the  wall  between  the 
two  entrances  to  the  Armouries.  Their  display  of  build- 
ers' hiirdware  and  lawn  mowers  was  particularly  at- 
tractive, while  their  other  lines  of  mangles,  washing 
machines,  Mrs.  Potts  sad  irons,  cobblers'  outfits,  barn 
door  hangers,  and  numerous  other  hardware  specialties 
helj)ed  to  make  their  display  the  largest  and  one  of  the 
most  interesting  in  the  exhibition  hall.  Adam  Taylor, 
in  eliai-ge  of  the  exhibit,  presented  each  visitor  with  a 
badge,  and  for  old  time's  sake  rang  the  large  farm  bell 
on  display  evciy  time  one  of  the  delegates  who  attended 
the  Hamilton  convention  came  around.  The  Taylor 
Forbes  Company  announced  a  series  of  competitions, 
one  each  day,  in  which  valuable  prizes  were  offered 
those  who  could  suggest  in  writing  an  improvement  on 
the  arrangement  of  the  goods  shown.  The  competition 
was  a|)i)arent ly  on  too  elaborate  a  scale,  however,  for 
the  delegates  who  attended  the  convention,  only  one, 
Jl.  B.  Peart.  Regina,  sending  in  a  reply.  Mr.  Peart 
suggested  the  folloiwing  re-arrangement  of  the  "T.  F. " 
display : 

"You  could  improve  the  display  by  having  all  lines 
in  projx'r  order,  that  is.  shelf  brackets  might  be  to- 
geiher.  Hat  and  coat  hooks  and  hinges  are  all  displayed 
in  two  sections.    Dark  hardware  is  displayed  on  a  dark 


background,  which  does  not  show  the  goods  to  advant- 
age. Nickel  plated  hardware  on  light  back  should  give 
a  dark  background.  Mangles  displayed  to  customers' 
view  should  have  more  room  so  that  people  could  walk 
around  same.  Washing  machine  is  in  reverse  position 
for  proper  disjjlay.  You  show  vise  and  talk  same,  but 
you  should  have  plenty  of  room  to  give  customers  a 
chance  to  examine,  and  same  applies  to  many  now  lines 
which  many  retailers  do  not  know  you  manufacture, 
such  as  fire  door  fittings.  These  and  barn  door  hangers 
could  have  been  shown  along  the  top  rail.  You  cover 
the  main  sign  with  smaller  pictures,  which  could  be 
hung  up  higher  and  have  a  better  effect.  The  display 
of  store  door  handles  could  be  followed  by  the  large 
fire  door  plates  and  handles.  Latches,  also,  might  fol- 
low close.  You  must  be  congratulated  on  your  fine  dis- 
play of  new  lines  and  on  your  alertness  to  catch  any 
now  ideas." 

"Adam  is  a  great  spieler,  but  then  he  was  the  first 
man,"  added  j\lr.  Peart,  in  his  letter  to  Secretary  Wrig- 
b^y. 

A  large  section,  60  feet  long,  was  occupied  by  ex- 
hibits of  Lewis  Bros,  and  Dominion  Cartridge  Company, 
Montreal.  The  displays  worked  together  very  well,  as 
although  Lewis  Pros,  showed  a  large  line  of  Rex  Flint- 
cote  Roofing,  and  also  had  samples  of  some  Black  Dia- 
mond Tools,  they  featured  guns  and  sporting  goods  gen- 
erally and,  being  the  only  jobbing  house  exhibiting, 
they  secured  a  large  number  of  orders  for  goods  dis- 
played in  the  exhibits  of  manufacturers  in  the  other 
booths.  Lewis  Bros,  distributed  tw'o  souvenirs,  one 
being  a  small  "black  diamond"  axe  head,  and  the  other 
being  a  metallic  pencil  which  never  runs  short  of  lead. 
The  Dominion  Cartridge  Company  had  a  magnificent 
display  of  Dominion  Ammunition  arranged  in  a  man- 
ner which  would  suggest  to  retailers  many  ideas  which 
could  be  adopted  in  displays  in  their  own  stores.  They 
conducted  a  trade  competition  during  the  exhibition, 
the  drawing  being  made  by  Secretary  Wrigley  at  Thurs- 
day afternoon  session  of  the  convention,  the  winners 
being  No.  65,  Frank  Lapp,  of  Queen  City  Oil  Company, 
Toronto;  No.  97,  J.  W.  Gallaugher.  David  Maxwell  & 
Sons,  Shelburne,  and  No,  205,  F.  Bartlett,  Peterboro. 

The  Individual  Exhibits. 

Metallic  Roofirg  Company  showed  alarge  variety  of 
wall  panels  and  pressed  zinc  ornaments  on  stands  and 
on  the  walls  of  their  booth,  in  addition  to  their  regular 
lines  of  metallic  rot)fing  and  ceiling.s. 

Findlay  Bros,  had  on  display  a  model  of  new  range 
they  will  feature  this  summer,  and  from  the  favorable 
comments  heard  the  new  range  is  certain  to  be  a  favor- 
ite. 

Page  Wire  Fence  Company  demonstrated  Regina 
Vacuum  Cleanei's  and  were  kept  busy  explaining  the 
excellent  features  of  their  machines. 

Boeckh  Bros.  Company  made  a  most  interesting  dis- 
play ot  brushes,  teaturing  their  well-known  "Steel 
Grip"  paint  brush,  souvenirs  being  given  away  in  the 
form  of  clothes  brushes  and  whisks. 

Dover  Manufacturing  Company  demonstrated  asbes- 
tos sad  irons  and  had  electric  window  automatons  in 
o|)eration.  Samples  of  their  shirt  waist  irons  were  dis- 
tributed to  visitors. 

International  Varnish  Company  had  a  fine  corner 
position,  and  both  their  display  of  well  varnished  woods 
and  their  endless  supply  of  free  carnations  attracted 
hundreds  of  visitors.  They  also  distributed  watch  fobs, 
memorandum  liooks.  bill  folds  and  pencils. 

Canada  Paint  Company  had  an  interesting  display 
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of  colors,,  the  walls  of  the  booth  being  decorated  with 
Canada  Paint  products. 

James  Robertson  Company  liad  a  novel  display  in 
the  form  of  a  house  in  octagon  shape,  all  of  the  walls 
being  treated  in  a  different  manner.  Their  "house  of 
numy  colors"  was  an  educational  feature  which  attract- 
ed much  attention. 

Dunlop  Tire  &  Rubber  Goods  Company  exhibited  in- 
numerable rul)her  specialties  saleable  tiirough  the  harcf- 
ware  trade. 

David  Maxwell  &  Son  had  two  booths  well  filled  with 
their  hardware  specialties,  featuring  chiefly  their  elec- 
tric and  water  motor  washing  machines.  In  addition  to 
these  their  full  line  of  washers  and  wringers  were 
shown. 

Supreme  Heating  Company  had  a  neat  display  of 
their  ranges,  and  souvenir  ash  trays  were  distributed. 

N.  B.  Misener,  manufacturers'  agent,  displayed 
handles  made  by  the  Erie  Basket  Company,  churns  b,y 
Eureka  Planter  Company,  and  boys'  wagons  by  Wood- 
stock Wagon  &  i\Ianufacturing  Company. 

D.  J.  Barker  &  Company  had  on  display  several  of 


Rubberset  brushes  being  forced  upon  the  attention  ol' 
every  passerby.  Two  mechanical  figures  were  used  in 
the  front  of  the  booth  to  demonstrate  the  easy  opera- 
tion of  the  Ever-Ready  safety  razor.  Rubberset  tooth 
l)rushes  were  distributed  as  souvenirs. 

Pike  Manufacturing  Company's  display  was  not 
large,  but  it  was  exceedingly  well  arranged  and  re- 
tailers found  it  an  interesting  place  to  stop  and  secure 
selling  points. 

Universal  Vacuum  Cleaner  Company  demonstrated 
electric  and  hand  power  vacuum  cleaners,  and  many 
orders  secured  indicated  the  popularity  of  their  line. 

Standard  Paint  Company's  exhibit  of  "Ruberoid" 
Rooting  had  a  fine  location  on  the  main  aisle  and  their 
display  was  very  atti-active. 

Pittsburg  Perfect  Fence  Company  also  had  a  corner 
location  and  their  representatives  were  always  ready 
with  the  glad  hand  for  visiting  hardwaremen. 

Canada  Cycle  &  Motor  Company  showed  a  large  case 
of  their  famous  " "Automobile "  skates,  a  large  model 
being  suspended  across  the  front  of  the  booth,  sample 
boards  being  used  at  the  back  and  sides. 


DEMONSTRATION  OF  THE  PROCESS  OF  MAKING  GILLETTE  SAFETY   RAZORS   AT  THEIR   BOOTH  IN  THE  ARMOURIES. 


their  Champion  Stoves  and  Ranges,  a  line  which  is  win- 
ning favor  throughout  Ontario. 

J.  H.  Connor  &  Son,  in  addition  to  showing  their 
large  variety  of  washing  machines  and  wringers,  gave 
a  portion  of  their  space  to  the  Butterworth  Foundry 
Company  to  display  one  of  the  leading  ranges  made  by 
that  concern. 

Gendron  Manufacturing  Company  featured  sleds,  ex- 
press waLi'oiis  and  go-carts,  in  the  back  ground  being 
sample  hoards  showing  bath-room  fittings. 

Moffat  Stove  Company  filled  two  booths  with  their 
National  stoves,  also  featuring  their  splendid  line  of 
gas  ranges,  a  seasonable  line  which  invited  the  atten- 
tion of  most  visitors.  Handsome  cuff  links  were  pre- 
sented to  each  hai-dwareman. 

Pratt  &  Lambert  used  sample  l)oards  to  demonstrate 
the  remarkably  fine  finish  which  can  be  obtained  by 
using  their  varnish.  Very  favorable  comment  was  heard 
regarding  the  (|ualiiy  of  goods  demonstrated. 

International  Distributing  Company  had  a  particu- 
larly attractive  l)()oth.  Ever-Ready  safety  razors  and 


Clare  Bros,  showed  Peninsular  and  Hecla  ranges, 
which  were  demonstrated  and  explained  to  many  who 
had  not  carried  these  goods  in  stock  before. 

Onvi^ard  Manufacturing  Company  had  as  their  chief 
line  the  automatic  electric  and  hand  power  vacuum 
cleaners,  which  won  favor  amongst  the  hardware  re- 
tailers in  Ontario  last  season.  They  also  showed  samples 
of  the  sliding  furniture  shoe  they  manufacture. 

Gillette  Safety  Razor  Company's  booth  was  a  popu- 
lar meeting  place  for  hundreds  who  wore  the  Gillette 
badges  during  the  Convention.  The  well-arranged  dis- 
play of  Gillette  advertising  matter  and  various  types  of 
Gillette  razors  made  the  exhibit  interesting  to  retailers. 

Lufkin  Rule  Company,  in  an  illuminated  silent  sales- 
man displayed  a  complete  line  of  their  tapes  and  meas- 
uring devices,  many  of  which  had  never  before  been 
seen  by  retailers  who  visited  the  exhibits.  One  of  the 
most  valuable  souvenirs  distributed  was  the  five-foot 
steel  tape  enclosed  in  a  German  silver  case  of  special 
design. 

McClary  Manufacturing  Company  had  as  tli(>  chief 
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foaturu  of  their  display  their  interchangeable  gas,  wood 
and  coal  range  in  their  two  booths.  They  also  liad  a 
complete  display  of  Pandora  ranges,  Sunshine  furnaces, 
etc. 

Ferrosteel  Company  iiuuh'  an  interesting  exhibit  of 
hot  air  registers  and  grills  in  artistic  design,  both  in 
.steel  and  brass. 

D.  Moore  Company,  in  a  corner  bootli,  made  an  at- 
tractive (lisphiy  (»r  'I'rcasnrc  ranges. 

Imperial  Varnish  &  Color  Company  had  a  very  at- 
tractive cxliibit  made  up  of  samples  of  tlieir  goods  and 
advertising  matter  supplied  customers,  samples  of 
Lcmiui  Oil  being  (iisti'ii)nte(l  to  all  visitors. 

Hall  Zryd  Foundry  Company  displayed  Pilot  ranges 
and  furnaces. 

Queen  City  Oil  Company  booth  was  a  sc-ene  of  attrac- 
tion, Kayo  Oil  Lamps  shown  making  the  booth  a  blaze 
of  light,  while  demonstration  of  oil  heaters  made  it  one 
of  the  warmest  spots  in  the  Armouries. 

Glidden  Varnish  Company  featured  their  world  fam- 
oi;s  Jai)-A-Lac.  demonstrating  it  to  all  visitors  and  dis- 
tributing sami)le  tins,  also  showing  advertising  nuitter 
they  are  running  to  make  their  goods  better  known. 
They  also  distributed  bill  folds. 

Cummer  Dowsv^rell  showed  a  very  extensive  line  of 
hand  ami  power  washing  machines  and  wringers,  those 
in  charge  being  great  favorites  with  the  ladies  on  ac- 
count of  their  liberal  distribution  of  boxes  of  choco- 
lates. 

Carborundum  Company  had  the  wall  of  their  booth 
covered  with  sample  boards  showing  carborundum 
sharpening  devices  in  innumerable  shapes.  They  also 
distributed  a  small  slia i-[)ening  stone  in  a  leather  case. 

E.  F.  Walter  &  Company  exhibited  an  extensive  line 
of  cutlery  and  hardware  specialties,  a  match  scratch 
being  given  away  as  a  souvenir. 

Dominion  Register  Company  demonstrated  their 
bookkeepijig  devices,  which  i)articular]y  interested  re- 
tailers doing  a  credit  business. 

Tobin  Arms  Manufacturing  Company  showed  their 
new  line  of  shot  guns,  the  first  manufactured  in  Canada, 
and  the  crowds  around  this  booth  indicated  that  their 
guns  are  certain  to  win  favor  amongst  the  Canadian 
trade. 

Ohio  Varnish  Company  had  a  lady  demonstrator  ex- 
plaining the  good  (|ualities  of  Chi-Namel,  and  giving 
away  small  stick  ])ins. 

Brantford  Roofing  Company  were  located  in  one  of 
the  most  prominent  corners  in  the  building  and  the 
heads  of  the  company  were  present,  along  with  several 
of  the  selling  staff.  By  special  permission  the  aisles  of 
the  Armouries  were  carpeted  with  Brantford  Roofing, 
which  is  subject' to  the  hardest  possible  wear.  A  mem- 
orandum liook  was  distributed  as  a  souvenir. 

Oneida  Community's  exhibit  was  probably  the  most 
interesting  one  in  the  entire  building,  the  magnificent 
display  of  silverware  and  specially  constructed  window 
in  which  was  shown  a  hunting  scene,  featuring  th.' 
Oneida  Company's  steel  game  traps  attracted  the  atten- 
tion of  every  visitor.  In  an  adjoining  display  the 
Rice  Knight  Company  made  a  demonstration  of  their 
exeellenl  store  lighting  .systems  and  cabinet  of  silver- 
ware in  the  Oneida  exhibit  was  in  consequence  made 
the  bright  spot  of  the  exhil)ition  hall. 

S.  F.  Bowser  &  Company  bad  two  spaces  and  filled 
them  with  a  large  display  of  the  various  oil  pumping 
devices  manufactured  by  them,  the  various  pumps  be- 
ing shown  in  actual  operation. 

Northern  Aluminum  Company  had  an  excellent  dis- 
play of  aluminum  cooking  utensils,  and  distributed  an 


aluminum  letter  opener.  They  also  conducted  two  draw- 
ings, the  selections  being  made  by  Secretary  Wrigley, 
the  winners  being  F.  M.  Nash,  Wellington,  and  v\  m. 
Manning,  (Joldwater. 

Brandram-Henderson  Company  had  as  a  special  fea- 
ture a  cabinet  illustrating  various  processes  through 
which  the  lead  goes  in  its  transfer  from  the  pig  lead  to 
the  finished  product.  A  retailer  in  a  few  minutes  would 
get  a  grasp  of  well-known  "Dutch"  process.  Handsome 
cuff  links  were  distributed. 

Pinchin  Johnston  Company  had  an  excellent  show- 
ing of  their  .Minerva,  paints,  and  distributed  silver  Min- 
erva stick  |iins  to  visitoi's. 

Gutta  Percha  Rubber  Company  had  a  varied  display 
of  rubber  specialties,  and  made  a  very  large  sale  of  rub- 
ber hose  to  the  Peterboro  town  council  as  a  result  of 
their  exhibit. 

Benjamin  Moore  &  Company  made  practical  demon- 
stration of  Muresco  and  Sani-tlat,  besides  exhibiting 
their  other  lines.  Watch  fobs,  pencils  and  housekeep- 
ers' account  books  were  given  as  souvenirs. 

Metal  Shingle  &  Siding  Company  featured  their 
Preston  shingles  and  ceiling,  ami  distributed  a  leather 
back  memorandum  pad  to  visitors. 

F.  W.  Bird  &  Son  had  a  large  display  of  Neponset 
building  paper  and  Paroid  roofing.  A  nickel  paper 
knife  was  a  valuable  souvenir  distributed  by  them. 

Canadian  Buff'alo  Sled  Company  made  a  last  minute 
exhil)it  of  boys"  sleds  ami  wagons. 

Otlier  last-minute  exhibitors  were  Hollow  Cable 
Manufacturing  Company,  Hornell,  N.Y.,  showing  egg 
beaters  and  wii'e  s[)er ialties.  and  Radiant  Electric  Manu- 
facturing Company,  showing  eli>i-t:i-ic  sad  irons.  el:c.  The 
Canadian  Gas  Users'  Association  also  exhibited  and 
demonstrated  their  fuel  saving  gas  controller,  but  being 
unable  to  secure  gas  connection  in  the  Armouries  made 
their  display  in  ^IcPherson's  stove  store. 


In  Charge  of  Exhibits. 

Goldie  &  McCulloch,  Gait,  W.  K.  Trapp.  E.  F.  Heth- 
erington;  Shurley  &  Dietrich  Co.,  Gait,  G.  E.  Boomer, 
W.  T.  Murray,  E.  C.  McMurtry;  Allan  Hills  Edge  Tool 
Co.,  Gait,  J.  C.  Thomson,  E.  E.  Rendle;  Gait  Art  Metal 
Co.,  Gait,  T.  J.  Gallagher,  R.  A.  Grant.  D.  G.  Spiers 
and  L.  W.  Koser;  Down  Draft  Furnace  Co.,  Gait,  J. 
Schort;  R.  McDougall  Co..  Gait,  R.  McDougall ;  Taylor- 
Forbes  Co.,  Guelph.  Adam  Taylor,  Chas.  Smallpiece.  J. 
M.  Taylor,  Jr..  T.  Rogers,  G.  P.  Waters,  R.  Saville,  W. 
G.  Stephenson;  Lewis  Bros.,  Montreal,  O.  D.  Ellis,  J. 
R.  Anderson,  J.  T.  Craig,  J.  L.  LeClair;  Dominion  Cart- 
ridge Co..  Montreal.  E.  H.  Johonnot,  G.  M.  Dunk;  Rapid 
Tool  Co.,  Peterboro,  Thos.  M.  Rees.  F.  Dumble;  Peter- 
boro Lock  :\rfg.  Co.,  Peterboro.  E.  H.  Howson.  C.  J. 
Taber,  C.  J.  Caley,  T.  Fortye ;  Lundy  Shovel  &  Tool 
Co..  Peterboro.  D.  J.  Lundy.  G.  W.  Lundy.  J.  D.  Lundy. 
P.  C.  Clarkson,  E.  P.  Clarkson.  P.  F.  Spies,  W.  Joiu-s; 
J.  J.  Turner  &  Son,  Peterboro.  .1.  J.  Turner.  Sr.,  W.  F. 
Turner;  B.  F.  Aekerman,  Son  &  Co..  Peterboro.  C.  II. 
Ackerman,  S.  Toplis,  A.  J.  Eaton.  W.  C.  Aekerman  ; 
Peterboro  Canoe  Co..  Peterboro.  C.  11.  Rogers.  W.  A. 
Richardson,  T.  Ilendr}- ;  Adam  Hall.  Limited,  Peterboro, 
Adam  Hall.  W.  T.  Hall.  A.  L.  F.  Hall:  Peterboro  Lubri- 
cator Co.,  K.  A.  Elliott,  A.  .Mudge;  Metallic  Roofing 
Co.,  Toronto,  Geo.  A.  Gordon,  Geo.  L.  Bailey,  F,  Ansell ; 
Boeckh  Bros.  Co..  Ltd..  Toronto,  W.  J.  F.  Smythe,  Theo. 
:\Iiles,  L.  J.  Levy.  J.  Billinghurst :  Dover  Mfg.  Co.,  Canal 
Dover,  Ohio.  A.  S.  Howe;  Inteniational  Varnish  Co.. 
Toronto.  Jas.  E.  Eber.sole.  C.  Vogt.  W.  II.  Davy.  H.  G. 
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Hu'ber,  H.  E.  Worsell;  Canada  Paiut  Co.,  Montreal,  H. 
H.  Ellis,  R.  J.  Sirman,  W.  J.  Good,  H.  Clueas,  S.  Lewis ; 
James  Robertson  Co.,  Toronto,  A.  C.  Robertson,  Geo. 
McQuillan ;  Dunlop  Tire  &  Rubber  Co.,  Toronto,  H.  C. 
Austen,  A.  H.  Ellis,  W.  T.  Southworth;  D.  Maxwell  & 
Son,  St.  Marys,  John  L.  Maxwell,  J.  W.  Gallaugher; 
Standard  Paint  Co.  of  Canada,  Montreal,  H.  PL  Cow- 
herd, J.  B.  Gass ;  International  Distributing  Co.,  Mont- 
real, Arthur  A.  Tritseh,  Alfred  F.  Collins,  John  Hale ; 
Pratt  &  Lambert,  Bridgeburg,  John  H.  Shanley,  J.  V. 
O'Donell,  F.  0.  Butler;  Moffatt  Stove  Co.,  Weston,  J. 
L.  Moffat,  T.  L.  Mott'at,  J.  A.  Sinclair,  A.  Staples ;  Gend- 
ron  Mfg.  Co.,  Toronto,  H.  II.  AV.  Foget,  Thos.  Chadwick, 
W.  Bateman ;  J.  H.  Connor  &  Son,  Ottawa,  J.  L.  Connor, 
J.  G.  Jeffery;  Butterworth  Foundry  Co.,  Ottawa,  C.  A. 
Connor;  D.  J.  Barker  &  Co.,  Picton,  John  McCoid,  R. 
G.  Sinden,  D.  J.  Barker;  N.  B.  Misner,  Toronto,  W.  I 
Stephens,  G.  E.  Misener,  N.  B.  Miseuer;  Supreme  Heat- 
ing Co.,  Welland,  W.  J.  Hallorn;  Pittsburg  Perfect 
Fence  Co.,  Hamilton.  Max  Morell,  H.  C.  Woodside,  W. 
W.  AA^alther;  Canada  Cycle  &  Motor  Co.,  West  Toronto. 
A,  E.  Treadgold,  J.  A.  Sullivan;  Clare  Bros.,  Preston, 
A.  H.  W.  Clare,  H.  L.  Clare,  J.  D.  Aitchison,  B.  F. 
Davy;  Onward  Mfg.  Co.,  Berlin,  T.  A.  Witzel,  G.  A. 
Cox;  Gillette  Safety  Razor  Co.,  Montreal,  A.  A.  Bittues, 
G.  A.  McKenzie,  C.  W.  Chadbum,  M.  J.  McGuire ;  Luf- 
kin  Rule  Co.,  Windsor,  Jas.  A.  Hossaek;  MeClary  Mfg. 
Co.,  London,  M.  F.  Irwin,  W.  B.  Sereaton,  T.  E.  Taylor, 
N.  Turner;  Ferrosteel  Co.,  Bridgeburg,  A.  E.  Menke, 
E.  S.  Jackson.  P.  Gordon  ;  D.  Moore  Co.,  Hamilton,  J.  W. 
Parrish,  J.  L.  McMartin,  A.  L.  Robinson;  Brantford 
Roofing  Co.,  Brantford,  Out.,  F.  Chalcroft,  A.  B.  G. 
Tisdale,  J.  A.  Virtue,  C.  G.  Secord,  G.  N.  Huff,  D.  H. 
Smith;  Tobin  Arms  Mfg.  Co.,  Woodstock,  F.  N.  Tobin, 
0.  D.  Hixon,  A.  L.  Plixon,  K.  W.  Wright;  Dominion 
Register  Co..  Toronto,  J.  C.  O'Connor,  J.  R.  Doble,  A. 
S.  Wildy;  E.  P.  Walter  &  Co.,  Montreal,  C.  M.  Wood- 
burn,  R.  A.  O'Bell;  Carborundum  Co.,  Niagara  Falls, 
N.Y.,  C.  G.  Emery,  W.  C.  Rankine,  D.  Morrison;  Cum- 
mer-Dowswell  Co.,  Hamilton,  Geo.  B.  Dowswell,  H.  H. 
Cummer,  F.  T.  Baine ;  Glidden  Varnish  Co.,  Toronto, 
E.  J.  Hofford,  P.  D.  Blackwell,  A.  Jones,  J.  Alexander; 
Queen  City  Oil  Co..  Toronto.  P.  J.  Boothe,  F.  A.  Jones. 
S.  Griffiths,  F.  Lapp,  Boyd  Irwin ;  Hall  Zryd  Foundry 
Co.,  Grimsby,  0.  Zryd,  A.  W.  Cain;  Imperial  Varnish 
Co.,  Toronto,  J.  D.  Robinson,  W.  B.  Cookson,  J.  P.  Cook- 
son,  J.  F.  Bowden  ;  Oneida  Community,  Ltd.,  Oneida, 
N.Y.,  W.  T.  Earl,  S.  Hudson,  R  .S.  Hurlburt ;  S.  F. 
Bowser  &  Co.,  Toronto,  A.  E.  Moffat,  Albert  Mcintosh, 
J.  R.  Fahey,  W.  Y.  Robertson,  L.  Swartz;  Northern 
Oluminum  Co..  Toronto,  0.  W.  Schaffner.  C.  M.  Salter, 
J.  E.  Sharpe ;  Brandram-Henderson  Co.,  Montreal,  J. 
Irwin.  A.  W.  Poole,  H.  B.  Shuttleworth,  Leonard  Mould, 
A.  P.  Lowry;  Pinehin  Johnston  &  Co..  Toronto.  R.  B. 
Johnson,  H.  G.  Brown;  Gutta  Percha  &  Rubber  Mfg. 
Co.,  Toronto,  Harry  E.  AViles,  T.  W.  McKenney;  Benj. 
Moore  &  Co..  West  Toronto,  F.  C.  Surbeck,  R.  P.  Bar- 
rington.  M.  M.  Patterson;  Metal  Shingle  &  Siding  Co., 
Preston,  C.  Dolph.  A.  P.  L.  Brown,  H.  S.  Murdoch;  F. 
W.  Bird  &  Son,  Hamilton.  E.  B.  Wigle.  G.  S.  Wakoford. 
^\.  \.  Herod.  W.  J.  Shaw:  Findlay  Bros..  Carleton  Plac(\ 
J.  F.  FindUiy.  N.  L.  Stewart;  Universal  Vacuum  Cleaner 
Co..  Montreal.  R.  B.  Coulson ;  Ohio  Varnish  Co.,  F. 
Crooks;  Page  Wire  Pence  Co.,  A.  R.  Lundv.  C  W. 
Lundy.  W.  II.  Turney;  Pike  Mfg.  Co..  Pike,  N.H.,  H.  AV. 
liiisler.  R.  A.  Shaw;  Monarch  Typewriter  Co.,  W.  AV. 
Dunlop,  C.  B.  House;  Canadian  Buffalo  Sled  Co.,  I'rcs- 
ton.  J.  J.  Schneider;  Radiant  Electric  Co..  Toronto.  B. 
A''anA\''inkle ;  Rice  Knight  Co..  Toronto.  F.  Sturgeon; 
Hollow  Cable  Co.,  Ilornell,  N.Y..  TI.  C.  Preston. 


WHAT  OTHERS  THINK  OF  US. 

"I  want  to  subscribe  for  three  copies  of  your  .jour- 
nal."— H.  L.  Clare,  Clare  Bros.,  Presiton. 

"Your  journal  is  a  dandy,"  said  D.  J.  Barker,  Pie- 
ton,  when  giving  an  order  for  a  year's  advertising. 

"Your  Journal  is  a  most  interesting  paper,"  said 
J.  B.  Archer,  St.  Catharines,  when  giving  Ms  subscrip- 
tion. 

"Your  paper  looks  as  though  it  is  going  to  be  the 
hardware  journal  of  Canada." — Adam  Taylor,  Taylor- 
Forbes  Company,  Guelph. 

"Your  daily  paper  was  quite  a  stunt,"  said  A.  A. 
Tritseh,  of  the  International  Distributing  Company.  "I 
want  a  page  in  your  March  number." 

"Send  me  your  paper,  pending  the  arrangement  for 
an  advertisement." — J.  H.  Shanley,  sales  manager, 
Pratt  &  Lambert,  Buffalo  and  Bridgeburg. 

"Keep  up  the  standard  of  your  February  issue  and 
the  Hardware  and  Stove  Journal  will  make  a  name  for 
itself  in  Canada." — R.  C.  Chown,  Belleville. 

"I  see  you  have  the  three  Toronto  jobbers  adver- 
tising in  the  Journal.  I'd  like  to  see  the  Montreal  firms 
■using  your  paper  also." — AV.  J.  Carter,  Picton. 

The  Thomas  Davidson  Manufacturing  Company  and 
A.  C.  Leslie  &  Company  are  the  latest  Montreal  firms  to 
place  yearly  orders  for  advertising  in  the  Journal. 

"  Your  paper  is  certainly  a  pippin.  I  read  every 
page  of  that  February  number." — John  Irwin,  assistant 
manager  Brandram-Henderson  Company,  Montreal. 

"Keep  up  the  standard  you  set  in  your  February 
number  and  your  paper  has  a  bright  future." — Harry 
Morgan,  president,  Peterboro  Hardware  Company,  Pet- 
erboro. 

' '  Your  February  issue  of  the  Journal  was  one  of  the 
best  numbers  of  a  trade  journal  I  have  ever  looked  into. 
It  is  a  credit  to  any  publishing'  house." — D.  Cinnamon. 
Lindsay. 

J.  H.  Connor  &  Son,  Ottawa,  and  the  Butterworth 
Foundry  Company,  Ottawa,  are  new  advertisers  in  the 
Hardware  and  Stove  Journal.  Connor  &  Son  sold  three 
dozen  washing  machines  through  AV.  AV.  Chown  Com- 
pany, Belleville,  last  year,  and  they  want  a  few  more 
customers  of  that  standard. 

"AVill  you  consider  a  five-year  order  for  your  back 
cover?"  asked  an  exhibitor  at  Peterboro.  "'Sorry,  but 
that's  contracted  for  with  the  National  Cash  Register 
Company,  one  of  the  shrewdest  advertisers  in  America." 
we  replied.  "If  you  decide  to  open  your  front  cover 
give  us  first  chance,  then,  and  in  the  meantime  we'll 
probably  use  a  full  page  inside." 

H.  H.  Cowherd,  of  the  Standard  Paiut  Company  of 
Canada,  who  knew  Secretary  AVrigle}'  had  considered 
giving  up  newspaper  work  a  few  months  ago,  visited 
Peterboro  to  offer  him  a  good  position  on  the  "Ruber- 
oid"  staff.  The  offer  might  have  been  accepted  three 
months  ago,  but  the  Hardware  and  Stove  Journal  has 
the  secretary  cinched  now.  And  the  "Ruberoid"  ad. 
appears  in  this  issue  to  help  push  a  good  thing  along. 

"If  your  competitor  talks  about  you  put 
him  on  your  payroll.  Never  mind  what  he  says 
so  long  as  he  talks.  By  recognizing  your  com- 
petition he  pays  you  a  compliment  you  should 
appreciate. ' ' 
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Problems  of  Price  Maintenance 

Address  delivered  by  Mr.  Maxwell,  of  the 
Iver  Johnson  Arms  and  Cycle  Works, 
Fitchburg,  Mass.,  at  Peterboro'  Convention 


1  have  ht'cii  asked  to  talk  about  price  inaintciiam-i' 
to-day.  Ih'i'e  is  a  fxood  place  to  use  several  "Whys." 
for  the  subject  of  i)rice  maintenance  involves  a  number 
of  other  subjects  that  are  not  without  their  perplexities. 

Vdu.  iiciith'iiicii,  arc  hai'dware  merchanits.  You  are 
not  conducting'  departmental  stores  or  variety  bazaars. 
You  have  your  own  particular  problems.  Because 
Smith  made  a  fortune  oul  of  a  chain  of  racket  stores,  or 
•  lones  has  l)eeoine  a  millionaii'e  in  the  department  store 
business  is  no  reason  why  we  shoubi  ])lindly  adopt  the 
methods  of  eithei'. 

There  is  unfortunately  a  tendency  on  the  part  of 
some  hardware  merchants  to  imitate  the  methods  of  the 
department  stoi'es  and  variety  bazaars.  It  was  this  teii- 
d'ency  tha^l  pi'()m|)le(l  us  to  adopt  our  ])resent  policy  of 
prescribed  resale  [M'ices  on  the  Iver  dohnson  revolvei'. 
We  did  it  Id  protect  the  hardware  merchants  who  are 
not  yet  I'eady  to  accept  departiuental  store  methods.. 
And.  stran<2:e  to  relate,  we  found  that  former  price  cut- 
ters were,  almost  without  exception,  exceedingly  glad 
to  see  US  step  in  and  protect  them  against  themselves. 

None  of  them  had  a  very  clear  idea  of  why  they  had 
been  cutting  prices  on  the  Iver  Johnson  revolver.  Each 
scchuhI  to  tliink'  that  -someone  else  had  started  it.  As 
a  matter  of  Fact  these  price  cultei's  had  not  been  acting 
with  any  clearly  defined  i)urpose.  They  had  seen  and 
liiarveh'd  at  the  growth  of  the  big  departmental  stores, 
they  had  Fell  the  sting  of  mail  order  competition  an?" 
they  had  jumjx'd  to  the  conclusion  that  price  cutting 
was  the  key  to  success  in  all  branches  of  modern  mer- 
chandising. But  they  found  th.it  there  is  a  difference 
between  real  undc'^pricing  of  stainlai'd  mea-'c'handise  and 
pretended  underpricing  of  merchandise  that  is  not  stan- 
dard. They  found  that  methods  which  can  be  snccess- 
full.v  ai)plied  to  the  sale  at  retail  of  wearing  ai)parel. 
jeweli'v.  book's,  varieties  and  food  are  not  api)ropriate 
to  standai'd  hardware.  They  discovered  these  facts  and 
they  are  in  a  way  to  discover  others. 

Hardware,  a  Distinct  Trade. 

X(vw  let  us  use  a  few  "  whys. "  The  mercdiant  who 
sells  articles  of  personal  wear  or  adornment  has 
the  most  common  qn.ality  of  human  nature  as 
an  aid  to  the  a  ccom  pi  is'hment  of  'his  ])uri)os('s. 
There  is  n-o  man,  woman  or  child  wtio  is 
wholly  without  vanity  of  personal  appearance.  There 
are  none,  except  those  in  tlie  most  abject  poverty,  who 
limit  their  purchases  of  wearing  af)parel  to  their  actual 
necessities.  Practically  every  article  in  a  draper's  shop 
has  within  itself  the  power  to  create  the  desire  of  pos- 
session in  one  or  more  persons,  even  though  no  real 
need  exists.  Xine-tenths  of  the  merchandising  methods 
of  tile  deparl  mental  stoi'cs  are  predicated  on  this  fact, 
whicii  in  itself  is  sunicient  to  wai'n  the  hardware  mer- 
chant that  he  can  not  blindly  copy  those  methods. 

The  purveyor  of  food  has  the  human  stomach  and 
palate  on  his  side,  and  can  safely  make  use  of  many  of 
the  methods  of  the  department  store. 

The  five  and  ten-cent  store  is  the  rummage  bag  of 
merchandising.  It  appeals  to  a  queer  linman  instinct 
and  its  methods  can  not  be  largely  introduced  into  any 
other  kind  of  busiiu>ss  without  putting  sneh  business  on 
the  same  l(>vel  with  the  varieties  bazaar.    In  othci' 


words,  to  successfully  practice  five  and  ten-cent  store 
methods,  you  must  largely  convert  your  business  into  a 
five  and  ten-cent  business. 

Now  the  hardware  merchant  has  a  distinctly  differ- 
ent problem  from  the  draper  or  the  grocer.  I  do  not 
Icnow  of  any  universal  human  instinct  that  he  can  rely 
ii|>on  to  his  i)r()fit  except  this  one:  The  average  man  in 
buying  the  average  article  from  a  hardware  stock  has 
a  grim  determination  to  buy  something  that  will  last. 
In  buying  a  suit  of  clothing  he  knows  that  it  is  only 
one  of  many  he  will  have  to  buy  if  he  lives  and  the 
selection  of  it  isn't  such  a  serious  matter.  If  he  picks 
out  an  inferior  suit  this  time,  he  can  profit  by  his  experi- 
ence next  time.  But  it's  different  in  a  hardware  store. 
The  man  who  buys  a  saw  or  a  hammer  wants  one  that 
will  last.  Perhaps  he  doesn't  ever  expect  to  buy  an- 
other. When  he  buys  paint,  he  is  figuring  on  the  basis 
of  ycai-s  of  wear.  The  same  with  stoves,  fencing,  cut- 
lery, builders'  hardware,  culinary  articles,  fire  arms,  in 
fact,  pretty  mucdi  everything  in  a  hardware  stock. 
Price  Cutting  Doesn't  Pay. 

With  this  fact  before  us  and  also  bearing  in 
mirul  the  other  facts  we  have  touched  upon, 
lunv  does  it  i)rofit  a  hardware  merchant  to  'be  a 
price  cutter.  First,  let  us  consider  what  kind 
of  a  price  cutter  he  is  going  to  be :  a  real  one  or  a  pre- 
tender. Is  he  going  to  handle  standard  goods  and  un- 
derprice  them  ?  If  so,  he  must  rely  on  increased  trade 
to  offset  his  lessened  profits  on  each  sale. 

At  this  point  I  again  wish  to  emphasize  the  distinc- 
tion between  hardware  and  articles  of  personal  wear 
or  adornment.  The  majority  of  articles  in  a  hardware 
sto'ck  are  t'hings  that  are  not  bouglit  until  they  are  actu- 
ally needed.  If  I  did  not  need  a  saw,  I  would  not  buy 
one  because  you  were  offering  saws  at  bargain  prices. 
If  my  kitchen  floor  didn't  need  to  be  painted,  I  would 
not  paint  it  because  you  were  having  a  cut  price  paint 
sale.  If  I  needed  a  saw  or  a  tin  of  paint  and  thought 
that  you  were  selling  equally  good  saws  and  paint  at 
lower  prices  than  your  competitors,  I  would  very  prob- 
ably buy  the  goods  from  you. 

But  the  point  I  want  to  make  is  this:  You  do  not 
create  a  demand  for  the  saw  and  paint  by  your  price 
cutting.  You  simply  supply  the  demand  that  my  needs 
have  already  created.  Someone  was  bound  to  .sell  that 
saw  and  tin  of  paint  because  I  needed  them.  You  get 
the  business  because  you  undersell  your  competitors. 
Very  well  so  far.  and  if  you  can  attract  sufficient  pat- 
ronage from  your  competitors  to  more  than  make  up 
for  your  smaller  profits,  you  are  the  temporary  gainer 
tliereby.  But  .vour  competitors  are  not  going  to  stand 
by  and  see  you  tal'e  their  business  away  from  them,  if 
they  can  help  it. 

And  they  can  help  it.  if  you  are  taking  their  trade 
away  by  price  cutting.  Speaking  generally,  they  can 
cut  prices  just  as  much  and  just  as  effectively  as  you 
can.  There  is  nothing  constructive  about  a  policy  that 
siiiiDly  consists  of  attempting  to  undersoil  your  com- 
petitors. This.  T  tliink.  is  particularly  true  of  the  hard- 
ware busiiu\ss. 

The  (pnintity  of  new  business  that  you  create  is  neg- 
ligible and  that  which  you  take  away  from  your  com- 
I)i'titors,  it  is  quite  possible  for  them  to  regain  by  the 
same  means.  There  are  better  ways  of  trade  building 
aiul  they  do  not  invite  ruinous  price  cutting  wars. 

Cutting  Does  Not  Create  Trade. 

AVhai  I  have  just  said  applies  particularly  to  tlie 
geiu'i'al  policy  of  trying  to  underprice  TOur  co'mpetitors 
on  everything.  It  also  ai)plies  in  part  to  special  sales 
and  the  use  of  &ut  price  leaders.    Except  on  hardware 
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novelties — and  a  real  novelty  does  not  need  any  price 
cut  prices  on  hardware  than  perhaps  any  other  line  of 
cutting — believe  t'here  is  less  power  of  suggestion  in 
lUierehandise.  A  cut  price  may  occasionally  hasten  a 
buyer's  resolution  to  purchase  a  piece  of  liard'ware  that 
he  already  has  in  contemplation,  'but  it  rarely  creates  a 
buyer  iwho  would  not  sooner  or  later  have  become  one 
without  the  aid. 

Getting  people  into  a  hardware  store  does  not  quite 
have  the  same  result  as  in  some  other  lines  of  trade. 
It's  a  good  thing,  of  course,  'but  people  don't,  as  a  rule, 
wander  around  a  hardware  store  looking  for  sugges- 
tions of  ways  to  spend  their  money.  They  know  what 
they  want  and  there  isn't  much  power  of  suggestion  in 
anything  else  in  a  hardware  line.  The  psychology  of 
hardware  merchandising  is  quite  dift'erent  from  that 
which  can  be  successfully  applied  to  wearing  apparel, 
jewelry,  books,  varieties  and  food. 

Therefore,  as  applied  to  the  hardware  business,  I  am 
not  a  great  believer  in  the  valne  of  cut  price  leaders 
and  special  cut  price  sales.  And  there  is  still  another 
reason  for  this.  Assume  that  there  are  as  many  as  three 
hardware  stores  in  a  town  and  all  of  them  use  under- 
priced  leaders  and  special  sales.  Each  store  will  natur- 
ally select  different  lines  of  goods  for  such  purposes  and 
in  the  course  of  a  year  the  three  combined  will  upset 
prices  on  a  great  many  different  kinds  of  merchandise. 

Misrepresentation  in  Advertising. 

Now  let  us  turn  our  attention  for  a  moment 
to  the  pretender — the  man  who  undertakes^  to 
undersell  his  competitors  by  specializing  on  a 
cheaper  class  of  goods.  This  gets  us  pretty 
close  to  the  Catalogue  House  question,  for  a  great  many 
advocate  this  means  of  meeting  catalogue  house  compe- 
tition. They  say:  "Put  in  cheap  goods  and  meet  or 
beat  the  catalogue  house  prices."  I  believe  that  the 
gentlemen  who  advocate  that  theory  fail  to  recognize 
all  of  the  subtleties  and  complexities  of  the  catalogue 
house  problem.  If  the  local  merchant  cannot  convince 
his  people  that  a  first-elass  article  is  better  'than  the 
catalogue  house  quality,  how  is  he  going  to  convince 
them  that  a  cheap  article  is  as  good?  I  wish  that  I 
could  find  the  words  to  impress  on  the  minds  of  every- 
one that  the  catalogue  house  question  is  a  psychological 
question  and  will  baffle  solution  until  it  is  so  recognized. 

If  anyone  asked  me  to  state  what  I  consider  the 
greatest  books  in  the  English  language  I  believe  that 
I  should  be  tempted  to  name  among  others  'the  cata- 
logues of  the  big  mail-order  houses.  I  really  mean  that. 
It  seems  to  me  that  they  have  a  metaphysical  value  that 
far  exceeds  their  value  for  any  other  purpose.  The  cata- 
logiie  houses  have  extracted  the  very  essence  of  psy- 
chology from  their  dealings  with  mankind  and  pre- 
served it  on  the  pages  of  their  catalogues. 

Once  in  a  Avhile  you  hear  someone  say  something 
like  this:  "Jones  has  forgotten  more  than  Smith  ever 
knew."  The  catalogue  houses  never  forget.  Men  may 
come  and  men  may  go,  but  the  mail  order  catalogue 
goes  on  forever  and  it  never  gives  n\)  any  of  the  know- 
ledge or  the  experience  that  mortal  man  has  confided 
to  it.  It  thinks  with  the  brains  and  speaks  with  the 
voices  of  a  thousand  men.  It  never  speaks  without 
thinking  and  the  thoughts  that  guide  its  speech  are  the 
thoughts  of  men  who  have  fathomed  the  depths  and 
chared  the  reefs  of  human  cred^ulity. 

The  solution  of  the  catalogue  house  question  is  to 
be  found  in  the  mind  of  the  man  who  patronizes  cnt->- 
logue  houses.  "What  mental  processes  does  he  use  to 
arrive  at  the  conclnsion  that  he  ought  to  buy  his  goods 
by  mail.'    What  induces  him  to  laboriously  compile  his 


order,  buy  'his  draft,  forego  the  privilege  of  making  his 
selection  from  personal  inspection  and  endure  a  delay 
in  receiving  the  goods  that  little  comports  with  the  in- 
clinations of  most  of  us  after  we  have  decided  that  we 
want  a  given  article!    What  makes  him  do  it? 

One  rainy  morning  a  good  many  years  ago  I  sat  in 
a  bunk  room  at  the  Old  Bay  District  Race  Track  in  San 
Francisco  and  listened  to  the  anecdotes  of  a  AVestern 
horseman  and  race  track  plunger.  He  got  to  talking 
a'bout  confidence  imen,  wire  tappers,  goldbricks,  the 
sick  engineer,  the  dealer's  revenge,  and  various  other 
time-haloed  confidence  games.  "The  ciueer  part  about 
it,"  he  said,  "Is  that  such  swindles  are  clumsy  and  un- 
reasonable and  the  men  who  practice  them,  as  a  rule, 
are  neither  plausible  nor  convincing.  I  figure  it,"  he 
continued,  "that  the  victim  has  to  bunco  himself.  The 
fellow  who  gets  buncoed  wants  to  believe  what  the  con- 
fidence man  tells  him.  He  is  tackled  on  a  proposition 
he  knows  nothing  about.  His  imagination  and  greed 
are  excited  and  he  'con's'  himself." 

Mail  Order  Buying  Analyzed. 

No'W  I  do  not  possess  any  intimate  knowledge 
of  confidence  men.  Nor  do  I  wish  to  he  under- 
stood as  comparing  the  methods  of  the  catalogue 
houses  to  those  of  confidence  men.  I  do  not 
mean  that  at  all.  But  I  would  like  to  ask  each  of  you 
to  try  to  imagine  yourself  a  resident  of  a  rural  com- 
munity, without  any  commercial  training  or  knowledge 
of  merchandise  and  without  any  commercial  instinct 
beyond  a  very  natural  and  very  commendable  instinct 
to  get  as  much  for  your  dollar  as  you  can.  Along  comes 
the  catalogue  house  with  its  slogans:  "Buy  Direct." 
"Save  the  Middle  Man's  Profit,"  "Buy  Direct  From 
Us,  with  Only  One  Small  Profit  Added."  It  looks 
reasona,ble  to  you.  You  say  to  yourself:  "I  spend  a 
good  deal  of  money  with  the  local  merchants.  They 
make  good  livings  out  of  my  neighbors  and  me.  W^e 
are  supporting  them.  If  we  could  save  the  money  that 
now  goes  to  the  support  of  them  and  their  families,  avc 
would  be  .just  that  much  ahead." 

You  send  for  a  mail  order  catalogue.  You  look  it 
through  and  perhaps  you  let  your  home  merchants  know 
you  have  discovered  how  they  have  been  robbing  you 
for  fifteen  or  twenty  years.  Perhaps  they  tell  you  that 
they  can  make  you  the  same  or  lower  prices  on  the  same 
kind  of  goods.  That  may  shake  your  confidence  a  little 
and  you  go  home  and  commence  to  thumb  over  your 
catalogue  again.  You  want  the  mail  order  people  to 
make  good  their  claims.  You  are  on  their  side,  all 
right.  You  want  to  believe  that  they  can  do  what  they 
say  they  can  do. 

You  turn  the  pages  of  your  catalogue  and  you  see 
there  right  before  you  the  why  and  wherefore  of  the 
catalogue  business — that  is  to  say,  you  see  the  catalogue 
bouse  side  of  it — and  let  me  tell  you  right  here,  you  see 
as  strong  and  convincing  arguments  as  you  ever  heard 
anywhere.  A  beautiful  picture  is  spread  out  before 
your  mind's  eye.  You  see  a  mammoth  institiition.  You 
get  a  vision  of  the  factories,  which  the  catalogue  houses 
say  they  own  or  control,  and  you  say  to  yourself,  "This 
is  a  pretty  big  proposition." 

How  Buyers  are  Faked. 

The  catalogue  houses  explain  to  you  wliy  they  are 
able  to  save  you  money.  They  say.  as  you  alre;uly  kn:)W. 
I  hat  the  middlemen^  make  a  profit  or  they  wouldn't  b(>  in 
business.  No'w,  then,  it  seems  very  simjile  to  yon:  if 
you  cut  out  these  middlemen  you  save  their  profit. 

As  to  the  quality  of  the  goods  described  in  the  cata- 
logue, there  isn't  much  room  for  doubt — provided  you 
want  to  believe.    There  is  a  judicious  sprinkling  of 
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.standard  j^ouds.  The  catalogue  houses  don't  come  right 
out  and  say  so,  but  soitichow  you  get  the  idea  that  any 
iiiaiiufacturer  who  gets  a  chance  to  supply  them  with 
goods  is  a  inighty  lucky  fellow.  Their  "standards  are 
so  high"  and  their  ' "  pr'eliniinary  tests  are  so  rigid." 
You  come  across  an  article  which  they  explain  "Has  th(> 
nuuiufacturer's  name  left  oif.  Just  the  same,  only  you 
don't  i)ay  for  the  manufacturer's  name."  Or,  perhaps, 
it  is  an  article  "-made  expressly  for"  the  catalogue  house 
"by  one  oF  the  world's  leading  manufacturers."  In 
the  state  of  mind  that  has  been  created,  you  can  easily 
see  that  the  catalogue  houses  are  on  such  terms  with  the 
leading  manufacturers  that  your  local  merchant  can 
never  hope  to  compete  with  them.  It's  just  a  question 
of  which  is  the 'best  catalogue  house  to  do  business  with. 

Gentlemen,  it  is  i)lausible  and  convincing  and  you 
would  reach  the  same  conclusions  as  are  being  reached 
ii)y  millions  of  consumers,  if  you  had  no  greater  ac- 
([uaintance  with  the  fundamental  laws  of  merchandis- 
ing and  no  greater  discrimination  of  merchandise  values 
than  they  have. 

(To  111'  (■iintiiiiicil). 


"All  things  come  to  him  who  waits. 
But  here's  a  rule  that's  slicker. 
The  man  who  hustles  while  he  waits, 
Will  get  there  all  the  quicker." 

— -President-elect  Chown. 
The  Hardware  &  Stove  Journal  editor  acknowledges 
the  receipt  of  a  ten-pound  Stilton  cheese,  covered  with 
"Brighten  up"  stickers,  from  that  oily  soul,  W.  J.  Car- 
ter, of  Picton.  Friend  Carter  is  a  living  exponent  of 
that  "S.  W.  P."  slogan.  You've  simply  got  to  "Bright- 
en up"  when  he's  around. 

The  Ontario  Lantern  and  Lamp  Company,  Hamilton, 
distributed  samples  of  the  "germ-proof"  glass  tele- 
plume  mouthpiece  manufactured  by  their  sister  com- 
pany, the  Canadian  Tungsten  Lamp  Company,  Hamil- 
"B.  H.  paint,  B.  H.  paint,  we'll  be  there  when 
other's  ain't,"  repeated  half  a  dozen  times,  was  the 
noi'Semaker  which  John  L'win's  bunch  of  hustlers  turn- 
ed loose  whenever  there  was  a  chance  to  get  a  word  in 
edgewise. 

Quite  a  number  of  the  exhibitors  sold  all  the  goods 
on  exhibit  to  the  retail  hardware  and  stove  firms  at 
Peterboro. 

Roy  ix.  Stafford.  Belleville,  who  had  never  attended 
a  hardware  convention  before,  writes  that  he  will  not 
miss  any  more.  "It  was  far  more  helpful  and  better 
than  I  aiiiici|)atetl." 

Chas.  \V.  ^Ahdvey.  President  Winnipeg  Retail  Hard- 
ware A'S-sociation.  sent  bis  regrets  at  being  unable  to 
attend  the  convention,  and  A.  T.  Linton,  Calgary,  Presi- 
dent Alberta  Hardware  Association,  did  likewise. 

"Some  mer-chants  have  complained  to  me  of  being 
pestered  for  orders  at  every  turn  by  certain  over-zealous 
travellers.  This  should  not  be.  First  explain  merit  of 
your  goods  and  orders  will  surely  follow."  writes  L.  J. 
Levy,  Boeck'h  Bros.,  Toronto,  who  will  be  a  contestant 
in  next  year's  suit  case  competition. 


Around  the  convention  hall  were  the  following 
mottos:  "Boost  and  boom  our  Association,"  "Give 
every  customer  a  scpiare  deal,"  "The  exhibitors  help 
u.s — help  them,"  "Get  acquainted  with  the  man  next 
you."  "Treat  your  competitor  as  you'd  like  him  to 
treat  you,"  "The  retail  hardware  convention  is  a  clear- 
ing house  of  ideas,"  "Think  out  your  work — then  work 
out  your  think." 

J.  A.  Ho'ssack  had  a  revised  version  of  the  alphabet 
at  Peterboro.    It  ran  abcdefghijkLUFKIN. 

jM.  B.  Peart,  of  Peart  Bros.,  the  new^  hardw-are  .job- 
bers at  Regina,  made  a  lot  of  friends  at  the  convention. 
And  he  bought  a  lot  of  goods. 

The  band  concerts  on  Tuesday  and  Wednesday  even- 
ings, rendered  by  the  57th  Regimental  Band,  were  of 
a  very  high  order  and  were  a  credit  to  R.  Gliddon,  the 
leader. 

Tom  WiHia.m.son  sprung  this  toast  at  one  of  the 
midnight  sessions:  "Here's  to  those  who  wish  us  well, 
and  those  who  don't  can  go  to  II  owlands. " 

F.  N.  Tobin,  Tobin  Arms  Manufacturing  Company, 
is  a  prince  of  entertainers.  With  A.  A.  Bittues  and 
Adam  Taylor  as  joint  hosts  he  entertained  a  large  circle 
of  friends  in  Room  17  of  the  Oriental  on  Thursday 
evening. 

"Please  convey  to  the  members  of  the  Ontario  Re- 
tail Hardware  Association  my  sincere  thanks  for  their 
good  wishes  and  also  tell  them  I  will  take  into  serious 
comsideration  your  further  .suggestion,"  wrote  J.  G. 
Lewis,  vice-president  Lewns  Bros.,  Montreal,  when  re- 
plying to  the  telegram  of  congratulation  sent  by  Secre- 
tary Wrigley  as  in.structed  by  the  convention. 

A.  W.  Humphries,  Parkhill,  Charles  C.  Lee,  Goder- 
ich,  and  J.  R.  Myers,  Stratford,  were  disappointed  men. 
Illness  kept  them  away  from  the  convention.  This  is 
the  first  that  ex-President  Humphries  has  missed. 

D.  Brocklebank,  in  his  canvass  of  the  members  at 
Peterboro,  secured  59  provisional  applications  for  in- 
surance and  these,  with  those  already  secured,  will 
make  an  excellent  basis  for  the  future  work  of  the  com- 
mittee. 

So  great  was  the  jam  in  the  Armouries  on  Wednes- 
day evening  that  several  women  had  to  be  taken  into 
the  booths  to  prevent  them  from  fainting.  A  special 
afternoon  for  the  women  and  children  would  be  a  good 
feature  at  the  Guelph  exhibition. 

When  W.  J.  Carter,  Picton,  got  home  he  had  a  half 
column  article  inserted  in  the  local  paper  boosting  the 
hardware  convention,  and  telling  what  a  hit  Barker's 
Picton-made  .stoves  had  made  at  Peterboro.  Then  he 
sat  down  and  wrote  a  letter  to  every  exhibitor  of  the 
lines  he  handles  in  hardware,  etc..  expressing  his  thanks 
for  supporting  the  Association,  and  giving  them  to 
understand  it  means  every  dollar's  worth  of  trade  he 
can  throw  their  way.  "For  instance,  we  require  a  set 
of  vault  doors.  When  purchasing  a  safe  we  bought 
same  from  Taylor's  and  had  intended  buying  the  doors 
from  them,  but  now  it  will  be  Goldie  &  ilcCulloch. 
While  at  the  convention  wr  purchased  from  Lewis  Bros. 
18  guns,  6,000  rounds  of  ammunition,  1  coil  %-inch 
manilla  rope,  all  their  exhibit  of  hammocks,  and  one 
of  the  refrigerators.  From  E.  F.  Walter  &  Company, 
24  dozen  pocket  knives,  3  dozen  table  knives,  and  ice 
cream  freezers,  agate  ware,  and  other  lines  too  numer- 
ous to  mention.  From  Tobin  Arms  Company.  2  guns. 
Fi'om  Onward  IManufacturing  Company,  1  vacuum 
cleaner.  From  D.  Maxwell  &  Sons,  3  wheelbarrows. 
From  ,1.  J.  Turner  &  Son,  8  tents.  From  N.  B.  Misener. 
1  electric  reading  lamp,  and  from  the  Hollow  Cable 
Company,  4  dozen  carpet  whips  and  egg  beaters." 
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British  Columbia  Convention 

Former  Toronto  Traveler  Chosen  President  at 
New  Westminster,  March  7. — New  Secretary. 


'riie  Niiilh  Annual  Con\ention  of  the  Jiiitish  Culiuiihia 
Tlardware  Dealers'  Assoeiatiou  was  hold  at  New  Westminster, 
March  7,  it  being  the  most  enthusiastic  and  largest  convention 
yet  held  in  the  Pacific  Province. 

The  presence  of  H.  T.  Kirk,  New  Westminster,  President  of 
the  British  Columbia  Association  at  the  Ontario  Convention 
at  Peterboro,  gave  added  interest  to  this  year's  B.  C.  Conven- 
tion, and  the  forms  of  the  Hardware  and  Stove  .Journal  were 
held  until  telegraphic  reports  could  be  received  regarding  the 
British  Columbia  gathering. 

Fraternal  Greetings  Extended. 

Eepresenting  the  Ontario  Eetail  Hardware  and  Stove 
Dealers'  Association,  Secretary  Wrigley  sent  the  following 
telegram  to  Vice-President  Martin  at  Vancouver:  "Ontario 
Association  sends  fraternal  greetings  to  British  Columbia  Hard- 
ware Dealers'  Association,  and  regrets  inability  to  send  re- 
presentative to  your  Ninth  Annual  Convention.  Your  action 
in   sending  President   Kirk    to     the     Peterboro  Convention 


HARRY  MARTIN 
New  President  of  British  Columbia  Hardware  Dealers  Association. 

thorouglily  ajjproved.  Peterboro  convention  and  Exhibition 
was  our  greatest  success.  We  hope  your  next 
President  will  attend  our  Convention  at  Guelph  next  February. 
Let's  build  a  Dominion  Eetail  Hardware  Association." 

A  second  telegram  was  sent  by  the  Hardware  and  Stove 
Journal  asking  Mr.  Martin  to  have  a  photographer  secure  a 
flash-light  picture  of  the  banquet  on  Tuesday  night,  and  for- 
ward the  bill  to  the  Canadian  Hardware  and  Stove  Journal. 

In  response  to  the  two  telegrams  Mr.  Martin  replied: 

"Our  convention  was  the  most  enthusiastic  and  well  at- 
tended all-day  convention  ever  held  at  New  Westminster.  Your 
telegrams  were  read  to  the  convention  amid  great  ajjplause. 

"S.  J.  Drake,  representing  the  Victoria  Eetail  Hardware 
Association  was  present  and  addressed  the  convention.  Con- 
vention discussed  price-cutting,  need  of  an  amendment  to  the 
Lien  Law,  the  closing  of  stores  on  Saturdays  between  one  and 
seven  p.m.  from  Maj'  to  October,  this  being  carried.  The  action 
of  certain  jobbers  responsible  for  unfair  coni]ietition  was  se- 
verel}'  condemned. 

"In  the  election  of  ofTicers  a  live-wire  Secretary,  in  the 
j)erson  of  E.  B.  Dinning  was  a])pointed.  H.  T.  Martin  being 
elected  President;  John  Paine,  Paine  &  McMullen,  North  Van- 
couver, Vice-President;  George  Blakely,  J.  T.  Trapj)  &  Co.,  New 
Westminster,  Second  \'iee-President,  with  a  live  Executive  Com- 
mittee, consisting  of  H.  T.  Kirk  and  C.  Bryson,  New  West- 
minster; C.  K.  Snell,  Geo.  Moscrop,  C.  Kennedy,  J.  A.  Portier, 
and  W.  (".  Stearman,  all  of  N'aiicouvor.  Perfect  harmony  pre- 
vailed. 


"  R.  P.  McLennan  acted  as  Toast  Master  at  the  banquet  in 
the  evening,  rousing  speeches  being  delivered  and  roaring  songs 
sung  amid  tremendous  enthusiasm.  President  Kirk  arrived  from 
tlie  east  during  the  banquet,  and  when  he  entered  the  banquet 
hall,  the  enthusiasm  nearly  raised  the  roof. 
"Photographs  and  details  following." 

Another  telegram  was  received  by  the  Hardware  and  Stove 
Journal  from  President  Kirk,  giving  the  names  of  the  new 
officers,  and  saying: 

' '  The  convention  was  the  best  attended  and  most  suc- 
cessful ever  held.  Ontario  greetings  received  amidst  ]irolonged 
applause.  Wish  you  in  return  all  that  is  good  for  you.  Stores 
close  one  to  seven  p.m.  Saturdays,  May  to  October.  Grievance 
and  price  committees  appointed.  S.  J.  Drake  addressed  the  con- 
vention regarding  the  work  being  done  in  Victoria.  Geo.  Blake- 
ly spoke  regarding  the  work  expected  from  members  of  the 
Association.  Harry  Martin,  in  accepting  office  asked  for  tiie 
co-operation  of  all  the  members,  and  Secretary  Dinning  urged 
the  members  to  back  the  Executive,  to  be  loyal  to  the  Asso- 
ciation, and  to  compete  with  their  fellow  hardware  men  on  a 
fair  basis. ' ' 

To  Extend  Association  Work. 

The  British  Columbia  Retail  Hardware  Dealers'  Associa- 
tion for  several  years  has  included  only  members  from  \'an- 
couver.  North  A'ancouver,  and  New  Westminster,  the  Victoria 
Association  having  separated  about  three  years  ago.  As  a 
result  of  his  visit  to  Ontario,  however,  President  Kirk  has 
returned  to  the  Coast  with  the  intention  of  urging  a  Provincial 
organization,  taking  in  the  hardware  men  at  Vancouver  Island, 
as  well  as  in  the  upper  country. 

Mr.  Martin,  the  new  president,  is  head  of  the  firm  of  Mar- 
tin, Finlayson  &  Mather,  having  been  up  to  three  years  ago 
traveling  representative  in  B.  C.  for  H.  S.  Howland,  Sons  &  Co., 
Toronto,  being  an  intimate  associate  of  Tom  Wright,  also  of 
H.  S.  Howland  Sons  &  Co.,  who  made  himself  so  popular  at  the 
Ontario  convention  at  Peterboro. 

E.  D.  Dinning,  the  new  Secretary  of  the  British  Columbia 
Association,  is  also  secretary  of  the  Retail  Grocers'  and  Eetail 
Merchants'  Association,  and  his  appointment  insures  that  life 
and  activity  will  be  put  into  all  plans  decided  upon  by  the 
British  Columbia  Association. 

The  April  number  of  the  Hardware  and  Stove  Journal  will 
contain  a  photograph  of  the  British  Columbia  Convention  taken 
specially  for  this  paper. 


Magladery  Bros.,  New  Liskeard,  held  their  delivery  of 
farm  implements  on  March  1,  the  delivery  being  the  largest  ever 
made  by  an  Ontario  firm,  comprising  thirteen  carloads  of  farm 
machinery,  all  of  which  had  to  be  unpacked  and  assembled  be- 
fore the  parade  conducted  by  the  firm,  and  for  which  they 
offered  two  prizes  for  the  best  decorated  outfits.  After  the 
]iarade  Magladery  Bros,  acted  as  hosts  at  a  banquet  attended 
by  about  two  hundred  farmers  and  citizens,  a  band  being  in 


MAGLADERY  S  IMPLEMENT  DELIVERY  AT  NEW  LISKEAKD 


attrndance.  Following  the  bancpict  Win.  Magladery,  who  so 
al)ly  conducted  the  "Question  Box''  at  the  Peterboro  conven- 
tion, acted  as  chairman,  and  a  very  interesting  series  of  ad- 
dresses were  delivered  by  jirominent  men  in  tiie  distric't,  and 
prominent  agriculturalists. 
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HARDWARE  BUSINESS  CHANGES. 
Nova  Scotia. 

New  Glasgow — Thompson  &  Sutherland,  Ltd.,  acquired  the 
business  of  C.  Thompson  &  Co.,  North  Sidney,  and  also  have 
branches  at  Glace  Bay,  Stellarton,  Sidney  Mines,  and 
Westville. 

Halifax — A.  A.  TTockins  resigned  from  A.  M.  Bell  &  Co. 
and  joined  the  staff  of  the  Miller  Morse  Hardware  Co., 
VViiinijjeg. 

Quebec. 

Montreal — H.  Gourgeon  succeeds  L.  Trudel,  Ltd. 
Ontario. 

Wallaceburg— Munroe  &  Zavitz  succeed  Stonehouse,  Munroe 
&  Zavitz. 

Chatsworth — IT.  McCullough  succeeds  Jos.  Baird. 

Seaforth — Mclntyre  &  Edge  succeed  Mclntyre  &  Co. 

Pembroke — Dewar  &  Eyan  succeed  Mackie  &  Eyan. 

St.  George — Burt  &  Shannon  succeeds  Jas.  McNeilly  &  Co. 

Milverton — John  Eitter  succeeds  W.  F.  Flnbeiner. 

Beeton — A.  McCague  &  Co.,  entering  hardware  business. 

Hensall— J.  B.  McArthur  and  J.  &  C.  McDonnell  suffered 
loss  by  fire.    Bonthron  &  Drysdale  succeed  J.  &  C.  McDonell. 

Fort  William — Hamilton  &  Co.  succeeds  Hamilton  & 
Hocking. 

Comber — Beattie  &  Frankfurth  succeeds  Thos.  Beattie. 
Hepworth — John  McKay  suffered  loss  by  fire. 
Port  Arthur — Fallis-Tourtollet  Hardware  Co.,  suffered  loss 
by  fire. 

Manitoba. 

Stonewall — Paterson  &  Vincent  succeed  E.  Williams  &  Co. 
and  G.  M.  Brown. 

Saskatchewan. 

Saskatoon — F.  A.  Cowan,  opening  branch  warehouse  for 
Pease  Waldon  Co.,  Winnipeg.  H.  Varty,  opening  branch  ware- 
house for  Miller,  Morse  &  Co.,  Winnipeg.  M.  Isbister  &  Son, 
succeeded  by  Isbister  &  Pretty.  Garlock  &  Westhaven,  suc- 
ceeded by  Westhaven  &  Brandon.  Great  West  Saddlery  Co. 
and  J.  H.  Ashdown  Co.,  erecting  joint  six  story  warehouse 
building  to  cost  $150,000. 

Machlin — Fetherstonhaugh  &  Co.,  succeed  Fetherstonehaugh 
&  Ileminway. 

Wolseley — J.  F.  Elsley  succeeds  G.  H.  Hurlburt. 

Pelly — E.  Brown,  opening  business. 

Nokomis — Bradshaw  &  Anderson  opening  new  store. 

Lumsden — Thompson  &  McDonald  succeed  J.  T.  Brock. 

Fleming — Travis  &  Dynes  succeeds  E.  Campbell. 

Weyburn — Fraser  &  Enticknap  succeed  Jas.  Tedford. 

Earl  Grey — S.  A.  Youngberg  succeeds  P.  A.  Sharpe  &  Co. 

Bladworth — Hugh  Graham  &  Co.  succeeds  W.  Burwash. 

Eyebrow — C.  W.  Gimby  &  Son  succeed  C.  W.  Gimby. 

Springside — E.  S.  Atkinson,  new  store. 

Eadville — S.  S.  Hill  succeeds  Eadville  Hardware  Co. 

Landis — Albert  McPherson  suffered  loss  by  fire. 

Alameda — B.  A.  Scott  suffered  loss  by  fire. 

Mortlaeli — W.  A.  McDonald  &  John  McDonald,  Paisley, 
Ont.,  who  recently  bought  the  business  of  C.  H.  Claxton,  both 
died  of  pneumonia. 

Alberta. 

Nevis — F.  Kirkman  &  Co.  establishing  business. 
Chauvin — Lewis '   &     McClintock     establishing  hardware 
business. 

Gleichen — C.  J.  Bray  sold  to  McKay  &  McKimmon. 
Beaver  Creek — Jackson  Bros,  of  Pincher  Creek,  opening 
branch. 

McKenna — B.  F.  Fisher  oi)ening  hardware  store. 
Botha — W.  L.  Friend  succeeds  W.  H.  Hunter  &  Son. 
Winnifred — Winchcombe  &  Tyndell  dissolved  partnership. 

British  Columbia. 

New  Westminster — James  &  McCIugan  suffered  loss  by  fire. 
Victoria — A.  B.  Fraser,  President  W.  S.  Fraser  &  Co.,  dead. 


J.  W.  McDonald,  North  Bay,  has  been  making    a  trip 
tlirough  Western  Canada. 

Alonzo  W.  Spooner,  manufacturer  of  "Copperine, "  Port 
llo])e,  died  suddenly  at  Webbwood,  on  Feb.  20. 

Comkey  Bros,  have  established  a  hardware  manufacturers' 
agency  at  Vancouver,  with  a  branch  office  at  Calgary. 

W.  J.  Christie,  Canadian  Heating  &  Ventilating  Co.,  Owen 
Sound,  has  returned  from  a  successful  trip  in  Western  Canada. 

Hohelfield  Mfg.  Co.,  Philadelphia,  makers  of  hammocks, 
etc.,  arc  now  represented  in  Canada  by  W.  H.  Paget,  777  Queen 
St.  E.,  Toronto. 

The  Canadian  Tap  &  Die  Co.,  Gait,  is  now  controlled  by 
Edward  Blake,  Jr.,  recently  manager  of  sales  for  Willis  Bros., 
Co.,  Greenfield,  Mass. 

Eureka  Damper  Co.,  Montreal,  have  been  incorporated 
with  a  capitalization  of  $60,000,  to  manufacture  stoves  and 
other  heating  appliances. 

F.  H.  Smith,  who  has  represented  the  Gurney  Foundry  in 
Northern  Ontario,  has  been  appointed  manager  of  the  Gurney- 
Oxford  store  on  Yonge  St.,  Toronto. 

The  Springer  Lock  Co.,  Belleville,  has  appointed  W.  G. 
Marston  as  Sales-Manager.  Mr.  Marston  was  for  twenty  years 
buyer  for  the  Aikenhead  Hardware  Co.,  Toronto. 

E.  Ilinrichs,  Calgary  representative  of  the  Gurney  Foundry- 
Co.,  was  a  caller  on  the  Hardware  and  Stove  Journal  recently. 
Mr.  Ilinrichs  is  open  for  one  or  two  agencies  which  will  work 
in  with  his  stove  and  heating  trade. 

E.  C.  Hall,  of  Linton  &  Hall,  Calgary,  called  on  the  Hard- 
ware and  Stove  Journal,  Toronto,  last  month,  having  his  bride 
with  him.  Mrs.  Hall  (nee  Miss  Ethel  Bawden),  was  formerly 
connected  with  the  heating  business,  having  been  on  the  staff 
of  the  Woodhall  Metal  Co.,  Calgary. 

F.  J.  Butler  has  been  appointed  Canadian  representative 
of  Pratt  &  Lambert,  Buffalo  and  Bridgeburg,  with  head- 
quarters with  Stewart  &  Wood,  84  York  St.,  Toronto.  Mr. 
Butler  will  be  assisted  in  calling  on  the  trade  in  Ontario  by 
J.  V.  O'Donnel,  both  of  whom  attended  the  Peterboro  con- 
vention. 

The  Gurney  Foundry  Co.,  Toronto,  have  been  successful  in 
landing,  in  the  face  of  the  keenest  of  competition  from  firms 
in  all  parts  of  America,  the  contracts  for  the  elaborate  kitchen 
ecjuipment  of  the  new  Chateau  Laurier  and  the  G.  T.  E.  depot 
at  Ottawa.  These  equipments  will,  by  long  odds,  be  the  finest 
yet  installed  in  Canada. 

W.  Hallorn,  formerly  with  the  Gurney  Foundry  Co.,  and 
Bowman  Gas  Eange  Co.,  Toronto,  has  been  appointed  Ontario 
sales  representative  for  the  Supreme  Heating  Co.,  Welland,  to 
succeed  John  D.  Meister,  who  has  returned  to  the  United 
States  after  one  year  in  Canada.  Mr.  Hallorn  has  a  good  line 
of  coal  and  gas  ranges,  and  should  get  a  lot  of  business  in 
his  new  job. 

A  new  brand  of  whitewash  brushes  known  as  "Beaver" 
Brand,  will  shortly  be  placed  on  the  market  by  Boeckh  Bros. 
Company,  Toronto.  These  are  made  by  entirely  new  process, 
doing  away  with  old  style  of  Leather  Bound  Brushes.  Mer- 
chants should  see  these  before  ordering,  or  write  the  firm  for 
samples  and  prices.  No  leather  or  tin  ferrules  are  used  on  the 
"Beaver"  brand. 

Co-incident  with  the  opening  of  their  new  Toronto  ware- 
house at  215-219  Victoria  Street,  tlie  Martin-Senour  Co., 
Montreal,  are  commencing  a  live  poster  campaign  which  will 
last  until  September.  The  Duncan  Lithographing  Co.,  Hamil- 
ton, are  handling  this  work,  and  bill-boards  in  every  point  of 
importance  in  Canada  will,  during  the  next  six  months,  force 
Martin-Senour  paints  to  the  attention  of  paint  buyers  in  all 
parts  of  Canada.  This  publicity  campaign  is  but  one  of  the 
many  helps  to  retailers  being  given  by  the  Mertin-Senour  Co. 


WILL  BOOST  JOURNAL  CIRCULATION. 

H.  T.  Kirk,  the  live-wire  from  British  Columbia  called  at 
the  Hardware  and  Stove  Journal's  office  in  Toronto,  before 
leaving  for  the  West,  and  asked  for  a  subscription  receipt  book, 
promising  to  line  up  forty  or  fifty  of  the  Vancouver  and  West- 
minster hardware  men  before  he  settled  down  to  work  again. 
"Your  Journal  is  a  fine  paper,  and  every  hardware  merchant 
in  Canada  should  subscribe,"  said  Mr.  Kirk. 
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HARDWARE  BUSINESS  OPPORTUNITIES. 

Ads.  inserted  under  this  head  one  cent  per 
word,  each  insertion.  Each  Journal  siibscriber 
is  allowed  to  insert  one  25  word  ad.  free 
each  year. 

BUSINESS  FOE  SALE — One  of  the  best  Hardwares  in  Saskatche- 
wan. Stock  about  $14,000.  Buildings  at  reasonable  rent.  $6,000 
cash  will  handle  it.  Business  increasing,  ijrospects  brierht.  turnover  and 
profits  satisfactory.  Will  be  oflf  the  market  if  not  sold  by  April  first. 
Don't  answer  unless  you  mean  business,  if  full  information  is  satisfac- 
tory. Write  in  first  instance  to  box  101,  Canadian  Hardware  and  Stove 
Journal,  Toronto. 

BUSINESS  FOR  SALE — Hardware,  stove  and  tinsmith  business  of 
,50  years'  standing  in  city  of  Kingston.  The  business  is  being  offered  as 
a  going  concern  in  connection  with  closing  up  of  estate  of  late  owner, 
S.  J.  Horsey  (died  Feb.  2nd).  For  particulars  apply  to  R.  W.  Horsey, 
189  Princess  St.,  Kingston. 

SITUATION  WANTED — By  Retail  Salesman,  with  seven  years'  e.x- 
perience  in  Ireland.  In  Canada  a  year.  Open  for  position  in  retail 
store.     James  Robinson,  32  Murray  Street,  Toronto. 

SALESMAN  WANTED — An  experienced  salesman  of  good  address, 
about  twenty-five  years  of  age,  must  speak  and  write  English  and  French 
fluently.  Wages  $15  per  week  to  begin  with.  Send  references  and 
photo  if  possible  and  state  experience.    Smith  &  Gaetz,  Red  Deer,  Alta. 


SALESMAN  WANTED — E.xperienced  and  successful  retail  hardware 
salesman.  Must  be  good  stock-keeper  and  buyer.  State  full  particulars, 
age,  experience,  etc.,  give  references  and  send  photo.  Ability,  energy, 
with  lots  snap  very  essential.  Salary  $1,200  a  year.  Moose  Jaw  Hard- 
ware Co.,  Ltd.,  Moose  .Jaw,  Sask. 

TINNER'S  TOOLS  FOE  SALE — A  set  second-hand  tinner's  tools  in 
good  repair.     .John  Duft'y,  Broadview,  Sask. 

TINSMITH  WANTED — A  tinsmith  and  plumber,  one  capable  of 
laying  out  and  figuring  a  furnace  or  bathroom  job.  State  first  letter 
age,  nationality,  experience,  and  with  whom,  if  total  abstainer,  wages 
expected,  if  married,  and  names  of  references.  Correspondence  con- 
fidential.   F.  E.  Hendershot,  Mount  Forest,  Ont. 

TINSMITH  WANTED — Experienced,   able  to  take  charge   of  this 
department.     Expert  on  furnace  work.     Good  position  to  capable  man. 
.  Best  Stove  and  Hardware  Co.,  Petex'borough. 

WANTED — Tinsmiths  and  press  hands  at  all  times.  Correspond- 
ence invited.     E.  T.  Wright  &  Co.,  Hamilton. 


For  the  Last  Half-Century 

"QUEEN'S  HEAD" 


Galvanized  Iron 

Has  been  the  Standard  of  the 
World — not  of  Canada  alone. 

Solid  worth  has  made  and  kept 
it  so  


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  &  CO.,  Limited, 

IViakers,  MONTREAL, 

Bristol,  Newport  Managers  Canadian  Branch 


Hand  Vacuum  Cleaners 

I  claim  to  have  the  most  powerful 
and  durable  Hand  Vacuum  Cleaner 
on  the  market.  Write  for  full 
particulars  and  agencies. 

R.  HAWKINS,  Hardware  Merchant 
Smith's  Falls  -  -  Ontario 


Opportunity  for  Tinsmiths 

Three  tinsmiths,  good  bench 
hands.  Steady  work  on  Heavy 
Kitchen  Cooking  apparatus. 
Apply  at  once. 

The  Gurney  Foundry  Co. 
500  King  St.  W.  -  -  Toronto 


JENKINS  &  HARDY 

Assignees,    Chartered   Accountants,    Estate  and  Fire 
Insurance  Agents 

15',  TORONTO  ST.,  TORONTO         52  CANAOA  LIFE  BLDG.,  MONTREAL 


GRAY'S  SCHOOL 

OF       .  . 

Sheet  Metal  Pattern  Drafting 

We  do  not  teach  Mathematics  or  any  preliminary  studies 

But  we  do  teach  Detailing  and  the 
Development  of  Patterns  for  Cor- 
nices, Sky-lights,  Metal  Windows, 
Heating  and  Ventilation,  and  Tin 
Shop  Work. 

Our  methods  are  the  shortest  and 
easiest.  We  teach  our  scholars  to 
lay  out  work  as  it  is  required  to  be 
gotten  out  in  a  modern  sheet  metal 
works. 

Write  for  full  information  concerning  this 
school,  also  for  full  size   school  drawing. 

Address 

GRAY'S  SCHOOL 

3537  3rd  Ave.    -     New  York  City 

p. S.— When  writing  please  mention  this  Journitl. 
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Paint  and  Varnish  Trades 


DECORATIVE  IDEA  AND  PAINT  PROFITS. 

Written  for  the  Journal  by  C.  M.  Lemperly. 
Ivicli  (lay  inoi'c  iiicrcliants  fire  eoniint;^  to  Ihe  belief 
and  assurance  that  they  can't  s(;ll  paint  and  varnish  un- 
less they  sell  a  service  along  with  the  goods.  Cans  and 
brushes  have  no  meaning  on  the  shelves.  They  carry 
with  them  nothing  of  interest,  nothing  of  desire,  noth- 
ing of  suggestion,  and  these  are  all  elements  of  sale. 
What  I  mean  in  this — if  you  went  into  a  store  for  a 
lawn-mower  this  spring,  and  saw  shelves  of  paint  cans, 
you  wouldn't  tliiidc  of  buying  paint  unless  you  went 
to  that  store  to  buy  paint.  Whereas,  if  you  entered 
lhat  store  to  buy  a  lawn-mower  and  you  looked  up  at 
th(>  walls  and  saw  a  couple  of  handsome  decorative 
sketches,  showing  the  walls  and  ceiling,  and  woodwork 
done  in  the  actual  materials,  you  would  take  notice. 
Vou  might  not  buy  the  materials  then  and  there,  but 
that  display  would  set  you  thinking,  and  that  is  more 
than  cans  would  do. 

But  you  say,  such  disi)lays  are  expensive  and  hard 
to  arrange.  They  are  the  easiest  thing  in  the  whole 
line  of  store  advertising  to  prepare  because  the  mami- 
facturer  will  help  you.  Tt  is,  of  course,  taken  for 
granted  that  before  he  will  give  you  this  service,  you 
should  have  a  good  enough  stock  of  his  goods  on  hand 
to  make  the  display  pay.  IManufacturers  believe  in 
reciprocity,  and  it  is  quite  right  that  they  should.  So, 
if  you  are  wondering  how  to  sell  wall  finishes,  cold 
water  specialties,  wood  stains,  etc.,  this  spring,  you 
just  sit  down  and  write  the  manufacturer  or  take  it 
up  with  his  salesman  or  branch  and  tell  him  about  it. 
You  will  be  sure  to  get  some  decorative  ideas  and 
helps  that  will  bring  you  the  business  yoxi  are  after. 

This  is  an  age  of  building.  When  a  workman  gets 
a  1  if  tie  saved  up  in  the  bank,  he  wants  to  build  a 
house.  When  a  rich  man  gets  tired  of  his  city  home, 
he  wants  one  a  little  removed  from  the  smoke  and 
goes  out  into  the  coimtry.  And  commercial  building 
is  going  on  the  same  way,  all  the  time.  If  paint 
dealers  only  would  follow  up  these  operations  system- 
atically, timely,  and  persistently  with  decorative  sug- 
gestions, they  would  not  wonder  why  their  paint 
department  didn't  pay.  Nothing  will  pay,  my  friends, 
if  you  don't  make  it  pay.  Tt  is  ,iust  like  a  machine — 
it  may  be  perfect  mechanically,  but  if  you  don't  put 
brains  and  care  into  the  operation,  you  can't  make  it 
profitable  and  still  you  can't  blame  the  machine  for 
otiiers  are  making  it  a  remunerative  investment — a 
paying  proposition. 

Place  yourself  in  the  position  of  a  man  building  a 
new  home.  How  would  you  be  influenced  to  use 
lilank's  wall  finishes,  if  all  you  got  in  the  mails  was 
a!i  old  color  card?  You  can't  get  high  class  decorative 
business  that  way  because  it  requires  sketches,  a 
decorative  service,  and  suggestions  that  are  elastic  and 
can  be  changed  to  suit  different  exterior  sites  and  in- 
terior arrangements. 

There  is  one  large  uuinufacturer  of  high  grade 
])aints  and  varnishes  offering  its  agents  and  dealers 
a  complete  decoi-ative  service  that  has  been  years  in 
the  making.  Now  it  is  com])lete,  efficient  and  prompt. 
This  service  is  not  worked  through  these  dealers  for 


a  j)rofit,  l)ut  for  a  service,  the  whole  idea  being  to  sell 
goods  after  they  are  bought  by  the  retailer.  What's 
the  result?  Dealers  everywhere  are  seeing  in  that 
service  the  real,  up-to-date  way  of  selling  paints  and 
finisiiing  materials.  The  old  way  has  passed  on  and 
has  given  way  to  tiiis  new  and  revolutionizing  way. 

No  dealer  can  sell  finishes  unless  he  appeals  in  some 
way  to  the  interest,  the  desire,  the  longing  if  you  will, 
of  his  prospects.  These  appeals  can  be  made  best  by 
decorative  suggestions.  Color  is  an  important  part  of 
selling  paint.  You  know  that  because  you  have  no 
doubt  lost  many  a  sale  when  you  have  been  "out"  of 
some  shade  and  the  person  insisted  upon  having  just 
that  shade.  Just  so,  when  a  person  sees  a  decorative 
scheme  he  likes,  he  will  stop  at  nothing  and  will  fol- 
low it  up  till  he  has  the  same  effect  in  his  own  home. 

Now  there  is  one  other  great  advantage  of  taking 
the  decorative  service  idea.  Times  are  not  as  good  as 
they  might  be.  People  know  that  prices  are  not  as  low 
as  they  might  be,  so  the  dealer  must  approach  the 
subject  of  painting  in  a  way  that  will  tend  to  illuminate 
thought  of  price  in  the  purchaser's  mind.  Decoration 
does  that.  It  makes  the  desire  so  much  stronger  than 
the  thought  of  economy  that  it  forces  a  sale  and  makes 
a  satisfied  customer  who  will  come  back,  as  he  needs' 
other  suggestions,  to  buy  from  you. 


ADULTERATION  OF  PAINT  MATERIALS. 

J.  A.  Naud,  of  the  Martiii-Senour  Co.,  Montreal,  in  an  ad- 
dress before  the  hardware  section  of  the  local  branch  of  the 
Retail  Merchants '  Association,  on  Feb.  23,  stated  that  on  ac- 
count of  the  hifi'li  price  of  linseed  oil  and  turpentine  there  was 
a  lot  of  adulteration  being  done,  and  he  knew  retailers  who 
had  purchased  adulterated  oil  and  turpentine  in  good  faith,  and 
would  of  course  sell  in  good  faith,  unless  their  attention  were 
drawn  to  the  character  of  the  goods  they  had  secured. 

The  largest  paint  manufacturers  desire  to  maintain  their 
reputations  for  quality,  and  if  they  sell  retailers  white  lead 
which  they  know  is  absolutely  pure,  and  this  lead  is  mixed 
with  an  adulterated  turpentine  or  linseed  oil  it  is  quite  evident 
that  the  mixture  will  not  prove  satisfactory  to  the  retailer's 
customer.  Complaints  are  bound  to  come  back  to  the  retailer, 
and  the  !iianufacturer  may  also  suffer,  although  entirely  inno- 
cent. This  was  one  of  the  simple  methods  mentioned  by  which 
adulterated  linseed  oil  and  turpentine  sold  to  a  consumer  might 
bring  a  loss  of  prestige  and  trade  to  the  retailer.  Mr.  Xaud 
said  there  was  no  real  substitute  for  either  linseed  oil  or  tur- 
pentine, and  described  methods  of  detecting  adulterations,  first 
mentioning  the  most  common  adulterants  iised  with  these  oils. 
Apart  from  a  chemical  analysis  and  otiiers,  he  referred  to  the 
taste  test,  by  which  petroleum  or  coal  oil  is  detected  by  merely 
tasting  either  the  linseed  oil  or  turpentine  in  question.  Pe- 
troleum was  largely  used  as  an  adulterant. 

Tn  the  discussion  on  the  address,  some  of  the  members  ad- 
mitted having  purchased  from  concerns  which  were  accused  of 
lululteration  or  substitution,  and  who  offer  to  pay  the  cost  of 
an  analysis.  A  resolution  was  ]iassed  to  the  effect  that  every 
dealer  should  demand  the  test,  and,  if  the  oils  showed  adulter- 
ation, they  should  be  returned,  their  money  demanded,  damages 
claimed  and  the  difference  in  the  cost  of  the  pure  oils  now  and 
when  those  in  question  were  purchased. 

The  same  matter,  it  will  be  remembered,  was  referred  to  in 
the  rejtort  made  by  Secretary  Wrigley  at  the  Retail  Hardware 
convention  at  Peterboro. 
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Omb  ''Ornish  6 

<?l^BVE-UiR.ND_0M10 


Ciii-NAMEL  De.mOiNstra rioN  AT  Peterboko  Convention. 


Our  representative  is  now  busy  visiting 
merchants  who  became  acquainted  with 
Chi-Namel  at  the  Peterboro  Convention 
and  expressed  a  desire  to  secure  the  ex- 
clusive sales  agency  for  all  Chi-Namel 
prodvicts  for  their  town. 

If  you  have  not  been  called  on  and  de- 
sire the  Agency  for  your  business  district, 
drop  a  line  to  our  Canadian  Distributer, 
E.  Harris  Co.,  Ltd.,  King  St.,  Toronto, 
Ontario,  and  our  Mr.  Crooks  will  see  you 
at  an  early  date  and  explain  the  proposi- 
tion in  detail. 

Special  demonstrators  will  soon  be  in 
the  field  to  assist  each  new  agent  in  start- 
ing the  sale  of  Chi-Namel  Products. 


The  Ohio  Varnish  Comiiany 

CLEVELAND        Sole-  Maiifrs.  Clii-iiamel  Products  TORONTO 
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A       Market  Situation  |^ 

METAL  MARKETS. 

A  very  satisfaftory  l)Usiiioss  is  being  done  by  iiictal  inor- 
cliants,  and  tho  outlook  for  tlie  coming  year  is  brighter  than 
at  tho  ojjpniiig  of  the  sjjring  of  a  year  ago.  Considerable  in- 
terest has  been  added  to  the  market  owing  to  the  control  by 
speculators  of  the  tin  and  antimony  supplies. 

Pig  iron  has  been  booked  ahead  in  quantities  very  satis- 
factory to  tho  ])roducers.  Stove  foundry  men  and  other  manu- 
facturers are  looking  forward  to  an  exceptionally  good  year. 
I'resont  jirices,  too,  are  considered  very  favorable,  and  while 
there  are  no  sensational  movements  the  market  is  in  a  satis- 
factory condition. 

Tin  continues  about  tlic  same  as  a  month  ago.  Quotations 
range  from  43  to  47c.,  and  tlic  market  fluctuates  from  day  to 
day.  Incidental  upon  the  strong  condition  of  the  tin  market 
there  have  been  ad\ances  in  solder,  tin  plates  and  sheets,  and 
the  market  is  in  a  condition  which  does  not  encourage  very 
large  buying.  Solder  is  quoted  at  2.'{  and  24c.,  and  M.  L.  S. 
and  Famous  Tin  Plates  are  (pioted  at  $1  advance  over  last 
month 's  figures. 

The  copper  market  has  had  no  spei'ial  feature  during  the 
j)ast  month.  Prices  rc^riiaining  at  Ki'.jc.  per  pound  for  casting- 
ingots. 

Lead  and  spelt<'r  have  been  in  fair  demand,  with  prices 
continuing  unchanged,  although  an  advance  in  lead  is  looked 
for  by  some. 


HARDWARE  MARKETS. 

Hardware  jobbers  report  February  to  have  been  an  ex- 
ceptionally good  month,  Toronto  and  Montreal  being  favored 
with  a  lot  of  extra  business  developing  from  the  big  exhibition 
of  hardware  at  Peterboro  during  the  retail  Convention.  While 
many  manufacturers  making  displays  booked  orders  direct, 
others  booked  only  through  the  jobbers  named  by  the  retail 
buyers.  Many  retailers  also  took  advantage  of  the  Convention 
to  call  on  the  jobbing  houses  in  Toronto,  and  look  over  the 
stocks  of  new  goods  in  the  samjile  rooms. 

Sjiring  lines  of  goods,  snch  as  lawn  hose,  lawn  mowers, 
garden  tools,  etc.,  have  been  ordered  in  larger  quantities  than 
a  year  ago,  and  many  shipments  are  now  being  made  to  retailers. 
Bookings  for  fall  goods  are  now  being  made  on  many  lines,  and 
the  outlook  is  I'or  a  heavy  summer  and  fall  trade.  A  large 
business  has  been  done  by  manufacturers  of  tinware  in  saj) 
and  sugaring  supplies.  Stoves  and  house-furnishings  have  been 
ordered  ahead  in  very  satisfactory  quantities.  One  manufac- 
turer re])orts  bookings  for  several  carloads  of  stoves  as  a  result 
of  his  exhibit  at  the  Peterboro  convention.  Good  judgment  is 
shown  in  ordering  stoves  ahead  this  year,  as  for  two  years  back 
it  has  been  difficult  for  retailers  to  secure  prompt  shipments. 
It  is  not  sufficient,  however,  to  merely  book  orders,  as  unless 
s|iecifications  are  given  for  early  delivery,  the  demand  from 
Western  (!anada  may  eat  up  all  the  manufacturers'  stocks  in 
hand,  and  make  it  impossible  for  tliem  to  supply  back  orders, 
if  shipping  instructions  are  not  given  until  late  in  the  fall. 
A  Winni])eg  house  which  had  an  increase  last  year  of  nearly 
.t2()(),()l)()  re])orts  their  stove  sales  this  year  will  probably  be 
from  !til.")(),()()()  to  .$200,000  greater  than  the  high 
mark  set  a  year  ago.  A  Toronto  house  reports  an  increase 
of  about  $9,000  so  far  this  year  over  a  year  ago.  Heavier 
purchases  of  enamel  and  tinware  accounting  for  the  advance. 

Fishing  tackle,  baseball,  lacrosse  supplies,  bicycles  and 
other  spring  sporting  goods  have  been  ordered  in  satisfactory 
quantities,  and  jobbers  state  that  this  branch  of  the  trade  will 
show  a  large  increase  over  previous  seasons.  Some  new  lines 
are  Ijoing  shown  to  tho  trade  by  the  salesmen  representing 
jobl)ing  houses,  and  retailers  will  act  wisely  in  placing  orders 
for  these  specialties  early,  as  if  they  are  to  move  at  all,  the 
time  to  push  them  is  when  tho  season  first  opens. 

Builders'  hardware  shows  a  good  increase,  and  there  is 
more  advance  buying  than  in  jirovious  seasons,  and  the  higher 
quality  of  builders'  hardware  manufactured  by  Canadian  manu- 


facturers is  winning  them  a  larger  share  of  the  trade,  retail 
hardware  men  a[>parentl.y  seeing  the  advantage  of  encouraging 
Canadian  manufacturers  to  produce  the  highest  grade  of  hard- 
ware re(pnred  on  the  Canadian  market.  Building  papers,  ce- 
ment, and  other  supplies  are  moving  in  very  satisfactory 
ipiantities. 

The  advance  on  wire  in  the  United  States  indicates  that 
there  is  a  i)robability  of  higher  prices  in  Canada,  and  if  the 
advance  does  take  place  many  retailers  will  be  caught  una- 
wares, as  u]>  to  the  j)resent  time  bookings  of  wire  and  other 
heavy  goods  have  been  lighter  than  in  former  years.  Prices 
are  considerably  favorable,  but  for  some  reason  orders  are 
heing  pla<-ed  very  slowly.  A  possible  reduction  in  prices  owing 
to  lower  duties  set  by  the  Reciprocity  agreement  may  have 
been  encouraging  some  retailers  to  hold  off  placing  their  orders, 
but  as  no  immediate  change  is  looked  for,  larger  specifications 
should  lie  booked  in  March  than  there  have  been  in  either 
.lanuary  or  February.  Bolts  and  nuts,  screws,  bar  iron,  and 
lilacksmiths '  supj)lies  are  in  fair  demand,  with  no  change  iu 
jirices. 


PAINT  AND  OIL  MARKETS. 

I'aint  manufacturers  report  that  the  \  oluine  of  their  book- 
ings is  less  than  in  former  years,  although  the  advanced  prices 
make  the  totals  mount  up  to  higher  figures. 

Manufacturers  report,  however,  that  orders  placed  so  far 
liave  been  very  satisfactory,  as  most  retailers  have  in  their 
sjiring  orders  covering  their  demands  very  fully,  and  the  slight 
reduction  in  quantity  ordered  merely  means  a  larger  amount 
of  sorting  throughout  the  season. 

Manufacturers  have  been  agreeably  surprised  on  the  way 
retail  trade  has  taken  to  advanced  prices.  Most  retailers  fully 
appreciate  that  the  manufacturers  themselves  have  been  hit 
hard  by  higher  cost  of  raw  materials,  and  while  there  are  some 
who  hesitate  to  advance  their  prices,  the  majority  of  retailers 
are  adopting  the  advice  given  them  by  trade  papers  and  by 
the  manufacturers,  who  point  out  the  necessity  of  advancing 
the  retail  [irice  of  mixed  paint  in  order  to  cover  the  higher  cost 
of  manufacturing.  One  paint  manufacturer  who  recently  with- 
drew his  prices  and  is  now  re-pricing  every  order  which  goes 
through  his  office,  stated  that  not  a  single  invoice  has  been 
returned  to  hi)n,  and  it  would  seem,  therefore,  that  those  who 
are  hesitating  to  adoi)t  a  higher  price  list  should  not  hesitate 
any  longer. 

While  .January  business  was  rather  slow,  Februarj-  shows 
a  good  increase,  and  outlook  for  both  spring  orders  and  sorting 
business  is  excellent. 

Turjjentine  is  in  a  much  stronger  position  than  it  was  a 
month  ago  when  the  price  quoted  was  $1.15.  Ruling  price  at 
present  is  $1.20,  and  this  is  being  shaded  slightly  by  some 
jobbers.  It  is  thought  that  lower  prices  may  be  obtained  in 
May,  hut  from  the  reports  received  from  Southern  States  it 
is  hardly  safe  to  figure  on  lower  price  for  some  months  to 
come. 

Linseed  Oil  continues  at  about  the  same  quotation  as  pre- 
vailed a  month  ago.  Price  advanced  to  $1.20  to  $1.23,  although 
there  was  one  break  during  the  month.  Prices  as  low  as  $1.15 
for  raw  and  $1.18  for  boiled  have  been  quoted,  but  the  pre- 
vailing figure  is  $1.20  to  $1.23. 

In  connection  with  high  price  of  Linseed  Oil  paint  manu- 
facturers will  ha\e  to  face  a  new  problem  this  year.  The 
higher  price  of  oil  has  encouraged  the  placing  on  the  market 
of  substitutes,  while  considerable  adulteration  is  also  being 
done.  The  manufacturers  who  have  endeavored  to  make 
f|uality  their  watchword  see  a  danger,  however,  that  unless 
]iure  oil  and  turpentine  are  used  the  reputation  of  their  goods 
may  suffer.  They  are,  therefore,  urging  their  local  dealers  to 
su])ply  only  jiure  oil  with  every  purchase,  and  to  warn  users  of 
paints  that  substitutes  should  not  be  given  out  with  supplies  of 
))aint  if  the  reputation  for  the  article  is  to  be  maintained. 

White  lead  continues  firm  at.  unchanged  prices,  while  red 
lead,  i)utty,  shellac  and  varnishes  are  all  subject  to  good  de- 
mand and  quoted  at  unchanged  prices. 

New  lists  on  paris  green  have  been  issued,  quotations  be- 
ing 17c.  per  pound  in  550  pound  barrels,  ISyjc.  on  100  or  50 
pound  drums,  and  20I4C.  higher  than  the  figures  prevailing  in 
Montreal. 
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Do  You  Know  the  Main  Facts  About 
Our  Two-Coat  Combination  Standard 
Turpentine  Shellac  and  G.  P.  Hard 
Oil  Finish? 

Send  for  our  sample  on  wood  and 
judge  for  yourself. 

Note  particularly  the  remarkable 
surfacing  and  holding  up  or  support- 
ing properties  of  Standard  Turpen- 
tine Sliellac.  It  dries  semi-flat,  does 
not  raise  the  grain  of  the  wood  and 
requires  little  or  no  sand-papering'. 

A  single  coat  of  our  F.  P.  Hard  Oil 
Finish,  on  account  of  its  intrinsic 
body,  produces  over  Standard  Tur- 
pentine Shellac  a  really  remarkable 
finish,  as  demonstrated  in  our  Two- 
Coat  Combination. 

All  Standard  Varnish  Products  are  manufactured 
by  International  Varnish  Co.,  and  sold  only  in  Full 
Imperial  Measure  Cans. 


TORONTO 


WINNIPEG 


Business  Common  Sense 

Mr.    Dealer,  —  It's   just  plain 
business  sense  to  sell  the  brand 
that   means    most    profit  and 
reputation  to  you. 
Reputation  means  increased  busi- 

^   ness. 

Thats   one   strong   reason  why  you  should 
handle  Minerva  Products. 

MINERVA 
Paints  and  Varnishes 

are  made  from  the  purest  and  best  materials 
obtainable,  and  backed  by  76  years  of  paint 
experience. 

The  largest  railroads  and  steamship  com- 
panies and  the  largest  decorators  are  con- 
stant users  of  Minerva  Products. 
Make   Minerva    Paints  your   leader — every 
sale  means  a  satisfied  customer. 
The  Minerva  proposition  is  attractive. 
Write  to-day  for  information  and  dealer's 
price  list. 

PINCHIN,  JOHNSTON  m.  CO.  (Canada),  Limited 

377-387  Carlaw  Ave.,  Toronto,  Ont. 

ESTABLISHED   IN   ENGLAND   IN  1834 


Name  and 
Design 
Register  ed 
Pat" d  I9I0 


BRUSH  QUALITY 

is  one  of  the  most  important  features  which  interest  the  Practical  Painter. 
You  supply  him  with  the  best  quality  of  Paints,  Oils,  Colors,  etc.  Why 
not  the  equivalent  in  Brushes  ?    Good  work  cannot  be  done  without  them. 

BOECKH'S 


II 


Steel  Grip 


11 


Painters'  Brushes 

are  so  made  as  to  permit  of  an  even,  easy  flow  of  the  Paint  or  Varnish,  and 
the  Bristles  are  held  firmly  by  the  Compressed  Nickel  Ferrules,  thereb}'  pre- 
venting shedding  of  the  Bristles.     Made  in  Oval  or  Flat. 

Write  for  full  particulars. 


The  Boeckh  Bros.  Company,  Ltd. 


Toronto,  Ontario 
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PKEVAILING  MARKET  PRICES. 

Toronto.  March  10th,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots    0  2o 

Antimony,  per  lb   0  H 

Brass  rods,  %  to  1  inch...  0  21 
Sheets,  up  to  20  gauge..  0  22 
Tubing,    1   inch,   base....   0  23 

Copper  ingots,  casting....  13% 
Sliefts,  plain,  14  oz.  base  0  22 
.Sheets,  tinned,  14  oz.  base  201/2 
Sheets,    plenished,    14  oz. 

base   "•   0  28 

Sheets,  braziers    0  23 

Bars,  round   %  to  2  in...   0  21 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Canada  Plates — 

Ordinarv,    52   sheets,  To- 
ronto   2  90 

All  bright,   52   sheets....   4  00 
Galvanized       Apollo  Ordinary 
18x24x52     ....   4  45  435 
60     ....   4  70  4  60 

20x28x80     ....    8  90  8  70 

20x28x80     ....    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....   3  30 

Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24   gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base.  1  inch.  .   6  35 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron,  65  ;  standard  bushings,  70  ; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 :  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots — 

Canadian  foundry,  No.   1  19  50 

Middlesboro,   No.   3   20  00 

Radnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig   3  75 

Imported  pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  2  V4  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,  half  and  half,  lb... 23  25 
Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks.  .  7  50 
Tin,  ingots.  100  lb..  43  00  46  50 
Tin  Plates,  charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  C.  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X.  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I   C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I   X   X,   14x20  base    ....   7  50 
".Mlaway's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    -t  00 

I  X.   14x20  base    .i  50 

I  X  X.  14x20  base   6  40 


Bright  Cokes.   Bessemer  Steel. 
I  C.  14x20  base    4  35 

Terne  Plate.*!. 

I  C,  20x28,  112  sheets..  7  50 
I  X.  Terne  Tin    9  00 

Charcoal   Tin  Boiler  Plates. 
I   X   X,    14x60,    50  sheet 
-     bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case   lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

iHeavy  copper  and  wire  lb.  0  11 
Light  copper  bottoms    ...   0  09 

Heavy  red  brass    0  10 

Heavy  yellow  brass    0  08 

liight    bras-s    0  06 

Tea   lead    0  02 

Heavy  lead    0  02 

Scrap    zinc    0  04 

No.  1  wrought  iron  ....  10  00 
Machinery       cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneotts   steel    6  00 

PAINTS   AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in    casks,    per   lb. — 
Sulphate   of   copper  (blue 

stone)    0  07 

Litharge  ground    0  15 

Litharge,    Flaked......   0  06 1/2 

Green       copperas  (green 

vitriol)    0  01 

.Sugar    of    Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-Ib.  tins. 

pure    0  09 

Chrome,   yellow,  pure    ...   0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    jjermanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10     0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — 

Toronto 

Banels,  550  lbs   0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets,   1-lb   0  20% 

Tins.  1-lb.,  100  in  case  0  21% 
Petroleum — 

Can.    Prime   white,    gal.  0  121/., 
U.S.   Water  white    ....   0  14  " 
U.S.  Pratt's  astral  ....   0  16 
Castor    oil,    per    lb.,  in 

bbls   0  08     0  09 

Motor  Gasoline,  single 

bbls   0  171/2 

Benzine,  per  gal,  single 

bbls   0  151/2 

Putty — 

Bulk    in    casks    2  20 

Bulk  100  lb.  drums....  2  55 
Bladders    in   barrels    ....  2  75 

Ready  Mixed  Paints — 

Per  gallon,  qt.  tins.   1  50     2  00 

Red  Lead  (Dry)  — 

Genuine,    500     lb.  casks, 

per   ewt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In   5-gallon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
Pure      Turpentine,  single 

barrel.s    1  18     1  20 

Wood  Turpentine    0  90 

Linseed  Oil,  single  barrel, 

raw    116  120 

Linseed  Oil,  single  barrel, 
boiled    1  19     1  23 


Rosin.  "G''  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage,   No.    1    1  50 

Pale   durable   body    3  50 

Finest    elastic    gearing    .  .  3  00 

Elastic    Oak    1  50 

Furniture,    polishing    ....  2  00 

Furniture,  extra    1  20 

Furniture,  extra  No.  1    .  .  0  95 

Light   oil   finish    1  35 

Gold  size  japan    2  00 

Turps   brown   ,iapan    ....  1  60 

Baking  black  japan    ....  1  35 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    white    shellac  var- 
nish,  in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in  bai'rels    1  70 

White  Lead,  ground  in  oil — 

B.  B.  genuine    7  40 

Other   brands    ....   6  15  6  65 

White  Zinc —  , 

Extra    Red    Seal,  V.M. 

(dry)    0  071/2 

Pure,     in     25-lb.  irons 

(in  oil)    0  08 1/2 

Window  Glass — 

United  Inches  Star  D.D. 

Under    26    4  25  6  25 

26    to    40    4  65  6  75 

41    to    50    5  10  7  50 

51    to    60    5  35  8  50 

61    to    70    5  75  9  75 

71    to    80    6  25  11  00 

81    to    85    7  00  12  50 

86    to    90    15  00 

91    to    95    17  50 

96    to    100    20  50 

Toronto,    30    and   5  p.c. 

Miscellaneous — 

Beeswax,    per    lb   0  40 

Orange    mineral,    100  lb. 

kegs    0  091/2 

Pine  tar,   %   lb.  tins,  doz.  0  60 

Plaster   of   Paris,   bbl.    .  .  2  30 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted.  .  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor    Forbes    ..   0  05% 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10:  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10 ;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05  ;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  of¥. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  off. 

Stove  rods,  per  lb.,  5  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  g4 
in.,  $6.00;  5-16  in.,  !f  4.85 ;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  V&  in., 
$3.45;  1  in.,  $3.40. 
.Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50:  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern,  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller.  $4.10;  No.  2  and  lar- 
ger. $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4.  $5.25  ; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Topcalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
''Sharp"  No.  1  and  smaller, 
$1.75:  No.  2  and  larger,  $1.50 
per    box.      25-lb.  boxes. 


Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    131/2,    $4.10;    No.  14, 

$4.25;    No.      15.      $4.50,  in 

lengths  6  ft.  to  11   ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25;  No. 

12,   $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9.   $2.25,   base.     In     car  lots 

straight  or  mi.xed. 
Poultry   Netting — 2-in.     mesh,  19 

w.g.,  60  and  2%  p.c.  Other  sizes, 

60   and   5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,   24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet   f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,   25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  paralltl,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50      6  85 

Ammunition--'  'Dominion' '  RimFire 
Cartridges  and  C.B.  caps,  50,  10 
&  21/2  p.c;  B.B.  caps,  50,  10 
and  2 1/4  p.c. ;  Centre  Fire  Pistol 
Cartridges,  25  and  2  %  p.c. ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges.  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12  %  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 
less Powder,  ''Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent :  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %e.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47  V2  ;  Gil- 
mour's  auger,  00:  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47I/2:  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.   sets    6  45 

Steel,  track,   1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c 
Sleigh   bells,    shaft   and  hames, 
pair,  22c.  up. 
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Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
Building  Paper,  Etc. — 

Tuned  slater's  paper,  per 

roll    0  70 

O.K.  paper.  Xo.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred    Fibre,    Xo.    1.  per 

400  ft.  roll    0  55 

Tarred   Fibre   Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone.  15  lbs  0  45 

Plain  Surprise,  per  roll.  .  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos    building  paper, 

per  100  lbs   4  i)0 

Heavy  straw,  plain  &  tar 

red,  per  ton   3  7  00 

Carpet  Felt,  per  100  lbs..  50 
Tarred  wool  roofing  felt. 

per  100  lb   1  80 

I'iteh.   Boston   or  Pydney, 

per  100  lbs   0  70 

Pitoh,  Seoteli.  per  100  lbs.  0  65 

Heavy  Fibre,  .32  &  GO,  per 

100  lbs   a  00 

2  ply  Ready   Roofing,  per 

•    square    0  70 

3  ply  Ready   Roofing,  per 
square    0  95 

2  ply   complete,   per  roll.    1  15 

3  ply  coiripb  te.  per  roll  .  1  35 
Liquid  Roofing  Cement,  bils. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barflf  & 
nickel,  45  p.c. 

Wrought  brass.  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin.  00  p.c. 

Wrought   steel    fast   joint  and 

loose  pin.    70  p.c. 
Cement — Portland,   b;igs  per 

bbl   1  CO 

Cold  Chisels,  5  x  6  in.,  doz.  2  20 

Hevel  eilfjc.  1  incli.  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  ..400 

4  "  "  . .   5  28 

5  "  "  .  .    7  26 

6  "  "  ..880 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls,   60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..  2  90 
10  '•  "  ,  .   3  15 

12  "  "  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans   and  pails,   40  p.c. 
Hand     delivery     and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery  trimmings,  75  and 
121/,  p.c. 

Files  and  Basps — 

Disston's,  Great  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
.7.  Barton  Smith,  Eagle,  McClel- 
lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron.  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 


Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,   10  oz., 

doz   5  (iO 

Tinners    setting,     '/4  lb., 

doz   4  50 

Machinists,  Vz  lb.,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    o  o6 

Sledge,  Masons.  5  lbs.  and 

over    0  08 

Sledge,   X'^apping,   up   to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and    stable  scrapers, 
net,  $2.25. 

Wood    hay    I'akes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind.   50   per  cent. 

Heavy   T   and   strap,   4  in.,  100 
lbs.    net,    .'f7  25;    Heavy    T  and 
strap,   lo  in,  and  larger.  $6.25. 
Lig!it  T  and   strap,   05  p.c. 
Screw    hook    and    hinge,  $3.50. 
.T4.50. 

Crate  hingts  anil  back  flaps,  05 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  Xo.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  00  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  00 
per  cent. 

Stove    pipe   eyes,    kitchen  and 
square   hooks,    60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;   7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',     2%  x 

51/2   in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6    in   1  95 

Lignum    Vitae,     round,  5 

inch    2  40 

Caulking,    No.    8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling   hammers,    6    cents  per 
lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can,  ■ 
with   pump,   5   gallon,   per  doz., 
$10.00. 

iDavidson    oilers,   40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered   oilers,    50  p.c. 
Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 
Planes — Wood    bench,  Canadian, 
40.  .\merican,  25  p.c. 
Wood,    fancy,      30    to      35  per 
cent. 

Bope  and  Twine — 

Sisal  rope    0  09 

Pure  Manilla  rope  ...  0  10^4 
"British"  Manilla  ...  0  09144 
Cotton,   3-16     inch  and 

larger    0  24 

Russia    Deep    sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single....  0  08 
Lath  Yarn,   double    ...  0  08  % 

Sisal    bed   cord,   48  feet, 

per    doz   0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag.  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton.  3-ply 
twine    0  26 


Wrapping,    cotton  4-ply 

twine    0  30 

Mattress   twine,   per  lb.  0  45 

Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 

Bivet  Sets — Canadian,  35  to  37% 
per  cent. 

Sad  Irons — Mrs.    Potts,  Xo. 

55.  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated.  per  set    0  80 

Mis.    Potts,    handles,  jap- 

aned.   per  gross    8  40 

Common,   plain    4  25 

Common,   plated    5  50 

Asbestos,   per  set    1  50 

Sand  and  Emery  Paper,  35  p.c. 

Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  l/>  'b.  each,  per 

100    lbs.    .    2  40 

Solid.  3  to  30  lbs   1  55 

Sash  Cjrd — No.  8.  per  lb...  0  32 

Screws — Wood,    F.H..  bright 

and  steel   85  and  10 

Wood,  K.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened..  60 

Square   cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 

Screws   (Machine) — • 

Flat  head,  iron  and  brass.  35 
per  cent. 

Fillister  head,  iron.  30;  brass, 
25  per  cent. 

Shovels  and  Spades — 

Canadian,  Xo.  1  and  2  grade,  60 
and    2  \(,  p.c. 

No.  3  and  4  grade,  50  and  2V2 
per  cent. 

Soldering  Irons — 

Base,   per   lb.,   28  cents. 

Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per    1.000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — 

Poultry  netting,  100  lbs. .  .  5  70 

Bed,  100  lbs..  No.  14  ....  6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 

Bright  spear  point,  75  per 
cent. 

Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable.  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles,  70  p.c. 

Carpet  tacks — blued,  80  and  10 
p.c;  tinned.  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80    and    10;  weights,  60; 

Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk.  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82  V2  ;  zinc  tMCks,  35 ;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50 ;  trunk  nails, 
black,  65  and  10 ;  trunk  nails,  tin- 
ned and  blued,  65  and  10:  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing. 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk. 
75:  saddle  nails,  in  papers.  10; 
saddle  nails,  in  bulk,  15;  tufting 
buttons,  22  line  in  dozens  only, 
60;  zinc  gluziers'  points,  5: 
double  pointed  tacks,  papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;  clinch  point  shoe  rivets.  45 
and  10;  cheese  box  tacks,  87%; 


trunk    tacks.    80    and    20;  straw- 
berry box   tacks.   80  and  10. 
Thermometers — Tin  case  and  dai- 
ry. 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — -45  per  cent. 
I'liiin    and     retinned,     75  and 
1214. 

Traps    (steel    game)  —  Newhouse, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 
Oneida    Jump    (Star),    50,  10, 
and    5   per  rent. 

Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 
Garden,  steel  wheel,  doz.  32  40 

Wrought  Iron  Washers — Canadian. 

.'lO  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls.  $1.65  per  100  sq. 

ft.:    in    50-ft.    rolls,    $1.70  per 

100   sq.  ft. 
Wire  Door  Mats — 16   x  24.  doz.. 

$9.00. 

HOUSEFUBNISHINGS. 

Stoves  2nd  Bsnges — 

Gas  ranges.  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,   70   to   75   per  cent. 
Range     Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1:  18x30,  $1.15;  18x36,  $1.95. 

Flat  rim  enameled  sinks,  15x24. 

$2;  18x30,  $2.35;  18x36,  $3.50. 
Enameled   Ware — White  ware.  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl.    Imperial.    Crescent  and 
granite  steel,   50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  ofif. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts.   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails,  50  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom   tea   kettles  and 
boilers,   35  p.c. 
Coal  hods.   40  per  cent. 
Boiler  and   tea   kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain.     75  and 
1 2  %  per  cent. 
Retinned.  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — Xo.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  Xo.  4,  $13: 
Xo.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — 

Xew  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New   Century,    Style   A..  101  25 

Ideal   Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing.  ...  112  50 
Connor     Gearless  Motor 
Washer   180  00 

Wringers — 

Koval   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .   46  75 

Bicycle,  11  inch    60  50 

Trojan.  12  inch   100  00 

Challenge,  3  year.  11  inch  53  25 
Ottawa.  3  year.  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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A  New 
Advertising  Folder 

that  will  increase  your  business — Decrease  your  selling 
expenses — Augment  your  profits. 

What  we  have  done  for  others  we  can  do  for  you — want 
proof. 

We  also  write  "sales-getting"  letters,  booklets,  etc. 
May  we  serve  you  ? 


OUR 


YOUR 


OPPORTUNITY 


201-212  Confederation  Life  Building 
Toronto 


Carry  the 
Complete  Line 

of  the  biggest  trade-winners  and 
best  profit-payers  on  the  market. 
Each  recommends  the  others. 


M-L  Pure  Paints 
Floor  Glaze 
Elastilite  Varnish 


The  most  satisfactory  to  sell  be- 
cause they  are  the  most  satisfactory 
to  use.  We  carry  a  complete  stock, 
always  ready  for  prompt  shipment. 
Write  for  particulars  to 

Imperial  Varnish  ^  Color  Co. 

Limited 

8  to  24  Morse  St.,  Toronto 


no  Princess  St., 
Winnipef? 


524  Beatty  St. 
Vancouver 


This  enviable  record  is  sufficient  proof 
that  "ROBERTSON'S"  Paint  is  made 
right — works  right  and  wears  right. 

It  is  evidence  of  genuine  merit — evi- 
dence of  satisfaction  both  to  consumer  and 
dealer. 

This  old  reliable  Paint  is  exceptionally 
strong  in  money-making  features  for  the 
dealer.  It  saves  you  money  in  buying  and 
makes  you  money  in  selling. 

The  profit-allowing  price  on  "ROBERT- 
SON S  "  Paint  also  permits  of  a  more  saleable 
selling  price  to  consumers — a  stimulant  to  a 
greater  volume  of  trade. 

Every  dealer  should  send  for  our  at- 
tractive Agency  Proposition,  that  he  may 
judge  the  advantages  we  oflFer,  before  he 
buys  his  Paint. 

Clip  out  this  Coupon — sign  and  send  it 
to-day — delays  never  pay  dividends.  So  get 
busy— NOW — while  you  think  of  it. 


■OPPORTUNITY  COUPON- 


The  James  Robertson  Co., 
Toronto 

Please  send  me  Color  Card  and  prices 
of  "ROBERTSON'S"  Paint,  also  advise 
what  "  selling  helps  "  you  give    to  Agents. 


Name. 


Address. 
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HAVE    YOU  lLLUSTRATl<:i) 

YOUR   NEW   LINE  • 


Photographs  for 
Travellers' 
Sample  Books, 
Half-tones  for 
Catalo^;ue8, 
etc. 


LINE  DRAWINGS 
an<l 

ZINC  ETCHINGS 
for 

GENERAL  NEWS  ADVER- 
TISING, Etc. 


By  pcri/iissioii  of  tlic 

Harrisloii  Slovc  Company. 


Specimen  of  Catalogue  Illustration. 
Photograph,  Retouching  and  Half-tone  Engraving  complete, 
the  product  of  our  works. 


We  photograph  and  make  the  plates  for  any  nature  of  advertising  or  publicity 

Led^  Bros.  Em^raviii;^  Co. 


5  Jordan  St. 


TORONTO,  CAN. 
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'L/FKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaianfeed.    For  sale  hy  all  Jcbbt  rs. 

W/ND30ftONr. 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


 — "ii  I 


Here's  the  Range  to  Feature! 

and  it  is  just  as  good  as  it  looks.  The 

CHAMPION  RANGE 

is  rendered  specially  attractive  because  of  the 
CHAMPION  GRATE  with  the  cross-wise,  non- 
warping  bars.  This  grate  leads  all  others  be- 
cause it  is  more  open  and  more  easily  shaken,  and 
makes  the  "Champion  "a  very  favorite  range. 

Are  you  selling  the  "  Champion"  ? 

Send  for  catalogue  to-day. 


D.J.  BARKER  (EL  COMPANY 

PICTON,  ONTARIO 


Lundy 
Shovels 

are  staunch,  strong  and 
true.  When  you  purchase 
you  know  you  are  buying- 
the  very  latest  and  best 
made  shovel  on  the  market. 


Trade  Mark  Protects  You — The  Good 
Protect  the  Trade  Mark 

Back  of  every  transfer  of  real  estate  are 
papers  bearing  the  title  deed  and  transfer. 
These  papers  are  of  small  intrinsic  value  in  them- 
selves, it  is  what  they  represent  that  counts. 
The  title  and  deed  constitutes  the  buyer's 
guarantee.  The  trade  mark  that  we  use  is  only 
a  symbol,  but  it  represents  something  of  tangible 
value.    The  Lundy  mark  is  backed  by  the  goods. 


Send  for  Catalogue  now,  and 
resolve  to-day  that  you  will  look 
into  the  matter  anvhow. 


Lundy 
Scoops 

are  as  the  shovels,  they 
mean  more  business,  greater 
volume  of  sales,  and  behind 
them  all  is  the  rigid  guar- 
antee as  to  qualit}'. 


The  Lundy  Shovel  &  Tool  Company,  Limited 

PETERBOROUGH,  CANADA 


For  example : 

A  customer  comes  into  your 
store  in  a  hurry,  makes  a  fifty- 
cent  purchase,  hands  you  a  bill 
and  gets  $1.50  change,  sticks  it 
in  his  pocket  and  hurries  out. 

Half  an  hour  later  customer 
returns  and  says  he  gave  you  a 
$5.00  bill  and  got  only  $1.50 
change  ? 

What  are  you  going  to  do 
about  it  ?  Argue  and  lose  a 
customer?  Or  "give  up,"  feeling 
sure  you  have  LOST  $3.00. 

A  National  Cash  Register  posi- 
tively prevents  errors  of  this  kind 
— protects  both  you  and  the  cus- 
tomer against  such  disputes. 
Does  more  than  that — it  insures 
absolute  accuracy  in  every  trans- 
action. Records  all  cash  sales, 
credit  sales,  money  received  on 
account,  money  paid  out. 

Pays  for  itself  with  the  money 
it  saves  you. 

National  Cash  Registers  cost 
less  now  than  ever  before.  Let 
us  send  you  our  booklet  and  new 
price  list. 

National  Cash  Register  Co. 

F.  E.  MUTTON,  Manager  for  Canada 

285  Yonge  St.       -      -  Toronto 


Ew^ir^  Paiir(£(ill 

National  Cash  Registers  afford  the  quickest  and 
best  means  of  recording  sales,  and  of  automatic- 
ally issuing  a  printed  receipt  that  cannot  be 
altered,  that  is  numbered,  dated,  and  has  clerk's 
initials.  There  is  also  a  duplicate  record,  which  is 
locked  inside  the  machine  for  the  proprietor's  use. 
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Greater  Profit  for  the  Hardware  Dealer 


Every  Paint  Oil  dealer  knows  there  is  a  loss  where  these  oils 
are  retailed  from  barrels  or  cans  with  funnels  or  measures. 


leak-proof 


positively  eliniiTiates  all  loss  in  tliis  lino.  The  barrels  can  be  emptied  into  the  steel,  evaporation — and 
tanks  when  received — preventing  loss  from  absorption,  evaporation,  seepage,  etc. 
This  oil  can  then  be  discharged  directly  into  the  customer's  can  in  exact  pre-determined  quantities,  the  price 
computed,  and  the  number  of  gallons  counted,  without  the  use  of  measures  or  funnels.  No  loss  from  over- 
measure,  no  dissatisfied  customers  from  under-nieasure  or  dirty  oil,  no  oil  soaked  floors,  no  dirt,  no  danger. 
Von  can't  lose  with  a  Bowser.    What  we  have  done  for  others  we  can  do  for  you.    Ask  for  Book  No.  5N. 


This  cut  is  repro- 
duced from  a  photo- 
graph of  a  Bowser 
System  installed  for 

Geo.  W.  Ecclestone, 
Bracebridge, 
Ontario. 


Watch  for  our  ad. 
in  the  next  issue  of 
this  Journal.  We 
will  reproduce  an- 
other installation. 


This  system  handles 

Boiled  and 

Raw  oil 

Turpentine 

Machine 

Engine 

Castor 

Cylinder 

Separator 

Gas  Engine  and 

Fly  oil 

successfully  and 
economically. 


S-  F.  Bowser  &  Co.,  Limited,  66-68  Fraser  Ave.,  Toronto 


The  receipt  of  a  sample  copy  is  an  invitation  to  subscribe 
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An  Annuity 

A  "Follow-up"  System 

A  sure  substantial  profit 


There's  a  good  profit  and  a  sure 
profit  in  every  GILLETTE  sale. 
GILLETTE  prices  are,  and  must 
be,  the  same  everywhere,  so  that 
\our  profit  cannot  be  reduced  by 
-   ail}'  price-cuttiuLj-  competitor. 

It's  an  easily  earned  profit,  too. 
Everybody  knows  the  GILLETTE. 
It's  superiority  is  generally  recognized.  Pointed,  persistent  GILLETTE 
advertising  is  developing  new  purchasers  at  the  rate  of  over  three  thousand 
a  day. 

Every  man  who  buys  a  GILLETTE  will  come  back  to  you  regularly 
for  new  blades.    Think  what  that  means. 


It  means,  first  of  all,  a  steady  annuity  on  blade  sales  that  will  eventual!}' 
yield  you  more  profit  than  did  the  original  sale  of  the  raz.or  itself. 

It  means,  too,  a  splendid  "follow-up"  for  you.  You  know  how  easy  it 
is  to  let  a  customer  drift  away  and  lose  him,  and  how  hard  it  is  to  get  him 
back  regularly,  because  he  needs  most  of  your  lines  only  occasionally,  at 
long  and  irregular  intervals. 

But  if  he  has  a  GILLETTE  he'll  come  in  regularl}',  without  coaxing, 
and  he'll  come  in  pleased,  for  he's  sure  to  like  the  GILLETTE.  That 
opens  to  you  an  opportunity  for  sales  in  other  lines  that  will  probably  be 
greater  than  the  blade  purchase  which  he  came  in  to  make. 

Thus  there's  a  triple  advantage  in  making  your  store  the  GILLETTE 
headquarters  for  your  town.  Are  you  doing  it,  or  are  you  letting  the 
opposition  set  the  pace  for  you  ? 


The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 


Office  and  Factory, 


63  St.  Alexander  Street,  Montreal 


Offices  in  New  York  (Times  Building),  Chicago  (Stock  Exchange  Bldg.). 
London,  Eng.  and  Shanghai,  China 

Factories  in  Montreal,  Boston,  Leicester,  Berlin  and  Paris 


KNOWN  THE 


WORLD  OVER. 


cajMadian  hardware  and  stove  journal. 
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Specialties  that  Provide 
Profits  for  the  Retailer 

Below  you  will  find  illustrations  and  some  particulars  of  articles  that  are  of 
exquisite  design,  best  workmanship  and  made  of  highest  grade  materials, 
serviceable  and  in  good  demand.  They  are  attractive  to  the  best  class  of 
customers  and  yield  a  satisfactory  profit  in  retailing.  Write  us  for  prices 
and  full  particulars  which  will  have  our  careful  and  prompt  attention. 

CHAFING  DISHES  AND  PERCOLATORS 

Chafing'  Dishes  in  good 
variety.  We  have  them  in 
nickel  plate,  copper  and 
copper  and  brass  in  differ- 
ent designs  and  trimmings. 
Also  Sets  with  Traj  s. 

TEA  POT 
PERCOLATORS 

These  are  made  in  copper,  heavily 
nickel  plated.  They  are  attractive 
and  serviceable,  and  undoubtedly  the  No.  8392 

best  method  of  making  cofi'ee  that  will  please  the  most  exacting  palate.  They  are  exactly  as  illustrated 
and  made  in  the  following  capacities  : 

No.  8392,  capacity  2  pints.  No.  8394,  capacity  4  pints. 

No.  8393,  capacity  3  pints.  No.  8395,  capacity  5  pints. 

We  also  carry  Coffee  Percolators  (on  stand)  with  alcohol  lamp  or  stove,  convenient  for  use  cn 
table.    They  are  in  brass,  nickel  plate  and  copper. 

Tea  Ball  Tea  Pots,  Samovars  (as  illus- 
trated). Aluminum  Tea  and  Coffee  Extrac- 
tors, Brass  Jardinieres,  Fern  Dishes, 
Hearth  Stands,  Fire  Sets,  Coal  Boxes,  Coal 
Hods,  etc.,  etc. 

KETTLES  AND  STANDS 

We  stock  these  in  extensive  variety.  ^Ve 
have  them  in  all  Brass  and  Brass  Kettle  and 
Wrought  Iron  Stands.  We  shall  be  glad 
to  quote  prices  and  give  full  particulars. 

Individual  Toddy  Kettles 

Made  in  Brass,  with  the  following  holding 
capacity  :       pint,      pint,  1  pint  and  2  pint. 

Rice  Lewis  &  Son,  Limited 


ESTABLISHED  1847 

TORONTO 


Cor.  King  and  Victoria  Sts. 

ONTARIO 
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HOW  ABOUT 

Garden  Tools? 


Your  customers  will  want  them  in  a  hurry 
one  of  these  days,  and  to  be  short  of  goods 
will  mean  to  miss  sales.  You  have  every- 
thing to  gain  by  developing  a  trade  in 


IS 


SAMSON"  TOOLS 


because  of  their  superior  quality.  The  more 
you  specialize  on  something  you  know  to 
be  genuinely  good,  the  better  your  chances 
for  repeat  business  later. 

Every  day  is  important  now.  Look  over 
your  stock. 


H.  S.  Rowland,  Sons  &  Co.,  Limited 


We  Ship  Promptly- 


Wholesale  Hardware 

TORONTO 

GRAHAM   NAILS  ARE  THE  BEST 


Our  Prices  are  Right. 
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Empress"  Ball  -  Bearing  Mower 


If  your  Jobber  cannot  supply  you,  write  us  for  prices 


Open  Cylinder 


The  workmanship  and 
quality  of  materials  used 
are  the  very  best  in  every 
respect. 

We  guarantee  every 
machine  made,  and  we 
have  a  large  assortment  of 
st3les  to  suit  all  require- 
ments. 

Our  Catalogue  awaifs 
your  asking 


10>2-inch  Wheels 

All  the  wheels  on  our 
machines  are  three  times 
the  weight  of  any  imported 
machine. 

All  our  mowers  are 
made  with  loose  half  boxes 
so  that  they  can  be  quickly 
and  easily  adjusted. 

J/iariy  of)\er  exclusive 
features 


Taylor- Forbes  Company,  Limited 


Taylor  Forbes  Co.,  246  Craig  St. 
Montreal 
H.  G.  Rogers,  53;^  Dock  St. 
St.  John,  N.B. 
Canadian  United  Mfrs.  Agency 
London,  Eng. 


Head  Office  and  Works : 

GUELPH         -  ONTARIO 


H. 


J.  B.  H.  Rickaby 

Victoria,  B.C. 
W.  A.  MacLennan 
Vancouver,  B.C. 
F.   Moulden,  Travelers'  Bldg. 
Winnipeg,  Man. 


47-11  Razors 


Pocket  Cutlery  and  Butcher  Knives 


WE  have  just  completed  alterations  to  our  warehouse,  and  are  now 
occupying  nine  floors,  with  21,000  square  feet    of  floor  space. 
Modern  equipment,  up-to-date  methods  in  handling  all  lines  of 
Hardware,  well  trained,  efficient  staff.   Are  in  a  position  to  ship  goods  same 
day  as  order  is  received. 


The 

KENNEDY   HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street,  TORONTO 
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Quality  in  the  Superlative  Degree 


The  Pike  Manufacturing  Company's  Exhibit  at  the  Retail  Hardware  Convention  at  Peterborough. 

JN  the  INDIA  and  CRYSTOLON  (Norton  Carborundum)  Oilstones  we  have  the  two 
best  artificial  oilstones  in  the  world.  Our  line  of  natural  oilstones  such  as  Washita 
and  Arkansas  is  absolutely  unsurpassed.  Pike  scythe  stones  are  unexcelled  and  com- 
prise all  sorts  of  grades  in  both  natural  and  artificial  grits.  The  Pike  line  of  hand  tool 
grinders  is  superior  to  all  others  and  has  most  distinctive  and  desirable  features. 

We  are  the  largest  importers  of  hones  in  the  world  and  our  selection  is  u;i!  juestion- 
ably  tlio  best  in  fact  our  entire  line  is  based  upon  Quality  and  all  that  is  best  in  abras- 
ives.   Xew  dealers  should  get  in  touch  with  us. 

iVfite  for  C  'litalogue  and  particuhiis  regarding  free  stock  and  display  cabinet  for  oiis tones,  etc. 


PIKE  MANUFACTURING  COMPANY 

PIKE.  N.H..  U.S.A. 
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at  the  Peterboro  Convention  ? 


This  display  shows  our  Dealers'  Aid  Department  on  a  small  scale. 
Any  dealer  who  is  interested  in  pushing-  the  sale  of  Asbestos  Sad 
Irons  and  at  the  same  time  doing  some  effective  advertising-  for  his 
whole  store  should  by  all  means  get  into  touch  with  our  Dealers' 
Aid  Department  and  in  this  way  secure  the  benefit  of  the  service 
which  we  are  prepared  to  furnish. 

Write  today  and  state  whether  you  are  interested  in  window  display, 
inside  display,  distributing  advertising  folders  with  your  imprint, 
using  news  paper  cuts,  or  any  other  methods  of  picking  up  new 
business  on  the  Asbestos  line. 


The  Dover  Manufacturing  Co. 


CANAL  DOVER,  OHIO 


6 


CANADIAN    IIARDWAIM':    AND    STOVE  JOURNAL. 


Prices 
Right! 


F:voit  liardware  man  Avho  is  foatiniii-''  a  full  lauge  of  GREENIKG  PRODUCTS  may  rest 
assured  of  a  new  era  in  profit  making.  "  (^)uality  "  in  evei-ytliing  we  make  is  our  first  con- 
sideration, and  we  have  the  plant  and  the  facilities  to  turn  out  the  real  quality  article,  at  a 
price  no  higher  than  that  of  inferior  goods.    Of  special  interest  to  the  hardware  man  are— 


GREENING'S 


Steel  Wire  Chains 
Wire  Cloth 
Wire  Rope 
Cow  Ties 


Wire  Door  Mats 

Study  your  Qreenirig  Catalogue — //  contains  many  profit  possibilities  for  you. 


HAMILTON,  ONT.  THc  B.  Greening  Wire  Co.,  Ltd.,  Montreal,  que. 


Hardware  Merchants 

and  others  whose  correspondence  is  limited  should   write   for  our    Catalogue  of 

Rebuilt  Typewriters 

which  contains  illustrations  and  prices  of  all  popular  makes  of  machines  taken  as 
part  payment  on   the  famous 

MONARCH 

They  have  been  carefully  remanufactured,  and  are  put  on  the  market  at  a  fraction  of 
the  original  cost.  They  are  just  the  thing  for  a  merchant  who  needs  a  typewriter,  but 
teels  he  cannot  afford  the  price  of  the  Monarch — 

The  King 

Of  All  Writing  Machines 


The  Monarch  Tyijowriter  Coiiii>aiiy,  Limited 

46  Adelaide  Street  West,  Toronto,  Out. 

KrumhcH:    MONTRKAL.    LONDON,    HAMILTON    AND  OTTAWA 
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The  bigge^  selling  safety  razor 
in  Canada 


The  bigge^  selling  shaving  brush 
in  Canada 

9^ 


"Ever  Ready"  "Rubberset 

We  are  sole  di^ributors  of  these  two  famous  articles  and  kindred  lines. 


Displa>      the  International  Distributing  Co.  at  the  Ontario  Retail  Hardware  and  Stove  Dealers'  Convention.  Peterhorough,  igi  i 

The  Iiifenuitional  Distributing  Co.  is  always  the  complete  and  only  Whole- 
sale  Distributors   of  best  known  articles  and   articles  known  as  the  best. 

Our  business  is  built  on  the  following-  foundation  : 

That  Retailers  not  only  demand  merit  in  the  merchandise,  but  they  demand 
well  known  merit,  advertised  merit,  not  only  well  made  goods  but  well  known 
goods.  Goods  that  will  leave  no  doubt  in  the  minds  of  the  Public  as  to  the 
merit  of  the  article. 

There  is  no  risk  of  stocking  with  I)ifernational  Distributing  Co.'s  articles, 
because   the  sale  is  guaranteed   by   the   popularity  of  the  merchandise. 


INTERNATIONAL  DISTRIBUTING  CO. 

326  CORISTINE  BUILDING,  -:-  MONTREAL,  QUE. 
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The  Call  for  Spriiij^  Goods 

The     Model"  liefrigerator 

The  "  Model  "  is  undoubtedly  the  refrigerator  that  appeals 
to  the  housewife  ;  it  is  built  for  her,  appeals  to  her  ideal  of 
what  is  best  in  refrigeration,  and  is  purchased  by  her. 
Moreover  it  is 

Sanitary  in  the  Highest  Decree 

an   argument  that   will   clinch   any   refrigerator  sale. 

Now  is  the  season  for  this  article  and  now  is  the  time  that 
you  want  to  order. 


6i 


99 


Famous  Queen 
Oil  Stove 

well-known   to   the    Canadian  trade. 

A  substantial  and  perfect  work- 
ing  stove,  with  galvanized  oil  tank. 


^  CREAM  FR££^^ 


Ice  Cream  Freezers 
White  Mouutaiu 


66 


99 


This  is  universall}  the  favorite  ice  cream,  freezer,  because 
il  is  easy  to  operate,  and  because  all  the  parts  fit  perfectly  and 
therefore  run  smoothly. 


McCLARY'S 


LONDON 

TORONTO 

WINNIPEG 


VANCOUVER 
ST.  JOHN,  N.B. 
HAMILTON 


CALGARY 

MONTREAL 

SASKATOON 
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Canadian  Imperial  Register. 


Desig^ned  for  the  Canadian  Trade 


We  have  just  put  on  the  market  a  new  Baseboard  Register  called  the 

Canadian  Imperial 

designed  to  meet  just  the  demands  of  the  Canadian  Trade.  The  very 
large  Air  Opening,  Ornamental  Design  and  Small  Flanges  on 
either  side  that  cover  the  cutting  of  the  Baseboard  and  the  lugs 
attached  to  this  flange  for  securing  the  Register  to  the  Baseboard 
are  all  points  of  merit.        Carried  in  stock  in  the  Standard  Sizes. 

It  Pa-ys  to  Handle  Quality  Goods. 

"T.  and  B."  REGISTERS,  VENTILATORS  and  GRILLES 
are  very  widely  known  because  of  their  artistic  design,  excellence 
of  finish,  and  quality  of  materials,  and  their  price  is  no  greater  than 
other    makes.        Leading   architects    specify    "  T. 


&   B."  goods. 
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Send  for  Illustrated  Catalogue 

The  TUTTLE  ®  BAILEY 
Mfg.  Co.  of  Canada 

Limited 

Bridgebvirg,        -  OntoLrio 


-  — —  -  '  ^ 


i:iig»niKS»»ni!Bi^^ 


»t<«B|<<<nBM<K 

E^S^B^J^H^i 
BftilBBiit$iaB^r 


Wrought  Steel. 


Semi-Steel  Ind.  Lat. 
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SUPREME  GAS  RANGES 


New  and  Up-to-date 

For  Natural  and  Artificial  Gas  with  16  inch  and  18  inch  Ovens. 


^Standard  DoublCjOven  Type. 

A  Few  Distinctive  Features. 

Unique  design  throughout  with  extra  large  top  and  wide  shelves  which  fit  either  side  and 
the  same  shelt  fits  either  the  i6  inch  or  i8  inch  oven  Range. 

The  base,  top,  front  and  doors  are  cast  iron  ;  the  body,  24  gauge  steel,  making  the  Range 
strong  and  rigid. 

The  burners  are  of  the  improved  star-drilled  type,  with  the  mixer  ends,  cast  to  the  burner 
proper.    The  mixers  are  so  constructed  to  insure  a  perfect  mixture  of  gas  and  air,  thereby 
making  a  perfect  combustion  and  reducing  the  consumption  of  gas  to  a  minimum. 
Oven  and  broiler  doors  are  spring  balanced  and  provided  with  safety  spring  catches  which 
are  easily  released  by  pressure  from  within,  eliminating  the   possibility  of  explosions. 

For  further  information  and  prices  write 

The  Supreme  Heating  Company,  Limited 


WELLAND 


CANADA 


CANADIAN   HARDWARE    AND    STOVE  JOURNAL. 


Jewel  Stoves  Ranges 


Style  R.  F. 


Royal  Jewel 
Steel  Range 

"The  Range  of  Qualify" 


Every  nioderii  improvenient  is  em- 
bodied in  the  Royal  Jewel  Range.  Made 
in  six  sizes:  Nos.  816,  916,  818,  918, 
920  and  922.  Either  with  Encased 
Reservoir  (as  cut)  or  w  th  Contact 
Reservoir  on  left  end.  The  great  variety 
of  sizes  and  styles  ena))les  the  dealer  to 
satisfy  all  comers. 

The  Royal  Jewel  is  attractive  in  ap- 
pearance and  easy  to  sell.  When  once 
sold  it  never  comes  back,  but  is  always 
a  working  advertisement.  This  is  one 
reason  why  the  Royal  Jewel  is  a  profit- 
able Range  for  dealers  to  handle.  One 
sale  makes  another  and  the  demand  is 
constantly  in  c  re  a  si  n  g . 

Make  the  Royal  Jewel  your  leader 
and  you  are  sure  of  the  best  stove  trade 
in  your  locality. 

In  addition  to  the  Royal  Jewel,  we 
make  cheaper  Steel  Ranges  to  suit  all 
buyers.      They  are :     Electric  Jewel, 
Arctic  Jewel  and  Gypsy  Jewel, 
including  the  Dominion  Jewel,  Sterling 


In  Cast  Iron  Stoves  and  Ranges  we  make  a  great  variety, 
Jewel,  Grand  Jewel,  Home  Jewel  and  many  others. 

In  Heating  Stoves  we  make  many  different  kinds  to  suit  all  sections  of  the  country.  The  Ideal 
Heaters  and  Jewel  Oaks  are  unsurpassed  as  medium  price  heaters.  The  Fire  King  for  Stores,  Halls, 
Chui'ches,  etc.,  is  unequalled.  The  Jewel  Triple  Heater  is  probably  the  uiost  powerful  AVood  Heating 
Stove  made  in  Canada. 


The  Burrow,  Stewart  ®.  Milne  Co. 

LIMITED 

Warehouses  at  Hamilton,  Toronto,  Montreal  and  Winnipeg 

Western  cuslomers  please  write  for  informa- 
tion and  send  orders  to  our  Winnipeg  office. 
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A  Single  Winter  Season 

has  served  to  demonstrate  most  conclusively  to  every  user  cf  a 


"GOOD  CHEER 


99 


CIRCLE  WATERPAN  FURNACE 

that  the  properly  humidified  heat  which  our  Circle  Waterpan  affords  undoubt- 
edly favors 

HEALTH, 
COMFORT  and 
ECONOMY 

From  this  time  on  the  fur- 
nace purchaser  is  going  to 
insist  on  humidified  heated  air, 
and  in  the  face  of  his  convic- 
tions and  your  own  on  this 
point,  are  you  going  to  argue 
with  him  that  humidity  is  un- 
necessary? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  will  have  two 
complete  lines  of  circle  water- 
pan  furnaces.  We  also  make 
the  neatest  and  cheap- 
est line  of  side  wall 
registers  in  the  market, 
and  a  new  side  wall 
cold  air  base  plate  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 


THE  JAMES  STEWART  MFG.  CO.,  Limited 

WOODSTOCK,  ONT. 

Western  Warehouse: — 156  Lombard  Street,  Winnipeg,  Man. 


DISTRIBUTING  AGENCIES      McLennan.  McFeely  H  Co. 

Vancouver,  B.C. 


Wood,  Vallance  Hardware  Co. 
Nelson,  B.C. 


Koss  Bros.,  Limited 
Edmonton,  Alta. 
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UNIVERSAL  FAVORITE 

18  and  20-Inch  Ovens. 


CROWN  FAVORITE 
16  and  18-Inch  Ovens 


COLONIST 
16  and  18-Inch  Ovens 


To  the  Trade: 

We  desii'o  to  call,  yo\ir  attention  to  ovir 
large  and  varied  line  of  Steel  Ranges. 

THE  UNIVERSAL  FAVORITE  is  our 

leader  and  is  distinctly  in  a  class  by  it- 
self. The  Dealers  who  buy  them,  the 
People  who  use  them,  our  competitors 
who  see  them,  all  admit  that  The  Univer- 
sal Favorite  is  Canada's  greatest  Steel 
Range. 

THE  CAPITAL  FAVORITE  is  a  me- 
dium priced  Range,  substantially  built,  a 
great  business  getter,  and  very  popular 
with  the  trade. 

THE  CROWN  I'AVORITE  is    a  Six 

Plole  Range.  It  looks  well,  it  works  well 
and  is  the  kind  to  have  on  your  Hoor  to 
meet  competition. 

THE  COLONIST  is  a  Six  Hole  Range 
and  shows  up  big  for  the  money.  Th's 
Range  will  enable  you  to  meet  the  com- 
petition of  Catalogue  Houses  and  at  the 
same  time  net  you  a  fair  profit. 

THE  GLEANER  is  a  Four  Hole  Steel 
Cook  fitted  with  Flat  or  Duplex  Grates 
and  the  price  for  which  it  is  sold  is  prac- 
tically giving  it  away. 

We  make  the  statement,  without  boast- 
ing or  fear  of  contradiction,  that  we  make 
the  smoothest  and  best  fitted  Stoves  and 
Ranges  made  in  Canada.  The  same  care- 
ful attention  is  given  to  the  construction 
of  all  our  goods  Avhether  they  be  cheap  or 
high  class. 


GLEANER.    14  and  16-Inch  Ovens. 


CROWN  FAVORITE 
16  and  18-Inch  Ovens 


COLONIST 
16  and  18-Inch  Ovens 


FINDLAY  BROS.  CO.,  LIMITED 

Head  Office  aiul  Works:  CARLKTON  PLACE,  OINT. 
Branch    House:  260    PRINCESS   ST..  WINNIPEG, 

DISTRIBUTING  AGENCIES: 

H   H.  DR^  DEN  STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS.,  Ltd.  GEO.  D.  HORSMAN 

Sussex,  N  B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 
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COPP'S  STOVES  AND  RANGES 


This  beautiful  range  is  well  worth 
a  first  place  on  every  dealer's  floor  ; 
it  has  in  a  marked  degree  the 
qualities  of  the  very-  highest  class 
of  Steel  Ranges,  and  yet  is  mode- 
rate in  price. 

We  are  adding  several  improve- 
ments for  191 1  lift  front  key  plate, 
sliding  direct  draft  damper,  enlarged 
fire  box  and  ash  pit.  It  is  also  fitted 
with  our  patent  low  closet. 


The  Western  Stove  Makers 


COPP'S  SILVER  QUEEN 


Fort  William,  Winnipeg. Vancouver. 


Your  Customers 

Are  Wastmg  Gas 


You  will  get  big  profits  and 
more  business  by  selling  the 

"Perfect  Gas  Controller 

the  greatest  waste  stopper 
on  earth.  . :.  . :. 


Toronto,  March  lotli,  191 1. 

Canadian  Gas  Users  Association  Toronto. 

Gentlemen,— Your  PERFIiCT  GAS  CONTROLLER  is  giving  us  every  satisfaction.    We  are  getting 
better  lii^lil  and  lower  gas  bills.    The  saving  last  month  was  nearly  FORTY  PER  CENT. 

Yours  truly,  LLOYD  BROS. 

Per  T.  A.  Lloyd. 

WRITE  FOR  PRICES  AND  TERRITORY 

Canadian  Gas  Users  Association  655-635  Queen  s«.  w..  Toronto,  can. 

I'^iiNtern  HeproNciittitive  :  .1.  S.  Miillnn.  17  1J>  Park  Ave.,  Montreal 
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Convex  Reversible  Wafer 


All  Known  Sizes 


Shapes  and 


Finishes  |l 


CAST  IRON 

Floor  and  Wall  Registers 

Faces 

Borders 

Baseboard  Registers 
Original  Design  Goods 


UNRIVALED  SELECTION 


SEMI-STEEL 
Floor  and  Wall  Registers 
Convex  Reversible  Wafers 


WROUGHT  STEEL 

Floor  and  Wall  Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Canadian  Ferrosteel  Company,  Ltd.,  Bridgeburg,  Ont. 


Here's  the  Range  to  Feature! 

and  it  is  just  as  good  as  it  looks.  The 


is  rendered  specially  attractive  because  of  the 
CHAMPION  GRATE  with  the  cross-wise,  non- 
vvarpiiig'  bars.  This  grate  leads  all  others  be- 
cause it  is  more  open  and  more  easily  shaken,  and 
makes  tlie  "Champion"  a  very  favorite  range. 

Are  you  selling  the  " Champion"  ? 

Send  for  catalogue  to-day. 


D.J.  BARKER  (El  COMPANY 

PICTON,  ONTARIO 


Sell  a  Good  Lawn-mower 


to  a  man  and  you've  gone  a  long  way  toward  win- 
ning his  confidence  and  trade.  Sell  him  one  not 
quite  so  good  and  he'll  resent  it  every  time  he  mows 
the  lawn.     Sell  him  a 

MAXWELL  LAWN-MOWER 

and  be  sure  you  are  on  the  right  side.  The  Max- 
well cuts  so  smooth,  clean  and  eas)-,  and  holds  its 
edge  so  well,  that  every  man  who  appreciates  a  good 
machine  is  sure  to  be  pleased  with  it. 

8  to  32-inch  widths — wheels  8  to  11^  inches 
high— 3  to  6  knives.  Grass  catcher  attachment, 
if  desired. 


DAVID   MAXV\/'ELL  &  SONS,         :-:         St.  Mary's,  Ontario 
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S.n.P.  Hot  Blast  Oil  Stoves 

Are  popular  sellers  everywhere. 


How  is  your  stock? 


Shese  stoves  /jave: 


4^/2-'"-  F^urners. 

Large  oil  filling-  hole. 

Legs  made  of  tinned  band  steel. 

Brass  thumb  pieces  on  wick  turners. 

Seamless  oil  founts,  consequently  no  leakage. 

Chimneys  and  extension  made  from  drawn  steel. 

No  cast  iron  parts,  therefore  no  breakage  of  castings. 

Pr/ces  oq  applicatioq 


The  Sheet  Metal  Products  Co.,  of  Canada,  Limited 
Successors  to  Kemp  Manufacturing  Company 


MONTREAL 


TORONTO 


WINNIPEG 
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NORTHERN 

REFR I G  E  RATORS 


Dry  Cold  Air  Principle 
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No  interior  sweating.  They  are  made  frcm 
well-seasoned  hardwood  with  antique  flow 
finish.  New  style  swings  base.  Extra  large 
ice  box,  with  ample  room  in  the  food  cham- 
ber.    Patent  drip  valve. 

Perfectly    Insulated  Walls 

Also  fitted  with  improved  galvanized  iron 
shelves,  raised  panels.  Fancy  brass  locks 
and  hinges.     In  fact  they  are  splendid  value 

Made  in  three  sizes    No.  1  and  2  with  single  door  i  like  cut  i 
No.  4  with  double  doors 

Write  for  dimensions  and  prices. 
We  can  ship  promptly. 

The  Thos.  Davidson  Mfg.  C 


MONTREAL  and  WINNPIEG 


o. 

Limited 
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11  "WEAR -EVER"  if 


She  believes  in  the  merchant  who  does  business  on  the  Quality  basis — in 
goods  whose  trade  mark  is  backed  and  pushed  by  enei'getic  advertising. 

The  "Wear- Ever"  trade  mark  means  quality  in  cooking  utensils. 

Its  prestige  means  to  you,  not  only  pleased  and  profitable  buyers  of  cook- 
ing utensils,  but  more  trade  on  your  other  lines. 

It  helps  to  make  your  name  synonymous  with  quality. 

You  should  have  "  Wear-  Ever "  advertising— magazine  and  dealer  aid — 
working  for  you. 

Write 


The  Northern  Aluminum  Co.,  Limited 


Toronto,  Ontario 


ALUMINUM  WARE 


THE  OFFICIAL  PAPER  OF  THE  ONTARIO  RETAIL  HARDWARE  AND  STOVE  DEALERS  ASSOCIATION 


Volume  Three  TORONTO,  APRIL,  191 1  Number  Four 


Published  the  first  week 
of   each    month    by  the 

Canadian    Trade  Press 

Toronto,  Canada 

42-44  Agnes  Street  Phone  Main  3589 

WESTON  WRIGLEY  Managing  Editor 

JOHN  A.  FULLERTON       -     Associate  Editor 
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Beginning-  with  this  issue  of  the  Journal  a  distinctly 
hnrdware  dcsisi'n  is  used  on  the  front  cover   of  the 
Joui-nal,  and  the  announcement  of  a  re- 
Our  Front     ])resentative   manufacturing  firm  doing 
Cover  business  with  Canadian   hardware  mer- 

chants appears  inside  the  chain  border. 
8.  V.  Bowser  &  Co.  will,  in  future  issues,  reproduce  a 
sei-ies  of  illustrations  siiowing  some  of  the  fine  instal- 
lations of  oil  ])uinping  systems  made  liy  them  in  Cana- 
dian stores.  Watch  for  tiicir  page  on  the  inside  of  the 
Journal. 

Tlie  space  occupied  by  S.  F.  Bowser  &  Co.  in  this 
issue  will  be  available  in  future  issues  for  the  an- 
nouncements of  other  manufacturers.  The  space  will 
not  be  sold  to  one  firm  regularly,  but  to  a  different 
advertiser  eacdi  month,  allotment  of  the  space  being 
made  in  the  ordei'  in  which  applications  are  received, 
preference  being  given  to  regular  advertisers  in  the 
Jdiir'ual. 

]\laiuifactiirers  desiring  to  use  the  cover  position 
are  i'(Mpiested  to  write  the  pu])lishers,  expressing  their 
pi-eference  as  to  which  month  tliey  desire  the  preferred 
position.    Rates,  etc.,  Avill  be  quoted  on  application. 

'I'he  piclures  of  six  members  of  Ihe  JournaTs  sub- 
scription staff  are  reproduced  on  another  page  in  this 
issue.  These  six,  with  Mr.  ^I'ller,  will 
Subscription  thoroughly  canvass  the  liai-dwai-e  and 
Canvassers  stove  iiu'rchants  in  eveiy  province  of  the 
Dominion  during  the  next  few  months, 
and  a  substantial  increase  to  the  Journal's  subscri])tion 
list  should  be  made  as  a  result  of  their  eflforts. 

Tn  addition  to  those  named  the  Journal  has  staff  re- 
presentatives at  IMontreal,  "Winnipeg  and  Vancouver. 

The  kind  encouragement  and  liberal  support  ex- 


tended to  the  Journal  under  its  new  management  is  ex- 
ceedingly gratifying  to  the  publishers,  and  every  effort 
will  be  made  to  merit  a  continuance  of  the  confidence 
shown  in  our  publication. 


Construction  work  is  the  basis  of  the  progress  of  a 
country.  Rich  lands  may  lie  idle  for  centuries,  but 
once  the  engineer  and  surveyor  arrive 
Bright  with  their  levels  and  measuring  devices 

Trade  the  time  of  idleness  gives  way  to  the  era 

Outlook  of  progress.  What  better  gauge,  then,  of 
the  business  outlook  than  the  demand  for 
the  tools  used  by  those  advance  agents  of  prosperity, 
the  engineers  and  surveyors? 

About  three  years  ago  the  Lufkin  Rule  Company 
established  a  Canadian  plant  at  "Windsor.  Ont..  they  be- 
lieving that  Canada  was  destined  to  experience  a  re- 
uuirkable  growth  during  the  next  decade  or  two. 
Since  the  time  of  its  establishment  it  has  been  necessary 
to  be  constantly  increasing  the  equipment,  until  now 
millions  of  yards  of  tapes  and  rules  are  being  manu- 
factured in  Canada,  and  the  orders  received  from  job- 
bers in  "Western  Canada  for  this  year's  business,  are 
nearly  double  those  of  last  year. 

Tiu^  outlook  for  construction  work  in  "Western 
Canada  is  for  a  record  breaking  year,  and  there  are 
no  indications  of  a  falling  off  in  the  demand  for  "the 
yardsticks  of  progress." 


The  coming  of  ]\Iay  day  brings  recollections  of 
moving  vans  and  labor  troubles.  AVith  the  opening  of 
spring  many  people  move  into  other 
Moving  houses,  othei-s  begin  tlu>  erection  of  new 
Time  homes,  while  all  are  supposed  to  partici- 

pate in  a  general  house-cleaning.  And 
in  all  these  fields  of  activit.v  opportunity  is  staring  the 
hardware  man  in  the  face.  People  who  nu>ve  will  want 
n(>w  ranges,  gas  and  stovepipe  connections,  hammers, 
tacks,  and  numerous  sundries  incidental  to  getting  set- 
tled in  a  new  house.  Those  who  build  will  require  new 
hot  air  furnaces,  gas  ranges,  lighting  fixtures,  etc..  and 
those  who  nu^rely  "clean  house"  will  want  carpet 
beaters,  garbage  cans,  paint  brushes,  and  numerous 
specialties.  '* 

.\ii(l  to  all  in  these  classes  who  visit  the  hardware 
store  to  bu.v  a  box  of  tacks,  or  some  similar  article,  a 
new  coal  oil  or  gas  stove  should  be  shown,  judgment 
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being  used  to  make  the  thought  of  selling  secondary 
to  your  desire  to  show  the  latest  development  in  these 
particular  lines. 

Speaking  at  the  New  England  Retail  Hardware 
Convention  at  Boston  last  month    Saunders  Norvell 

said  that  the  three  rules  necessary  to  suc- 
Selling  cess  in  retailing  Avere  to  have  the  goods 

Most  when  wanted,  liave  them  Avhere  they  were 

Important      Avanted,  and  then  to  try  and  get  that 

extra  five  per  cent.  This  Avas  only  an- 
other way  of  putting  that  truism  that  success  depends 
more  upon  selling  than  in  buying — that  to  have  the 
goods  to  sell,  Avhen  Avanted,  is  more  necessary  than  to 
have  made  a  saA'ing  on  buying  a  quantity  at  a  cut  price. 
"No  retailer,"  said  I\Ir.  NorA'^ell,  "cA^er  got  rich  by  buy- 
ing goods  cheap." 


The  possibilities  of  selling  vacuum  cle;iners  in  a 
small  city  are  indicated  by  the  success  of  the  W.  AV. 

ChoAvn  Co.,  Belleville,  in  selling  five  hand 
Vacuum  poAver  machines  last  season,  every  one  of 
Cleaners        the  sales  being  made  to  a  customer  Avho 

had  previously  rented  one  of  the  cleaners. 
Altogether  the  ChoAvn  company  estimate  their  profits 
on  renting  and  selling  vacuum  cleaners  last  season  at 
about  $125,  and  they  have  already  sold  four  cleaners 
this  spring. 


A  line  illustrating  the  possibilities  of  Avhat  jobbers' 
salesmen  can  do  by  carrying  samples,  is  the  new  rust- 
less bronze  Avire  cloth  recently  put  on  the 
Show  the  market  by  the  B.  Greening  Company. 
Goods  Every  householder  Avho   has   used  Avire 

cloth  knoAvs  that  the  ordinary  green  or 
black  cloth,  if  exposed  to  the  Aveather  for  a  reason  or 
tAvo,  deteriorates  rapidly,  unless  repainted  each  season. 

Here  is  the  opportunity  to  sell  the  "Rustless." 
There  is  a  better  margin  on  it  for  manufacturer,  jobber 
and  retailer,  and  there  is  greater  satisfaction  for  the 
customer.  By  shoAAing  samples  travelers  can  interest 
retailers  Avho  are  live  enough  to  handle  a  line  their 
less  progressiA^e  competHors  Avill  not  stock,  and  by 
sIiOAving  the  rustless  alongside  the  ordinary  cloth  the 
retailer  can  readily  secure  a  better  price  for  the  higher 
grade  goods.   Show  the  goods  if  you  want  to  sell  them. 


The  success  of  the  hardAvare  exhibitions  held  in 
connection  Avith  the  conventions  of  the  Ontario  Retail 
HardAvare  and  Stove  Deah^rs'  Association 
Another  has  inspired  Quebec  hardAvaremen  to  look 
Hardware  forAvard  to  having  a  similar  convention 
Exhibition     and  exhibition  in  IMontreal  next  AA^nter. 

The  Taylor  Forbes  Company,  Guelph,  who 
luul  a  magnificent  display  of  their  A^aried  I'ne  of  hard- 
Avare at  the  Peterboro  convention,  shipped  the  display 
to  Montreal  and  sent  a  circular  letter  to  their  French 
Canadian  customers  inviting  them  to  Adsit  their  shoAv- 
rooms  iiiid  see  the  display.  Over  a  hundred  did  so 
inside  of  a  week,  and  numerous  expressions  of  sur- 
prise Avere  made  to  Manager  C.  Smallpiece,  both  by 
jo})bers  and  retaih'i-s  Avho  liad  ])cen  buying  imported 
goods  Avitluiut  K'nowiim-  sudi  ;i  riill  line,  and  such  high 
grade  goods  avci-i'  nunlr  in  (';in;i(l;i. 

As  a  r(>sult  .1.  .\.  licaudi'v,  piiixincial  seci'etary  of 
tlic  IJetail  .Mercliants"  Associiit'on  for  Quebec,  lias 
taken  nj)  the  niatt(M-  of  holding  a  luirdware  exhibition 
in  .Montreal  for  tiu^  1)enefit  of  Quebec  and  Maritime 
rro\incc  iiierchants.  and  more  AA'ill  probably  be  heard 
of  the  jiroposal  during  the  coming  year. 


In  this  number  of  the  Journal  is  incorporated  the 
"Smoke  Pipe,"  a  monthly  house  organ,  published  for 
the  past  couple  of  years  by  the  Gurney 
The  Smoke  Foundry  Company,  Toronto.  The  "Smoke 
Pipe  Pipe,"  as  a  distinct  publication,  was  a 

decidedly  interesting  publication,  and 
under  the  editorial  charge  of  Mr.  E.  Holt  Gurney,  the 
"Smoke  Pipe,"  as  a  four  page  colored  advertisement 
in  this  and  future  issues,  should  become  one  of  the 
most  interesting  sections  of  the  Journal.  Mr.  Gurney 
puts  real  life  into  his  productions,  and  we  feel  certain 
that  not  only  former  readers  of  the  "Smoke  Pipe," 
but  all  readers  of  the  Journal,  will  be  interested  in 
Avhat  is  said  in  the  pages  under  his  charge. 

The  publishers  of  the  Journal  feel  gratified  at  the 
compliment  paid  our  paper  by  making  it  the  medium 
for  the  Gurney  Company's  announcements.  The  in- 
corporation of  the  "Smoke  Pipe"  into  the  "Journal" 
Avas  decided  upon  after  several  Aveeks  consideration, 
in  Avhich  the  Gurney-Oxford  clan  studied  the  "Jour- 
nal" very  closely,  and  the  confidence  they  have  shown 
in  our  comi^aratively  young  publication  is  a  tribute 
Ave  fully  appreciate. 


If  your  store  AvindoAvs  reflect  your  store  intei-ior, 
make  the  reflection  just  as  attractiA'e  as  you  possibly 
can. 


There  is  money  in  judicious  advertising.  But  be 
sure  it  is  such.  No  business  should  neglect  some 
pul)licify. 


PERSISTENT  ADVERTISING  PAYS. 

The  folloAving  extract  from  a  letter  re- 
ceived in  March,  from  our  representative  in 
Vancouver,  B.  C,  is  interesting : 

"This  morning  Avhen  reneAving  the  sub- 
scription of  MacPherson,  Teetzel  &  Co.,  Mr. 
Teetzel  stated  that  he  Avas  pleased  Avith  the 
decided  improA^ement  recently  made  in  the 
Journal.  In  looking  through  the  advertising 
pages  he  pointed  to  the  page  of  Tuttle  & 
Bailey  Co.,  and  stated  that  last  year  he  had 
seen  the  advertisements  of  the  Tuttle  & 
Bailey  and  Canadian  Ferrosteel  Co.  in  the 
PlardAvare  and  Stove  Journal.  He  had  not 
seen  their  advertisement  or  printed  matter 
previously,  and  being  entirely  neAV  concerns 
to  him,  he  Avrote  the  two  firms  for  samples 
and  prices,  and  as  a  result  took  the  agency 
for  the  Canadian  Ferrosteel  Co.  During  the 
past  year  he  has  bought  $3,000  Avorth  of 
goods  from  them.  In  addition  to  this  he  has 
induced  them  to  produce  a  register  of  better 
Cjuality,  and  effecting  a  saving  of  nearly  75 
per  cent,  in  Aveight,  making  it  the  exact  re- 
gister required  by  the  trade  here.  The  firm 
has  looked  several  times  lately  for  the  Cana- 
d'an  Ferrosteel  Co.'s  advertisement,  and 
looking  for  it  again  this  morning  Mr.  Teet- 
zel remarked  that  it  appeared  they  were  not 
now  pushing  their  trade  in  Canada." 

Note: — The  Canadian  Ferrosteel  Com- 
|);iny's  ad.  Avill  apjiear  in  every  issue  of  the 
.|iuirii:il  (luring  the  coming  year. — Editor. 
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WHAT  OTHERS  THINK  OF  US. 

Forty-six  new  siil)scri|)ti()ns  li;ive  been  iuldod  to 
the  Hardware  and  Stove  Journal's  list  in  V^ancouver, 
North  Vancouver  and  New  Westminster  during?  the 
past  two  months. 

"Tlie  writer  wishes  to  congratulate  you  on  tlie 
paper  you  are  getting  out,  and  liopes  that  Tiiueh  suc- 
cess will  attend  your  efforts." — Editor  Hardware 
Trade,  Minneapolis. 

"Received  your  Convention  Number,  and  in  look- 
ing tlirough  your  Journal  think  by  the  pace  you  are 
setting  that  you  will  certainly  be  a  winner." — J.  B. 
Archer,  St.  Catharines. 

"I  have  liked  your  paper  from  the  firt  time  I  saw 
it,"  said  Allan  Hills,  of  Allan  Hills  Edge  Tool  Works, 
Calt,  when  placing  an  order  for  a  year's  advertising 
in  the  Hardware  and  Stove  Journal. 

"We  appreciate  what  we  have  seen  of  your  paper 
and  will  give  you  any  assistance  that  may  be  in  our 
power  at  any  time,"  writes  S.  J.  Drake,  President  Re- 
tail Hardware  Association,  Victoria,  B.C. 

"I  enclose  $1  for  one  year's  subscription  to  your 
Journal.  Tt  looks  as  if  it  was  going  to  be  a  dandy.  It 
will  amply  pay  every  hardware  man  in  Canada  to  sub- 
scribe for  it."- — N.  IT.  Bowers,  Massey,  Ont. 

"We  have  just  sold  out  our  business  and  so  will 
not  need  your  Journal.    We  have  consulted  our  sue 
cessors,  however,  and  enclose  a  dollar  for  their  sub-| 
scription  for  one  year." — Latimer  &  Elliott,  North[ 
Vancouver,  B.C. 


"Press  of  work  is  the  only  thing  that  prevents  me 
from  sending  in  larger  lists  of  subscribers  for  your 
Journal,"  writes  H.  T.  Kirk,  New  Westminster,  B.C., 
when  sending  in  his  third  order  within  two  weeks. 

The  Canadian  Hardware  &  Stove  Journal,  Toronto, 
Ont.,  has  made  such  strides  in  its  brief  existence  in  the 
trade  paper  world,  that  it  already  ranks  among  the 
best  of  its  kind  in  America.    This  new  Canadian  hard- 
ware journal  was  established  only  a  few  months  ago, 
Weston  Wrigley,  the  moving  spirit  and  head,  having 
been  for  several  years  editor  of  Hardware  &  Metal,  To- 
ronto, and  the  high  quality  of  that  journal  was  in  no 
small  measure  due  to  his  energy  and  ability.  Mr. 
Wrigley  has  been  for  many  years  one  of  the  leaders 
among  Canadian  hardware  men,  and  he  is  universally 
recognized  as  such  by  the  men  in  the  trade  and  in- 
dustry.   He  has  been,  and  still  is,  secretary  of  the 
Ontario  Retail  Hardware  and  Stove  Association,  hav- 
ing been  re-elected  to  that  office  at  the  recent  meeting 
of  the  association  in  Peterboro.    He  was  one  of  the 
leaders  in  the  formation  of  the  association,  and  since 
the  start  he  has  been,  in  a  large  degree,  the  piston  box 
and  governor  of  that  body.    Mr.  Wrigley  will  retain 
his  intimate  connection  with  the  hardware  men  of  the 
Dominion,  inasmuch  as  his  new    journal    has  been 
chosen  the  official  organ  of  the  Ontario  Association. 
In  cpiality  of  paper,  typography,  general  appearance, 
high  value  of  contents  and  beauty  and  variety  of  ad- 
v:,vertisements  the  Canadian  Hardware  &  Stove  Journal 
■^has  the  appearance  of  a  journal  Avith  a  long  and  suc- 
ll^cessful  past. — Sporting  Goods  Dealer,  St.  Louis. 


THE  HARDWARE  AND  STOVE  JOURNAL'S  SUBSCRIPTION  STAFF. 


F.  ,T.  TYNER, 
Manitoba  .iiid  Saskatchewan 


l'\  PANG, 
Maritime  Provinces. 


C.  H.  MOOUY. 
British  Columbia. 


G.  A.  TALBOT, 
Eastern  Ontario. 


K  VVANA(;H, 
Quebec. 


L.  H.  DRAKE. 
Western  Ontario. 


In  addition  to  these  J.  W.  MILLER  is  authorized  to  solicit  subscriptions  in  Manitoba,  Saskatchewan  and  Alberta. 
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B.  C.  Hardwaremen  Hold  Ninth  Convention 

Meeting  at  New  Westminster  the  most  successful  yet  held.  Strong  set  of  officers 
chosen.    Fraternal  greetings  from  Ontario  Association.    Early  closing  agreement  ratified. 

Official  Report  by  R.  D.  Dinning,  Secretary 


The  ninth  annual  convention  of  the  British  Colum- 
bia Retail  Hardware  Association,  which  up  to  three 
or  four  years  ago  had  been  associated  with  the  Hard- 
ware and  Metal  Wholesale  Association,  but  which  is 
now  distinctly  a  retail  organization,  was  held  at  Odd- 
fellows' Hall,  New  Westminster,  on  Tuesday,  March  7. 

In  the  absence  of  President  H.  T.  Kirk,  who  had 
not  yet  returned  from  the  Petei'boro  Convention,  Vice- 
President  H.  C.  Martin  occupied  the  chair.  On  the 
meeting  being  called  to  order  Mr.  Martin  requested 
Past  President  W.  C.  Stearman  and  S.  J.  Drake,  dele- 
gate from  Victoria,  to  assist  him  at  the  chair. 

On  the  roll  being  called  the  majority  of  the  mem- 
bers of  the  Association  were  reported  in  attendance. 
The  minutes  of  the  previous  meeting  were  read  and 
adopted. 


with  the  convention  and  banquet  had  fallen  on  his 
shoulders,  so  was  unable  to  prepare  any  very  elaborate 
address.    He  wished  to  thank  his  fellow  workers  for 


PRESIDENT  H.  {'.  M.\^RTIN. 


PAIXE,  1ST  v. 


i\Ir.  iNIartin  explained  the  reason  oL'  the  Pi-esident's 
absence  from  the  gathering,  and  owing  to  his  colleague 
being  away,  a  great  share  of  the  wox'k  in  comaeetion 


GEORGE  BLAKELY,   2ND  V.  P. 


R.  D.  DIXXING,  SECRETARY. 


all  the  assistance  they  had  given  him  in  their  efforts 
to  make  this  convention  a  success,  and  although  he 
noticed  all  the  good  stand-bys  were  present,  he  would 
have  liked  to  have  seen  a  much  larger  attendance,  and 
emphasized  the  fact  that  all  members  should  attend 
tlieii-  meetings  if  they  wish  to  have  a  real  live  organiza- 
tion. Mr.  TMartin  then  read  a  few  extracts  from  Mr. 
Cinnamon's  address  at  the  Peterboro  Convention  to 
emphasize  the  need  for  and  value  of  trade  associations. 

>Secretary  Dinning  was  called  upon  for  his  report 
on  the  year's  work,  but  owing  to  the  fact  that  he  had 
only  just  recently  been  appointed  to  fill  this  ofRee,  he 
was  unable  to  submit  any  extended  report  on  the  work 
done  by  the  Association.  He,  hoAvever,  asked  for  tlie 
co-operation  of  the  members,  as  he  considered  it  their 
duty,  to  attend  the  meeting  regularly  and  not  l?ave 
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it  1<)  the  Directors  to  do,  iis  tlicy  no  more  time 
thiin  the  iiieiiihers  to  devote  to  Associntioii  work. 

Mr.  Fortier.  ("Iiairiiian  of  tlie  Audit  ( 'omniittee,  sub- 
mitted his  report,  showing  a  small  l)a]anee  to  the 
ere(iit  of  the  Association,  at  the  close  of  the  year. 


('.    K.    SMOI.L.    J.IKKCTOR.  GKO.   MOSCKOl'.   J_)  1 1;  K( 'TOIi. 


Notices  of  motion  re  change  in  Articles  2,  -i,  4  and 
of  the  Constitution  were  read  and  finally  adopted. 

AV.  J.  Risk,  of  W.  N.  O'Neil  &  Co.,  Vancouver,  ad- 
dressed the  meeting  on  the  n^cc'-sity  of  a  good  informa- 
tion liuri  au  being  established  in  the  office  of  the  Secre- 
tary, and  run  in  connect'on  with  the  Association  worK. 
While  it  was  being  done  in  a  liiniied  way,  it  could  be 
very  nuich  improved  and  the  members  should  have  a 
central  office  where  they  could  always  get  a  rating  on 
prospective  customers.  It  was  (hM-ided  to  take  the 
matter  up  again  at  the  next  monthl.y  meeting  of  the 
association. 

The  Chairman  informed  the  meeting  that  they  were 
im  ited  to  lunch  at  the  Russel!  Hotel  at  the  courtesy  of 
the  New  Westminster  members,  and  on  motion  the 
meeting  was  adjourned  until  2  o'clock. 

Ontario  Sends  Fraternal  Greetings. 

The  afternoon  session  was  called  to  order  at  2  ]).m. 
sharp.  A  nundier  of  members  who  were  unable  to 
attend  the  morning  session  were  in  attendance,  making 
the  HUM'ting  one  of  the  most  representative  yet  held. 

The  Committee  appointed  to  draft  out  schedule  of 
assessment  for  coming  year  submitted  their  repcn-t, 
and  as  there  were  no  objections  from  the  membei-s 
present,  to  the  assessment  made,  it  was  finally  adopted. 
The  minimum  fee  was  placed  at  $10  per  year  and  ris- 
ing to  .+50  j)er  year.  Each  application  for  membi-rship 
to  be  accompanied  b,y  six  months  dues  in  advan.te. 

The  following  telegram  was  read  from  Weston 
Wrigley,  Secretary  of  the  Ontario  I\etail  Ilaidware 
Association  : 

"Ontario  Association  sends  greetings  to  liritisli 
Cohunbia  Association  and  regrets  inability  to  send  re- 
presentative to  your  Nintli  Convention.  Your  action 
sending  President  Kirk  to  our  convention  thoroughly 
appreciated.  Peterboro  convention  and  exhibition  our 
greatest  success.  Hope  your  new  President  attends 
(iuelph  convention  next  February.  Let's  l)uihl  a  Do- 
minion Retail  Hardware  Association." 

The  telegram  was  received  Avith  great  applause,  and 
the  Secretary  instructed  to  send  fratei-nal  greetings 
and  particulars  of  our  meeting. 


Election  of  Officers. 

The  election  of  officers  was  next  taken  up,  when  the 
following  were  elected  to  hold  office  for  one  year: 

Presi(b!nt,  II.  C.  ]\Iartin,  .Martin.  Finlayson  & 
Mather,  Vancouver. 

1st  Vice-President,  J.  15.  Paine,  Payne  &  McMulh'n. 
North  Vancouver. 

2nd  Vice-President,  Ceo.  lilakely,  T.  J.  Trapp  &  Co., 
New  Westminster. 

Secretary  Treasurer,  R.  1).  Diritiing,  Vancouver. 

Directors,  C.  K.  Snell,  J.  A.  Flett,  Ltd.,  Van;'0uver; 
C  .Moscrop,  McTaggert  &  Moscrop,  Vancouver; 
C.  Kennedy,  Lcnvis  &  Sills,  Vancouver;  J.  A.  Fortier, 
Cunninghams,  Ltd.,  Vancouver;  C.  P>rysen,  Bryson  & 
Sons,  New  Westminster. 

By  resolution  Past  President  H.  T.  Kirk  was 
elected  ex-officio  jnend)er  of  all  committees. 

S.  J.  Drake,  representing  the  Victoria  Retail  Hard- 
ware Association,  addi-essed  the  meeting  and  pointed 
out  the  good  work  that  can  be  derived  from  Associa- 
tion work,  it  meaning  fair  margins  for  everyb  dy  and 
a  good  thing  for  all  concerned.  He  was  sorry  he  was 
the  oidy  delegate  from  Victoria  and  promised  to  bring 
iiore  over  next  time.  On  closing  Mr.  Drake  thanked 
the  members  for  being  given  the  opportunity  of  b.nng 
present,  and  hope  d  that  when  the  Victor'a  Association 
liad  tiieir  convention,  tiiat  a  l)ig  crowd  from  the  main- 
land would  attend. 

Ceo.  Blakely  said  that  he  had  attended  every  meet- 
ing throughout  the  year,  and  would  like  to  see  a  few 
of  the  other  members  do  likewise  this  coming. year. 

Mr.  Hendrichs,  manufacturers'  agent.  Seattle,  who 
iiad  attended  botli  the  sessions,  was  called  upon  for  a 
few  words,  and  stated  that  there  was  no  (piestion  of 
doubt  tl>at  great  good  could  be  accomplished  by  Asso- 
ciation, provided,  the  members  were  loyal  to  one  an- 
other and  attended  to  the  work  of  the  Association,  in 
its  endeavor  to  better  the  condit'ons  in  the  Hardware 
business. 

H.  C.  Martin  thanked  tiie  members  for  electing  liim 
President  for  the  coming  year,  and  luped  he  would 
have  their  so^.id  support  throughout  the  year.    He  was 


C.    KKX.NKDV.    DIRECTOR.  .T.  .\.   1-UKTlKK.  DIKKCTOR. 


a  strong  believer  in  Association  work,  and  all  he  asked 
from  his  competitor  was  fail*  competition. 

Grievance  and  Price  Committees. 

(hving  to  the  nund)er  of  complaints  taken  up  dur- 
ing the  year,  it  was  decided  to  appoint  a  Crievance 
Conunittee,  to  deal  speedily  with  all  complaints  laid 
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before  the  Secretary.  Messrs.  W.  R.  Owen,  C.  K.  Snell, 
J.  A.  Fortier  and  C.  Kennedy  were  appointed  on  this 
Committee. 

A  Price  Committee  was  also  appointed  to  take  up 
with  manufacturers  any  persistent  cutting  in  prices 
that  might  be  brought  to  the  notice  of  the  Association. 
Messrs.  Paine  and  Moscrop  were  appointed  to  wait 
on  the  Hamilton  Powder  Co.,  in  regard  to  a  complaint 
that  their  powder  was  being  sold  below  cost. 

The  closing  of  stores  on  Saturday  afternoons  was 
brought  up,  and  after  much  discussion  it  Avas  finally 
decided  to  close  all  stores  between  the  hours  of  one  and 
seven,  from  the  first  Saturday  in  IMay  to  the  first 
Saturday  in  October. 

The  new  Lien  Law  obtained  by  the  Association  last 
season  Avas  discussed,  and  although  it  was  not  con- 
sidered to  be  yet  perfect  it  was  admitted  to  be  a  vast 
improvement  on  the  old  one.  As  the  hour  was  getting 
late  it  was  decided  to  bring  it  up  for  discussion  at  our 
next  monthly  General  Meeting. 


C.  B.  BRYSO.V,  DIRECTOR.  EX-PRES.  W.  C.  F.  STEARMAN. 


The  President  and  Secretary  were  appointed  a 
Press  Committee  to  give  out  reports  to  the  A'arious 
papers  asking  particulars  of  the  convention. 

After  a  hearty  vote  of  thanks  to  the  AVestminster 
members  for  the  very  excellent  manner  in  Avhich  they 
had  entertained  the  delegates,  the  meeting  was  ad- 
journed at  6.30  p.m.,  to  meet  again  on  call  of  the 
Secretary. 

THE  ANNUAL  BANQUET. 

The  trump  card  at  every  B.  C.  convention  is  the 
closing  session,  the  annual  dinner,  where  representa- 
tives of  all  branches  of  the  trade,  manufacturers,  job- 
bers, retailers  and  clerks  get  together  and  become 
"consumers"  of  "software"  and  eatables. 

Although  strenuous  discussions  on  the  price  of  tar 
paper  may  occupy  the  delegates  attention  during  the 
day  sessions,  it's  the  fiery  turpentine  rather  than  the 
dull  tar  product  that  occupies  the  spot  light  dui'ing  the 
evening's  fun.  But  the  Hardware  and  Stove  Journal's 
fiashlight  of  the  l)anquet,  shown  at  the  beginning  of 
the  convention  report  shows  that  every  seat  was 
taken  and  not  a  man  was  under  the  banquet  table. 

The  toastnmster  was  R.  P.  IMcLennan,  of  McLennan, 
IMcFeely  &  Co.,  and  ex-Lord  Alayor  of  Vancouver  and 
otiier  coast  towns.  While  giving  tlie  delegates  the 
freedom  of  the  town.  Mi'.  McLennan  saw  that  the  sup- 
ply of  Capilano  water  was  plentiful,  and  the  quality 
of  Sockeye  oil  was  none  too  strong. 

Pi-esident  ^lartin,  in  proposing  the  toast  of  the 
\\  lidlt  sjilc  .\ssociation,  spoke  of  the  splendid  service 


and  fair  dealing  of  the  "Wood,  Vallance  &  Leggatt, 
and  McLennan  &  McFeely  businesses,  two  of  the 
largest  jobbing  houses  in  Canada. 

Mr.  McLennan,  R.  F.  Anderson  and  H.  Parsons, 
responded,  testifying  to  the  advantages  of  trade  or- 
ganization. 

"Sister  Associations"  was  responded  to  by  S.  J. 
Drake,  of  Victoria,  who  spoke  of  the  close  relations 
existing  between  the  Victoria  and  Vancouver  Associa- 
tions. W.  Clark,  President  of  the  Vancouver  Retail 
Grocers'  Association,  and  F.  W.  Welsh,  President  of  the 
Retail  Merchants'  Association,  also  responded  and 
gave  short  talks  on  trade  organization,  besides  telling 
some  good  stories  having  to  do  with  midnight  sessions 
and  morning  after. 

"Our  Association"  was  proposed  by  President  Mar- 
tin and  responded  to  by  J.  B.  Paine  and  AV.  R.  Owen; 
" Mantif acturers  and  Brokers,"  by  Carl  Pendray  and 
responded  to  by  R.  E.  Jamieson  and  R.  A.  Ogilvie ; 
"Otir  Friends,  the  Travellers,"  by  H.  H.  Welsh,  re- 
sponded to  by  N.  A.  AVhite,  John  Whalen,  W.  C.  Bird- 
sail,  W.  Hill;  "Past  Presidents,"  with  responses  from 
C.  K.  Snell,  W.  C.  Stearman,  and  L.  B.  Lusby;  "Our 
Employees,"  by  F.  S.  Lockett,  and  answered  to  by 
Archie  Venn,  Alex.  McQuarrie,  George  Alarlow  and  F. 
Sayers. 

Shortly  before  midnight  the  prodigal  son  returned 
in  the  person  of  Retiring  President  H.  T.  Kirk,  just 
back  from  Toronto  and  the  Peterboro  convention,  and 
full  up  with  enthusiasm  about  the  Avay  he  had  been 
treated  at  the  meeting  of  the  Ontario  Association.  Mr. 
Kirk  was  distinctly  "it"  after  his  arrival,  and  after 
he  and  the  Ontario  Association  had  been  toasted,  Mr. 
Kirk  gave  a  brief  report  of  his  trip  and  promised  to 
give  a  more  complete  statement,  Avith  recommenda- 
tions and  suggestions,  at  the  next  monthly  meeting. 

"The  National  Anthem"  and  "Auld  Lang  Syne" 
brought  the  convention  and  banquet  to  a  close  shortly 
after  the  neAV  day  had  been  ushered  in. 


ONTARIO  CONVENTION  AFTERMATH. 

The  Interna  I: ioH'al  Varnish  and  Pincliiii-Johnson 
staffs  Avorked  ofi'  a  live  'stunt  on  Thursday,  Avhen  they 
had  a  special  dinner  menu  printed  at  the  National 
Hotel,  including  such  eatables  as  "Minerva  Liquid  Fill- 
ers," "Elastica  Tenderloin  Steak,"  etc. 

"AVe  made  a  12i,/>  per  cent,  increase  in  our  business 
in  six  months  by  hustling  for  business,"  said  R.  C. 
ChoAA^n,  when  urging  retailers  to  make  their  places  of 
business  known  as  "Quality"  stores. 

"One  of  the  first  things  Ave  should  take  up  in  the 
executive  should  be  a  plan  of  campaign  for  1911  to  in- 
crease our  members  and  sustain  the  enthusiasm.  For 
the  exhibition  part,  I  personally  haA'e  no  fear  providing 
we  treat  them  right,  giving  them  all  the  time  possible 
in  AA'hieh  to  meet  their  customers.  I  think  that  nearly 
every  manufacturer  and  exhibitor  Avas  satisfied  in  Pet- 
erboro, and  in  this  connection,  T  Avould  say  that  i\L'. 
E[arold,  of  Sanderson-Harold,  Paris,  called  on  me  this 
Aveek  and  wished  me  to  haA'e  their  firm's  name  entered 
as  an  exhibitor  for  1912,  as  he  said  they  eovJd  not 
afford  to  be  on  the  outside.  I  see  no  reason  why  the 
1912  meet  should  not  be  50  i)er  cent,  ahead  of  the  Peter- 
boro. proAndiug  Ave  start  in  right  now  with  that  object 
in  vicAV. " — n.  Occomore,  Guelph. 

"Our  1911  convention  Avas  the  nuist  helpful  gather- 
ing to  the  retail  dealer  of  all  our  conventions  up  to  this 
time.  The  exhibits  were  exceedingly  creditable  to  the 
houses  represented,  and  the  meetings  Avere  bristling  full 
of  good  points  For  all  who  came  in  a  reeeptiA'^e  mood," 
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writes  W.  F.  Macpherson,  Prescott.  "What  struck  me 
most  forcibly  was  the  unanimity  of  all  our  speakers,  in 
the  matter  of  'Price  Maintenance,'  which  was  treated 
in  so  masterful  a  way  by  Mr.  Maxwell.  Every  dealer 
present  should  have  gone  home  with  his  backbone  stiff- 
ened, and  a  determination  to  get  a  fair  profit  on  his 
turnover,  to  treat  his  opposition  white,  and  give  quality 
goods  to  his  customers.  From  the  many  expressions  I 
have  heard  from  dealers,  salesmen  and  exhibitors,  I  can 
foresee  a  grand  convention  for  1912.  I  always  feel 
greatly  refreshed  when  1  come  home  from  convention, 
so  great  is  the  benefit  and  enthusiasm  obtained  from 
meeting  and  associating  with  such  a  fine  lot  of  brainy 
business  men  who  gather  together  at  our  annual  meet." 

'"The  legislation  introduced  this  year  was  of  a  very 
aggressive  character,  and  if  carried  out  must  be  of 
benefit  to  the  dealer.  The  series  of  resolutions  submit- 
ted by  the  Resolution  Committee  were  of  a  kind  that 
should  commend  themselves  to  the  hearty  consideration 
of  all  concerned.  The  growth  of  the  Association  calls 
for  increased  diligence,  thought  and  wisdom  in  its  man- 
agement. A  lad  of  six  is  much  easier  controlled  than 
a  lad  of  fifteen,  but  the  lad  of  fifteen  can  be  handled  as 
easily  as  the  lad  of  six  if  the  parent  is  judicious.  I  be- 
lieve this  year  you  are  surrounded  by  men  of  the  best 
type,  a  better  executive  has  not  graced  the  position 
isince  I  have  belonged  to  the  Association." — M.  S.  Ma- 
dole,  Napanee. 

A  traveller  suggests  that  a  central  registration  bur- 
eau be  established  at  the  Guelph  meeting,  where  a  list 
of  places  can  be  obtained  showing  where  apartments 
can  be  secured  away  from  the  crowded  and  noisy 
hotels. 

S.  L.  Adoljih,  Listowel,  sent  his  regrets  at  being 
shorthanded  and  unable  to  attend  the  convention.  W. 
H.  Richardson,  Essex,  was  kept  away  for  the  same 
reason,  while  a  bad  attack  of  rheumatism  kept  J.  S. 
Weichel  away.    They'll  ail  be  at  Guelph  next  winter. 

The  parade  down  to  the  Oriental  Hotel  after  the 
Armouries  had  been  closed  Wednesday  evening  was 
the  biggest  thing  pulled  off  during  the  convention. 
Fully  l.OOO  people  fell  in  bcliiud  Arno  Bittues,  Adam 
Taylor,  Tom  Williamson  and  Jim  Hossaek,  the  Gillette 
Safety  Razor  Company  having  engaged  the  band  for 
an  extra  stunt.  About  2  a.m.  the  curtain  was  rung 
down  and  the  Hardware  Choir  went  to  bed. 

"The  convention  at  Peterboro  was  a  huge  success 
and  those  retailers  who  stayed  aw-ay  lost  a  good  oppor- 
tunity of  reaping  many  benefits.  Personallj^  I  bought 
more  goods  at  this  convention  than  at  any  other  I  have 
attended  because  I  could  see  the  articles  themselves  and 
have  their  merits  explained  to  me  better  than  by  buying 
from  catalogue.  I  do  not  think  w^e  will  have  any 
trouble  in  increasing  our  membership  this  year.  At 
our  next  convention  more  time  should  be  alloted  to 
question  hnx  discusisions  under  the  control  of  some  of 
our  own  members  similar  to  what  we  had  this  year.  Has 
John  Caslor  made  arrangements  yet  for  his  room  at  a 
private  house  for  tlic  (iudph  convention?" — Chas.  W. 
Conn,  Tillsonburg. 

Dewar  &  Ryan  have  succeeded  Mackie  &  Ryan,  Pem- 
broke, this  preventing  the  attendance  of  a  member  of 
that  firm  at  Peterboro.  Mr.  Dewar  writes:  "I  have 
followed  the  work  throughout  the  year  and  T  think  that 
everything  has  been  carried  on  splendidl.y.  One  thing 
I  would  like  to  know  is.  how  the  retail  merchant  in  a 
small  tow'n  is  going  to  be  able  to  battle  with  the  mail 
order  house.  We  have  a  fairly  large  town  here  and  we 
know  that  the  mail  order  houses  in  Toronto  have  a  lot 
of  customers  here." 


THE  LATEST  CONVENTION  SONG. 
Words  by  J.  S.  Weichel,  Waterloo. 

Tune:   "Is  That  Mr.  Reilly." 

There's  Emperor  Cinnamon,  the  man  in  the  chair, 

He's  a  thoroughbred  to  the  backbone. 
He  controlled  the  most  votfs  at  London  last  year. 

That's  the  reason  he  stands  alone 
In  a   class  by  himself, 

Now  he's  ready  for  the  shelf 
So  far  as  the  chair  is  bound 

For  its  been  the  intention  of  this  Convention 
To  pass  all  good  things  around. 

Chorus : 

Is  that  Mr.  Cinnamon,  does  anyone  know? 

Is  that  Mr.  Cinnamon  who  whiskers  does  grow? 

Well,  if  that's  Mr.  Cinnamon  they  speak  of.  by  ginnimon — 

Well,  upon  my  soul  Cinnamon,  you're  ready  to  go. 

Now  Wuerzberger  Chown  is  ne.\t  on  the  list 

To  fill  the  President's  chair. 
He  comes  from  the  Bay  of  Quinte,  they  say, 

And  never  has  troubles  or  care, 
.Just  give  him  a  chance, 

He's  ne'er  in  a  trance. 
He's  the  boy  with  the  white  heart  and  fair. 

He'll  try  and  do  right,  with  all  of  his  might. 
And  no  doubt  he'll  be  sure  to  be  there. 

Chorus : 

Is  that  Mr.  Chown,  can  anyone  tell  ? 
Is  that  Mr.  Chown  who  does  things  up  swell! 
Well  if  that's  Mr.  Chown  from  Belleville  town, 
Well  upon  my  soul,  Chown,  you're  doing  quite  well. 

Xow  W^eston  Wrigley,  the  man  with  some  nerve, 

He's  always  on  the  alert. 
He  never  sleeps,  but  is  always  awake. 

To  further  the  ,\ssociation's  work. 
He's  iiur  hIdI.   nhu  see. 

And  «li.v  slH.nldn  t  he  be? 
He's  the  bacUliorie  of  Hardware,  you  know, 

He  never  shirks  duty,  but  always  leads; 
He's  a  dandy  and  is  the  whole  show. 

Chorus : 

Is  that  Weston  Wrigley,  does  anyone  know  ? 
Oh!  yes  that  is  Wrigley,  who  runs  the  whole  show; 
Well,  if  that's  Weston  W'rigley,  our  Secretar'  Wrigley 
Well,  upon  my  soul,  Wrigley,  you  must  never  go. 

Good  honest  -Tohn  Caslor,  who  handles  the  cash. 

Must  nnt  be  forgotten,  you  know. 
He's  .just  like  a  clock,  when  you  wind  her  she  goes 

And  never  stujis  till  its  all  o'er. 
He  can  nevi  r  eat  ham  combined  with  some  jam. 

And  oysters  and  beer  on  the  side; 
But  I  daresay  we  never  will  find  his  equal 

As  Treasurer,  if  we  all  tried. 

Chorus : 

Is  that  Mr.  Caslor,  who  handles  the  cash? 
Is  that  Mr.  Caslor,  who  does  nothing  rash? 
Well,  if  that's  Mr.  Caslor,  good  honest  John  Caslor, 
Well,  upon  my  soul,  Caslor,  you're  IT  and  no  trash. 

This  Hardware  Convention  will  soon  be  over 

In  the  City  of  Peterborough; 
I'm  sure  we've  enjoyed  it.  myself  and  the  rest. 

We'll  all  be  home  on  the  morrow. 
And  we'll  settle  down 

With  a  big  frown 
.\nd  be  ready  once  more  ne.\t  year. 

We'll  come  again.  Peterborough,  if  you  say, 
Vou'i'e  dandies  and  here's  for  a  cheer. 

Chorus : 

Hurrah  for  the  city  of  Peterborough, 

^  urrah  for  the  city  that  knows  what  to  do: 

Xow  give  three  cheers,  you  members,  red  hot  ones  as  embers 
Three  cheers  for  the  city  of  Peterboroivgh. 


THE  HARDWARE  BUTTON. 

.\ir — Old  Grey  Bonnett. 


I'lit    iin   your   hardware  button 

.\nd   stop    price  cuttin'. 

Make   friends   with   your  opposition; 

It  will  lighten  your  labor 

To  chum  with   your  neighbor 

.\t    the    Hardware  Convention. 


THE   RIGHT  HARDWAREMAN. 

Air — .\ny  Little  Girl. 
.\ny   hardware  man  that's  a   "Sociation  man 

Is  the  right   hardware  man   for  me. 
He  won't  cut  a  price,  not  even  once  or  twice 

If  a  good  man   he  would  be; 
He  won't  have  to  sell  nails  to  get  trade 

From   the  bargain  hunter,  see — 
Any  hardware  man  that's  a   'Sociation  man 

Is  the  right  hardware  man  for  me. 


COME  TO  THE  HARDWARE. 

Air — Rings   on  My  Fingers. 
Sure  we've  got   paints   on   our  shelving. 

Stoves  on  the  floor, 
Lufkin  tapes  to  measure  with 

.And    safety    razors  galore. 
So  come  to  our  hardware  and  we'll  treat  you  fair 

Be  Mistress  Mumbo  Jumbo  Jijjiboo  J.  O'Shea. 
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Problems  of  Price  Maintenance 

Continuation  of  address  delivered  at  the  Peter- 
boro  Convention  by  W.  M.  Maxwell,  Iver 
Johnson  Arms  &  Cycle  Works,  Fitchburg.Mass. 


The  mail  order  method  of  doiiug  business  is  an  in- 
herently expensive  method  of  merchandising.  Some  of 
the  inside  facts  are  astounding.  But,  nevertheless,  the 
earnings  are  enormous.  I  noticed  in  a  Boston  financial 
paper  the  other  day  that  the  net  earnings  of  one  of  the 
big  catalogue  houses  on  the  common  stock  was  20  4-10 
per  cent,  in  1910  and  18  5-10  per  cent,  in  1909.  In  com- 
menting on  the  value  of  this  company's  stock  as  an  in- 
vestment, the  paper  said:  "The  tremendous  growth  of 
1910  shows  the  possibilities  of  the  mail  order  business, 
and  notwithstanding  a  high  operating  ratio,  permits  a 
large  balance  for  the  stock." 

Nor  does  the  mail  order  patron  sulbject  the  so-called 
bargains  of  the  catalogue  houses  to  the  analysiis  of  a 
mind  trained  to  the  ai^praisal  of  merchandise  values. 

Something  for  Nothing. 

To  emphasize  the  importance  of  this  point  I  am  going 
to  read  you  an  advertisement  that  1  cut  out  of  a  Boston 
paper  last  Sunday.  It  has  >been  appearing  off  and  on 
for  a  long  time  and  has  cost  a  good  many  dollars  if  the 
advertiser  is  paying  the  usual  rates. 

$75  BUYS  PRINCESS  WILKES. 

HANDSOME  CHERRY  BAY,  foaled  in 
1903,  weight  about  1,075  lbs.,  round  turned 
and  shapely  built  ^and  very  handsome,  is  stan- 
dard bred  and  registered,  is  a  natural  roadster 
of  9,  10  or  11  miles  an  hour,  and  has  been  trial 
miles  in  2.16  and  2.161/^  over  a  half-mile  track; 
she  has  also  been  halves  on  the  speedway  in 
1.03;  she  is  worth  $100;  for  a  brood  mare  her 
breeding  'cannot  be  >beat,  as  she  is  sired  by  a 
grandson  of  George  Wilkes ;  breeding  furnish- 
ed to  purchaser;  she  has  not  a  blemish  of  any 
kind,  is  perfectly  fearless  of  all  objects  on  the 
road,  is  very  well  mannered  and  will  drive  with 
open  bridle ;  I  think  if  she  were  properly  train- 
ed and  handled  she  would  trot  close  to  2.10,  as 
she  has  not  been  handled  for  speed  since  she 
was  4  years  old;  anyone  looking  for  a  first- 
class  speed,  family  or  road  horse  she  is  worth 
$300  to  them;  I  will  allow  30  days'  trial  to 
anyone  that  buys  her;  the  reason  I  am  selling 
is  I  have  purchased  a  racing  automobile. — P. 
BLUETT,  165  West  Brookline  St. 
P.S. — Also  to  the  buyer,  I  will  sell  my  buggy, 
road  cart,  harness  and  sleigh  for  $30 ;  I  will 
also  pay  freigiht  to  go  to  the  country. 

Gentlemen,  doesn't  that  sound  pretty  good.  Doesn't 
it  look  as  if  Princess  Wilkes  must  be  a  mighty  good 
bargain.  Mr.  Bluett  will  allow  you  30  days' trial.  And 
he  seems  to  be  willing  to  pay  the  freight,  too.  What 
chance  is  there  for  a  man  to  lose  on  that;  kind  of  a  pro- 
position? Yet,  I  don't  suppose  there  is  a  farmer  in  this 
whole  country  who  could  be  induced  to  order  Princess 
Wilkes  on  30  days'  trial,  or  in  any  other  way. 

And  why  not?  Because  Mr.  Farmer  knows  some- 
thing about  horses,  and  he  doesn't  believe  that  any  such 
horse  as  Prinee.ss  AVilkes  is  described  could  be 
bought  for  $75.00.  His  knowledge  of  horses  would 
cause  him  to  ridicule  the  assertions  contained  in  this 


advertisement,  but  he  takes  a  less  sceptical  view  of  the 
extraordinary  bargains  described  by  the  catalogue 
houses. 

Educate  the  Consumer. 

Now  what  are  we  going  to  do  about  it?  In 
my  judgment  we  have  got  to  educate  the  con- 
sumer. My  company  is  educating  him  on  one 
point.  And  that  is  that  the  world's  largest  revolver 
manufacturer  recognizes  no  one  but  the  resident  dealer 
and  does  not  sell  its  revolvers  to  catalogue  houhe^  or 
license  the  sale  of  its  revolvers  by  catalogue  houses. 

The  consumer  knows  there  is  at  least  one  manufac- 
turer who  isn't  in  partnership  with  the  mail  order 
people,  because  our  newspaper  and  magazine  advertis- 
ing tells  him  about  it  every  day.  Other  manufacturers 
will  perhaps  follow  our  exaimple  and,  if  they  do  so,  it 
will  remove  the  glamour  that  seems  to  surround  the 
catalogue  business  in  the  eyes  of  their  patrons.  ITow- 
ever,  I  am  not  here  to  expatiate  on  our  policies. 

In  my  judg'ment,  the  consumer  must  be  educated  to 
a  better  appreciation  of  and  a  finer  diseriminiatiou  of 
values.  I  counsel  against  price  cutting  as  a  business 
policy  in  the  hardware  trade,  because  it  means  a  sacrifice 
of  profits  without  any  assurance,  or  even  any  proba- 
bility of  permanent  advantage  over  either  the  icabalogue 
houses  or  your  local  competitors.  If  you  compete  on  the 
basis  of  price  alone  you  are  placing  your  dependence  in 
methods  that  are  just  as  available  to  your  competitors 
as  to  yourself.  And  if  yon  make  any  'considerable  suc- 
cess of  your  price  cutting  campaign,  you  force  your 
local  competitors  to  use  your  own  methods  with  result- 
ing disaster  to  all  of  you. 

But  it  is  possible  for  you  to  build  up  your  business 
in  such  a  way  that  your  competitors  cannot  tear  it  down 
even  though  they  imitate  your  methods.  It  is  possible 
for  you  to  give  your  store,  your  service  and  your  goods 
a  reputation  that  will  make  people  come  to  you  as  a 
matter  of  course.  It  is  possible  for  you  to  create  an 
appreciation  of  your  anerchandise  iai  the  miinds  of  the 
consuming  public  that  will  largely  emanoipate  you  from 
the  competition  not  alone  of  your  neighbors,  but  of  the 
catalogue  houses  as  well. 

Must  Know  Your  Goods. 

It  has  always  been  a  mystery  to  me  Avhy  retail 
merchants  do  not  pay  more  attention  to  the 
preparation  an^d  use  of  selling  analyses  of  their 
goods.  Some  time  ago  I  got  into  a  high-priced 
tailor  shop.  It  had  the  Royal  Arms  of  England  all  over 
the  windows.  It  had  melloAv  old  sporting  prints  on  the 
walls.  The  salesmen  dropped  their  "haitches"  in  just 
the  right  way.  There  was  an  atmosphere  about  the 
place  that  made  you  feel  that  you  really  ought  to  get 
.your  clothes  made  there,  but  when  they  asked  me  eighty 
dollars  for  an  ordinary  business  suit  and  I  asked  them 
why,  they  couldn't  give  me  a  single  why — not  a  single 
reason.  There  were  reasons,  too— pretty  good  reasons 
at  that. 

There  is  a  truthful  and  captivating  story  that  they 
could  have  told  me  about  their  woolens.  Also  they  might 
have  told  me,  as  I  afterwards  learned  from  one  of  their 
patrons,  that  in  their  shops  a  different  cutter  designs 
each  piece  of  every  suit, — one  cuts  the  coat,  another 
the  waistcoat  and  still  another  the  trousers.  Each  is  a 
high-priced  specialist  on  the  particular  garment  that 
he  designs.  Why  didn't  they  tell  me  that  instead  of 
letting  me  walk  out  with  the  impression  that  they  were 
a  set  of  elum.sy  imposters? 

Compare  this  tailoring  firm's  methods  with  those  of 
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tho  catalogue  house  which  advertises  a  pair  af  ^■].lr> 

pantaloons  in  the  followiiif^  way: 

Kxtra  Fine  Quality  Gray  Stripe  Pattern  Setiii- 
Peg  Top  Pants. 
If  you  want  a  pair  of  pants  for  Sunday  and 
dress  wear,  or  something  very  fine  for  every 
day  wear,  order  a  pair  of  these.  Face  of  fabric 
is  woven  from  extra  fine  long  ti'bre  pure  wool 
worsted  yarns  with  a  little  cotton  added  to  give 
it  strength.  Has  a  cotton  back.  A  shade  of 
gray  that  has  a  light  bluish  cast,  with  a  neat 
harmonizing  corded  stripe  of  the  same  cO'lor 
and  a  few  silver  silk  decorations.  Write  for 
free  Sample  Book  No.  89V  if  you  wish  to  see 
a  sample.  Fashionable  semi-peg  top  style,  as 
illustrated  on  page  -400,  having  belt  loops,  side 
poidu'ts,  liip  pockets  and  w^ateh  pocket.  Tab 
and  'button  on  left  hip  pocket.  Elega.ntly  tail- 
ored.  Perfect  fitting  effects. 

Sizes. — From  30  to  42  inches  waist  measure 
and  30  to  36  inches  inseam.  Give  your  waist 
and  inseam  measures. 

No.  45V9142.  Price  for  pants   !i^3.7r) 

That  is  some  sales  analysis,  isn't  it?  They  actually 
make  a  talking  point  of  the  fact  'that  those  trousers 
contain  cotton,  and  they  get  away  with  it.  The  ornly 
thing  they  omit,  to  state  is  that  the  leg  of  each  trouser 
has  a  space  for  the  corresponding  leg  of  the  wearer. 
That  omission  may  be  corrected  in  their  next  catalogue. 
Hold  Examinations  for  Clerks. 

If  I  were  a  retail  dealer,  1  believe  I  should  hold  O'Cca- 
sional  written  examinations  of  my  clerks  to  make  sure 
that  they  were  able  to  effectively  present  the  selling 
f)oints  of  my  merchandise.  A  human  salesman  ought  to 
be  more  effective  than  a  printed  liook.  but  co«iparing 
the  average  retail  salesman  with  the  mail  order  cata- 
logues, we  d'on 't  find  it  so.  do  -we  ? 

Another  thing — I  believe  I  would  take  advantage  of 
the  fact  that  most  retailers  neglect  their  opportunities 
to  make  use  of  the  pamphlets  and  other  printed  sales- 
nuuLs'hip  that  manufacturers  get  out.  I  would  charge 
myself  or  some  employee  with  the  responsibility  to  get 
everything  in  that  line  that  could  be  obtained  and  to 
distribute  it — not  to  waste  it.  I  would  make  the  manu- 
facturer's printed  matter  work  for  me  and  I  would  get 
the  reputation  of  (being  head(|uarters  for  the  newest  and 
best  products  of  the  best  manufacturers. 

I  would  also  try  to  monopolize  the  local  effect  of  the 
national  magazine  advertising  that  the  manufacturers 
on  my  goods  were  doing.  I  would  cut  their  advertise- 
ments out  of  the  magazines  and  paste  them  up  on  a  bul- 
letin board  with  an  appropriate  announcement  that  my 
store  was  headquarters  for  tlie  goods  advertised. 

I  would  maintain  prices  and  I  would  bring  all  my 
intlueuee  to  bear  on  the  manufacturers  to  get  them  to 
estaiblish  resale  prices  on  their  products  and  prevent  my 
competitors  from  cutting  prices. 

In  my  judgment  there  is  no  attractive  future  for  the 
local  hardware  merchant  in  the  price  cutting  field.  I 
believe  it  is  suicidal  for  liim  to  emulate  the  exami)le  of 
the  catalogue  house,  the  varieties  bazaar  or  the  depart- 
ment store. 


CANADIANS  ATTEND  BOSTON  CONVENTION. 

President  Chown  Gives  a  Report  of  His  Visit  to    the  New 
England  Retail  Hardware  Convention. 

As  instructed  by  the  P]xecutive  of  our  Association, 
I  attended  the  eighteenth  convention  and  exhibition 
of  the  New  England  Hardware  Dealers'  Association, 
held  in  Boston,  Mass.,  March  21  to  23. 


On  my  way  to  tlie  convention  T  had  a  few  hours  in 
Montreal,  and  while  there  I  met  Secretary  Wrigley, 
who  was  busy  soliciting  advertising  for  his  new  paper, 
and  two  of  the  staunch  supporters  of  our  Association, 
A.  A.  Bittues  and  Fred  C.  Lariviere,  whom  I  induced  to 
.join  me  on  the  trip  to  Boston. 

We  arrived  in  Boston  early  Tuesday  morning  in 
ample  time  to  study  the  methods  aflopted  by  them  for 
the  opening  of  the  exhibition  hall,  distribution  of 
badges,  payment  of  dues  and  other  routine  work  neces- 
sary at  gatherings  of  this  kind  and  we  picked  up  a 
nuird)er  of  new  ideas  and  suggestions  from  them  which 
will  be  of  material  assistance  to  us,  and  we  hope  to 
adopt  them  at  our  next  convention. 

At  2  o'clock  the  convention  was  formally  opened 
by  the  president,  after  the  singing  of  America  and 
prayer.  Addresses  of  welcome  were  given  by  ^layor 
Fitzgerald  and  Lieut.-Gov.  Frothinghara.  Following 
this  addresses  were  delivered  on  "The  Business  Out- 
look," "Co-operation  between  ^Manufacturer  and  Re- 
tailer," and  "Advertising  New  England." 

The  evening  entertainment  provided  by  the 
"Angels  of  Commerce,"  otherwise  known  as  the  manu- 
facturers' representatives,  was  a  unique  affair,  and 
was  a  new  feature  at  hardware  conventions.  There 
were  no  printed  programmes,  and  the  large  audience 
had  no  idea  of  what  was  to  be  presented  until  the 
curtain  was  rung  up  for  the  first  number,  which  proved 
to  be  a  burlesque  dinner  party,  given  to  the  only  bache- 
lor associate  member  of  the  association.  Each  of  the 
twenty  diners  made  a  speech  or  sang  a  song,  after 
which  the  guest  did  his  turn,  which  included  a  variety 
of  vocal  and  acrobatic  stunts. 

Wednesday  morning's  session  was  devoted  mainly 
to  the  "Question  Box,"  in  charge  of  Frank  E.  Steacy. 
Canada  was  given  a  big  advertisement  at  this  meeting 
in  an  address  delivered  by  Fred  C.  Lariviere,  President 
of  the  Chamber  of  Commerce,  Montreal. 

At  the  afternoon  session  reports  were  presented  by 
the  chairmen  of  the  active  and  associate  membership 
committees. 

L.  S.  Starrett,  founder  of  the  L.  S.  Starrett  Co.. 
Athol,  Mass.,  the  veteran  manufacturer  and  inventor 
of  small  machinists'  tools,  also  delivered  an  addre-ss,  in 
which  he  told  some  of  his  trying  experiences  in  the 
early  days  of  his  manufactury. 

Saunders  Nowell,  pjditor  of  the  Hardware  Reporter, 
St.  Louis,  and  a  former  hardware  jobber  of  interna- 
tional reputation,  spoke  on  "The  future  of  the  retail 
hardware  merchant."  He  criticized  the  methods 
adopted  by  the  average  retailer  now-a-days,  and  made 
a  number  of  practical  suggestions  wiiich  they  should 
follow  to  keep  abreast  of  the  times  and  to  hold  the 
farmers'  trade,  so  that  the  large  mail  order  houses 
with  their  catalogues  and  other  advertisements  would 
be  no  inducement  for  them  to  leave  the  merchant  in 
their  home  town. 

"The  President  of  the  Ontario  Retail  Hardware  and 
Stove  Dealers'  Association"  was  next  introduced,  and 
I  was  privileged  to  thank  tliem  for  their  many  cour- 
tesies extended  to  us,  and  to  give  a  short  report  of  our 
Association  work  in  Ontario. 

Tn  the  evening  a  card  party  was  held,  the  exhibi- 
tion hall  being  open  to  the  public. 

Thursday  morning  was  devoted  to  the  reports  of 
the  president,  secretary,  treasui'er  and  standing  com- 
mittees after  which  the  officers  were  elected  for  the 
ensuing  year.  In  the  afternoon  the  associate  members 
discussed  plans  for  boosting  the  membership  of  the 
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travelers  and  retailers,  and  in  electing  officers  so  as  to 
have  representatives  to  work  with  the  active  members 
on  any  matters  of  importance. 

In  the  evening  a  most  elaborate  banquet  was  held, 
at  which  I  had  the  pleasure  of  being  a  guest  of  the 
Association. 

The  thanks  of  myself  and  the  other  Canadian 
visitors  are  due  the  officers  of  the  New  England  Asso- 
ciation for  the  hearty  manner  in  which  they  enter- 
tained the  Canadian  visitors  as  soon  as  our  presence 
was  made  known  to  them.  AVe  can  certainly  learn 
several  lessons  from  them  in  how  to  look  after  visitors 
who  attend  future  conventions  of  our  Association. 

We  also  met  many  old  frierds  amongst  the  sales- 
men in  charge  of  the  exhibits  at  Boston,  all  of  whom 
were  extremely  pleased  with  the  results  obtained  from 
their  exhibits  at  our  recent  convention  at  Peterboro. 
Mr.  Howe,  of  the  Dover  Manufacturing  Co.,  stated  that 
he  had  received  more  orders  for  asbestos  sad  irons  at 
Peterboro  than  at  any  convention  lie  had  ever  attended. 
The  Boston  exhibition  had  many  interestiug  features, 
l)ut  was  not,  on  the  wliole,  as  good  as  our  own  Peterboro 
exhibition. 


covered,  yet  it  does  not  cover  any  of  the  following 
property :  plate,  plate  glass,  plated  ware,  clteks,  trin- 
kets and  mirrors,  and  in  case  of  some  companies  it 
wou.d  not  cover  many  other  articles. 

The  title  to  the  property  as  expressed  "owned  l)y 
the  assured,  or  held  by  them  in  trust  on  consignment 
or  sold  but  not  delivered,"  is  objected  to  when  the 
coinsurance  clause  is  part  of  the  contract.  In  case 
the  assured  has  a  stock  of  $20,000  and  some  automo- 
bile firm  uses  his  store  to  exhibit  two  automobiles  dur- 
ing the  month  of  April,  their  value  is  $10,000.  The 
fire  occurs  in  the  back  store  and  causes  $12,000  loss 
and  does  not  even  damage  the  automobiles.  He  is 
carrying  $16,000  insurance,  and  now  the  value  for  co- 
insurance purposes  is  $30,000  and  eighty  per  cent,  is 
$24,000.  He  is  therefore  entitled  to  collect  16-24  of 
$12,000,  or  $8,000.  He  thus  loses  $4,000  because  of  his 
policy  covering  property  in  which  he  was  in  no  way 
financially  interested.  This  wording  is  very  common, 
and  the  writer  has  known  some  very  impoi'tant  bro- 
kerage and  agency  firms  to  be  taken  completely  aback 
Avlien  attention  Avas  called  to  this  feature. 

The  title  to  tlie  liuilding  is  unn-'ccssarily  mentioned. 


Messrs.  Chown,  Wrigley,  Bittues  and  Lariviere,  in  company  with  "Teddy  Roosevelt"  and  officers  of  the  New  England  Association. 


To  Mr.  Bittues,  our  thanks  are  also  due  for  showing 
us  Boston,  his  former  home  town,  in  a  very  enjoying 
automobile  ride,  during  which  we  visited  the  big 
(ii.'lette  Safety  Razor  plant,  where  1,400  persons  are 
engaged  in  making  (iillette  razors  and  blades. 

P,e]h'vil]e,  April  1.  R.  C.  CHOWN. 


VALUABLE  FIRE  INSURANCE  POINTERS. 

A  Reply  to  Accountant  St.  John,  N.B.,  by  W.  G.  Wright, 
Adjuster  for  the  Assured,  Toronto. 
It  was  only  pleasure  to  record  the  really  excellent 
article  under  the  above  heading  in  your  February  num- 
ber. If  every  merchant  would  give  his  insurance  the 
thoughtful  cniisidei-atif)!!  which  this  article  evidences, 
a  deci(h>(l  i-rdiict imi  of  lidtli  cost  of  insurance  and  of 
tiu'  fire  waste,  cnuscs  the  pi'cseiit  excessive  cost,  would 
result. 

While  ([uite  in  accord  with  the  first  part  of  the 
articl(!,  I  am  not  so  favorable  to  the  schedule  suggested. 

The  wording,  "On  their  stock  of  harflware  and  all 
goods  pertaining  to  their  business"'  is  very  effective. 
On  the  face  of  it  one  expects  to  find  all  of  a  stock 


No  permit  is  in  the  policy  for  keeping  any  gasoline, 
or  benzine.  One  gallon  is  permitted  without  extra 
charge,  and  nearly  every  hardware  store  keeps  a  few 
small  bottles  for  sale. 

"Total  concurrent  insurance  up  to  100  per  cent, 
of  the  cash  value  of  the  property  without  notice  until 
required."  Then  if  the  fire  comes  when  stock  is  low, 
and  catches  him  with  $50,000  insurance  on  a  stock  that 
usually  runs  say  $600,000,  but  at  stock  taking,  the 
time  of  the  fire,  is  only  $40,000,  he  has  avoided  his  con- 
tract. The  sooner  a  proper  permit  for  other  insurance 
is  put  into  Mr.  Smith's  policies  the  better. 

The  gentlemen  who  drafted  this  contract  has  cer- 
tainly done  better  than  will  be  found  in  more  than  the 
average  policy,  probably  nine  out  of  ten  cases.  He  has 
no  doubt  thought  that  now  he  has  his  policies  all  alike. 
Without  discussing  the  detail  the  writer  will  state  un- 
hesitatingly that  the  chances  are  at  least  99  out  of  100 
that  no  two  of  his  contracts  are  now  alike;  because 
of  applications,  or  conditions  precedent,  or  variations, 
etc.,  etc.,  which  time  and  space  do  not  permit  of  dis- 
cussing in  this  article. 
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It's  liij^li  lime  (o  talk 

Paints  and  Varnishes 

Spring  is  here — tlie  scjison  of  liouse-elcaninfi,  rcnovatiiiiL'",  repaintinf^  anfl 
brightening'  up  tlic  lioinc 

Mr.  Dealer — nine  (iiit  of  ten  of  your  eustoiiiers  are  contemplating  some 
painting  job,  big  or  little. 

A  suggestion  from  you  MIGHT  cud  all  indecision  and  clincii  the  sale. 
And  every  can  of 

MINERVA 

Paints  and  Varnishes 

you  sell  is  auotlKU'  step  towards  business  success. 

MINERVA  PAINTS  give  absolute  satisfaction  and  mean  permanent, 
satisfied  customers  (the  come-back  kind)  to  you. 

It's  the  Minerva  high  quality  that  counts — that  insures  a  perfect  job. 

Every  ingredient  is  the  finest  obtainable,  and  compounded  and  ground  by 
Mechanically  Perfect  Machinery  in  the  big  Minerva 
factory. 

For  success,  link  your  paint  business  to  the  Minerva 
trade  mark.  Make  Minerva  Paints,  Enamels  and 
Varnishes  your  specialty. 

Our  heavy  newspaper  and  magazine 
advertising  is  creating  trade  for  you. 
Do  not  let  your  competitor  reap  ALL 
the  benefit. 

Show  the  people  in  your  neighbor- 
hood you  stock  this  high  grade  Bri- 
tish Paint.  Keep  Minerva  Products 
well  displayed  in  the  window  and 
on  the  counter. 

Learn  all  abovit  the  ]\rinerva  Pro- 
position— ^Vrite  us  to-day. 

There's  a  Minerva  Paint 
Enamel  and  Varnish  for 
every  purpose. 

PI^CHIN,    JOHNSON    &  CO. 
Canada)  Limited 

TORONTO,  -  -  ONTARIO 

Established  in  England  in  1834 
"It's  SO  easy  to  paint  with  Minerva'" 
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A  Trinity  of  Trade-Bringers 


Lacqueret 

For  brightening 
the  home 


Flattine 

Cabinet 
Finish 


The  Hardware  Merchant  who  wants  more  and 
better  business  makes  it  his  special  business  to  push 
the  International  Big  Three. 

Lacqueret 
Elastica 
Flattine 


WE    CREATED  THE 


a  transparent  lacquer,  for  giving  new  life  and  renewed  good  ilooks 
to  old  woodwork  and  furniture.  Has  innumerable  uses  in  the  home 
and  sells  steadily  all  the  time. 

is  the  best  finish  for  floor  work.  It  works  with  great  freedom, 
covers  the  maximum  area,  and  produces  a  brilliant,  permanent 
finish.    Unexcelled  for  finest  trim  work. 

produces  that  desired  rubber  effect  without  rubbing.    Is  very  dur- 
able and  damp-resisting  and  dries  hard  over  night. 
DEMAND    BY    OUR  INSISTENT  CONSUMER  ADVERTISING 


When  you  order  Floor 
Finish,  be  sure  you  get 


Not  something  that 
sounds  like  Elastica,  but 


eiasfica  S^cfnds  the  l{ocks.  " 


TORONTO 


Makers  of  Fine  Varnishes 

NEW  YORK 


CHICAGO 


LONDON 


Branch  of  Standard  Varnish  Works 

BERLIN  BRUSSELS 


UBSII 
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Paint  and  Varnish  Trades 


HOUSE-CLEANING  TIME  PAINT  SUGGESTIONS. 

(Written  for  the  Journal  by  C.  M.  Lemperly). 

There  is  a  very  close  relation  between  the  housc- 
eleaning  season  and  the  retail  paint  and  varnish  1  usi- 
ness.  AVithin  the  past  few  years  there  has  been  a 
eravinj;  for  sanitary  surfaces,  and  the  result  has  been 
a  large  deiimnd  for  wall  coatings  other  than  papers  and 
hangings.  Cold  water  paints,  oil  paints  and  various 
wall  finishes  have  replaced  wall  paper  in  many  homes 
not  merely  because  of  their  richness  of  color  and  their 
adaptability  to  color  harmonies,  but  primarily  because 
of  their  durabilit.v,  their  economy,  their  ease  of  appli- 
cation and  their  sanitary  properties.  The  last  is  the 
most  important.  These  wall  coatings  are  generally 
applied  in  tiu^  spring  of  tiu^  year  because  that  is  the 
time  when  people  go  carefully  over  their  homes  and 
freshen  them  up  wherever  possible. 

Building  is  constantly  going  on  and  affords  oppor- 
tunities to  the  retailer  for  selling  large  orders  of  wall 
finishes  for  "first"  work.  Then  the  "renewing"  means 
a  large  demand,  so  it  would  be  to  your  advantage  now 
to  make  a  hard  drive  on  wall  finishes.  Sing  e  owl  sell- 
ing points  and  drive  them  home  to  the  people  through 
newspapers,  circular  letters,  etc.  Tell  how  painted 
walls  can  be  washed  witli  soap  and  water — that  will 
appeal  to  the  "upkeep"  desire  in  every  housewife's 
heart.  Tell  her  about  the  possibilities  of  stencil  decora- 
tion over  painted  walls — siie  wiU  be  sure  to  like  attrac- 
tive border  designs  for  her  rooms.  Tell  her  how  fresh 
and  cheerful  painted  walls  will  make  her  home.  Don't 
be  too  careful  of  your  color  samples  for  tluvs'^  sell 
goods ! 

A  Floor  Paint  Opportiuiity. 

House-cleaning  time  invariably  means  the  taking  up 
of  rugs  and  cai'pets.  In  some  cases  they  come  up  for 
good — that  ofifers  you  an  opportunity  to  sell  a  quantity 
of  floor  paint,  floor  varnish  or  floor  stain.  If  the  car- 
pets are  to  be  ])ut  down  again,  the  chances  are  t'le 
borders  will  need  renewing,  so,  in  nearly  every  home, 
some  floor  finish  will  be  used.  Tl.at  should  suggest  to 
you  ways  aiul  means  of  bringing  to  the  housewives' 
attention,  your  products.  Here  again  color  samples 
carry  conviction.  Selling  points  are  durability,  tough- 
ness, covering  capacity,  iiigli  g'oss,  ability  to  withstand 
the  drawing  of  cliaii's  without  scratching,  etc.  Show 
your  prospects  a  saving  and  they  will  buy  from  yon 
even  tho  your  floor  finishes  are  higher  priced  than  the 
other  follow 's. 

Chairs,  picture  frames,  tables,  fuin'tiu-e — these  ai.d 
scores  of  other  articles  will  re(juire  finish'ng  touches  in 
many  homes  this  spring.  Tell  the  housewife  how  slie 
can  iiuike  unsiglitly  furniture  loolc  attractive  and  u  'w 
by  using  sonu>  of  your  household  paints.  Y(  ur  ability 
to  suggest  to  her  mind  these  things  will  make  your 
sales  of  shelf  goods  total  larg(>  at  the  end  of  the  season. 
There  is  no  one  who  can  (piestion  tlie  economy  of  using 
paint  even  consider-ing  prices  which  have  existed  for 
the  past  year  or  mor(>. 

The  Paint  Insurance  Argument. 

But  don't  forget  that  house-cleaning  time  means 


opportunity  for  selling  outside  paints.  Voui-  l)iggcst 
paint  sales  will  come  from  such  business.  Nobody 
wants  a  clean  house  inside,  all  freshly  decorated,  and 
a  shabby  exterior.  The  outside  and  inside  should  go 
iuind  in  hand.  Sell  outside  paint  as  if  you  were  selling 
life  insurance — delay  means  expense  and  upk'^ep  means 
protection.  The  first  cost  of  an\i;hing  is  forgotten  when 
service  and  long  life  are  assurerl.  You  can't  push  out- 
side paint  too  strongly  in  spring.  It's  the  backbone  of 
your  paint  department. 

In  doing  your  spring  selling  of  paint  and  virnish, 
try  to  strike  the  prospect's  desire  for  well  kept  pro- 
perty. Make  a  human,  home-like  appeal.  There  is 
bound  to  be  a  big  demand  this  spring.  Granted  thai 
you  are  handling  reputable  goods,  there  is  no  reason 
why  you  should  not  have  a  record  spring  I 

Armchair  Salesmanship. 

There  are  some  dealers  who  sit  back  during  the 
winter  and  tell  folks  to  watch  their  sales  in  the  spring. 
That  sounds  fine.  But  when  .spring  comes,  they  are  no*^ 
alert  to  their  opportunities  and  neglect  to  work  their 
goods  into  homes  where  paint  and  vainish  are  abso- 
lutely needed,  let  alone  desirable. 

I  have  little  faith  with  the  theory  that  business  will 
come  to  the  man  who  waits.  Nothing  will  come  to  the 
merchant  unless  he  digs  all  the  time.  Prospects  art- 
walking  up  and  down  the  street  waiting  for  your  mes- 
sage, and  every  home  and  building  is  your  field  to  work 
upon — but  remember  there  may  be  a  hundred  oth-irs 
after  the  business.  Your  problem  is — how  to  make 
your  appeal  the  strongest. 

House-cleaning  time  should  be  your  one  best  bet, 
and  if  you  don't  make  it  so.  rest  assured  someoui'  else; 
is  getting  the  big  profits.  Tiie  time  is  here,  you  have 
the  goods,  wily  not  get  the  business? 


SELL  PAINT  BY  THE  JOB. 

A  paint  traveler  tells  of  an  exhibition  of  clever  and 
up-to-date  salesmanship  that  he  witnessed  recently, 
and  which  is  good  enough  to  paes  along. 

"While  I  was  standing  in  a  store,"  said  the  sales- 
man, "a  custonu'r  came  in  and  asked  the  clerk  if  his 
paint  would  be  any  cheaper  if  he  bought  it  now.  The 
eleik  innnediately  got  on  the  job.  He  informed  the 
tnan  that  linseed  oil  had  gone  up  about  50e.  per  gallon 
and  that  conditions  pointed  to  still  higher  prices.  The 
man  then  asked  him  how  much  paint  was  a  gallon. 
Tiu'  clerk  dodged  the  question  and  casually  asked  the 
man. — his  words  were — 'By  the  way.  John,  how  large 
is  that  house  of  yours?'  The  man  replied  that  it  was 
about  20  x  24  and  about  18  ft.  at  the  posts.  The  clerk 
picked  up  a  pad  of  paper,  figured  for  a  moment  and 
came  back  in  this  manner: 

'Well,  John,  we  can  furnish  y(  u  paint  for  that  job 
for  ^12.50.'  John  replied  that  he  had  figured  t!  at  it 
Avould  cost  at  least  that  nuudi  or  more  for  the  material 
and  gave  the  order  for  the  paint.'" 

To  sell  paint  by  the  job  instead  of  by  the  gallon 
is  an  easy  way  to  handle  the  price  proposition.   Try  it. 
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MAKE  AN  EFFORT  TO  SATISFY  CUSTOMERS. 

W.  E.  Parke,  in  American  Paint  &  Oil  Dealer. 

Wliat  does  that  paint  on  the  counter  represent  to 
you?  Is  it  just  a  piece  of  merchandise,  purchased  at 
so-inuch-per-gallon,  and  to  be  retailed  at  so  much  for 
can  and  contents  and  wrapping  paper?  Or  is  it  an 
opportunity  for  you  to  convert  a  casual  paint  buyer 
into  a  permanent  patron? 

Put  yourself  in  the  place  of  the  paint  buyer,  and 
very  like'y  it  will  prove  an  opportunity  that  you'll 
grab  before  its  forelock  has  a  chance  to  Avhisk  past 
you. 

Here  comes  Jones.  Jones  wants  a  can  of  paint. 
He  grabs  up  the  sample  card  and,  glancing  his  eye 
over  it,  selects  the  color  he  wants.  You  wrap  up  the 
can,  pass  the  parcel  across  the  counter  to  Jones,  and 
ring  up  the  sale  on  the  cash  register. 

A  few  weeks  later  in  rushes  Jones  with  his  mane 
flying  and  his  back  up. 

"That  paint  you  sold  me  isn't  worth  a  cent  a  ton." 
he  yells  so  loud  that  the  peanut  vendor  a  block  away 
can  hear  him.  "No,  not  a  single  cent.  Why,  the 
veranda  floor  has  scratched  perfectly  bare  in  half  a 
hundred  places." 

You  look  at  the  sample  card — for  you  remember, 
in  a  saddened  fashion,  that  James  made  his  selection 
without  any  help  of  yours  from  the  sample  card. 

"Why,"  you  exclaim,  "that  wasn't  floor  paint. 
What  you  bought  was  ordinary  house  paint." 

Jones  glares  at  you. 

"How  was  I  to  know  that  there  was  any  difference 
in  paints?"  he  demands — and  he  huffs  out. 

And  maybe  he  never  comes  back,  but  carries  else- 
where his  grievance,  and  his  order  for  a  fresh  supply 
of  paint,  and  other  things. 

Practical  painters  themselves  occasionally  make 
l^lunders,  but  the  unpractical  fellow,  who  is  proliably 
doing  the  IMichael  i^ngelo  stunt  for  the  first  time  in  his 
life,  stands  every  chance  of  converting  the  entire  .job 
into  one  colossal  blunder.  Very  few  people  outside 
the  business  knoAV  anything  about  paint.  They  have 
only  the  remotest  glimmering  of  what  colors  wVl  suit, 
and  still  less  knowledge  of  how  to  apply  them — and, 
least  of  all,  their  proper  and  necessary  constituents. 
True,  tlie  same  mixture  can  be  spread  on  house,  barn, 
porch,  floors,  lawn  furniture,  exteriors,  interiors — but 
what's  the  use,  when  the  paint  manufacturer  has  de- 
veloped so  many  specialized  varieties,  each  calculated 
to  do  to  a  nicety  its  own  particular  work?  It  is  upon 
the  dealer  that  Jones  must  usually  rely  for  his  entire 
instructions.  It's  for  the  dealer  to  save  Jones,  and  in- 
cidentally himself,  by  finding  out — courteously,  of 
course — whetlier  the  right  paint  is  being  purchased; 
and,  more  important  still,  whether  the  user  knoAvs  the 
correct  way  to  apply  it. 

Maybe  Jones,  in  a  rare  instance,  proves  to  be  that 
miracle,  an  ordinary  man,  who  does  know  how  to 
iiandle  paint.  AVIiat  tlu'  dealer  tells  him  Avill  therefore 
be  no  news.  .last  the  same,  he  appreciates  the  informa- 
Ii1.11.  Sinitli's  interest  tickles  him.  You  know  that 
most  ffllows.  when  they've  a  litth'  i)ainting  job  on 
liaiid.  just  Iiiiiiiilc  ov(>r  witli  enthusia!-;m.  The  smell  of 
naiiit.  cviMi  thoimh  it  be  still  in  the  can,  seems  in  a  way 
itito.xicating  and  exhilarating,  and  their  spirits  soar. 
Jones  wants  to  talk.  The  logical  man  to  talk  to  is 
Pa -lit  Dcah'i-  F^mith,  and  wlien  Rmith  talks  back  in 
Kind,  .lonrs  warms  to  him.  ^lals'in'_r  an  impression" 
Wliy,  Siiiilh  has  a  gobh'ii  o|)|)ort  unify  fo  inak'f  an  im- 
pression. I'^TH^I 

"Decent   fellow,  that   S^mith,"  says  Jones  to  his 


wife.  "He  was  as  much  interested  as  though  the  coal 
shed  was  his  own."  Which  all  counts  up  in  Smith's 
favor,  when  it  comes  time  to  paint  the  Jones  residence. 

Well — maybe  the  yoke  is  on  the  off  ox.  In  other 
words,  Jones  doesn't  know  beans  about  paint  and 
painting.  Most  people  who  "do  their  own  painting" 
fit  right  into  this  category.  Jones  rather  doubts  that 
the  color  he  has  in  mind  will  be  the  most  useful,  or 
look  the  best.  The  proper  way  of  handling  the  brush 
is  all  Greek  to  him.  AAHien  it  comes  to  laying  on  the 
paint,  he's  mentally  bogged.  He  hasn't  even  a  prim- 
ing coat  of  knowledge  on  tlie  subject. 

What's  your  notion  of  a  paint  deal  in  a  case  like 
that?  Does  it  just  consist  in  asking,  "AVhat  color  do 
yon  wish — and  how  many  cans?"  taking  the  money, 
wrapping  up  the  paint,  and  jotting  down  directions 
for  delivering  the  parcel?  That's  business,  but  it's 
not  paint  business — at  least,  not  the  kind  of  paint 
business  that  builds  more  business. 

Jones  buys  the  wrong  color;  which  he  doesn't  dis- 
cover till  the  paint's  dry.  Does  Jones  blame  Jones t 
Not  on  your  life.  He  wouldn't  be  human  if  he  blamed 
Jones.  He  lays  it  all  on  Smith,  who  so'd  him  the  paint 
and  who  took  his  hard-earned  cash  and  never  stopped 
to  say  "Yea"  or  "Nay"  or  even  "Hey?"  to  him.  He's 
annoyed;  and  Smith's  name  is  jotted  down,  subcons- 
ciously, upon  his  mental  blacklist. 

Or  maybe,  imagining  he's  an  artist,  Jones  has 
dabbed  on  his  paint  any  old  way,  with  here  and  there 
a  single  thin  coat  and  there  three  coats  overlapping; 
and  the  surface  of  the  floor  or  wall  looks  like  the  sad 
sea  waves.  Does  Jones  cuss  his  own  bungling  methods? 
Not  by  a  jugful.  He  rises  iip  on  his  hind  legs  and 
cusses  the  paint.  The  stuff  is  "dope,"  it's  "rotten," 
it's  "old  stock,"  the  dealer  glimpsed  the  emerald  in 
his  eye  and  soaked  him  accordingly.  Every  passer-by 
who  pauses  to  look  at  that  botch  job  and  smiles  ever 
so  faintly  about  something  else  tosses  a  fresh  coal  upon 
the  smouldering  flame  of  Jones'  an-^er.  And  Avhen  all's 
said  and  done,  Jones  goes  to  another  store  to  buy  some 
"decent  paint,"  and  Smith  is  in  Jones'  black  books 
forever  after — especially  if  Jones  ever  becomes  a  law- 
maker. 

There's  a  friend  of  mine  who  runs  a  hardware  store. 
Paint  is  only  a  part  of  his  business ;  but  he  knows  all 
his  business  thoroughly.  There's  always  an  open  can 
of  the  paint  he  handles  and  a  fresh  bit  of  board;  and 
when  a  paint  customer  comes  along,  there's  always  a 
little  chat  about  painting,  a  few  pointers  upon  the  art 
of  extinguishing  knots,  a  little  lesson  in  the  science  of 
turning  corners,  a  fancy  exhibition  of  the  various 
strokes — some,  perhaps,  known  only  to  himself;  the 
way  to  handle  this  situation  or  that,  and  the  trick  of 
covering  the  ground,  or,  rather,  the  wall,  without 
undue  wear  and  tear  upon  the  muscles.  It's  a  liberal 
education  in  painting — and  salesmanship — to  buy  a 
can  of  the  prepared  stuff  fi-om  that  fellow.  He  has  his 
little  exhibition  down  so  pat  that  it  takes  only  a  few 
minutes  each  time,  and  he  Avorks  it  in  so  incidentally 
that  you  can  never  remember  AAdiere  he  began,  or  AA'hy, 
or  hoAV.  He  hasn't  lost  a  dozen  paint  customers  in  as 
many  years — and  he  takes  care,  too,  to  prime  them 
upon  the  money  saving  aspect  of  regular  painting,  so 
that  they  inevitably  come  back  to  him. 

Well,  you  can  be  lilce  that  chai^  Put  it  means  that 
you,  yourself,  must  know  paint.  You  must  knoAv  the 
brands  you  handle  i)a rticula I'l y.  you  nuist  understand 
h(nv  I0  apply  it,  and  you  must  have  inor(>  than  a  cata- 
logue eye  to  the  colors  that  go  Avell  together  and  knoAV 
and  have  a  "special  paint  for  every  special  ]uii-i)ose. " 
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TESTING  PAINTS  AT  ATLANTIC  CITY. 

The  second  annual  insjx'ction  of  tiie  paints  applied 
to  the  Atlantic  C'ity  test  fence  was  made  on  May  10, 
1909,  by  a  committee  representing  the  Master  Painters' 
Association  of  Philadelphia  and  the  Scientific  Section 
of  the  Paint  Manufacturers'  Association  of  the  United 
States. 

The  painted  panels  were  all  carefully  inspected  by 
the  inspectoi's  in  the  usual  manner.  With  the  aid  of 
hifjh  power  magnifying  glasses,  checking  was  de- 
termined. The  degree  of  chalking  by  the  various 
paints  was  ascertained  by  rubbing  a  piece  of  black 
cloth  across  the  surface  of  each  paint.  Close  observ- 
ance was  made  to  determine  scaling,  peeling,  cracking, 
gloss,  color  and  the  other  factors  to  be  considered  when 
examining  a  painted  surface.  From  these  observations 
it  was  |)ossible  for  the  inspectors  to  state  whether  a 
panel  exhibited  general  good  condition,  general  fair 
condition  or  general  poor  condition. 

An  inspection  of  the  white  lead  paints  on  the  fence 
indicated  in  every  instance  a  rough,  chalked  and  dis- 
integrated surface  that  seemed  to  be  well  worn,  in 
some  cases  nearly  to  the  wood.  The  strongly  oxidized 
air  of  the  sea  coast  is  probably  responsible  for  the 
early  decay  of  this  pigment. 


It  was  observed  that  the  corrd)ination  tyfx-  of  paint 
showed  better  hiding  power  than  white  lead,  over  the 
black  crosses  placed  on  the  priming  coat  of  each  paint, 
as  a  hiding  power  test. 

There  are  no  pigments  possessing  great(!r  hiding 
properties  when  first  used,  than  white  leads,  but  the 
lack  of  hiding  power  on  the  white  lead  [)anels  after  two 
years'  exposure  was  caused  by  the  chalking  away  of 
the  lead.  The  superior  hiding  power  of  the  composite 
paints  was  due  to  the  action  of  the  other  pigments  in 
these  combination  paints  in  preventing  the  lead  from 
chalking  away. 

The  committee  finds  that  the  addition  of  a  reason- 
able percentage  of  zinc  oxide  to  white  lead  increases 
its  durability  and  retards  its  chalking,  renders  it 
whiter,  and  forms  a  surface  that  presents  a  much 
better  repainting  condition.  The  combinations  of 
white  lead  and  zinc  oxide  on  the  Atlantic  City  test 
fence  were  in  general  good  condition  throughout. 

Corroded  white  lead,  sublimed  white  lead,  zinc 
oxide,  and  zinc  lead  are  the  standard  white  opaque 
pigments.  They  were  all  tested  on  the  Atlantic  City 
fence  and  it  was  found  that  to  use  any  one  alone  results 
in  interior  protection  to  the  wood.  Barium  sulphate, 
silica,  asbestine,  china  clay,  and  calcium  carbonate  are 
the  standard  crystalline  pigments.    In  the  past,  the 
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'  This  pigment  on  analysis  proved  to  be  zinc  lead.    See  Report  on  An^lysiv. 
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overloading  of  paints  with  these  crystalline  or  inert 
pigments  has  been  the  cause  of  the  prejudice  that 
painters  have  had  against  their  use.  It  has  been  es- 
tablished beyond  controversy,  however,  that  the  use 
of  these  pigments,  in  modern  percentage,  combined 
with  any  of  the  standard  opaque  white  pigments,  such 
as  white  leads,  zinc  oxide,  etc.,  undoubtedly  results  in 
beter  service  from  every  standpoint,  and  forms  the 
most  satisfactory  white  paint  for  general  outside  use. 
Some  of  the  most  perfect  painted  surfaces  on  the  fence 
Avere  those  made  on  the  above  basis,  as  reference  to 
the  charted  report  will  show. 


COMPLAINS  OF  UNFAIR  COMPETITION. 

"Paints  were  very  slow  moving  with  me  during 
1910,  but  whether  to  attribute  this  to  price  or  not  I 
cannot  say,"  writes  a  Northern  Ontario  retailer.  "We 
had  a  little  difference  with  a  paint  manufacturer  last 
spring.  Their  traveler  called  in ;  my  stock  was  heavy 
and  I  said  I  thought  I  would  try  and  reduce  same  be- 
fore buying  (thinking  prices  would  not  go  much 
higher),  and  what  did  their  traveler  do  but  induce  a 
sewing  machine  and  organ  dealer  to  put  his  line  in,  and 
he  was  peddling  it  all  summer.  Possibly  my  sales  were 
affected  that  way;  of  course  I  do  not  expect  this  to 
last,  for  I  do  not  think  the  man  has  the  means  to  carry 
stock  so  as  to  satisfy  the  trade.  I  do  not  think  I  shall 
buy  from  those  manufacturers  again." 
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Lateral   

27 

15 

20 

40 

30 

10 

Slight  

Visible  with  naked  eye  . 

29 

16 

33 

33 

34 

Slight  

Slight  

Good  

31 

17 

40 

40 

3 

13 

4 

Medium  

Slight  
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J.  H.  CONOVEl;,  TORONTO. 


A  FORMER  RETAILER'S  SUCCESS. 

'I'he  new  Toronto  branch  of  the  Martin-Senour  Co., 
Ijiiuited,  at  215  Victoria  Street,  is  one  of  the  most 
centrally  located  and  best  equipped  warehouses  in  the 
city,  being  one  block  east  of  Yonge  and  one  north  of 
Queen.     It    occupies    the    entire    third    floor    of  a 

new  office  building,  and 
the  5,000  feet  of  floor 
space  is  equipped  witli  the 
most  modern  bins  capable 
of  storing  thousands  of 
gallons  of  paint,  which 
will  be  used  to  fill  orders 
received  from  Western 
and  Northern  Ontario 
customers.  Stocks  will 
also  be  kept  for  the  city 
trade  at  Rice,  Lewis  & 
Son  and  Stewart 
Woods'  warehouses. 

J.  H.  Conover,  who 
represented  the  company 
for  five  years  in  Western 
Ontario,  has  been  ap- 
pointed Toronto  manager,  the  advancement  being  won 
by  liis  successful  work  in  building  up  the  company's 
trade  in  Western  Ontario.  Before  entering  the  Martin- 
Senour  service  Mr.  Conover  was  a  member  of  the  firm 
of  (Treenhill  &  Conover,  now  Greenhill  &  IVIoffat, 
Leamington,  having  spent  18  years  in  the  hardware 
business  in  that  town. 

There  is  an  interesting  story  in  connection  with 
Mr.  Conover 's  leaving  the  counter  for  the  road.  Mr. 
Scliunk,  of  the  Martin-Senour  Co.,  called  on  Greenhill 
&  Conover  one  October  day  in  1905  and  tried  to  intro- 
duce "100  per  cent,  pure"  paint.  He  found  a  iuird 
buyer  in  Mr.  Conover,  however,  the  retailer  having  to 
be  shown  the  merits  of  the  new  paint  in  comparison 
with  lead  and  oil.  Mr.  Sehunk  was  impressed  with  his 
would-be  customer's  earnestness  and  asked  for  another 
interview  at  the  hotel  that  evening,  where  another 
wordy  combat  took  place.  A  fortnight  later  Mr.  Con- 
over was  summoned  to  Montreal  l)y  telegram  and  a 
practical  demonstration  of  the  merits  of  "100  per  cent. 
])ure"  was  made  for  his  benefit.  Then  he  was  asked 
to  name  the  salary  he  would  accept  to  go  on  the  road 
and  introduce  Martin-Senour  paints  in  Western 
("anada.  While  convinced  of  tlieir  quality  he  pre- 
ferred home  life  and  shot  liis  arrow  high.  It  hit  the 
Martin-Senour  target,  liowever,  and  so  the  retail  trade 
lost  to  the  traveling  elan.  And  with  an  intense  belief 
in,  and  a  thorough  knowledge  of  his  goods,  Mr.  Con- 
over began  his  calls  on  the  retail  trade,  meeting  with 
such  success  that  has  resulted  in  the  establishment  of 
Toronto  wareliouse. 

The  Western  Ontario  territory  is  being  temporarilv 
looked  after  by  W.  T.  Walsh  and  E.  J.  Cookson. 


GETTING  BUSINESS  THROUGH  CANVASSERS. 

By  Sharon  E.  Jones. 

When  we  started  in  business  we  sent  out  men  asking 
for  a  list  of  the  tools  used  in  all  the  factories  in  the 
city.  At  that  time  pi-actically  every  shop  luid  its  own 
tool  room.  This  practice  necessitated  having 
a  Huin  in  charge  to  check  up  tools  that  were  given  out, 
etc.,  so  tliat  they  would  not  be  stolen.    Tliere  were 


many  factories,  bicycle,  lawn  mower,  etc.  We  found 
out  what  they  were  using  and  put  in  those  tools.  To- 
day there  is  not  one  fool  room  in  the  city.  This  means 
that  tbey  have  taken  that  money  formerly  spent  for 
tool  rooms  and  put  in  other  parts  of  their  business. 
They  depend  now  entirely  upon  the  Jones  Hardware 
Company,  and  we  now  have  55  employees,  and  twelve 
men  on  the  road.  We  also  do  a  little  jobbing  business  in 
the  implement  and  fence  business.  The  first 
year  we  sold  five  carloads,  the  second  ten, 
and  so  on  and  now  150  carloads  are  handled  each  year. 
How  did  we  do  it?  We  put  men  right  out  among  the 
farmers,  and  as  we  have  a  high  class  fence  we  are 
doing  the  fence  business  of  that  section.  AVe  get  after 
the  farmer,  and  if  he  is  not  interested,  then  we  follow 
him  up  later.  We  have  got  fourteen  counties  around 
Richmond  on  that  fence  because  we  have  worked  up 
the  business  to  that  extent.  One  man  sells  fence  only, 
as  that  is  a  big  enough  su]).ject  with  us.  Farmers  to-day 
are  about  as  sharp  customers  as  we  get  hold  of.  We 
send  one  man  out  to  sell  harness,  buggies,  waggons, 
carriages  and  everything  that  is  used  in  filling  the  soil 
or  gathering  the  crops.  AVe  cover  the  territory 
thoroughly  in  that  manner. 


PAINT  MANUFACTURER  PASSES  AWAY. 

Death  has  claimed  another  member  of  the  staff  of 
James  Robertson  Co.,  Limited,  Toronto,  the  call  this 
time  being  answered  by  Thomas  J.  Johnson,  for  many 

years  superintendent  of 
the  paint  manufacturing 
branch  of  the  company's 
business.  Mr.  Johnson 
has  been  in  ill  health  for 
the  past  year,  and  for 
several  months  had  spent 
part  of  his  time  calling  on 
the  trade  in  Toronto,  and 
as  late  as  Saturday,  March 
25,  was  at  work,  the  end, 
however,  coming  on  the 
following  Monday,  at  his 
residence,  146  Sorauren 
Avenue,  Toronto. 

Mr.  Johnson  Avas  62 
years  of  age,  and  for 
nearly  34  years  had  been 

THOMAS  J.  JOHNSON         ^^^^        Robertson  Com^ 

pany,  having  charge  of 
the  shot,  lead  pipe  and  paint  departments  at 
various  times.  As  a  result  he  became  widely 
known  amongst  hardwaremen  in  all  parts  of  Canada. 
His  early  death  will  be  sincerely  regretted  by  all  who 
knew  him  because  of  his  connection  with  "tlie  hard- 
ware trade  or  on  account  of  his  activity  as  a  worker 
in  church  and  charitable  movements. 

About  three  years  ago  Air.  Johnson  established  the 
hardware  business  of  Johnson  &  Co.,  1000  Dundas 
Street,  Toronto,  it  lieing  conducted  by  his  son.  Harry. 
A  widow  and  three  daughters  also  survive. 

Just  prior  to  his  death  Air.  Johnson  had  sold  liis 
home  and  was  planning  a  trip  to  California  with  the 
hope  of  regaining  his  licalfh,  but  fate  decreed  that 
he  should  end  an  honored  and  useful  life  in  the  harness 
of  business  responsibilities,  his  unwillingness  to  give 
in  being  constantly  renuirked  upon  l)y  those  who  knew 
him  most  intimately  and  honored  him  for  his  faithful 
scrx  ice  and  force  of  character. 
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BENT  GLASS  IN  ARCHITECTURE. 

Written  for  the  Journal  by  Edwin  Hill,  of  Hill  &  Rutherford, 
Toronto. 

The  A^alue  of  eircular  and  eliptical  curves  in  lineal 
design  are  so  well  understood  by  architects,  as  not  to 
require  mucli  to  be  said  by  us  here  in  suggesting  their 
use  for  designs  in  important  superstructures,  but 
merely  to  remark  that  the  scope  of  our  architects 
hitherto  has  been  curtailed  in  making  designs  for 
buildings,  especially  for  commercial  purposes  where 
glass  largely  forms  a  part.  This  has  arisen  from  glass 
for  window  openings  being  in  flat  sheets.  It  is  nearly 
a  hundred  years  since  architects  sought  for  glass  to  l)e 
made  to  given  curves,  and  while  the  art  of  bending 
glass  has  been  practised  to  a  limited  extent  for  up- 
wards of  seventy-five  years  in  the  district  known  as 
"Glass  House  Fields,"  London,  England,  the  extensive 
use  of  it  by  architects  for  buildings  is  of  much  more 
recent  date.  Especially  of  late,  in  London,  Paris,  Brus- 
sels and  other  continental  cities,  its  use  has  become 
extensive  for  shoAv  windows  composed  wholly  and  par- 
tially of  large  sheets  of  bent  plate  glass  which  are  ex- 
ceedingly attractive  and  well  repay  the  proprietors. 

It  has  become  the  practice  to  brilliantly  illuminate 
the  streets  at  night,  Avhieh  (in  moderate  weather)  are 
acceptable  promenades.  Store  or  shop  keepers  adver- 
tise their  wares  after  closing  hours  by  a  well  lighted 
window,  and  this  is  made  more  effective  when  the  public 
can  go  under  the  shelter  of  the  main  buildings ;  many 
of  the  finest  shop  fronts  being  so  constructed  as  to 
admit  of  this ;  some  receding  back  for  a  considei-able 
distance  from  the  street  line,  almost  producing  an 
arcade  effect,  while  others  are  so  arranged  as  to  form 
a  rotunda.  These,  where  frontage  admits,  have  spa- 
cious imposing  vestibules  which  are  dressed  at  night 
in  some  ready  way  like  an  ordinary  window.  The 
effect  of  these  display  windows  is  very  beautiful,  some 
having  their  ceilings  adorned  with  mirrors  in  bold 
geometrical  design  interspersed  with  electric  illuminat- 
ing lamps. 

Excellence,  utility  and  even  a  charm  are  secured  by 
using  l)ent  plate  glass  for  shop  fronts,  not  obtained 
l)y  straight  lines.  Glass,  like  sheet  metal,  has  imparted 
to  it  a  stift'ness  when  bent,  so  that  where  the  super- 
structure admits  of  it,  bent  panes  of  glass  may  be 
joined  together  in  a  continuous  line  by  very  light  bars. 
In  fact.  Avhere  conditions  are  favorable,  bars  may  be 
dispensed  with,  the  two  edges  of  the  panes  being 
merclv  Inittcd  together  and  so  obtaining  a  very  fine 
effect.' 

Wliere  bent  glass  is  used,  the  design  should  have  a 
bold  ti'i'jituient  witli  tlie  curves  to  as  lai-ge  a  radius  as 
possil)lc.  Tlicsi'  ciirxcs  produce  the  best  effect,  be- 
sides being  the  clieapest.  A  section  of  an  elipse  is 
(■([ually  as  effective  as  a  segment  of  a  circle;  such  l)ent 
plates  Ix'ing  bent  over  their  entire  surfaces,  however 
slight  it  may  he.  The  original  richness  of  plate  glass 
is  not  only  preserved,  but  is  enhanced  hy  the  charms 
of  its  eiir\ Jitnri".  Canadian  arciiitects  have  not  had 
tlie  ;int;iL;i'  wliieli  ])ent  glass  affords  until  quite  re- 
cent iy.  owing  to  its  having  to  be  imported  from 
Hur()|)!'.  Atter  waiting  months  for  bent  glass,  it  often 
happened  that  it  Nvniild  be  I'ound  to  have  been  broken 
in  ti'ansit.  l^'nt  |)l;ites  of  very  large  dinu'nsions  are 
now  easily  nhtnined  Irom  Canadian  Glass  Benders,  en- 
abling oni-  arehifeets  to  [iroduee  as  fine  a  class  of  stoi-e 
fronts  as  any  of  tiie  continental  ci-eations. 


SELLING  PAINTS  WITH  A  LADDER. 

Down  South  where  they  are  a  little  ahead  of  the 
procession  in  regard  to  weather,  quite  a  number  of 
merchants  have  been  making  this  offer: 

"A  Spring-cleaning  Ladder  free  to  the  first  25  (or 
.■)()  or  75)  persons  buying  paints  to  the  amount  of  $5 
or  more.  " 

The  ladder  given  away  is  either  a  3  ft.,  4  ft.,  or  5  ft. 
step-ladder,  such  as  is  ordinarily  sold  for  home  use. 
The  size  and  value  of  the  ladder  varies  according  to 
the  merchant's  generosity  and  also  depends  upon  the 
prices  he  is  getting.  As  a  rule,  however,  a  5  ft.  ladder 
worth  about  fifty  or  sixty  cents  is  being  given  free  with 
a  .'f;5  purchase. 

The  proposition  is  being  advertised  by  placing  one 
of  the  ladders  in  the  window  along  with  a  sign  about 
the  off'er.  In  the  windows  are  also  shown  the  various 
goods  included  in  the  off'er.  Besides,  a  number  of  mer- 
chants are  showing  two  or  three  piles  of  various  paints, 
stains,  etc.,  with  this  sign  alongside  of  them : 

"A  $5  Home  Help  Assortment.    Look  it  over." 

Under  the  term  of  Home  Helps  is  being  included 
Stains  of  all  kinds.  Enamels,  Floor  Paint,  Furniture 
Polish,  Prepared  Paint,  Deck  and  Porch  Paint,  AVood 
Crack  Filler,  AVaxolac,  and  Hygeia  Floor  Wax. 

Judging  from  reports  so  far  received,  this  free  lad- 
der off'er  is  certainly  getting  the  business.  In  the 
various  towns  where  the  p'an  is  being  worked,  women 
folks  just  naturally  won't  buy  their  paints  or  varnishes 
anywhere  but  in  the  store  where  they  get  that  fine 
ladder  for  nothing. 

There  are  two  good  points  about  this  plan.  First, 
giving  away  the  ladder  is  a  good  sales  stunt  and  sure 
to  get  the  bulk  of  the  natural  and  usual  Spring  trade. 
Second,  by  bringing  Home  Helps  of  various  kinds  be- 
fore the  attention  of  the  public  so  prominently  the  use 
of  paints,  stains  and  enamels  is  suggested  to  many 
people  who  had  no  thought  of  buying  them.  In  this 
way  new  business  is  created. — Lucas  News.' 


MUST  KNOW  YOUR  GOODS. 

Have  real  reasons  why  p(M)ple  should  prefer  your 
paint  above  all  others  and  sales  will  come  easier  and 
you  can  ask  and  get  a  good  profit  ])roducing  price. 

Just  ansAver  to  yourself  these  questions  about  your 
paint  and  see  if  you  have  any  reasons  why  it  should  be 
given  preference : 

Is  the  quality  exceptional  and  on  a  higluM-  plane 
than  the  general  run  of  paints  ? 

Has  it  demonstrated  by  actual  service  that  it  can 
be  depended  upon  to  always  give  the  nuixiiinnn  amoiuit 
of  wear  ? 

Is  it  well  and  generally  known  and  everywhere  ac- 
cepted without  question  as  to  (juality  and  value? 


BANQUET  THEIR  HOCKEY  TEAM. 

The  management  of  the  Imperial  Varnish  &  Color 
Co.,  Toronto,  gave  a  ban(juet  in  honoi-  of  their 
"Hockey  Team,"  on  IMarch  23,  to  which  tiu'  entire 
staff'  of  employees  were  invited.  .1.  M.  Si)arrow,  Presi- 
dent of  the  company,  presided  over  an  excellent  pro- 
gramni',',  following  which  short  ad(lr(>sses  were 
delivered  l)y  Air.  Aloneypeiiny.  \'ice-President,  and 
J.  1).  Robinson.  The  eveninu-  was  a  decided  success 
and  the  harmony  and  good  feeling  Ix'tween  the  com- 
pany and  their  employees  was  evideni  to  all  present. 
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Window  and  Newspaper  Advertising 


SUGGESTIONS  FOR  YOUR  APRIL  PAINT 
WINDOW 

Written  for  the  Journal  by  W.  J.  Illsey. 

From  observations  made  during  my  cxpcrii  iicc  in 
the  hardware  business,  a  paint  window  is  ;i  <i',)ij(!  '"l)usi- 
ness  getter"  most  any  season  of  the  year.  Jliil  without 
doubt  April  is  the  l)est  time  for  paint  and  '  brightening 
up"  material  displays. 

The  lay-out  of  the  one  shown  in  the  a(;coiu|ja;iying 
sketch,  is  a  window  which  can  be  used  or  put  into  any 
window  whether  large  or  small.  Note  how  ilw  l)nck- 
ground  is  made  up,  on  a  freshly  placed  lucked  bj.ck  of 
white  clu'ese  cloth  (don't  think  that  because,  it  once 
was  white,  the  old  piece  will  do.  Use  new  goods,  as 
cheese  cloth  is  cheap).  Hang  up  the  paint  color  cards, 
display  price  cards,  paint  color  panels,  etc.— -which  you 
can  always  get  always  for  tlu'  asking  from  your  snpplv 
house.  Also  pin  to  the  background  a  numlx  i-  of 
chamois  skins  to  intersperse  the  cards.  Featiiei-  dusters, 
painters'  dusters,  paper  hangers,  brushes,  etc.,  can  also 
be  hung  on  this  back. 

Put  up  a  shelf  about  five  feet  from  the  bottom  on 
the  back  and  cover  with  cheese  cloth.  On  this  can  be 
shown  packages  of  wall  colors,  and  cans  of  varnish, 
paint  or  furnitvire  polish.  T^elow  this  and  leaning 
against  the  back,  place  step  ladders  enough  to  UU  the 
space  easily  but  not  to  make  it  too  crowded.  Bet^vi'en 
these,  on  tlu'  space  showing  in  the  background,  hang 
other  brushes,  feather  dusters,  kalso  brushes,  etc. 

Make  a  pyramid  of  mixed  paint  cans  in  the  centre, 
as  shown,  and  on  each  place  a  different  style  of  paint 
or  wall  brush.  On  tlie  end  or  ends  of  the  window  fas- 
ten in  some  neat  design  made  up  of  kalso  brushes,  wall 
brushes  or  dusters,  and  along  the  bottom  across  the 
ends  place  straight  edges,  piles  of  paints  in  cans,  etc. 


ilTED  licpmllcxixillnnx] 


Window  'I'riiii   iif   lloiiseclrimiiii;  (iucids. 

On  the  bottom  and  close  to  the  front  arrange  all 
kinds  of  smaller  paint  brushes,  glass  cutters,  paper 
hangers'  shears,  roller  knives,  etc.,  and  from  this  small 
article  row,  work  to  the  larger  back  row  of  articles, 
in  gradual  order,    using  cans  of   enamel  varnishes, 


stains,  wood  dyes,  furniture  f)o]ish.  liouseludd  ammonia, 
Gillette's  Lye,  etc. 

Be  sure  to  use  plenty  of  price  cards.  Don't  forget 
that  to  get  the  best  results  from  such  a  window,  every- 
thing in  and  about  it  should  be  specially  bright.  If 
necessary  give  all  woodwork  a  coat  of  F'reneh  paint  and 


SPRIN(; 
PAINTING 

We  are  ready  to 
supply  you  with  every 
item  in  the  line  for 
tills  work  

COME  IM 
AND 

GET  OUR  PRICES 


"DUTCH " 
KALSOMIXE 

Makes  beautiful 
walls  and  is  less  ex- 
petisive    than  others. 

TRY  IT 

5  lb.  package,  50c. 


14  X  21  card 


14  X  22  card 


PAINT  BRUSHES 
for  every  kind  of 
painting. 
Prices  loc.  to  $3.50 


Brighten  up  your 
furniture. 

We  sell  the  best  of 
polishes. 

Per  bottle  25c.   and  50 


11X14  card  I  [  X  14  card 

thus  make  tiie  public  feel  that  yoti  believe  in  the  plenti- 
ful use  of  paint. 

In  conjunction  with  the  display  and  in  fact  as  soon 
as  spring  shows  any  signs  of  approaching,  dig  out  all 
those  sample  color  cards  and  enclose  one  in  each  par- 
cel which  leaves  yotir  store.  It  is  cheap  advertising 
and  good  too.  If  yotx  use  newspaper  space,  call  atten- 
tion to  your  display  and  give  prices  on  the  lines  yott 
are  selling. 

To  sell  paint,  same  as  any  other  line  only  a  little 
more  so,  you  must  be  enthusiastic.  Yoti  must  know 
your  goods  and  always  be  ready  to  give  all  advice  and 
help  asked  for  to  custouuM's  or  prospective  customers. 

Push  Paint  Properly — Prompt  Profits  Prevail. 


COUNTRY  HARDWAREMEN  MUST  ADVERTISE. 
Written  for  the  Journal  by  W.  J.  Carter. 

Hardwaremen,  as  a  rtile,  are  mighty  poor  advertis- 
ers, in  my  opinion.  A  dry  goods  store,  for  instance, 
doing  a  yearly  busiiu^ss  of  !iiT20,000,  will  spend  from 
.1<S0()  to  -tljOOO  in  atlvertisiug  and  it  pays  them  well, 
aiul  is  the  life  of  their  trade,  while  a  hardware  store 
doing  a  $40,000  business  in  most  cases  will  think  they 
are  doing  a  wonderful  thing  if  they  spend  $80,  and  then 
in  all  probability  will  not  change  their  ads  ovev  three 
or  four  times  a  year,  apparently  forgetting  that  after 
.111  ad  appears  twice  that  its  vahte  is  gone,  that  it  is 
(lead,  and  dead  advertising  is  like  every  other  lifeless 
thing — no  good. 

To  illustrate  the  power  of  advertising  1  might  say 
that  we  ran  across  a  good  line  of  horse  blankets  this 
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season  after  the  blanket  season  was  well  spent,  yet  by 
judicious  advertising  we  sold  39  of  tliat  one  line,  be- 
sides sales  made  on  other  lines  through  getting  people 
into  the  stcre  to  see  this  special  line. 

Speaking  of  advertising,  I  was  much  surprised  in 
a  long  conversation  T  had  with  the  Editor  of  the  Iron- 
Age  Hardware  Journal,  at  the  Peterboro  Convention, 
to  find  that  he  favored  Avindow  advertising  alaiosi-,  to 
the  exclusion  of  newspapers.  AYhile  I  agree  with  him 
that  our  windows,  if  properly  dressed,  are  one  of  our 
best  advertising  mediums,  especially  in  largj  cities, 
I  would  point  out  that  in  rural  districts  a  great  many 
of  the  farmers  do  not  visit  town  for  a  mouth  at  a 
time.  What  selling  force  does  frequent  changes  of 
window  dressing  have  with  them,  when  they  are  not 
in  town  to  see  them,  whereas  they  read  th^ir  paper  re- 
ligiously each  week  from  end  to  end  and  absorb  every- 
thing that  appears  in  the  advertisements. 

Now,  we  practice  what  we  preach  in  regaiil  to  ad 
vertising,  as  we  take  three  spaces  in  the  Picton  Times, 
and  two  in  the  Gazette,  running  two  readers  in  the  lat- 
ter as  well.  In  addition  we  mail  2,000  ''aJendais,  and 
give  200  more  over  the  counter.  We  also  use  a  great 
many  sign-boards  on  the  country  roads,  and  it  pays  and 
pays  big.  Our  sales  Saturday,  March  4,  Avere  $2i'>S, 
which  Avas  going  some  for  a  hardware  store  in  a  little 
country  town  at  this  season  of  the  year 


BRUSH  AND  PAINT  DISPLAY. 

One  of  the  features  of  the  recent  Retail  Hardware 
Convention  at  Peterboro  was  the  interest  taken  in  the 
windoAV  displays  by  local  hardwaremen,  as  well  as  by 
visiting  retailers. 


The  two  displays  made  in  the  large  windows  of  the 
Peterboro  Hardware  Co.,  always  well  lighted  and  with 
price  tickets  used  liberally,  w6re  a  center  of  attrac- 
tion, the  paint  and  brush  display  dividing  attention 
with  the  tool  display  in  the  opposite  window.  Thomas 
A.  Lyon  arranged  the  paint  window  and  a  study  of  the 
picture  shows  that  he  did  his  work  well.  Cheese-cloth 
Avas  used  in  the  background  and  on  the  floor,  a  large 
nairror  being  on  the  side.  Cans  of  Sherwin-Williams 
paints  were  placed  in  pyramids  at  the  back  with  color 
cards,  etc.,  at  the  base,  and  rows  of  cans  in  semi- 
circrilar  arrangement  in  the  foreground,  a  "covers  the 
earth"  poster  being  used  on  one  side.  Price  tickets 
were  shoAvn  on  many  cans,  this  adding  materially  to 
the  selling  power  of  the  display. 

Boeckh's  "Steel  Grip"  brushes  divided  attention 
with  the  paints,  a  large  display  board  showing  brushes 
in  wheel-like  formation  helping  to  add  attractiveness 
to  the  display. 

The  windoAv  emphasized  to  hardAvaremen  the  ad- 
visability of  alAvays  shoAving  a  good  assortment  of 
l)rushes  in  AvindoAv  displays  of  paint  materials,  not  only 
in  the  spring  but  throughout  the  year.  That  a  sample 
board  of  brushes  makes  an  excellent  background  was 
shoAvn  in  Mr.  Lyon's  display,  but  where  lack  of  space 
or  other  reasons  prevent  the  display  of  brtishes  in  this 
manner,  ribbons  or  AAdres  can  be  iised  to  suspend  the 
l")rushes  from  the  ceiling. 

George  Pearsall  &  Son,  Toronto,  had  a  display  of 
paints  in  their  AvindoAv  last  month  in  Avhich  the  upper 
portion  of  the  AvindoAV  Avas  filled  with  brushes  sus- 
pended from  the  ceiling  by  ribbons,  the  AAindoAV  being 
a  A'ery  attractlA'-e  one. 


..-ar-  5$: 
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Make  Your  Advertising  Seasonable 

April  and  May  are  good  months  to  feature  house- 
cleaning  articles,  paints,  garden  tools,  seeds,  gas 
stoves,  mechanics    tools,   fishing   tack!c,   etc.,  et( . 


The  ('lenient  of  scHsonahleness  is  most  ittiportatit  in 
retail  store  advertising,  and  a  growing  mnnher  of  re- 
tailers are  reeognizing  the  necessity  of  not  only 
"changing  their  copy"  evei-y  issue,  hut  making  tin' 
"copy"  talk,  just  as  the  mereliant  or  his  salesman 
would  talk  over  the  counter.    To  11  ustrate  this  point  : 

James  &  Reid,  Perth,  Out.,  hav(>  the  reputation  of 
ix'ing  one  of  th(>  most  enterprising  retail  hardwar<' 
firms  in  Canada,  ('ertainly  tlieir  new  store  has  few 
e(|uals  in  America  foi-  towns  of  a  similar  siz(\  The 
store  policy  is  good.  Special  lines  are  taken  up  and 
pushed.  The  firm  even  bran(dies  out  into  manufactur- 
ing hardware  si)ecialties.  But  despite  all  these 
evidences  of  progressiveness  some  of  the  firm's  news- 
paper advertising  has  been  very  poor,  in  the  writer's 
opinion.  In  fact,  tlie  on-  reproduced  in  the  accotripany- 
ing  illustration  is  a  whole  lot  better  than  some  he  has 
seen.  And  a  more  recent  oik^  featuring  wall  ])aper  and 
leather  goods  is  even  better,  iiut  in  the  one  shown 
three  cuts  are  shown,  and  two  of  them  have  not  a  word 
of  exi)la)iation.  If  a  customer  entered  Janu's  &  Heid's 
store  and  asked  to  see  a  go-cart  or  a  farm  l)ell  the 
members  of  the  fii'iii  wouldn't  show  the  art'cle  wanted 
and  then  stand  l)y  l)iting  their  finger  nails,  while  the 
customer  looked  all  over  the  article  for  the  price  and 
to  learn  its  good  (pialities.  Not  on  your  life.  Oood 
salesmanship  would  be  used,  and  the  customer  would 
be  told  all  about  the  articde  and  how  rea'ora])'e  the 
price  is  in  consideration  of  its  ((uality. 

Salesmanship  behind  the  counter  and  salesmanship 
on  the  printed  page  is  one  and  the  same  thing.  Each 
is  intended  to  sell  goods,  and  if  its  good  to  talk  price 
and  cjuality  in  the  store  it  is  equally  valuable  when 
trying  to  induce  the  customer  to  come  to  the  store. 


Mf.  Hawkins,  of  Exeter,  advertises    in  a  timely 

iiiM  i',  fratiiring  seasonable  lin(!S,  but  lu;  puts  too 
niui  li  shot  into  his  barrel.  lie  would  get  better  results 
if  he  s[)ecia]ized  on  one  or  two  lines  and  talked  them 
fi'al  strong.  On  housecleaning  supplies,  for  instance, 
he  should  have  instanced  a  few  articles,  quoterl  prices, 
and  endeavored  to  interest  the  housewives  anrl  the 
men  who  have  to  beat  the  carpets. 

Carter  Brothers  (Picton),  and  liuchanairs  (.Medi- 
cine Hat)  ads.  are  examples  of  how  a  single  line  is 
featured  to  advantage.  In  each  case  quality  is  talked 
and  fair  prices  are  emphasized. 

The  Oeorge  Taylor  Oo.'s  (New  Liskeardi  ad.  is  a 
really  strong  paint  ad.  It  appeals  to  the  personal  and 
local  r>ride  of  the  householder  and  talks  quality  in  a 
most  convincing  way.  "There  ar<>  only  two  kinds  of 
paint,  our  kind  and  the  other  kind." 

F.  A.  Hoar's  (Barrie)  ad.  is  catchy  and  likely  to  be 
result  ful,  prices  of  various  garden  tools  being  shown 
on  either  side  of  the  illustration. 

Taylor  Bros.  (Lanark)  do  not  take  full  advantage 
of  their  advertising  space.  The  composition  is  poor 
and  the  statement  of  fact  is  not  nearly  as  effective  as 
the  logical  and  r-easoning  talk  given  in  the  George 
Taylor  ad. 

James  &  Heid's  (Perth)  ad.  has  already  lieen  re- 
ferred to,  with  the  exception  of  the  talk  on  seeds  it 
is  a'together  too  general.  Had  the  S'^ed  talk  been  fol- 
lowed u{)  with  matter  referring  to  garden  tools, 
wheelbarrows,  brooms  and  brushes,  paints,  carpet 
beaters,  vacuum  cleaners,  washing  machines,  etc.,  it 
would  have  brought  greater  returns  for  the  money 
spent.  Paints  are  referred  to  in  a  "hardly  to  be  seen" 
line  below  the  firm's  signature. 

The  Orillia  Hardware  C'o.'s  ad.  is  well  put  to- 
gether and  the  various  lines  follow  eai  h  other  in 
natural  order. 

The  ad.  of  John  Douglas,  Wroxeter,  is  another  well 
arranged  announcement  of  seasonable  goods,  in  wliich 
prices  are  not  quoted.  The  ad.,  however,  suggests 
nmny  articles  of  daily  need  at  this  season,  and  should 
prove  effective. 


^pj^lj^  is  a  month  of  clean 


ng  outBide  just  as 
well  as  inside. 


Time  10  Slop 
look,  listen 
About  Wire 


MochanlcB'  Fin©  Tools.  Nftiis,  Glass,  Iron  Pipe 
Bnd  FittiQgs  and  Builders"  Supplies 
Tinsmlttiing  and  Plumbing  a  Specialty 

Bouse  Cleaning  Supplies, 

G.irt'D  Tori.,  Wwhirg  M»chLn«,  Wiiusfi,  ird  Clmms 

Hawkins'  Stove  &  Hardware  Store 


Carpenters'  Tools 


Our  tssorlmenl 
and  Prices 


Buchanan's  Hardware 


Sap  Palis 
Sap  Pans 
Sap  Dippers 
Sap  Spiles 

Carter  Bros. 


GET  BUSY  ] 

And  Help  Beautify  Our  Town  J 


i>uU  of  |i3l»l 

Martin-Scnour  100  p.  c.  Pure, 

■tiirt— (Ik-  oihci  kind 


Garden  Tools 


^^^^ 

F.  A.  Hoar 


Seeds  of  Quality 
Seeds  That  Grow 


ELEPHANT  PAINTS. 


MADTIN-SENOUR  100  PER  CENT 
PURE  READY  MIXED  PAINTS  | 

WJicn  you  ilceiik-  m  p  unt,  he  sure  vuu  y 

i;ct  Ihcrin'**  (J'-'d* J"'"'  "■  * 

ii..t  h.ifil  10  Tha>:       "Illy  two  ^ 

I 


\l/   PainU  and  Varnishes  c^i-r 


t  to  t>c  piocui 

TUB  X 

GEO. TAYLOR  HARDWARE  | 

<<»MPANY  « 
riil)«ll  New  LlHltPOrd 


Floor  Paints  i 


WK  A1..S0  IIAVK  SDI.K  AGENCV  KOU 

fMAPLE  LEAF  FLOORGLAZE 

A  .^pio^.l  I'.'int  im  -:\\  I'.  11  f-ili)  Guaranteed. 

WHE1  TOl)  RLSJUIilE'  PiilNTS  CBLl  hi 

TAYLOR  BROS.  LIMITED,  Lanark.  OnL 

T   LETT  SIMPSON.  Mnnntr*'- 


r^t^d  ('^t  lU  liirge  variety  of  Secdi 

1  ult  Mucli  ((om  ihc  bew  gw»ei%  wch 
c  and  othctf.    It  pay*  OT 
ch.!d  to  deil  ai  this  pUcf  fw 


l"gEV 


p^w-Ease* | 


JHMeSSt  REID 

^ordward,  HArnes?.  Wallpaper  aod  P»iQt  House 
Tel  81.    Perth.  Got 
tSuv«>  Ho«ic  &nd  Floor  fcuttt  «w  'ik*  U«v 


J  Boosecieaflipj  Belps  j 

^               MAKE    H0uSUl£*Nin<1     tAS*  ^ 

J               TMS    USE          PHOI'ER  IflUlfME*?  T 

^  WASHING  MACHINES  iBd  WRIHCEKS.  ^ 

^             TL  BS  tad  TVS  STANDS.  ^ 

5               %¥a5h  boards,  mops.  T 

#  BRlSHESoT  ■«  taodi.  W 

#  .                                         STEP  LADUESS.  ftc  # 

AUBASTtNE.  JEULSTONE  m4  OECOTlXt  * 

'PHINTS  andVMNMSJ^S 


S  The  Orillia  Hardwa^^^^^  I 


nt  of  l-Jiilic*'  and  Cenilcir.en's  Uicyclo  at  ttarpia  I 
ices.    Flow  I'olmi  fftt  every  m.ke  ot  t)lo«.  Fresh 
c*r  of  liiti*  ju»'l  itceivtd.  foundry  tnd  MAcbiflc 
Shoi'i  m  full  i«iaf[.  We  repilr  KcfSes. 
C.>«aline  EniiotA  Motor  Ootxs. 
Cbeoe  Fi':iory  R>:pair«,  Ac 

C07>^E    WITH    TH©  CROWD 


|CIEANING-UP  TIME! 

J  Scrub.  Stove  C&  Whitewash  J 

♦  Brashes,  Carpet  Beaters,  Old  j; 

4.  Dutch  Cleanser.  No  Odor  + 

J  Pipe  Enamels,  Etc.  J 

f  AIM  1  full  l.n«  ol  Dtiry  S«ppft«,  WKt  H  + 

t  Mak  Pans,  Pails,  Cans,  Etc  S 


^      ma  rii  nn  ti  a*q  mt  loui  m  eau  .f 

I  JOHN  DOUGLAS  I 

♦  VROXETtR.  ONTARIO  'I 

♦  4 
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Study  Human  Nature. 

The  suc'ccssriil  advertiser  has  to  be  a  student  of 
human  nature.  He  must  learn  to  place  himself  in  the 
other  fellow's  shoes — to  find  out  how  he  looks  upon 
things  and  what  interests  him.  It  is  stated  on  good 
authority  that  a  highly-paid  advertising  manager  of 
one  of  the  largest  implement  houses  in  the  States  takes 
periodical  trips  to  the  country  incognito,  sits  on  fence 
rails  in  the  most  democratic  manner,  and  gets  close 
to  tiie  average  farmer's  ways  of  looking  at  things,  his 
Avants,  his  ideas,  and  his  aspirations.  He  comes  back 
loadecl  up  with  talking-points  that  are  effective  with 
the  farmers  because  he  has  grasped  their  point  of  view. 
The  hardwareman  can  apjjly  this  suggestion  to  his  own 
l)usiness  quite  readily,  and  with  astonishing  results. 
It  pays  to  be  a  good  "mixer." 

When  advertising  to  women  remember  that  they 
love  detailed  description  much  more  than  do  men.  80 
per  cent,  of  your  readers  are  women,  and  they  have  a 
lot  of  influence  in  suggesting  purchases  for  the  men. 
You  can  convince  them  more  easily  than  the  men.  The 
latter  depend  more  upon  the  truthfulness  of  your  ad- 
vertising than  do  the  women,  as  they  have  less — or  take 
less — time  to  investigate  than  do  the  latter.  There- 
fore they  expect  that  you  be  reasonable  and  honest  in 
your  statements.  They  are  after  the  important  points, 
not  infinity  of  detail. 


New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  B.  Greening  Wire  Co.,  Hamilton,  finding  that 
black  screen  cloth  has  been  growing  in  favor  this  year, 
decided  to  change  their  color  from  green  to  black, 
.judging  by  the  way  orders  have  been  booked  for  black 
cloth  the  trade  has  welcomed  the  change.  They  have 
not  ceased  painting  green  altogether,  and  will  con- 
tinue to  do  so  when  specially  ordered,  at  a  slight  extra 
(diarge,  but  all  their  stock  Avill  be  black,  as  there  has 
been  a  growing  demand  for  a  screen  cloth  of  finer 
mesh  than  the  standard,  and  for  something  better 
than  the  ordinary  painted  screen  cloth,  they  have  de- 
cided to  stock  in  50  and  100  ft.  rolls  bronze,  galvanized 
and  painted  black  cloth,  all  14  mesh  and  24,  30  and  36 
inches  wide.  Cards  bearing  samples  of  Greening's 
Antique  Rustless  Bronze  Cloth  can  be  had  on  request. 

Ault  &  AViborg,  Charlotte  Street,  Toronto,  are 
placing  on  the  Canadian  market  a  new  vehicle  for 
paint,  known  as  "Protectol."  The  manufacturers  do 
not  offer  it  as  a  substitute,  but  claim  that  it  is  superior 
to  linseed  oil  as  a  paint  vehicle.  Many  of  the  leading 
Toronto  niastei-  painters  are  using  it  as  a  result  of  a 
test  made  by  A.  V.  Wiggins.  Samples  can  be  had  on 
request. 

The  Springer  Lock  Manufacturing  Company,  Belle- 
ville, are  introducing  a  new  front  door  lock  this 
season. 

Tlic  QuiM'ii  City  Oil  Co.,  Toronto,  are  introducing 
a  new  oil  siid  iron  heater,  a  new  glass  door  oven  for 
oil  stoves,  and  the  Rayo,  junior,  oil  Ininp.  Pi-iiited 
matter  will  be  forwarded  on  request. 

The  Corbin  Cabinet  Lock  Company,  New  Britain, 
Conn.,  is  placing  on  the  market  assortment  No.  2400, 
consisting  of  hinges,  hinge  hasps,  label  holders  and 
pidls,  mending  straps,  brackets,  corner  plates,  pad- 


lock eyes,  friction  and  suit  case  catches,  box  corners, 
shelf  rests  and  escutcheons.  In  all  there  are  43  11-12 
dozen  pieces,  with  a  retail  value  of  $31.57.  A  sample  of 
each  is  mounted  on  the  face  of  a  cabinet,  making  an  at- 
tractive display.  The  cabinet  is  19  in.  long,  16  in. 
wide  and  lli/o  in.  deep.  It  is  made  to  stand  on  show- 
case or  counter. 

Edwin  C.  Walker,  Urbana,  Ohio,  has  added  to  his 
line  of  Vaughn's  screw  drivers  a  driver  of  short,  sturdy 
design,  very  handy  to  carry  in  pocket,  tool  kit,  automo- 
bile tool  box,  the  new  tool  being  only  about  51/2  inches 
over  all. 

Clayton  &  Lambert  Manufacturing  Co.,  Detroit, 
IMich.,  are  introducing  a  new  brazing  machine,  es- 
pecially constructed  for  straightening  automobile 
frames  and  axles,  engine  drive  arms,  brazing  bicycle 
and  motor  cycle  frames,  taking  dents  out  of  steel  plates 
on  boilers  and  for  melting  lead,  zinc  or  babbit,  temper- 
ing tools  and  for  all  purposes  where  an  intense  heat  is 
required. 

A  divider  for  carpenters'  use,  which  includes  the 
extension  feature  with  steel  and  lead  points,  is  being 
put  on  the  market  by  W.  A.  Peck,  141-145  Brewery 
street,  New  Haven,  Conn. 

The  Southington  HardAvare  Company,  Southington, 
Conn.,  is  putting  on  the  market  a  take-down  square, 
which  when  taken  down,  occupies  a  space  of  4  x  24  in. 

Myers  &  Bro.,  Ashland,  Ohio,  are  introducing  a 
new  whitewash,  cold-water  painting  machine  and  gen- 
eral purpose  sprayer,  with  double  agitator. 

The  Goodell  Company,  Antrim,  N.  H.,  and  10  AVar- 
ren  street,  Ncav  York,  has  added  to  its  line  of  grape 
fruit  cutlery  a  sectional  grape  fruit  knife.  No.  91. 

A  new  coffee  mill  has  .iust  been  put  on  the  market 
by  Landers,  Pray  &  Clark,  New  Britain,  Conn.,  which 
they  call  their  "No.  24  Universal."  It  holds  one  pound, 
and  is  made  entirely  of  glass — absolutely  air  tight — 
thus  preserving  the  full  strength  and  aroma  of  the 
coffee.  One  of  the  most  important  features  of  this  cof- 
fee mill  is  the  fact  that  in  the  event  of  breakage  in 
use,  either  canister  or  cup  can  be  replaced  in  any 
household ;  the  canister  by  an  ordinary  mason  jar, 
which  fits  perfectly,'  or  the  cup  by  a  jelly  tumbler  of 
standard  size.  This  is  an  important  talking  point 
Avhich  retailers  can  use  to  advantage  in  making  sales. 

The  J.  Stevens  Arms  and  Tool  Co.,  Chicopee  Falls, 
]\fass.,  has  designed  a  new  semi-military  rifle  known  as 
the  Hessian,  intended  to  meet  the  conditions  of  the 
National  Rifle  Association  for  inter-club  prone  shoot- 
ing matches.  It  has  a  28-inch  round  barrel,  with  shot- 
gun butt. 

The  George  G.  Veness  Company,  201  DeA^onshire 
Street,  Boston,  Mass,  is  manufactui'ing  a  ncAV  combina- 
tion egg  beater,  cream  whip,  cake  Avhipper  and  ice 
cream  freezer. 

The  IMarlin  Firearms  Company,  Ncav  Haven,  Conn., 
is  placing  on  the  market  a  neAv  ]\rodel  20  Full  IMaga- 
zine  rifle.  This  is  similar  to  the  regular  INlodel  20 
rifle,  but  has  24-in.  (instead  of  23-in.),  heaAner  barrel, 
a  heavier  modeled  buttstock  and  magazine  full  length 
of  barrel. 

The  Simonds  No.  41  Straight  Cut  Hack  SaAv  Frame, 
is  a  ncAV  device  Avhich  appeals  to  the  mechanic,  and  the 
sale  is  often  made  siniply  by  shoAving  the  goods.  This 
is  the  kind  of  a  seller  that  most  dealers  are  looking  for, 
as  the  less  time  it  takes  to  sell  an  article  the  quicker 
the  profit  is  made  on  that  sale.  The  Simonds  frame  is 
manufactured  exchisiA^ely  by  Simonds  Alfg.  Co.,  Fitch- 
burg,  Mass.,  and  Chicago,  111. 
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The  Russell  &  Erwin  Mfg.  Company,  New  Britain, 
Conn.,  lias  recently  put  on  the  market  two  styles  of 
soap  dishes,  one  for  wall  and  the  other  for  bathtub  use. 

E.  C.  Atkins  &  Co.,  Indianapolis,  are  introducing 
the  Perfection  grass  hook,  which  embraces  several  new 
and  exclusive  features.  The  blade  is  made  of  saw  steel 
of  liigh  quality,  and  will  receive  and  retain  a  sharp 
edge  itmch  longer  than  the  cheaper  brands  of  grass 
hooks.  It  is  light,  and  the  peculiar  shape  of  the  blade 
causes  it  to  cut  easily.  The  handle  is  detachable  and 
is  fastened  to  the  blade  with  an  offset,  which  protects 
the  knuckles  when  in  use. 

The  Matchless  opener,  manufactured  by  the  Bridge- 
port Hardware  Manufacturing  Corporation,  Bridge- 
port, Conn.,  is  made  of  forged  steel  from  tip  to  butt. 
It  is  a  very  useful  tool  and  can  be  used  for  opening 
boxes,  barrels,  shoe  cases,  crated  goods,  etc.,  while  it 
can  also  be  used  for  a  hammer,  a  box  chisel,  a  nail  pul- 
ler and  in  other  ways. 

The  Richards-Wilcox  Mfg.  Co.,  Aurora,  111.,  are 
placing  upon  the  market  the  Never  Slip  Rope  Buckle 
in  connection  with  cattle  and  horse  ties,  hammock  and 
tent  stay  ropes,  clothes  lines,  etc.  These  buckles  are 
made  of  malleable  iron,  heavily  galvanized  and  there- 
fore rust  proof. 

The  Lawson  Mfg.  Co.,  215  W.  Huron  St.,  Chicago, 
aimounee  that  they  have  added  a  very  valuable  feature 
to  their  Katz  Surface  Floor  Spring  Hinge,  which  will 
be  of  interest  to  the  hardware  dealers.  Besides  having 
a  positive  lock  at  90  degrees,  their  hinge  can  be  forced 
past  the  90  degrees  or  can  be  made  to  complete  a  cir- 
cumference without  the  least  chance  of  break  or 
strain. 

Landers,  Frary  &  Clark,  New  Britain,  Conn.,  are 
introducing  the  I^ni versa!  Safety  Razor,  which  has  a 
detachable  blade  fitted  to  an  old  style  handle,  a  re- 
versable  giiard  being  fitted  over  the  blade. 

Amongst  the  new  goods  added  by  the  Taylor  Forbes 
Co.,  Guelph,  to  their  big  line  of  "Made  in  Canada" 
hardware,  are  the  following :  New  styles  of  steel  pul- 
leys, window  latches  and  catches,  drawer  pulls,  door 
locks,  bumpers  and  cobbler's  outfits. 


Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Tile  (lurney  Foundiy  Co.,  Toronto,  have  issued  a 
new  catalogue  of  gas  cooking  and  heating  goods  for  the 
hom(>,  hotel,  cafe,  etc.  The  book  contains  '^2  pages  of 
live  iiifoi'mation  regarding  the  construction  of  the 
various  types  of  ranges  manufactured.  The  line  in- 
cludes some  new  ranges,  one  of  the  most  noticeable 
being  tiie  Curney-Oxford  compact  cabinet,  which  is 
only  401/^  inches  long,  yet  contains  all  the  features  of 
many  larger  gas  ranges.  The  hotel  and  cafe  goods  are 
lines  on  Avliich  any  wide  awake  stove  dealer  can  pick 
up  a  lot  of  profit  if  he  has  the  Gurney  catalogue  and 
keeps  his  eyes  open. 

Macdonald  &  Sons,  109  Clnirch  street,  Toronto, 
have  issued  a  novel  folder  bookh't  illustrating  their 
complete  line  of  time  and  labor  saving  pipe  tools,  in- 
cluding Toh'do  and  .lardine  stocks  and  dies  for  thr(>ad- 
ing  and  cutting  pipe,  Vosper  pipe  cutters,  ]\lacdonald's 
chain  tongs,  Macdonald 's  pipe  vises,  and  their  latest 


Macdonald  pipe  wrenches,  which  bid  fair  to  win  a 
high  place  for  themselvesamongstmechanics'  tools.  The 
wrench  is  illustrated  in  the  accompanying  cut,  and  is 
described  as  follows: — "With  Macdonald's  Pipe 
Wrench  you  do  not  have  to  tighten  your  nut  to  for- 
inulatf!  the  grip  of  the  wrench  to  the  pipe.  They  will 
not  lock  on  the  pipe.    Other  pipe  wrenches  of  similar 


outline  do,  and  the  operator  in  nine  cases  out  of  ten  has 
to  strike  the  handle  to  release  the  wrench  from  the 
pipe,  and  in  doing  so  either  breaks  the  upper  jaws  or 
strips  the  threads.  The  wrenches  are  made  of  dropped 
forged  steel  from  tip  to  tip  for  hard  usage,  and  have  no 
springs  to  weaken  or  loose  frames  to  break.  Lower 
.iaw  adjustable. " 

Pinchin,  Johnson  &  Co.,  Toronto,  are  supplying 
their  customers  with  a  large  color  card  showing  about 
five  dozen  colors  of  pure  Minerva  gloss  paint,  the  line 
being  remarkably  complete.  This  and  other  printed 
matter  can  be  had  on  application. 

Some  time  ago  the  B.  Greening  Wire  Co.,  Hamilton, 
issued  a  table  showing  the  number  of  square  feet  of 
screen  wire  cloth  in  lengths  of  various  widths.  They 
have  a  few  of  these  left  and  will  forward  on  request 
to  any  reader  of  the  Journal. 

The  Canadian  Heating  and  Ventilating  Co.,  Owen 
Sound,  have  issued  a  fine  new  catalogue  illustrating 
their  cast,  steel  and  malleable  ranges. 

The  Goulds  Mfg.  Company,  Seneca  Falls,  N.  Y., 
have  issued  a  new  illustrated  catalogue,  which  contains 
valuable  information  on  the  treatment  of  friiit  trees. 
Among  the  new  goods  will  be  found  the  New  Construc- 
tion, Monarch  and  Emperor  Sprayers. 

The  AA^ire  Goods  Company,  Worcester,  Mass.,  have 
issued  discount  sheet  31,  applying  to  the  company's 
catalogue  No.  6  and  supplement  of  April,  1910. 

The  Hollands  l\Ifg.  Company,  Erie,  Pa.,  haA-e  is- 
sued No.  21,  illustrating  Hollands  vises  and  tools. 

The  Coes  Wrench  Company,  Worcester,  Alass.,  has 
got  out  a  little  card,  on  the  face  of  which  appears  the 
following:  "We  have  been  making  wrenches  in  the 
same  spot  for  70  years.  When  you  find  a  good  thing, 
stick  to  it.  The  reason  is  on  the  reverse  side."  The 
reverse  side  contains  considerable  information  regard- 
ing the  Coes  factori(>s  and  ]iroducts. 

The  Richards-Wilcox  Alfg.  Co.,  Aurora.  III.,  has  is- 
sued a  catalogue  on  grinders.  They  are  also  sending 
out  a  folder  which  calls  attention  to  their  Little  Giant 
folding  sled,  Richards  tiger  steel  wagon  jack  and  other 
specialties.  The  new  catalogs  will  be  forwarded  on 
request. 

A  catalog  which  deals  with  the  proper  treatment 
for  floors,  woodwork  and  furniture,  has  been  issued  by 
S.  C.  Johnson  &  Son,  Racine,  AYisconsin. 

The  Imperial  Varnish  &  Color  Co.,  Toronto,  have 
supplied  their  customers  with  equipment  for  a  large 
window  trim,  two  large  pictoral  panels  being  used  on 
tlie  sid(\  with  "Afaple  Ijcaf  Paint"  in  the  centre  and 
the  "AF.  L."  trn(l(>  mark  in  the  center  of  the  upper 
portion,  full  directions  being  sent  with  the  "trim." 
\  series  of  residence  color  cards  on  postcards  are  an- 
other of  the  "helps"  being  supplied  to  customers  by 
this  company. 
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MONTREAL  HARDWARE  HOCKEY  BANQUET. 

The  third  annual  banquet  of  the  Montreal  A¥hole- 
sale  Hardware  Hockey  League,  on  Saturday,  April  1, 
was  a  banquet  of  surprises.  Some  of  the  boys  were 
discussing  before  dinner  what  would  happen  now  that 
the  Canadian  Fairbanks  liad  carried  off  for  good  the 
handsome  trophy  of  the  league,  although  cup,  or  no 
cup,  they  meant  to  play  the  game  next  year  harder 
than  ever.  But  before  dinner  was  half  over  any 
speculation  as  to  a  trophy  was  set  at  rest,  and  what 
was  more,  so  many  prominent  friends  of  the  league 
came  forward  with  prizes  that  even  the  President, 
H.  B.  Seybold,  had  some  difficulty  in  remembering  them 
all.  No  sooner  had  he,  on  behalf  of  the  league  accepted 
one  gift,  than  he  had  another  thrown  at  him.  There 
is  no  doubt  that  this  feature  of  the  evening  illustrated 
the  strong  hold  that  the  league  has  upon  the  trade 
generally,  and  how  manufacturers  and  jobbers  alike 
regard  with  favor  the  good  feeling  that  is  engendered 
by  the  matches,  and  feel  that  the  Avhole  association  is 
worthy  of  their  strong  support. 

There  was  a  strong  muster  of  the  boys,  and  the 
President  was  supported  amongst  others  by  R.  Starke, 
A.  A.  Bittues,  C.  G.  Drinkwater,  G.  C.  Davis,  Max  Hill, 
R.  B.  Coulson,  H.  B.  Brainerd,  F.  C.  Lariviere,  C.  F. 
Smalli^ieee,  and  the  vice-presidents,  G.  E.  Chaffee  and 
Thomas  Robertson. 

Amid  much  enthusiasm  Mr.  Davis  presented  Cana- 
dian Fairbanks  with  the  trophy,  which  they  had  won 
outright,  and  in  doing  so  referred  to  the  good  work  of 
the  league  in  broadening  the  views  of  them  all,  enhanc- 
ing good  fellowship  and  bringing  both  the  boys  and 
the  firms  together  in  happy  harmony.  Mr.  Drink- 
water,  in  accepting  the  cup  on  behalf  of  the  champions, 
voiced  the  appreciation  of  the  club  at  receiving  such  a 
souvenir  of  their  play,  and  then  made  amends  for  de- 
priving the  league  of  the  trophy  by  reading  a  letter 
from  A.  J.  Fuller,  President  of  the  Canadian  Fair- 
banks, offering  a  cup  in  return,  to  be  played  for  on  the 
same  conditions  as  the  old  one.  Needless  to  say  that 
the  boys  let  themselves  go  over  this.  Then  when 
things  had  quieted  down  somewhat,  P.  Bolan,  on  be- 
half of  the  officers,  G.  B.  Chaffee,  T.  Robertson,  J.  Mar- 
nell,  R.  F.  AYarren  and  himself,  presented  Mr.  Seybold 
with  a  gold  fob  as  a  slight  appreciation  of  the  good 
work  and  attention  that  their  worthy  President  has 
given  to  the  league.  It  was  largely  to  his  efforts  that 
things  had  gone  so  well,  and  that  the  league  had 
gained  the  strength  it  possessed  at  the  present  time. 
Mr.  Seybold  was  taken  ])y  surpr'se,  but  he  had  suffi- 
cien  self-possession  left  to  shoAV  how  he  appreciated  the 
kindly  act  of  those  officers  he  had  been  working  with 
for  the  success  of  the  league. 

Then  the  individual  members  of  the  winning  team 
Avcrc  called  up  by  Mr.  Sinallpiece,  of  Taylor  Forbes 
Co..  to  receive  the  souvenirs  that  he  had  promised  them 
at  the  last  banciuet,  the  form  of  which  lu^  had  kept  as 
a  surprise  to  them.  The  boys  were  not  disappointed. 
The  souvenir  took  the  shape  of  handsome  little  silver 
cups  similar  to  the  big  trophy  won  by  the  club,  and 
tied  with  the  club  colors.  Eacli  was  inscribed  with  the 
iijinir  of  thr  o\\  iK  i'.  Mr.  Sinallpiece  received  a  great 
ovation  foi'  his  genei-osity,  and  it  was  generally  agreed 
tluit  there  was  certainly  notliing  the  matter  with  C.  AI. 
Takiiiu'  ii|>  tlic  spii'it  of  Mi'.  Sinallpiece,  .Vrchie  Alac- 
farlaiic  announced  that  he  in  turn  would  offer  sou- 
venirs for  next  year's  winners. 

Things  were  going  very  well  tlie  boys  tliought,  but 
wlicu  Air.  Bittues  expressed  his  desire  to  present  to  the 


league  a  shield  to  be  held  in  perpetuity,  there  was  some 
difficulty  in  holding  them.  Air.  Bittues  was  very  happy 
in  his  idea.  He  thought  the  club  should  have  some- 
thing which  would  act  as  a  tangible  record  of  Avhat 
had  been  done.  By  inscribing,  as  Mr.  Bittues  said,  the 
names  of  the  winning  teams  on  the  shield,  there  would 
be  something  for  the  players  of  to-day  in  years  to  come 
to  point  to  with  pride,  and  in  looking  at  the  records  of 
their  past  deeds  fight  the  fight  over  again.  In  the 
event  of  his  having  the  good  luck  to  have  his  gift  ac- 
cepted by  the  directors,  he  would  like  one  stipulation 
to  be  made,  and  that  was  that  the  names  of  the  boys 
who  go  on  the  shield  should  be  those  of  boys  who  were 
"made  in  Canada."  AA^hen  the  excitement  had  quieted 
down  again,  and  the  boys  had  in  some  measure  thought 
over  this  magnifieent  oft'er  of  Air.  Bittues,  Alf.  Brit- 
tain,  on  behalf  of  the  St.  Alary 's  AVood  Specialty  Co., 
offered  a  prize  for  the  second  team.  This  seemed  to 
be  a  very  good  idea  to  the  boys,  especially  those  of 
Frothingham  and  AVorkman.  After  all  the  runners-up 
should  not  altogether  be  left  out  in  the  cold.  Mr. 
Brittain  received  his  due  meed  of  appreciation,  and 
then  things  quieted  down  somewhat. 

The  toast  list  included  "Our  Guests,"  "The  Cham- 
pions," "The  Players,"  "The  Press,"  and  "The 
Ladies."  During  the  evening  happy  speeches  were 
made  by  R.  Starke,  H.  Hill.  R.  B.' Coulson,  G.  E. 
Chaft'ee,  B.  AYarren,  Thomson  Roliertson,  H.  B.  Brain- 
nerd,  C.  AI.  Strange,  and  H.  D.  Ellis. 

The  President  made  a  very  kind  allusion  to  the 
Canadian  Hardware  and  Stove  Journal  in  introducing 
the  toast  of  the  Press.  He  referred  to  it  as  the  official 
organ  of  the  Ontario  Hardware  and  Stove  Dealers' 
Association,  and  said  that  every  one  should  read  the 
paper.  It  was  an  exceedingly  bright  Journal.  Need- 
less to  say  his  remarks  were  appreciated  to  the  full  by 
the  representative  of  the  Canadian  Hardware  and 
Stove  Journal,  who  responded  to  the  toast. 

Songs  and  piano  selections  were  on  the  programme, 
and  F.  C.  Lariviere  gave  a  short  address,  applying  the 
principles  that  conduced  to  good  hockey  play  to  pros- 
perity in  business. 


CHOWN'S  PADLOCK  SIGN. 

The  new  president  of  the  Ontario  Retail  Hardware 
Association  not  only  wears  a  padlock  button  on  his 
coat,  but  also  has  a  padlock  electric  sign  in  front  of 
his  store.    The  sign  shown  in  the  accompanying  picture 


was  erected  free  by  an  electric  sign  concern  who  charge 
^1  per  month  for  illumination  and  maintenance.  It's 
a  good  ad.  by  day  and  by  night,  and  the  point  is  em- 
jihasized  in  every  advertisement  where,  below  the  firm 
name  are  the  words,  "At  the  Sign  of  the  Padlock." 
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Stoves  and  Housefurnishings 


FIRST  PRIZE  STOVE  WINDOW. 

Stoves  ai'c  lund  to  disphiy  m  iiuiiiy  windows,  but 
Iv  .\.  Wliittcii.  I'>rac('l)ri(l5i(',  succeeded  in  triiinnin<?  a 
<f()o(l  window  witii  a  ran^c  and  some  cooking);  uten-iils, 
in  the  window  of  the  TIit><iins  Hardware  Co.'s  store  at 
Pet(  rhoi-()  during'  tlu'  liai'dwarc  convention  in  that  city 
in  Fel)ruai'y,  tirst  prize  hein^j;  awanh-d  Mr.  Wliitten  For 
tiie  display  re])i-oduced  in  tlie  accompanying^  l)ictiire. 

One  of  Mofl'at's  "Canada  B"  ranges  was  used  as 
the  center-  piece,  a  (diarcoai  fire  being  maintained  to 
"keep  tlie  kettle  boiling,"  and  a  i)ipe  being  connected 
up  to  the  rang(>  to  carry  away  th(>  smoke.  Beside  the 
range  was  a  hod  filled  with  coal,  and  on  the  ox)en  oven 
door  rested  a  pan  containing  a  couple  of   loaves  of 


tlie  t  hei'iMonieter  ranges  from  Zero  to  70  degrees  Ite- 
low,  with  the  further  fact  that  the  larger  number 
of  })uildings  are  frame  structures  and  the  price  of  wood, 
principally  soft  spruce,  is  ij^lO  to  $15  a  cord,  according 
to  length,  quantity,  and  time  of  purchase,"  writes  O.  (,'. 
Woodward,  "it  can  be  readily  understood  that  tlu; 
([u<'stion  of  the  cost  of  fuel  is  one  of  great  importance. 
Cons(Hiuently  different  schemes  have  been  devised 
from  time  to  time  in  order  to  take  advantage  of  as  mu(di 
of  the  heating  capacity  of  a  cord  of  wood  as  possible. 

"The  stoves  used  in  Dawson  for  heating  purposes  are 
made  of  sheet  iron  and  known  as  air-tight  heaters.  In 
some  cases  these  are  purchased  on  the  outside,  having 
cast  to[)s  and  bases,  but  they  are  j)rincipally  manufac- 


I'lIiST   riUZK    STOVE    WINDOW   AT   PETKK  BOlU)   CON  V  K.\  I' lOX. 


bread.  Tea  pots,  etc.,  were  shown  on  the  warming 
stands,  while  a  saucepan  was  shown  in  the  warming 
oven. 

The  walls,  ba(d<ground  ;iiid  winduw  floor  were  used 
to  display  various  articles  of  kitchen  and  i)antry  wai'e. 
such  as  a  bread  box,  bread  mix(M',  frying  pan,  balce 
pan,  wash  boiler,  potato  mashei-,  egg  beater,  etc.  In 
the  center  of  the  loreground  a  large  card  carried  the 
nu\ssage:  "  .\s  a  perfect  bak'er  the  'Canada  B'  can't  be 
beaten.     Pi'iee  .^^oO.'' 


HEATING  PROBLEM  IN  THE  YUKON. 

"The  winters  in  the  Vid<oii  tei'rilory  b(>ing  from 
seven  to  eight  MU)nths,  during  at  least  five  of  which 


tured  in  Dawson  entirely  from  sheet  iron.  The 
g(Miei'a!  custom  has  been  to  have  the  pipe  run  direct 
to  the  roof,  a  great  percentage  of  the  heat  being  thus 
lost  through  the  pipe,  and  it  renuiined  for  a  local  mer- 
(diant  to  overcome  this  to  some  extent. 

"Sheet  ii-on  drums,  from  2  to  4  feet  in  diameter  anil 
from  A  to  S  feet  in  height,  with  a  partition  down  the 
center  to  within  a  short  distance  of  the  bottom,  are 
used.  The  pipe  from  the  stove  enters  the  top  of  the 
drum  on  one  side  of  the  ])artition,  and  directly  on  tiie 
other  side  of  the  partition  another  pipe  is  connected 
leading  to  the  flue:  the  smoke  must  consequently  follow 
down  one  side  of  the  drum  and  up  the  other  in  order  to 
escape.   The  pipe  where  it  enters  the  drum  may  be  too 
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hot  to  permit  the  hand  to  rest  thereon,  while  where  it 
leaves  the  drum  it  is  barely  warm,  and  when  the  smoke 
leaves  the  chimney  it  contains  very  little,  if  any,  heat. 

"These  drums  in  some  eases  are  placed  immediately 
next  to  the  stove  and  in  others  as  far  as  30  feet  distant, 
according  to  the  size  of  the  room.  They  are  also  placed 
in  different  rooms  from  that  which  contains  the  stove, 
and  in  some  cases  on  the  second  floor.  In  this  way  a 
great  heating  surface  is  obtained  and  at  least  50  per 
cent,  more  heat,  besides  the  distribution  of  the  heat 
throughout  tlie  house,  wliile  the  fire  in  the  stove  need 
not  be  so  hot.  It  has  also  added  to  protection  from 
fire,  a.s  tlie  Jiipe  is  not  hot  where  it  goes  through  tlic 
roof. 

"The  one  disagreeable  feature  is  the  collection  of 
creosote,  which  formerly  was  largely  consumed  by  the 
intense  heat  of  the  smoke  as  it  left  the  pipe.  This  has 
l)een  overcome  l)y  malung  the  bottom  of  the  drum  drain 
toward  a  hole  in  the  center,  permitting  the  creosote  to 
run  into  a  pan  placed  below  for  that  purpose.  As 
much  as  1  to  4  gallons  of  this  creosote  will  collect  dur- 
ing twenty-four  hours,  according  to  the  size  of  the 
stove.  So  far  no  use  has  been  found  locally  for  this 
creosote,  with  the  exception  of  a  small  amount  used  by 
gardeners  for  the  destruction  of  plant  insects  and 
worms. 

"The  drum  being  built  within  6  inches  of  the  floor 
draws  a  certain  amount  of  the  cold  air  from  the  floor 
of  the  room  and  carries  it  off." 


TEA  AND  COFFEE  STRAINER. 

In  order  to  catch  the  drip  from  a  strainer  after  tea 
or  coffee  has  been  poured  through  it,  an  inventor  has 
pro\-ided  a  drip  bowl  which  may  be  swung  under  the 
strainer.  The  strainer  is  pivoted  in  a  pair  of  arms  ex- 
tending upward  from  the  drip  bowl.  The  handle  of 
the  device  is  attached  to  the  bowl  and  not  to  the 
strainer,  so  that  when  the  handle  is  turned  to  one  side 
the  strainer  will  maintain  its  normal  position,  while  the 
drip  bowl  is  swung  out  of  the  way.  When  the  handle 
is  turned  past  a  certain  angle,  the  arms  engage  a  lip 
formed  on  the  strainer,  so  that  the  strainer  will  also  be 
tipped,  and  may  be  inverted  to  free  it  of  the  dregs  or 
grounds  that  liave  collected  therein. 


FOOT-REST  FOR  HOT-AIR  REGISTERS. 


A  foot-rest  for  use  over  the  registers  of  hot-air  fur- 
naces is  shown  in  tlie  small  sketch  reproduced  liere-' 
with,  'i'lic  I'csl  proper  is  a  sheet  of  nu-tal,  j^rovided 
witli  ix'rfor;:!  inns  tn  uUow  the  heat  to  escape  through. 
;in(l  siiiipnrtrd  means  of  attacliment  to  the  l)ase- 
hiKiril  Jiiid  li>'  t  w  u  hiii!4'i'(l  legs. 


MODEL  KITCHEN  WINDOW  DISPLAY. 

May  Brothers,  West  Toronto,  featured  a  "Model 
Kitchen"  in  one  of  their  windows  a  fortnight  ago  with 
excellent  results,  selling  two  complete  oixtflts  as  shown 
in  the  display,  as  well  as  making  several  individual 
sales  of  a  smaller  size. 

The  display  consisted  of  one  of  the  new  Gurney- 
Oxford  Compact  Cabinet  gas  ranges,  on  which  Avas 


3  This  Model  Kitchen  sold  two  of  the  outfits  displayed. 


shown  an  alarm  clock  and  several  cooking  utcmsils,  a 
range  boiler  and  a  Gurney-Oxford  gas  heater. 

The  outside  display  included  articles  of  a  season- 
able nature,  such  as  step  ladders  and  door  mats,  a  roll 
of  prepared  rooflng  being  also  shown  in  the  doorway. 
Attractive  display  cards  were  used  to  draw  attention 
to  and  give  the  prices  of  the  articles  displayed. 


TWO  TYPES  OF  SALESMANSHIP. 

"I  like  this  gasoline  stove,  just  the  size  to  set  on 
my  range ;  but  I  want  a  longer  feed  pipe — this  is  too 
short,  the  tank  is  too  close  to  the  burner.  Can't  you 
put  on  a  longer  feed  pipe?" 

This  question  a  hardware  store  customer  asked  of  a 
clerk  not  long  ago.  The  clerk,  without  Aveighing  the 
matter,  gave  the  easiest  reply: 

"I  do  not  think  it  possible." 

"I  guess  I  will  wait,  then,"  said  the  customer,  and 
she  forthwith  paid  a  visit  to  a  rival  hardware  store. 
Here  she  looked  at  the  same  kind  of  stove  and  explained 
her  objection  to  it. 

"I  would  take  this  stove,"  she  remarked,  "but  I 
nm  fearful  that  the  feed  pipe  is  not  long  enough  . " 

"That  is  easily  remedied,"  quickly  broke  in  the 
(dei'k,  "I  can  have  one  or  two  more  feet  of  pipe  readily 
attached  to  this." 

"Then  I'll  take  it."  she  concluded.  "Whih'  1  ;un 
here,  too,  T  want  to  get  some  kitchen  wai-e. '" 

And  the  second  store  where  the  clerk  was  wich'- 
awake  sold  ;i  bill  oT  goods  worth  ^100. — System. 


Clerks  who  get  to  the  top  are  the  clei-ks  who  work 
to  t-et  thei'(\  You  have  to  clindi  yourself,  no  one  can 
do  it  for  you— WORK. 
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SPORTING  GOODS  ARE  PROFITABLE. 

By  W.  W.  Bennett,  Gananofiue. 

.\s  we  find  s{)()rtiiig'  fj^oods  a  very  sfitist'actory  line 
to  liandle  in  connection  witli  our  general  line  of  hard- 
ware, we  will  give  our  views  on  same  in  the  hope  that 
tliis  line  will  he  more  generally  taken  up  and  pushed 
hy  the  reach'rs  of  your  excellent  JournHl. 

Any  dealer  who  is  situated  adjacent  to  a  stream 
with  fish  in  it,  has  two  chances  for  trade  as  against  his 
inland  brother.  He  can  besides  carrying  a  supply  of 
basel)all,  football  and  otlier  sporting  goods,  engage  in 
the  sale  of  fishing  tackle.  Situated  as  w^e  are  on  the 
banks  of  the  noble  St.  Lawrence,  in  the  heart  of  the 
1000  Islands,  it  behooves  us  to  carry  a  good  complete 
stock  of  fishing  tackle  of  the  best  makes. 

The  tackle  line  is  a  good  clean  one  to  handle,  the 
profits  are  O.K.,  and  if  a  man  understands  the  use  of 
the  different  articles  he  can  readily  dispose  of  a  good 
quantity  of  same. 

We  devote  a  large  wall  case  to  our  sporting  goods 
line,  and  alternately  display  in  season  guns  and  am- 
munition, skates,  and  fishing  tackle.  This  case  is  il- 
lumined by  concealed  electric  lights,  and  is  attractive 
both  day  and  night.  The  lower  part  of  the  case  is 
fitted  with  a  row  of  drawers,  and  beneath  this  are 
shelves  behind  glass  doors,  which  will  hold  10,000 
loaded  shells,  or  our  stock  of  skates,  etc.  A  case  like 
this  will  be  found  a  great  help  to  any  dealer  in 
handling  these  lines. 

Our  town  also  has  a  fiourishing  "(lun  Club."  Be- 
sides being  members  of  this  club,  we  invite  the  experts 
sent  out  by  the  gun  and  cartridge  makers  to  come  and 
shoot  with  us.  This  very  greatly  stimulates  the  in- 
terest of  the  boys  and  incidentally  makes  a  market  for 
a  large  number  of  loaded  shells.  This  we  find  is  a 
great  stimulus  to  our  sales,  and  we  would  advise  every 
hardware  dealer  to  take  an  active  part  in  his  town 
Gun  Club.  The  accompanying  picture  shows  some  of 
the  Thousand  Island  Cun  Club  boys  taking  a  morning 


W.  W.  Bennett  tluckshooting  on  the  St.  Lawrence. 


off  wit!i  the  live  bii'ds,  l)agging  twenty  liroadhill 
ducks  in  a  couple  of  hours. 

AVe  have  completed  buying  oui-  summer  stock  of 
s])orting  goods,  hammocks,  etc.,  and  we  will  soon  be 
ready  with  a  nice  up-to-date  stock  of  goods  f(U'  the 
spring  tra(h'.  We  would  urge  every  dealer  to  lay  in 
a  good  stock  ol  sporting  goods,  get  his  clerks  interested 
in  the  lines  and  watch  the  business  grow. 


SEEDS  BRING  OTHER  TRADE. 

The  ilard\vai-e  Ti-ade  tells  of  a  hardware  retailer 
who,  while  he  had  handled  seeds  for  several  years, 
inade  up  his  mind  to  j)ush  the  line  two  years  ago.  Jle 
put  real  and  .systematic  effort  into  the  line  with  tlie 
result  that  his  purchases  instead  of  being  in  the  neigh- 
borhood of  $30  or  .$40  for  the  year  as  previously,  were 
nearly  $600,  while  last  year  they  exceeded  $1,200,  and 
all  the  other  merchants  in  his  town  have  given  up 
handling  seeds,  so  that  he  is  left  in  possession  of  the 
field. 

If  the  seed  business  is  to  be  developed  an  effort 
mus:t  be  made  to  indiice  purchasers  to  trade  at  home 
instead  of  sending  away  for  their  seeds.  This  can  best 
be  done  by  newspaper  advertising  at  the  right  time : 
by  proper  window  and  store  display  and  by  personal 
letters  to,  or  talks  with,  possible  customers. 

It  should  be  made  the  business  of  someone  in  the 
store  to  pay  particular  attention  to  this  department 
who  might  possibly  be  given  an  interest  in  it.  If  the 
dealer  keeps  a  proper  set  of  books  he  can  at  almost  any 
time  tell  what  each  department  of  his  business  has 
nuide  in  the  way  of  protits  and  in  the  case  of  the  seed 
department  a  part  given  to  the  person  in  charge  will 
be  an  added  niducement  to  his  pushing  it. 

To  properly  sell  seeds  also  the  retailer  and  his  sales- 
men, shoukl  study  carefully  such  seed  catalogues  as 
they  can  get  hold  of,  so  that  they  can  talk  intelligently 
to  his  customers  of  the  new  and  improved  seeds  now 
being  offered  and  show  them  that  the  local  store  can 
do  as  well  by  them  as  they  can  by  sending  away.  This 
matter  of  sending  away  is  more  or  less  a  habit  among 
seed  buyers,  for  the  principal  reason  that  in  many  in- 
stances there  is  no  store  in  their  town  that  has  paid 
any  attention  to  seeds,  further  than  to  carry  a  more 
or  less  incomplete  stock  tiicked  away  in  some  dark 
corner.  Put  the  seeds  where  they  can  be  seen  and 
they  will  in  many  cases  sell  themselves,  as  well  as 
bring  a  good  deal  of  trade  in  garden  tools  and  similar 
lines. 


TO  MANUFACTURE  STEEL  RANGES. 

The  Aylmer  Pump  &  Iron  Works,  Aylmer,  Ont.,  are 
])lanning  to  begin  the  manufacture  of  steel  ranges  for 
the  Western  Canada  trade  shortly. 

A.  W.  Humphries  &  Son,  Parl-irl',  report  a  su''- 
stantial  increase  in  their  1910  business,  althougli 
roads  were  very  bad  during  the  fall.  Every  hardware 
merchant  ought  to  be  an  advocate  of  good  roads. 

Smith  &  Schaefer,  Bolton,  report  a  good  stove  trade 
(lii!'ing  the  fall  months,  but  say  profits  ar-'  light,  owing 
1()  prices  ])eing  cut  ten  to  fifteen  per  cent,  because  of 
the  competition  of  the  Toronto  departmental  stores. 

"We  haA'e  had  an  excellent  stove  trade  this  year, 
and  !  do  nn\  think  there  are  many  stocks  of  any  size  to 
caii-y  over  in  this  district."  writes  C.  W.  Conn,  Ti  son- 
l)i!i'g,  when  sending  two  subscriptions  for  the  Journal. 

J.  S.  Allen.  Burlington.  Out.,  reports  1910  to  have 
beeti  the  best  in  his  experience.  "Oiir  turn-over,"  he 
sa.vs,  "has  increased  fully  two-thirds  over  last  year, 
and  our  stove  and  furnace  trade  has  been  exceptionally 
good." 

J.  Ileiu-.v  &  Son.  Orono.  report  a  good  incerase  in 
trade  during  1910,  owing  partly  to  the  new  branch  of 
the  Canadian  Northern  Railway  being  built  from  To- 
ronto eastward.  The  firm  supplied  hardware  to  five 
of  the  I'ailway  contractors. 
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Gas  Operated  Model 


Model  G,  Automatic,  List  Price,  $41.35 
Model  M,  Hand  Operated,  List  Price,  $33.00 


Will  you  let  VIS  send  you  "Standarcr*  Business? 

Our   iQii  Advertisiutr  Camoaieri  and  Selline-  t  <  ■  r.  ■  ,  r-  .  ,  . 


Our  1911  Advertising-  Campaign  and  Selling 
Plan  will  develop  a  NEW  and  immensely  enlarged 
field.  The  method  will  popularize  and  immediately 
increase  the  sales  of  Standard  Arms. 


TAND 


All  enquiries  received  will  be  referred  to  the 
nearest  dealer,  and  strong  support  will  be  offered 
in  business  getting  letters  from  our  home  office. 


Line  up  for  big  profits,  rapid  fire  sales  and  tlu 
enviable  reputation  that  will  come  to  dealers  wlio 
are  far  sighted  enough  to  handle  a  modern  line. 


Rifle 


Send  for  our  catalogue,  booklets,  etc.,  and  let 
us  tell  you  details  of  our  way  of  sending  business 
to  you. 


The  following  Cauadian  jobbers  carry  a  stock  of  Standard  Rifles  and  can  ship  promptly — EDMONTON, 
Ross  Bros.,  Ltd.,  Somerville  Hardware  Co.;  LONDON,  D.  H.  Howden  &  Co.  Ltd.;  MONTREAL,  L.  H.  Hebert  &  Cie,  Ltd., 
Lariviere,  Inc.,  Lewis  Bros.  Ltd.;  OTTAWA,  Ketchum  &  Co.  Ltd.;  ST.  JOHN,  N.  B. ,  W.  H.  Thorne  &  Co.  Ltd.;  TORONTO, 
H.  S.  Howland,  Sons  &  Co.  Ltd.;  WINNIPEG,  J.  H.  Ashdown  Hardware  Co.  Ltd.,  Marshall- Wells  Hardware  Co.  Ltd.,  Miller. 
Morse  Hardware  Co,  Ltd.,  Hingston-Smith  Arms  Co.  Ltd.,  Wood-Vallance  Ltd. ;  VANCOUVER,  McLennan,  McFeely  &  Co. 
Ltd. 

STANDARD  ARMS  CO.,  121  Fst  .  Wilmington,  Delaware,  U.S.A. 


Dominion  Shot  Shells 


A  RE  absolutely  waterproof,  allowing  them  to  work 
perfectly  in  repeating  and  automatic  shot  guns,  as 
well  as  insuring  the  powder  against  climatic  conditions. 


Insist  on 


Do 


minion 


Shoots  best, 
Sells  best, 
Is  best. 


Dominion  Cartridge  Co.,  Montreal,  ca 


N. 
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SQUARE  AND  ANGLE  MITERS. 

Article  No.  2.  Written  for  the  Journal  by  G.  L.  Gray,  Founder 
of  Gray's  School,  New  York. 
On  line  I)  dniw  profile  of  gutter  the  rcciuircd  size 
and  space  it  inio  any  convenient  number  oF  spaces, 
erect  line  A  nnd,  at  any  convenient  point  as  C,  strike 
miter  lines  U  and  C,  draw  lines  from  spacings  in  profile 
parallel  with  line  A,  intersecting  niiter  lines  C  and  B. 
Take  spacings  from  profile  and  phice  them  on  stretch- 


To  make  pattern  for  tube,  draw  tube  the  required 
size,  erect  centre  line  E  G,  and  at  E  strike  half  circle 
and  space  into  any  convenient  number  of  spaces;  draw 
lines  from  spacings  7)ara]lel  with  line  K  G,  intersecting 
profile  of  gutter.  Draw  line  F  find  spHce  off  the  stretch- 
out 1 — 9 — 1,  and  draw  lines  indefinitely  from  spacings 
at  right  angles  to  line  F.  Place  the  T  square  parallel 
with  line  F,  draw  lines  from  G  to  correspf)nding  num- 
bers in  stretch-out,  which  gives  the  required  pattern. 


out  line  1),  and  draw  lines  indefinitely  from  spacings 
in  sti-e1eli-()iit  at  right  angles  with  lineD  ;  place  T  square 
at  (J  and  at  I'ight  angles  with  line  A.  Draw  lines  from 
num))ers  in  stretch-out.  Draw  lines  through  intersect- 
interseeting  points  in  miter  lines  to  the  corresponding 
ing  points  in  sti-etcli-out.  This  will  give  the  correct 
patterns. 


There  are  still  many  stores  that  cling  to  the  secret 
price  mark,  although  tliey  claim  to  have  but  one  price. 
There  is  absolutely  no  reason  why  a  store  that  sells 
at  but  one  price  should  not  mark  goods  in  plain  figures. 
The  buying  pulilie  has  grown  to  look  with  suspicion  on 
stores  that  mark  their  goods  in  unintelligible  symbols. 
It  "looks  bad." 
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HARDWARE  BUSINESS  OPPORTUNITIES. 

Ads.  inserted  under  this  head  one  cent  per 
word,  each  insertion.  Each  Journal  subscriber 
is  allowed  to  insert  one  25  word  ad.  free 
each  year. 


BUSINESS  FOE  SALE — One  of  the  best  Hardwares  in  Saskatche- 
wan. Stock  about  $14,000.  Buildings  at  reasonable  rent.  $6,000 
cash  will  handle  it.  Business  increasing,  prospects  brieht.  turnover  and 
profits  satisfactory.  Will  be  off  the  market  if  not  sold  by  April  first. 
Don't  answer  unless  yon  mean  business,  if  full  information  is  satisfac- 
tory. Write  in  first  instance  to  box  101,  Canadian  Hardware  and  Stove 
Journal,  Toronto. 


WANTED — Tinsmiths  and  press  hands  at  all  times.  Correspond- 
ence invited.     E.  T.  Wright  &  Co.,  Hamilton. 


FOK  SALE — Three  counter  Show  Cases;  also  a  few  tinsmith's 
tools  in  good  repair.     Apply  W.  W.  Chown  Co.,  Limited,  Belleville. 


FIXTURES  WANTED — Am  in  the  market  for  several  silent  sales- 
men and  a  .screw  case.  Will  take  slightly  used  ones.  Bo.x  111.  Hard- 
ware &  Stove  Journal,  Toronto. 


STOVE  SALESMAN  WANTED — For  Western  Ontario.  Write 
Percival  Plow  &  Stove  Co.,  Ltd.,  Merrickville. 


CLERK  WANTED — An  experienced  hardware  salesman.  Must  be 
a  good  stock  keeper  and  window  dresser.  Apply,  with  references,  stat- 
ing age,  experience  and  salary  expected.     S.  L.  Adolph,  Listowel,  Ont. 


OVERSTOCK — Have  an  overstock  of  barn  door  latches  which  I 
will  sell  at  a  low  price.  Particulars  on  request.  Box  112,  Hardware 
&  Stove  Journal,  Toronto. 


FOE  SALE — 12  sections  of  Warren  Shelving,  2  Meyers  Ladders,  6 
Bowser  Oil  Pumps  and  Tanks,  1  four-drawer  National  Cash  Register. 
All  neai-ly  new.  For  prices  and  descriptions  write  Brown  &  Mitchell. 
Brandon,  Man. 


WANTED — An  experienced   and   thoroughly   capable   man,    able  to 

take  charge  of  the  manufacturing  end  of  a  Stove  Plant.     Apply  with 

references  and  full  information  to  The  Enterprise  Foundry  Co.,  Sack- 
ville,  N.B. 


NEWSPAPER  CUTS  FOR  SALE 

Large  assortment,  slightly  used,  Hardware  cuts,  tools, 
cutlery,  tinware,  etc.,  suitable  for  newspaper  advertising. 
Twenty-five  cuts  for  Four  Dollars. 

STANLEY  MILLS  &  CO-  LIMITED     =  HAMILTON 


HAVE  YOU 

"QUEEN'S  HEAD" 


J 

'I 

B 

CANADA 


Galvanized  Iron 

In  stock  or  one  of 
the  so-called  "equals?" 
"Equals"  won't  give 
"Queen's  Head"  wear. 


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  &  CO.,  Limited, 

Makers,  MONTREAL, 

Bristol,  Newport  Managers  Canadian  Branch 


JENKINS  6;  HARDY 

Assignees,    Chartered  Accountants,    Estate  and  Fire 
Insurance  Agents 

15',  TORONTO  ST.,  TORONTO         52  CANAOA  LIFE  BLBG.,  MONTREAL 


There's  a  Reason 

WHY  GRAY'S  SCHOOL  OF  SHEET 
PATTERN    DRAFTING   IS  MORE 
THOROUGH     AND  ADVANCED 
THAN  ANY  OTHER 


IT  is  the  result  of  twenty  years  ot  experience  in  modern 
shops.  My  work  is  so  systematically  arranged  that 
one  problem  helps  to  make  the  next,  and  all  the  school 
work  applies  to  the  up-to-date  designs  and  methods  of  de- 
tailing and  developing  of  patterns  as  required  in  every 
day  shop  work.  Laying  out  difficult  work  becomes  a 
pleasure  when  familiar  with  my  short  and  easy  methods. 
Vou  study  daring  your  spare  time  and  apply  your  studies 
in  your  shop  work. 

Write  for  circular  describing  full  course, 
also  full  size  school  drawing- 


Gray's  School 


3537  Third  Avenue, 


New  York  City 


When  you  ^et  a  Vacuum 
Cleaner,  Buy  the  best: 

A  New 
PERFECT 


Does  quick  and   perfect   work  in 
cleaning  and    renovating-  carpets, 
rugs,  furniture,  bedding,  curtains, 
floors  and  walls.     Has  Blower  at- 
tachment and  stronger  suction  than 
others.      It  is  a    strong,  simple, 
light  and  cheap  machine. 
Try  our  new  washing 
machine.       It    is  the 
latest,  simplest,  cheap- 
est,   most  economical 
and     efficient  washer 
made.      Works  easy. 
No   wear,    but  makes 
clean  clothes. 

Get  particulars  from 

The  Perfect  Mfg.  Co, 

BERLIN.  ONT. 
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FRESH  AIR  ESSENTIAL  TO  LIFE. 

A  recent  issue  of  one  of  the  leading  magazines  con- 
tained a  very  interesting  and  instructive  article  on, 
"Oxygenizing  a  ('ity."  The  city  referred  to  was  Chi- 
cago and  this  article  told  how  a  prominent  doctor  who 
had  devoted  years  to  a  study  of  the  effects  of  fresh  air 
on  animals  as  well  as  on  human  beings,  had  worked  out 
experiments  which  had  pi-oven  not  only  very  interest- 
ing but  helpful  to  the  human  race. 

In  order  to  find  out  just  how  essential  fresh  air  was 
in  prolonging  the  lives  of  animals — the  doctor  tried  the 
o|)en  air  treatment  on  animals  in  the  Zoo.  He  found 
that  those  animals  which  liad  been  kept  out  of  doors 
during  the  winter  as  well  as  the  summer  months  were 
the  animals  that  lived,  while  those  which  were  kept 
indoors  in  places  heated  with  steam  had  invariably 
died.  Tn  the  case  of  monkeys  it  was  found  that  even 
tliough  the  rooms  in  which  the  cages  were  kept  were 
at  the  same  temperature  as  would  be  the  case  in  a  tro- 
jiical  climate  still  they  did  not  live  because  of  the  hot, 
dry  air.  This  proved  that  it  was  not  the  climate  but 
lack  of  fresh  air  that  killed  them. 

This  experiment  was  interesting  as  it  showed  that 
even  aninials  must  have  fresh  air  in  order  to  live.  It 
brings  out  the  fact  that  prominent  scientists  and  doc- 
tors are  giving  the  subject  of  ventilation  in  the  home, 
and  the  necessity  for  fresh  air  much  thought  and  at- 
tention these  days. 

Even  the  schools  in  all  parts  of  the  country  are 
now  giving  this  thought  of  fresh  air  much  attention, 
and  one  school  principal  established  a  motto,  "Less 
instruction  and  more  oxygen."  At  this  school  desks 
were  removed  in  the  lower  grades  so  as  to  give  the 
children  every  freedom  of  movement.  The  windows 
are  kept  open  even  in  zero  weather,  the  cliildren  re- 
taining their  hats  and  wraps. 

In  commenting  on  this.  Jewel  Stove  Talk  says: 
"Every  hardware  dealer  who  reads  this  and  wlio 
has  possibilities  of  furnace  business  at  all  is  certainly 
passing  up  a  good  proposition  if  he  does  not  realize 
and  take  advantage  of  the  fact  that  the  warm  air  fur- 
nace is  strongly  and  surely  coming  into  its  own.  If  a 
sciiool  is  heated  with  properly  constructed  wftrm  air 
furnaces  thei'e  is  no  necessity  for  compelling  the  pupils 
to  retain  tiu'ir  hats  and  wraps  and  open  the  windows. 
'IMic  fresh  air  will  be  supplied  to  them,  the  temperature 
will  be  comfortable  and  it  will  be  much  better  in  every 
respect  for  the  pupils  and  the  teacher. 

"The  point  we  are  trying  to  make  in  this  article  is 
that  practically  every  paper  or  magazine  we  pick  up 
has  some  reference  to  fresh  air,  people  are  talking 
al)out  it  and  thinking  about  it  because  it  is  a  vital 
subject  nowadays.  This  gives  a  great  opportunity  for 
the  furnace  man  1o  get  in  telling  arguments  in  favor 
of  the  furnace.  There  is  no  question  but  the  field  for 
installation  of  warm  air  furnaces  is  growing  greater 
year  after  year." 


PROFIT  IN  SELLING  REFRIGERATORS. 

By  C.  H.  Leonard. 

The  tiitie  has  passed  when  it  was  necessary  to  un- 
dersell your  neighbor  on  refrigerators.  The  people 
are  no  longer  looking  for  the  cheapest  article  of  this 
kind  on  the  market. 

The  agitation  for  pure  food  laws  has  brought  with 
it  a  realizing  sense  of  the  necessity  for  a  place  to  keep 
food  pure  and  an  enormous  demand  for  high  grade 
refrigerators,  lined  either  with  white  tile,  opal  glass  or 
one-piece  real  porcelain  enamel. 

This  is  a  good  thing  for  the  dealer  if  he  is  wise 
enough  to  take  advantage  of  it,  and  supply  what  the 
people  want  and  really  ought  to  have,  because  the 
higher  price  which  the  people  are  willing  and  even 
anxious  to  pay,  offers  a  chance  to  make  more  money 
on  refrigerators  than  lie  ever  dreamed  of  making  on 
the  old  style  zinc  lined  goods. 

For  illustration,  take  a  small  retailer  who  only  sells 
twenty-five  refrigerators  a  year,  at  prices  ranging  from 
$5.00  to  .$20.00  each.  The  average  price  is  $12.50,  total 
sales  $312.50.  As  competition  is  tierce  on  this  grade, 
he  cannot  make  over  one-fourth  of  the  selling  price, 
giving  him  a  profit  of  only  $72.12  for  his  season's  work 
in  this  line. 

Evidently  this  is  not  worth  while,  for  the  goods  are 
bulky,  they  take  up  lots  of  valuable  store  space,  the 
profit  scarcely  pays  the  rent,  and  the  delivery  charges 
are  heavy.  Something  must  be  done  to  ciiange  this 
state  of  affairs. 

Supposing  the  same  dealer  should  stock  high  grade 
refrigerators  along  with  his  cheap  ones.  He  could  sell 
as  many  and  even  more  if  he  lets  the  people  know  he 
has  them.  His  sales  and  profits  woiild  then  foot  up  like 
this :  Twenty-five  refrigerators  at  from  $25.00  to 
$75.00  each,  average  price  $50.00:  total  sales  $1,250. 
These  goods  are  new;  competition  is  not  so  fierce.  He 
can  double  his  money.  Result:  profit  $625.00,  instead 
of  $79,121  If  you  are  a  large  dealer  there  is  a  small 
fortune  waiting  for  you  right  in  this  line. 

This  high  grade  refrigerator  business  lends  itself 
very  gracefully  to  the  instalment  plan,  as  some  people 
are  not  prepared  to  pay  so  much  at  once,  although  de- 
termined to  have  one  some  time.  Of  course  you  can  ac- 
eonunodate  them,  thus  your  sales  vriW  be  doubled  and 
your  profits  insured. 


NOVEL  ROAST  PAN. 

The  Thomas  Davidson  ^fanufacturing  Co.,  ^Slont- 
real,  have  a  patent  roasting  pan,  the  unique  feature  of 
which  is  that  no  l)asting  is  necessary.  The  meat  or 
fowl  rests  on  a  hollow  pan,  around  which  is  a  double 
ring  of  nu'tal  in  wliich  water  is  placed,  this  keeping 
tile  meat  from  l)urniiig.  while  supplying  moisture  to  the 
air  to  assist  in  roasting  and  browning  the  meat.  In  a 
demonstration  at  ]\fcKelvey  &  Birclrs  store  at  King- 
ston, several  hinidr(>d  of  the  pans  were  disposed  of. 
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THE  MONTHLY  VOICE  OF  THE  CL AN— GURNEY-OXFORD 


Whiffs 
Worth 
Watching 


Three  months  without  so  mucli  as  a  vapor  from  the  Smoke 
Pipe — our  annual  editorial  sleep — and  Ave  again  burst  forth  on 
the  unsuspecting  Gurney-Oxford  Brotherhood,  and  we've  got  so 
much  to  say,  we  hardly  know  where  to  begin. 

First  of  all,  the  Harpoonist  is  no  more — he  died  of  an  acute 
attack  of  pessimism  on  Christmas  Day. 

That  is  the  only  fatality  we  have  to  report.  AA"e  opened  at 
least  one  eye,  several  times  through  the  winter — every  time  a 
Gurney-Oxford  enthusiast  called,  in  fact — and  they  all  told  such 
a  story  of  good  crops,  good  sales,  good  business  and  good  cheer 
that  w^e're  glad  we're  not  tlie  Saturday  Evening  Post,  Imt  .just 
one  of  the  oval  trade  mark  boosters. 

AVonder  if  any  one  who  casts  his  eye  over  us  this  issue 
isn't  just  quite  satisfied  with  his  stove  business  last  fall.  Far  be 
it  from  us  to  talk  about  ourselves,  but — wonder  if  we  couldn't 
help? 

No  man  can  win  unless  he  starts  right.  He  must  have 
the  goods  the  people  want — at  pi-ices  the  people  want  to  pay 
for  them. 

AVe  are  selling  that  kind  of  goods,  backed  up  by  the  most 
enterprising  concern  in  this  line  of  business, — and,  we  want  to 
do  business  witli  you. 


Svstem  is  tlie  secret  of  success. 


lie  cost  of  your  advertising  comes  out  of  tlie   pockets  of 
vdui'  competitors  who  do  not  advertise. 
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Here's  a  new  one  for  191  i.  The  Compact 
Cabinet  -the  g'reatest  case  of  Cotulensecl  Capa- 
city in  the  entire  Gurney-Oxforcl  hue.  Fiiul 
out  llie  price  of  tliis  one,  g^et  it  quick,  and  put  it 
in  your  window.  This  tracio  catcher  is  only 
404  inches  long'. 


This  da  tidy  .spring'  weather  means  spring  fever  for  .ill 
of  us;  not  tlie  kind  that  lias  afflicted  our  friend  in  the  pieture. 
l)iit  tlie  sort  of  fever  that  sends  most  of  us  iiunninir  for  more 
business — seasonable  business.  There  are  just  a  few 
Canadian  stove  dealers  who  are  blood  relations  of  the  Fifth 
Avenue  sleeper.  These  fellows  say  that  "Stove  business 
doesn't  pay,"  "^Yindow  dressing  doesn't  pay,"  "Advertising 
doesn't  pay."    Ye  gods!  I  said,  just  a  few  such  dealers. 

The  live  ones  are  too  busy  just  now  to  express  an 
opinion  on  these  subjects.  They've  got  to  get  out  tlie 
spring  goods,  display  them  attractively  and  saleably.  They 
are  busy  designing  trade  compelling  windows,  and  putting 
them  in.  They  are  busy  putting  some  of  their  best  sales 
talk  in  black  and  white,  and  sending  it  round  to  the  new.s- 
pajxT.  There's  a  lot  of  real  seasonable  goods  that  are  just 
grand  trade  catchers  in  April.  May  the  first  is  moving  day. 
and  from  screens  to  gas  stoves  is  a  long  call,  and  there  are 
aliout  a  thousand  things  between  that  sell  extra  well  right 
now.  if  displayed  right.  We  know  that  the  gas  stove  line  is 
right  to  the  point  now,  becaiise  a  lot  of  you  fellows  are 
keeping  us  busy  sliipjiing  1911  Gurney-Oxford  das  Ranges, 
and  laying  out  adds  to  increase  sales.  I  wonder  if  every 
hardware  man  in  a  gas  town  realizes  he's  got — Two  Stove 
Seasons  a  year! 
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SENSE  AND  DOLLARS 

Showing  why  it  takes  one  to  make  the  other  in  the  stove  business. 


Keg  Nails. 

Patent  Can  Openers. 


1 
3 

6  Assorted  Razors. 

1  Granite  Pudding  Pan. 


2  Tins  Stove  Polish. 
4  Dog  Collars. 
1  Shoe  Brush. 
And  about  two  hundred  circulars. 


the 


This  is  not  part  of  an  inventory  list,  but  some  of  the  things  Smith,  the  clerk,  had  to  take  oft' 
stove  Mrs.  Brayne  asked  to  see,  in  Stone's  Hardware  store  the  other  day.  Mrs.  Brayne,  repre- 
senting hundreds  of  Canadian  women,  does  the  same  thing,  all  through  Canada,  scores  of  times  a 
day,  and  poor  Smiths  have  to  go  through  the  same  performance  of  clearing  the  decks.  By  the 
time  Smith  got  down  to  the  stove  itself,  the  lady  was  protesting  that  she  only  wanted  to  look 
around,  anyway.  Smith  wasn't  sucli  a  bad  sort,  either,  but  of  course,  the  handicap  was  too  much. 
The  sale  was  lost  before  it  was  made. 

Mi's.  Brayne  didn't  say  stove  again  till  she  happened  to  be  in  AVilson's  hardware  store  across 
the  street  the  week  following,  for  the  purpose  of  purchasing  a  package  of  tacks.  Probably  she 
would  not  have  said  anything  but  she  saw  a  Chancellor  range  with  an  attachment  on  the  smoke 
pipe,  labelled  in  red,  "Economizer."  Mrs.  Brayne  was  only  human.  She  just  had  to  know  why 
they  called  that  an  "Economizer,"  though  she  had  practically  made  up  her  mind  not  to  buy  her 
stove  till  she  went  to  the  city  in  about  a  fortnight,  so  that  she  could  see  a  bigger  variety. 

Now,  when  a  lady  Avants  to  see  a  stove,  she  invariably  asks  "AVhat's  the  price  of  that  stove?" 
And  when  a  salesman  replies  to  her,  he  never  answers  that  question,  for  half  an  hour  at  least. 

Mrs.  Brayne  was  not  as  much  interested  in  the  price  of  that  stove, 
as  in  the  "Economizer,"  but  she  just  had  to  follow  the  demands 
of  habit. 

The  word  "Stove"  was  no  sooner  uttered,  than  she  was  taken 
in  hand  by  the  proprietor  himself,  as  live  a  man  as  will  be  found 
in  the  business.  He  said,  "I  would  like  to  show  you  what  they 
have  learned  in  the  stove  business  since  you  bought  the  old 
'Duchess'  you  are  using  now." 

Then  followed  a  clear  explanation  of  the  new  features  of  the 
"Chancellor"  range,  the  new  reversible  grates,  with  the  large  air 
space,  and  the  freer  draft,  the  divided  flue  strip,  which  evens  up 
the  oven  heat,  and  all  the  other  GURNEY-OXFORD  talking 
points,  which  Mr.  "Wilson  had  at  his  finger  tips,  thoiigh  he  found 
it  convenient  to  refer  to  the  little  card  which  tells  all  about  the 
stove,  and  comes  with  it,  and  which  he  kept  in  his  hand. 

Well,  to  make  a  long  story  short,  Mr.  Wilson  got  warmed  up 
to  the  work,  a.s  a  good  salesman  should,  and  the  lady  was  firmly 
convinced  that  the  stove  would  certainly  do  better  baking  than  the  old  one.  She  had  it  finnly 
impressed  that  every  corner  of  that  oven  was  going  to  be  even,  and  that  she  would  not  spoil  any 
more  lemon  pies  because  the  back  of  the  oven  was  hot  and  the  front  cold.  She  was  already  antici- 
pating liow  much  better  toast  she  could  make  with  the  improved  broiler,  when  Mr.  AYilson  worked 
round  to  the  "Economizer."    He  ahvays  used  the  "Economizer"  as  a  clincher. 

"When  you  .start  to  make  a  fire  for  the  night  in  your  old  range  it  means  half  an  hour  of 
juggling  dampers,  etc.,  and  also  a  serious  waste  of  fuel,  though  you  won't  realize  just  how  much 
till  you  once  use  the  'Economizer.'  When  you  have  this  controller  on  your  range,  the  fire  is  ready 
to  shut  oft"  immediately  you  put  fresh  coal  on,  and  I'll  wager  I  can  keep  a  fire  in  that  20  in.  range 
there  for  thirty  hours  or  more,  with  one  filling  of  fuel,  because  it  lias  been  done  before.  The 
'Economizer,  has  held  a  l)aking  heat  for  over  eleven  hours  on  one  charge  of  coal,  and  that  really 
spells  economy.  And  it  means  convenience.  You  turn  tin'  lumdlc  up  tor  more  heat,  and  down 
for  less.    It's  really  a  throttle  valve  for  a  stove." 

The  sale  was  made,  of  course.  Ix'cause  the  lady  actually  realized  that  here  was  a  really  better 
proposition  than  she  could  get  elsewhere. 

There  is  no  secret  why  Wilson  does  nine  tenths  of  the  stove  business  in  the  town.  He  has  the 
right  line,  and  he  presents  the  goods  right.  Of  course  his  stove  department  pays,  and  pays  well. 
Ami  iin  a ntiiiii',  tlic  man  across  the  street  says  stoves  don't  pay.    He'll  know  wliy  some  day. 
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A  LETTER  TQ 
CANADIAN  STOVE  MEN 

Toi'outo. 

A])ril  lOtli,  iim. 

Deal'  Sir : 

Just  a  year  ago  we  issued  a 
book,  outlining  what  we  would 
do  For  the  trade  during  1910  to 
licl|)  sales.  You  may  rer(ieiid)er 
that  book.  It  was  called  "A 
hot  campaign  for  the  dealer." 

That  co-operation  iiiad(>  sales 
— Ave  know  that,  because  we 
filled  the  orders.  It  made  most 
sales  where  we  had  live,  in- 
telligent co-operation  from  oui- 
local  man,  but  it  helped  all 
along  the  line. 

Our  ncAV  proposition — our  co- 
ojxM'ation  for  1911 — will  come 
to  you  about  the  first  of  May. 
AVe'll  make  no  definite  pro- 
mises further  than  to  say  we 
expect  an  even  bigger  increase 
this  year  than  last.  Our  line, 
too,  is  even  better  and  more 
complete  than  it  was  last  year. 

Are  you  telling  the  same  sort 
of  stove  story  as  the  other  fel- 
low? Or,  this  year  of  1911,  will 
you  1ie  thei-<^  with  different,  bet- 
ter, more  effective  methods? — 
because  we'll  have  them.  May 
1st.  And  Ave  can  enable  you  to 
clearly  show  that  the  Gurney- 
Oxford  Economizer  Avill  sav^e 
household  expense  for  your 
customers. 

Better  find  out  tins  year, 
:\Iay  1st. 

Yours  A'ery  truly, 

THE  GURNEY  FOUNDRY 
CO.,  Limited. 
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THE  GURNEY  FOUNDRY  CO.  umiteo 

TOR.O!MXO  .  CANADA 


Are  You  Prepared  for  the  Hot  D^\s: 


CURNEY  -  OXFORD 

CAS  RANCfS, 

HESTERS. 
HOT  PLATES  *ND  \LL  C*S  I.  COMM.. 
APPARiTLS  AT  MODERATE  PRICES 

Comt  ind  C«i  Our  Ptm.  -  VmU  tuid  <mr  thttft- 
«\trTfl>(ly  modcntt     Pky  m  ■  lou  toon  -  T«a1l  no< 


J.     S.     HALL       PHONt  NOKTH 

1007:   lONCE  STREET 
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5  NewsJO 

BUSINESS  CHANGES. 

Eastern  Canada. 

(^ufliee,  i^ue. — Victor  Lemieux  succeeds  N.  Leniieux  &  Tils. 
Halifax — .1.  SininiDiuls  &  Co.  liave  succeeded  II.  II.  Fuller 
iV:  Co. 

Frederictoii — Tweeddale   &   Co.   store  being     closed  and 
merged  into  .1.  S.  Neill  &  Sons,  wlio  formerly  controlled  both  • 
liusiiiesses. 

Ontario. 

London — O 'Dell-Bennett,  have  succeeded  Gillian  McLean, 
and  will  continue  under  the  name  of  t'le  McLean  Hardware  Co. 

ijondon — .1.  G.  Steele  &  Co.,  luive  succeeded  W.  B.  Gil- 
l('S|iie  &  Co. 

Chatham — G.  Willard  succeeded  Westman  Bros. 

Ripley — James  Geddes  succeeded  Solomon  Bros. 

Neustadt— F.  W.  Meyer  &  Son  succeed  F.  W.  Meyer. 

Glencoe — Sutton  i.t  Luck  succeed  P.  D.  McCallum. 

Beamsville — Edward  Keith   has  succeeded  J.  McTaggart. 

Millbrook — E.  S.  Eakins  suffered  loss  by  Are. 

Glencoe — Sutton  &  Lutz  succeeds  P.  D.  McCallum. 

Stratford — Bricknian  &  Co.  succeeds  D.  L.  Myers  &  Co. 

Wingham — G.  Scliniidt  succeeds  J.  G.  Stewart  &  Co. 

Toronto — May  Bros,  have  dissolved  partnershi)),  the  store 
now  lieing  run  by  Geo.  E.  May.  H.  B.  May,  retiring  jiartner, 
will  locate  in  the  West. 

]\Ioorefield — Geo.  Wilson  has  succeeded  Wilson  Bros. 

Drayton — Patterson  &  Ilillborn  moved  into  new  store. 

Owen  Sound — Morran  &  Sons  have  sold  to  T.  I.  Thom])son, 
Limited. 

Manitoba. 

Manitou — R.  L.  Gillerain  opening  new  store. 
Makinak — J.   Polvin  succeeds  Joseph  Sive. 
Brandon — llosh.al  &  Carmichael  opening  store. 
Winnipeg — Lennox   Mackie   Co.   succeed     Lennox  Jlard- 
v.aie  Co. 

Winnipeg — Segel  &  Wdd  establishing  t'nsn.it'  ing  business. 

Winnipeg — J.  II.  Athdown  H;ivd\\;n\'  Coini)any  have  ]iu  - 
chased  stock  of  Kobold  Tool  a  Cutlci.\-  Co. 

Stonewall,  Man. — Williamson  lV:  Patterson  succeed  Weston 
Montgomery. 

Saskatchewan. 

Laiigham — .).  G.  Lemky  has  succeeded  Moore  &  Camroux, 
tinsmiths. 

Laird — T^aird  Tiading  Co.  have  sold  to  Western  Merchants. 
Weylnirn — Iloshal  &  Carmichael  0|)ening  new  stoie. 

Duliec — .1.  B.  Wilson  has  been  succeeded  by  the  Wilson, 
.Mi-fntyrc  Co. 

hidian    Head — V.  S.  McKay,   hardware  mercliant,  dead. 
Bladworth — ('•.  K.  Miller  succeeds  C.  W.  Buriows. 
Rouleau — Clias.   Worden  succeeds  McGillivray     &  jNIout 
goiiicry. 

Saskatoon — Ex-mayor  Hopkins  has  I'orined  a  ]iartneishi]i 
with  W.  D.  Cameron,  Elgin,  Man.,  and  new  firm  will  be  known 
as  Hopkins  Hardware  Co. 

.Milestone — Driscol  &  Brie  opening  hardware  store. 

Kegina — Weir  &  Co.  succeeded  Weir  &  Tuck. 

Oxbow — Crossley  &  Jackson  suffered  loss  liy  fire. 

Larigei)l)nrg — Denmark  &  Burton  sufl'ered  loss  by  tire. 
Alberta. 

Bow  Island— !>'.  K.  \.  Co\\>  lias  ])urcliased  stock  of  G.  R. 
Tlowdi  II,  and  lias  addeil  a  ))luml)ing  dejiaitment. 

(lalgary — Alberta  Metal  Cuhcrt  Co.  succeeded  by  Canada 
Ingot  Iron  Culvert  Co. 

Edmonton — Paul  Werner  0])ening  new  store. 

Edmonton — North  West  Sheet  I\retal  Works  announce 
change  in  ownership. 

FIdmontoii — Capital  Slici  r  .\l(tal  Co.  have  succeeded  Max- 
well \  Hume. 

Kindiislov — K(d)iMS   &    Reid,   adding    houselurnisliing  de- 
partment. 


Trricana — Ben.  F.  Fisher  opening  hardware  department. 
Macleod — Arthur  &  Penrose,  painters,  have  startei  business. 
Strathmore — G.    T.   Barry,     who     succeeded  Strathmoro 
Trading  Co.,  building  extension  for  tinsmithing  and  plumbing 

sllO|). 

Calgary — Calgary  Hardware  Stores,  Ltd.,  o;ejiiiig  branch 
in  Sunalta. 

Carstairs — C.  N.  Fogg  opened  stock  of  harness  and 
saddlery. 

Canirose — Hiram  Burger  succeeded  Burger,  Davidson  &  Co. 
Drumheller — J.  J.  Cummings  starting  in  business. 
Edmonton — Werner  &  Jenkinson  succeed  J.  A.  Werner. 
Strathmore — Strathmore  Hardware  Co.  open  store. 
Wetaskiwin — Spencer     &     Spencer     succeed  Wetaskiwin 
Decorating  Co. 

Whitla — The  Whitla  Hardware  &  Furniture  Co.  have  taken 
P.  N.  Coleman  into  jiartnership. 

Carnduff — W.  T.  Sjiarling  succeeds  .1.  E.  Olsen. 

Diamond  City  —  Alberta  Hardware  Co.  commencing 
business. 

Macleod — Cunningham  Hardware  Co.  changed  name  to 
Cunningham  Bros. 

Macleod — R.  H.  Graves  has  discontinued. 

Tofield — A.  F.  Fugh  retiring  from  business. 

Wetaskiwin — C.  F.  Lemire,  sold  business. 

Whitla,  Alta. — Harris  &  Co.  opening  hardware  business. 

Zelma,  Alta. — Geo.  Martin,  Killarney,  Man.,  will  establish 
hardware  lousiness. 

British  Columbia. 

North  Vancouver,  Patterson,  Clark  &  Goldie,  succ(^>d 
Latimer  &  Elliott. 

New  Westminster — Anderson  &  Lusl:y  are  constructini;' 
large  ware':ouse. 

Salmon  Arm — S.  J.  McDiarmid  has  sui-ceeded  Neelauds 
&  Co. 


GENERAL  TRADE  ITEMS. 

McClary  Mfg.  Co.,  London,  are  to  build  a  two  storey  addi- 
tion to  their  mounting  shop. 

T.  E.  Taylor  has  been  conducting  gas  range  de  nonstrfition 
for  the  McCl'ary  Mfg.  Co.  at  St.  John,  N.B. 

McFarlane  &  Douglas,  Ottawa  have  been  incorporated  with 
•tHOO.nOO  capital  to  manufacture  sheet  mftal  building  mat  rials. 

Burrow,  Stewart  &  Milne,  Hamilton,  will  put  a  new  warm 
air  furnace  on  the  market  this  year. 

A.  R.  Dundas,  sto\e  dealer,  Cobourg,  has  been  honored  by 
election  to  t'le  )iresidency  of  the  Board  of  Trade  in  that  city. 

J.  S.  Weiriiel  of  M.  Weichel  &  Son,  Elmira  is  recovering 
from  an  operrition  performed  in  St.  Joseph 's  Ho.-i)ital  at 
(!uel])h. 

J.  M.  Kains  &  Co.,  Vancouver,  B.  C,  representatives  of 
Clare  Bros.  &  Co.,  Preston,  have  mo\('d  into  new  and  larger 
premises  at  858-SCO  Cambie  Street. 

The  Hamilton  Lock  &  Hardware  Manufacturing  Co.,  has 
been  organized  and  a  i)lant  is  now  being  installed  at  Hamilton 
in  which  to  manufacture  locks  and  other  articles  of  hardware. 

Wilson  I'orter,  of  Bury  Brothers,  Walkerviile,  has  be.'ii 
transferred  from  Denver,  Colorado  to  Canadian  territory  and 
is  now  calling  on  the  Ontario  hardware  trade. 

The  Moffat  Stove  Co.,  Weston,  Out.,  have  recently  com- 
pleted a  large  addition  to  their  plant,  adding  very  materially 
to  its  former  capacity.  Some  new  designs  aie  being  added  to 
their  line  of  gas  ranges. 

The  Onward  Mfg.  Co.,  Berlin,  sold  2  electric  and  26  hand 
power  vacuum  cleaners  during  the  Peterboro  convention,  besides 
opening  up  .•J(>veral  new  agencies.  They  have  just  is.sued  a  new 
disjilay  card  for  dealers,  illustrating  their  line  of  sliiliug  fur- 
niture shoes. 

J.  II.  Aslidown  &  Co.,  Winnijieg,  are  erecting  a  large 
plumbing  and  heating  sup]ily  warehouse  at  Winnipeg,  and  will 
go  extensively  into  this  branch  of  business  in  future.  They 
will  act  as  exclusive  agents  for  "New  Idea"  boilers  and 
radiators,  manufactured  by  the  (iurney-Tildcn  Co.,  Hamilton, 
who  have  in  jirejiaration  a  new  hot  water  and  steam  heating 
catalogue. 
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Market  Situation 


METAL  MARKETS. 

Metal  jobbers  report  tlio  Canadian  trade  as  being  in  a 
very  satisfactory  condition,  with  an  improvement  also  noted  in 
outside  marke-{;S.  The  opening  of  navigation  has  brought  lower 
prices  on  ])ig  iron,  quotations  being  50  cents  lower  than  a  month 
ago.  Tin,  however,  is  a  little  stronger,  the  ruling  price  being 
45  cents. 

One  of  the  best  features  of  the  present  condition,  from 
the  jobbers'  standi)oint,  is  the  smallness  of  the  stocks  in  hand. 
There  is  no  real  shortage,  however,  and  deliveries  are  being 
made  fairly  pronij)tly.  Buying  for  August  and  September 
delivery  is  quite  active,  and  the  outlook  is  for  an  active 
season's  trade,  with  a  tendency  for  prices  to  firm  up. 

Canadian  foundry  iron  is  now  quoted  at  $19  for  No.  1  and 
.$18.50  for  No.  2,  with  lower  prices  on  contract  deliveries. 
English  irons  are  also  quoted  lower  owing  to  the  opening  of 
navigation,  Middleboro  being  quoted  at  $19.50.  A  good  deal 
of  American  iron  is  also  being  imported,  but  Canadian  furnaces 
have  all  they  can  do  to  keep  up  with  the  demand. 

Tin  is  being  held  firm  by  the  speculators  in  control  of  the 
market,  and  the  outlook  is  for  even  higher  prices  than  the 
present  quotation  of  45  cents.  ('o]>jier,  lead  and  sjielter  all 
show  an  improvement  with  the  opening  of  spring,  and  all  are 
in  good  demand.  Prices  on  these  metals  are  unchanged, 
however. 

Plates  and  sheets  are  the  most  interesting  on  the  metal 
market,  stocks  being  light  and  the  price  tendency  upward  owing 
to  the  continued  liigh  price  of  tin.  The  situation  is  encouraging- 
many  buyers  to  order  farther  in  advance  than  usual. 

There  is  no  change  in  the  market  for  old  materials. 


HARDWARE  MARKETS. 

Everything  is  rush  and  bustle  in  jobbers'  warehouses  at 
present,  making  shipments  of  spring  goods  dated  for  April  de- 
livery. Orders  booked  for  future  shipment  are  also  lieavy,  fall 
bookings  being  heavy  enough  to  indicate  that  record  figures 
are  likely  to  be  again  reached  this  year. 

.S}>ring  goods  predominate,  of  course,  in  the  present  ac- 
tivity, including  building  paper,  poultry  netting,  shovels,  j)Ost 
hole  augurs,  rakes,  hoes,  wheelbarrows,  egg  crates,  etc.,  while 
housecleaning  necessities,  such  as  washing  machines,  wash 
boards,  scrubbing  and  paint  brushes,  mojjs,  carpet  sweepers  and 
similar  goods  are  also  included  in  large  quantities. 

Summer  lines  are  also  being  shipped  in  increasing  quan- 
tities, refrigerators,  ice  cream  freezers,  lawn  mowers,  hose, 
lawn  seats,  hammocks,  etc.,  being  taken  into  stock  by  the  wide 
awake  retailers  wlio  kee])  ahead  of  the  demand.  Sporting 
goods  are  also  moving  lively,  heavy  deliveries  being  made  of 
fishing  tackle,  football,  baseball  and  lacrosse  supplies.  Silver- 
ware and  cut  glass  for  .luiie  wedding  trade  are  being  ordered 
freely. 

(ias  oil  stoves  are  in  strong  demand,  while  tinware  has 
the  lead  on  enamelware  at  ])resent.  Bookings  of  stoves  are 
large,  owing  to  the  delays  experienced  in  getting  deliveries 
last  season.    Furnaces  are  beginning  to  move  nicely. 

Builders'  and  heavy  hardware,  as  could  be  expected,  are 
also  prominent  in  every  shi[inient,  the  outlook  being  for  a 
heavy  building  year,  both  in  Ontario  and  the  West.  Keports 
from  Western  Canada  are  to  the  effect  that  "this  will  be  the 
biggest  and  best  year  for  every  branch  of  the  trade  in  this 
Western  country,  and  manufacturers  will  do  well  to  prepare 
for  large  orders,  and  plenty  of  them,  during  1911. 


PAINT  AND  OIL  MARKETS. 

Turjientine  has  been  hitting  the  high  spots  during  the 
past  month,  and  with  a  hungry  group  of  speculators  in  control 
of  the  Southern  markets  the  man  who  attempts  to  forecast  the 
market  takes  a  big  chance.  The  future  seems  to  rest  entirely 
with  the  men  in  control.  The  present  quotation  is  $1.40,  and 
prices  may  possibly  go  as  high  as  $1.50  before  the  speculators" 


greed  is  satisfied.  The  lateness  of  the  spring  is  delaying  the 
harvesting  of  the  sj)ring  "crop,"  and  this  is  assisting  the 
manipulators  in  keejdng  stocks  on  the  market  light.  Relief  is 
hoped  for  in  May. 

A  measure  of  relief  has  already  arrived  for  linseed  oil,  an 
easing  off  in  the  English  market,  caused  by  the  lower  priced 
Calcutta  seed,  resulting  in  a  corresponding  lowering  of  prices 
here,  oil  being  now  obtainable  in  Toronto  at  $1.12  and  $1.15, 
and  at  $1.10  and  $1.1.3  at  Montreal.  One  large  paint  manufac- 
turer predicts  $1.05  and  $1.08  oil  before  the  end  of  May. 

Ready  mixed  jjaint  will  not  be  affected  by  lower  priced  oil, 
however,  for  two  reasons.  In  the  first  place  paints  were  not 
advanced  in  projiortion  to  the  increase  of  price  in  oil  and 
turp.  And  secondly  present  stocks  are  made  up  of  the  higher 
priced  oil.  Prices  may  ease  off  next  fall,  but  even  this  is  not 
considered  likely,  as  the  future  outlook  for  flaxseed  production 
does  not  encourage  hope  of  a  material  lowering  of  the  price 
of  linseed  oil. 

White  lead  has  also  been  in  heavy  demand,  the  volume 
of  this  trade  being  enormous  in  the  spring  months.  Prices 
are  unchanged.  White  zinc  and  red  lead  are  having  a  season- 
able trade,  as  is  also  putty. 

X'arnishes  and  sy)ecialties  are  particularly  active  owing 
to  the  house-cleaning  season.  The  use  of  soya  bean  and  wood 
oil,  has  kept  the  ]>rice  of  varnishes  down,  while  maintainin:»  a 
good  quality. 

Paris  green  shi]iments  have  been  cleaned  out,  it  beinj; 
necessary  to  make  new  stocks  for  filling  future  orders.  Arseuite 
of  lead  has  also  been  a  good  seller  for  spraying  i)urposes. 


WINDOW  GLASS  OUTLOOK. 

W.  R.  llobbs,  ])resident  of  the  Consolidated  Plate  Glass  Co., 
Toronto,  who  has  just  returned  from  Europe,  reports  that  over- 
building has  had  a  bad  effect  on  the  glass  trade  in  Great 
Britain,  while  both  the  British  and  Belgian  markets  have 
been  disorganized  by  the  tremendous  spring  demand  from 
.Japan,  owing  to  the  proposed  imposition  of  a  higher  tariff  in 
that  country  in  June.  As  a  result  it  is  extremely  difficult  to 
get  delivery  or  orders  for  si)ring  shipments  to  Canada,  and 
scores  of  importers,  in  Mr.  Hobb 's  opinion,  will  be  disappointed 
in  not  being  able  to  get  orders  filled.  As  a  result  he  predicts 
a  shortage,  with  the  consequent  result  of  higher  {)rices  later 
on  in  the  season. 

The  glass  trade  in  Canada  has  been  unsatisfactory  for 
several  years,  and  quite  a  number  of  the  smaller  glass  houses 
have  gone  out  of  the  business. 


MR.  HAMBLY  EXTENDS  THANKS. 

Editor  Hardware  &  Stove  Journal: — Kindly  allow  me  space 
in  the  Journal  to  extend  my  thanks  to  the  many  friends  who 
sent  telegrams  and  letters  expressing  their  sympathy  regarding 
the  loss  sustained  by  me  in  the  recent  burning  of  my  store. 
I  have  been  so  busy  that  I  have  been  unable  to  send  ack- 
nowledgments, but  wish  to  say  that  already  I  am  engaged  in  a 
"fire  sale"  in  another  store,  while  the  burned  building  is 
being  remodeled,  and  will  be  ready  for  me  again  next  month. 

Thanking  my  friends  through  you,  I  remain,  etc. 
Barrie,  Ai)ril  4.'  "  J.  R.  ITAMBLY. 

Mr.  llanibly's  fire  took  jdace  on  Thursday,  and  he  had  the 
loss  adjusted  by  Saturday,  and  a  week  later  was  conducting  a 
fire  sale  in  another  store,  crowds  lining  up  waiting  for  the 
door  to  open  in  response  to  his  advertisements.  Over  $800 
was  taken  in  the  first  Saturday,  and  the  store  has  been  open 
every  other  day  since,  the  alternate  days  being  used  to  get 
stock  in  shape  to  sell.  While  prices  are  necessarily  cut  down, 
the  sale  is  satisfactory  in  cleaning  out  the  salvage  stock,  and 
in  getting  rid  of  goods  which  have  been  "stickers"'  for 
years. 

The  fire  was  caused  by  an  explosion  of  roofing  cement, 
which  painfulh'  burned  V.  S.  Ilambly,  nephew  of  the  Associa- 
tion past  president.  Fire  gutted  the  cellar  and  first  floor,  but 
water  and  smoke  did  the  most  damage.  On  an  insurance  of 
$9,000  on  fixtures  and  stock  Mr.  Ilambly  was  given  $7,500  in- 
surance. His  stock  had  been  valued  at  about  $17,000,  but  much 
of  this  is  salvage,  and  the  "cleaning  out"'  process  will  make 
it  possible  to  reduce  the  stock  considerably. 
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Here's  the  Vacuum  Cleaner  You've  Been  Waiting  For 

REGINA  VACUUM  CLEANER 

A  cleaner  that  is  past  the  experimental 
stage,  and  combines  genuine  dust-getting  effi- 
ciency with  an  ease  of  operation  that  will  simply 
astonish  you.  The  Regina  double  pump  idea 
cuts  labor  in  half  and  doubles  the  life  and  use- 
fulness of  the  cleaner. 

Of  course,  we  have  the  Hand  Power  style,  as  well  as  the 
Electrical  Regina  shown  in  the  picture.  The  hand  power  is  a  big- 
seller  because  the  duplex  pump,  working-  all  the  time  with  both  a 
forward  and  backward  stroke  creates  a  strong,  continuous  suc- 
tion— yet  so  easily  that  a  child  really  can  operate  it. 

The  Electrical  Regina  can  be  effectively  driven  at  2,400  im- 
pulses per  minute,  being  i,2CO  for  each  pump — it  simply  MUST 
get  all  the  dirt  there  is — yet  it's  portable,  light,  durable  and 
simplicity  itself. 

A  strong  proposition  is  ready  for  un- 

Eleclrically  Operated  Regina  Vacuum  Cleaner.  OCCUpicd    territory.      WHlc    US  tO-day. 

PAGE  WIRE  FENCE  COMPANY.  Limited.  Walkerville.  Ontario 


Make  a  Good  House  Cleaning 
Display  of 


Boeckh's  Brushes  and  Brooms 

during  the  month  of  April  and  increased  sales  are  certain  to  result. 

Do  not  fail  to  include  all  kinds  of  Brushes  in  the  "labor  lightener"  class. 

WE  WILL  SUPPLY  FREE  TO  THOSE  REQUIRING  SAME 

Window  display  cards 

Electros  for  advertising  purposes 

Circulars  for  distribution  to  customers 


miol'  us  A  CAIin  IF  TN  NEED  OF  ANY  OF  THE  ABOVE 


The  Boeckh  Bros.  Company,  Ltd. 


Head  Office,  80  York  St. 


TORONTO,  CAN. 


Factories,  158-168  Adelaide  St.  W. 
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GET  THE  BIG  BUSINESS  WITH 

Ruberoid  Roofing 

Trade  Mark  Re^.         Pronounce  it  Rue  ber-oid 


BEWARE  IMITATIONS 


APPEARS  ON  WRAPPEB 


Kl'BEROID  Roofing  is  y;ooiS  enough 
loi  tiie  most  expensive  buildings  as  well 
as  low  enough  in  price  to  be  the  most 
economical  roofing  for  sheds,  barns,  and 
other  structures  of  the  cheaper  class. 

Colored  RL'HKROin,  in  Red,  Brown 
and  Green — the  color  inif>regntxlcd  right 
into  the  roofing — makes  among  the  hand- 
somest as  well  as  the  most  durable  roofs. 

With  RUBP:R0ID  in  stock  yon  can  go 
after  the  highest  class  of  roofing  trade — 
and  get  it. 

Write  lor  full  information,  samples  and 
discounts. 


The  Standard  Paint  Co.  of  Canada 

Limited 

286  St.  James  St.,  Montreal. 
197  Bannatyne  Ave.  E.,  Winnipeg. 
25  Pender  St.  W.,  Vancouver. 


Get    the   ^ood  of  our 
advertising 


Oi  K  big  advertising  cainpaigii  is  bringing 
us  many  etiqiiiries  from  your  locality  that  we 
would  like  to  refer  to  you.  You  should  connect 
with  us  on  these  quick-selling,  high  quality,  up- 
to-date  goods.  There  is  a  most  satisfying  profit- 
margin  for  you  on 

Pl{I<:STON  cITiSngs 

This  is  a  line  EVERN'  hardware  man  ought 
to  handle — ought  to  push — ought  to  know  all 
SEND  FOR  about.     Request  our  big  FREE 

THE  BOOK  book  showing  some  of  the  new 

TO-DAY  designs  for  i()ii  Spring  buiUliiig 

and  repair  jobs.    It  will  pay  you.    Get  the  details. 


WKiri',  TO 


Mi:tal  S'l'^Ti  S  C<». 

PRESTON,  x'x  ONTAHIO 

Branch  Office  and  Factory,  Moiilreal.  Que. 


M-L  Paints 

Best  meet  all  the    requirements   of  1] 
all  paint  users  for  all   paint   uses,     i  flM"^ 
Is  it  anv  wonder  thev  sell  so  well? 


Floor  Glaze 

Is  the  tloor  finish  most  people  want.  Easy  to  sell 
it  because  it's  so  hard  to  excel  it.  Ten  pleasing 
shades.  in  pints  and  quarts,  also  half  gallon  and 
gallon  sizes. 

Elastilite  Varnish 

Is  the  most  brilliant  and  durable  for  inside   or  out- 
side use.     Best  to  sell— best  to  use. 


You'll  find  it  pays  to  carry  the  com- 
plete line.     Get  particulars  from — 

Imperial  Varnish  ^  Color  Co. 

Limited 

8  to  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St. 
Vancouver 


■  I 


OVEN  DOOR 

"SPRINGS" 


PLAYING    trouble  ? 

THAT'S  all. 


Well    try   us — 


United  States  Steel  Products  Co. 
MONTREAL 
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PREVAILING  MARKET  PRICES. 

Toronto,  April  10th,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 


Aluminum,  iiiy.'i'ts   

Antimony,   per  lb  

Brass  rods,   V2  to  1  inch. 
Sheets,  up  to  20  gauge 
Tubing,    1    inch,  base.. 
Copper  .  ingots,  casting 
Slieets,  plain,  14  oz. 
Sheets,  tinned,  14  oz. 
Sheets,   plenished,    14  oz, 

base   

Sheets,  braziers   

Bars,  round  %  to  2  in. .  . 
Black  Slieets,  28  gauge  base 

Toronto   

Jlontreal   

Canada  Plates — 

Ordinary,    52  sheets,  TO' 

ronto   

All  bright,   52  sheets 


0  25 

0  09 

0  21 

0  22 

0  23 

  131/2 

base  0  22 


base  201/2 

0  28 
0  23 
0  21 


80 
40 


90 
00 


...  4 

Galvanized  Apollo  Ordinary 
18x24.\52     ....   4  45  4  35 

60    4  70  4  60 

20x28x80    8  90  8  70 

20x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 
Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24   gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 


cast 


24  gauge,  American  .... 
26  gauge,  American  .... 
28  gauge  (26  English)  .  . 
10%  oz.,  equal  to  28  Eng. 
Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch  

Galvanized,  base,  1  inch.. 
Iron  Pipe  Fittings — 

Canadian  malleable.  40; 
iron.  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 ;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 
Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Korged  iron    2  20 

Kolined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15  2 

Fire   steel    2 

High  speed  steel    0 

Pig  Iron,  car  lots — 

Can.-idian   foundry.    Xo.    1  19  00 
M  rldlesbciro.    .\'o.  3. 
liadnor  (charcoal) 

Lead,  Canadian  pig   3  75 

Imported   pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  2  V4  Ib.sq.  ft.  5  00 

I'ipc  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,  half  and  half,  lb. ..23  25 
Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,  inu'ol^.  10(1  11).. 4:5  00  45  00 
Tin  Plates,  charcoal — 
.M  li  S,  Famous  (equal  Bradley) 

Per  box 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion      Crown      Best" — Re- 
tinned. 

I    C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I  X  X.  14x20  base   ....  7  5() 
".Mlaway's     Best"   —  Standard 
Quality. 

I  V.  14x20  base    4  (iO 

I  X,   14x20  base    5  50 

I  X  X,  14x20  base   6  40 


25 
35 
65 


19  50 
32  50 


Bright  Cokes,  Bessemer  Steel. 

I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,   20x28,   112  sheets..   7  50 

I  X.  Terne  Tin    9  00 

Charcoal   Tin   Boiler  Plates. 
I   X   X,    14x60,    50  sheet 

bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  copper  and  wire  lb.  0  11 

Light  copper  bottoms    ...   0  09 

Heavy  red  brass    0  10 

Heavy  yellow  brass    0  08 

Light    brass    0  06 

Tea   lead    0-02 

Heavy  lead    0  02 

Scrap    zinc    0  04 

No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS   AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of   copper  (blue 

stone)    0  07 

Litharge  ground   0  15 

Litharge,    Flaked   0  06% 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of    Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-Ib.  tins, 

pure    0  09 

Chrome,  yellow,  pure    ...  0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — 

Toronto 

Banels,  550  lbs   0  17 

Drums,  50  and  100  lbs.  0  18 14 

Packets,   1-lb   0  20% 

Tins.   1-lb..   100  in  case  0  21% 

Petroleum — 

Can.    Prime   white,    gal.  0  121^.'> 
U.S.   Water  wliite    ....   0  14 
U.S.  Pratt's  astral  ....  0  16 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls   0  171/2 

Benzine,  per  gal,  single 

bbls   0  151/2 

Putty — 

Bulk    in    casks    2  20 

Bulk  100  lb.  drums....  2  55 
Bladders    in   barrels    ....   2  75 

Re?.dy  Mixed  Paints — 

I'er  gallon,  qt.  tins.   1  50     2  00 

Bed  Lead  (Dry)  — 

Genuine,    560    lb.  casks, 

per  cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In   5-gallon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
I'ure      Turpentine,  single 

barrels    1    :!5     1  Ml 

Wood  Turpentine    1  00 

Linseed  Oil,  single  barrel, 

raw  •   1   n     1  15 

Linseed  Oil,  single  barrel, 
boiled    1  16     1  18 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage.   No.   1    1  50 

Pale   durable   body    3  50 

Finest    elastic    gearing    .  .  3  00 

Elastic    Oak    1  50 

Furniture,    polishing    ....  2  00 

Furniture,  extra    1  20 

Furniture,  extra  No.  1    .  .  0  95 

Light   oil   finish    1  35 

Gold  size  japan    2  00 

Turps   brown   japan    ....  1  60 

Baking  black   japan    ....  1  35 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    wliite    sliellac  var- 
nish,  in  barrels    1  75. 

Pure    orange    shellac  var- 
nish,   in  barrels    1  70 

White  Lead,  ground  in  oil — 

B.  B.  genuine    7  40 

Other   brands    ....   6  15  6  65 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  071/2 

Pure,     in     25-lb.  irons 

(in  oil)    0  OSV2 

Window  Glass — 

United  Inches  Star  D.D. 

Under   26    4  25  6  25 

26    to    40    4  65  6  75 

41    to    50    5  10  7  50 

51    to    60    5  35  8  50 

61    to    70    5  75  9  75 

71    to    80    6  25  11  00 

81    to    85    7  00  12  50 

86    to    90    15  00 

91    to    95    17  50 

96    to    100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,    per   lb   0  40 

Orange    mineral,     100  lb- 
kegs    0  091/2 

Pine  tar,    %   lb.  tins,  doz.  0  60 

Plaster   of   Paris,   bbl.    .  .  2  30 

Paris  white,  bbls   0  90 

Wliiting,   gilders,   bolted..  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 

Anvils,    Taylor   Forbes    ..   0  05% 

Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
cliine  bolts,  %  and  less,  60.  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%,c  per 
lb.  ofif. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain^Proof  coil,  per  100  lb.  ^4 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45 ;  jack  chain,  iron,  50 ;  jack 
chain,  brass,  50;  cow  ties.  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  poi'table,  135 

lbs.,    9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern,  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75: 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  .\o.  2  and  lar- 
ger, $3.85:  "X.!.."  feather- 
weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight 
all  sizes,  $6.00. 

Toccalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.40  ;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire— No.  12  and  13, 

$4;    No.    13%.    $4.10;    No.  14, 

$4.25 ;     No.      15,      $4.50,  in 

lengths  6  ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25;  Xo. 

12,  $2.40,  Montreal. 
Fine   Steel   Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.     mesh,  19 

w.g.,  60  and  2%  p.c.  Other  s  zes. 

60  and  5  p.c. 
Smooth   Steel  Wire — base.  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2  85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands.  24  wires,    %,   $5;  1 

inch,  $16  80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe   vise,  25   lbs.  3  55 

Saw  vise    4  50     5  00 

Bliioksniiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--'  'Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  21/2  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2  %  p.c. ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  121/2  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 
vereign'' Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 
less Powder,  "Imperial''  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal.  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  V2C.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car. 
47%;  Clark's  expansive,  40. 
.Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,   track,   1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
4  5  and  10  p.c. 
Cow  bells,   65  p.c 
Sleigh    bells,    shaft   and  hames. 
pair,  22c.  up. 

Sleigh  bells,  bodv  straps,  each, 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
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Bolts  and  Nuts — 

Ciiri-iiigc  Holts,  (■oiiiiiiiiii  ni'w  $  I 
list. 

Cnrriagc  Bolts.  %  iiiul  smillci-. 
70  p.r. 

Ciin'ingc  Bolts,  71(i  iiiul  vip. 
70  p.i-. 

(Jnrriiige  Bolts,  Norway  Iron  ($:i 
list),  eo  p.c. 

MHcliiiiP  Bolts,  %  nnd  less,  (iO. 
10  &   10  p.c. 

MiH-liine  Bolts,  7-16  nnd  uj). 
(iO  p.c. 

I'loiiKli   Bolts,    '>.■).   .■)   &    10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Ends,   6  Op.c. 

Slcigli   Shoe  Bolts,    %   and  less. 

60   nnd   10  p.c. 

.SleiKh    Shoe    Bolts,    7-16  inul 
larger,   5.5   and   0.">  [i.e. 
("oach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes.  4V4c  per 
lb.  off. 

Nuts,  he.xagon,  all  sizes.  4  Vic 
per  lb.  off. 

Stove  rods,  per  lb.,  .">  V4c  to  6c. 


Stove    Knits,  80. 
Building  Paper,  Etc. — 

I'aired  slater's  paper,  per 

roll    0  70 

O.K.  paper,  No.  1.  per  roll  0  7.") 
I'lain  Fibre,  No.  1,  per  400 

ft.  roll    0  4.5 

Tarred   Fibre,    No.    1,  per 

400  ft.  roll    0  53 

Tarred   Fibre   Cyclone,  25 

lb.,  per  roll    0  55 

Dry  Cyclone,  15  lbs  0  4  5 

Plain  Surprise,  per  roll.  .  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  p:iper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch.  Boston  or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready   Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  ijer 
square    0  !)5 

2  ply   complete,   per  roll.    1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,   cotton,   per  lb  0  15 

Butts — Plated,     bower     barif  & 
nickel,  45  p.c. 


Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  ]iin.  (JO  p.c. 
Wrought   steel    fast   joint  and 
loose  pin.    10  p.c. 
Cement — Portland,    bags  per 


bbl   1  60 

Cold  Chisels,  5x6  in.,  doz.  2  20 

\>,i\v[  edge,  1  incli,  do/,...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  liMigtlis.  .  3  30 

3  "  "  .  .  4  00 

4  "  "  .  .  5  2,S 

5  "  "  .  .  7  26 

6  "  "  .  .  8  80 


Door  Knobs — Canadian,  45  and  10 
per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets — Canadian,  45  and  10 
per  cent. 

])oor  pulls.   60   per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,   each    1  80 

Double  sets,  each    3  2,5 

Unbreakable  rail,   100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..   2  90 
10  "  ••  .  .   3  15 

12  "  "  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
121/;,  p.c. 
Files  and  Rasps — 

Disston's,  (ireat  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
.).  Barton  Sniitli,  lOagle,  McClel- 
lan,  (ilobe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 


62  2-3;  .Towett's  (Fnglish  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
^Vdze  eye  nail  hammer,  10 

oz..    doz   1  25 

.Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

.\dze  eye,  straight  claw,  1 

lb.,    doz   7  110 

P^arriers  hammers,   10  oz., 

doz   5  60 

Tinners    setting,     Vz  lb., 

doz   4  50 

Machinists,  V2  lb.,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,   up  to  2 

lbs   0  09 


Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and    stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind.   50   per  cent. 

Heavy   T  and   strap,   4-in.,  100 
lbs.    net,    $7.25:    Heavy    T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,   65  p.c. 
Screw    hook    and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove   pipe   eyes,    kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

.Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
.'ind  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',     2%  x 

51/2  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory.,  6    in   1  95 

Lignum    Vitae,     round,  5 

inch    2  40 

Caulking,   No.   8.    oak....  15  00 

Mattocks — 6  lb.,  18  inch.  $6  doz. 
Picks,   6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars,   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with   I'unip,   5   gallon,   per  doz., 
$10.00. 

Davidson    oilers.    40  p.c. 
Zinc   and   tin.   50   p  c. 
Coppered   oilers,    50  p.c. 
Brass  oilers.  50  p.c. 


Malleable,    75  p.c. 
Planes — Wood     bench.  Canadian, 
40.  .\merican,  25  p.c. 
Wood,    fancy,      30    to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  09 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...   0  09Wi 


Cotton,   3-16    inch  and 

larger    0  24 

Russia    Deep    sea    ....  0  16 

.lute    0  09 

Lath    Yarn,    single....  0  08 
Lath   Yarn,   double    ...   0  08  % 

Sisal    bed    cord,    48  feet, 

per   doz   0  65 

Sisal    bed    cord,    60  feet, 

per    doz   0  80 

Sisal    bed    cord,    72  feet, 

per  doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,   cotton  4-ply 

twine    0  30 

Mattress  twine,  per  Jb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets    and    Burrs — Iron  Rivets. 


black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,   per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  eai'li,  per  100  lb.  ...  2  25 
Sectional,  1/-,  lb.  each,  per 

100    lbs.    .7   2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb...  0  32 
Screws — Wood,   F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  .  .  75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set.   case  hardened..  60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head.    iron.    30;  brass. 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and   21/,  p.c. 

No.  3  and  4  grade,  50  and  2  % 
per  cent. 
Soldering  Irons — 

Base,   per   lb.,   28  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — 

Poultry  netting,  100  lbs...  5  70 
Bed.  100  lbs.,  No.  14  ....   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45   per  cent. 
Briglit    spear    point,      75  per 
cent. 
Stovepipes  — 

5       (■>  in.,  per  100  lengths.  7  62 
7   inch,  per  100  lengths..   8  18 
Nestable.   40  per  cent. 
5   and   6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles.  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned.  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  Wi  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  ui)holsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10:  Swedes, 
gimp,  blued,  tinned  and  japanned. 
82%;  zinc  tkcks,  35;  leather  car- 
pet tacks,  35;  copper  tacks.  45: 
copper  nails,  50;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails.  35  and  10;  patent 
brads.  40  and  10;  fine  finishing, 
40  nnd  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk.  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;    saddle  nails,   in   papers,  10; 


saddle  nails,  in  bulk,   15;  tufting 
buttons,    22    line    in   dozens  only, 
00;     zinc     gluziers'     points,  5; 
double   pointed   tacks,    papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55 ;    clinch   point   shoe    rivets.  4.5 
and  10;  cheese  box  tacks,  87%; 
trunk    tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry. 7.5  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
I'lain    and     retinned,     75  and 

Traps    (steel    game)  —  Newhouse, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

,50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.   rolls,   $1.65  per   100  sq. 

ft.:    in    50-ft.    rolls,    $1.70  per 

100   sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOUSEFURNISHINGS. 

Stoves  and  Ranges — 

flas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,   70   to   75   per  cent. 
Range     Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy.  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24. 

$1:  18x30,  $1.15;   18x36,  $1.95. 

Flat  rim  enameled  sinks.  15x24. 

$2;  18x30,  $2.35;  18x36,  $3.50. 
Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial.    Crescent  and 
granite  steel,   50  and   10  p.c. 
Premier  steel  ware.  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — ^Copper  boilers,  ket- 
tles, 50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper   pitts,    40   per  rent. 

Galvanized    Ware — Dufferin  pat- 
tern pails,   60  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom   tea   kettles  and 
boilers.    35  p.c. 
Coal  hods.   40  per  cent. 
Boiler  and  tea   kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain.     75  and 
12  %  per  cent. 
Retinned.  75  and  12%  p.c. 

Silverware — Holloware,  40.  flat- 
^\■:lre.  40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  Xo.  3,  $11;  No.  4.  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton.  London  and  St. 
Marys.  40  per  cent. ;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal. 
37%  and  10  per  cent. 

Washing  Machines — 

N'i'w  Ontario    41  25 

Hound,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing.  ...  112  50 
Connor     Gcarless  Motor 
Washer   180  00 

Wringers — 

Roval    Canadian,    11  in., 

doz   47  75 

Eze.  10  in.,  per  doz.   .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge.  3  year,  11  inch  53  25 
Ottawa.  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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HAVE   YOU  ILLUSTRATED 

YOUR   NEW  LINE 


By  permission  of  the  Specimen  of  Catalogue  Illustration. 

Harris/on  Stove  Company.  Photograph,  Retouching  and  Half-tone  Engraving  complete, 

the  product  of  our  works. 

We  photograph  and  make  <he  plates  for  any  nature  of  advertising  or  publicity 

Le^^  Bros,  En^ravin^  Co. 

5  Jordan  St.  -  -  TORONTO,  CAN. 


6o 
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There's  Money  in  your  Chum  Department 

If  your  stock  bears  llie  name 

LEADER 

They're  never  <lead  stock.    Satisfied  users  and  exten- 
sive advertising  have  inatlc  them  famous  the  counti y  over. 

They're  just  what  tlieir  name  implies— Leaders  in  per- 
fect churn  construction.    Easy  to  c!ean  and  keep  clean. 


STYLE  F 


MADE  BY  Cummer-Dowswell, 

Eastern  Agents---W.  L.  Haldimand  &  Son  -:- 
Montreal,  Que. 


LIMITED,  Hamilton,  Ontario 

-:-  Western  Agent— H.  F.  Moulden 

Winnipeg,  Man. 


Stop  that  Night  Work! 


The  daylight  hour.s  should  be  sufficient  in  which  to  do  your  book- 
keeping.    And  still,  many  nights  each  month  you  are  chained  to  your 
chair  and  your  desk,   posting,   totaling  accounts,  making  out  state- 
1    ments,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your  business,  yet  you  are  going  the 
long  way  around  to  get  it.    The  short  way  is  the  one  adopted  by  more 
than  70,000  merchants  in  all  parts  of  Canada  and  the   United  States. 
These  have  found  that  by  the  use  of  The  McCaskey  Gravity  Accounts 
\/_  'M  Register  System  their  posting  and  totaling  are  done   at  the  time  the 
7     sale  is  made.     They  have  no  statement  to  mail  at  the  end  of  the  month 
'      because  each  sale-slip  is  an  itemized  account  of  the  goods  purchased 
and  each  shows  the  total  indebtedness  to  date. 


Only  out'  ~ 


zhe  McCASKEY 

SYSTEM 


First  and 
still  the  best 


The  McCas- 
key System 
has  been  ap- 
proved by  ex- 
perl  auditors 
and  accouiit- 

taiits  as  the  natural,  logical  and  most  scientific  method  of  liandling-  accounts,  yet  is  so  simple  tliat  with  it  anyone  can  keep  accurate 
records  of  the  jfoods  bous^ht  and  sold,  merchandise  on  hand,  cash  on  hand  and  in  hank,  accounts  pavable  and  anv  other  that  niav 
be  desired.  The  McCaskey  .System  cuts  out  useless  bookkeeping-,  prevents  forgetting-  to  charge,  prevents  errors  and  disputes  witii 
customers  over  their  accounts,  acts  as  an  automatic  collector,  is  an  automatic  credit  limit,  preventing  over-buyirg  and  over-selling, 
and  protects  tlie  usei"  against  loss  of  insurance  in  case  of  fire.  You  ovi'e  it  to  yourself  to  investigate  the  merits  of  the  McCaskey 
proposition.  A  letter  or  postal  card  will  bring  you  information  without  any  obligation  on  your  side  to  purchase.  Or,  tear  out  this 
advertisement,  sign  3'our  name  and  address,  when  it  reaches  us  we'll  know  vou  want  information. 

Dominion  Register   Company,    Limited,    Toronto,  Can. 

Manufacturers  of  the  famous  "Surety"  Non-Smut  Duplicating-  and  Triplicating  and  Single  Carbon  Pads  in  all  varieties. 
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'UFKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leatlier  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers. 

THE /uFK/N Rule  t?o.  ofQanadaUtd, 

W/ND30/tOJVr, 


1 1 1 1  li 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


II 


BRYAN'S  BRUSHES 


II 


It  will  pay  you  as  a  Hardware  Dealer  to  stock  this  line.  We 
manufacture  a  full  assortment  for  all  purposes  and  especially  for 

PAINTERS,  DECORATORS  AND  FINISHERS 

Order  from  your  wholesale  house  or  direct. 

WESTERN  REPRESENTATIVES  S EN D  FOR  1  9 1  1  CATALOG U E 

WINNIPEG  PAINT  &  GLASS  CO.,  Limited,  THOMAS    RRVAN     I  imUf^rl 

Winnipeg  and  Edmonton  rn^lTXi^a   J3XvXi\l^,  i^imiiea, 

CALGARY  PAINT  &  GLASS  CO.,  Calgary,  Alta.        LONDON,  ...  CANADA 


The  Machine  with  the  "Double  Tank 


Most  Durable,  because  it  is  built  entirely  of  mal- 
leable iron  and  steel  (others  use  tin  and  wood.) 

Air  Displacement,  the  greatest  ;  because  the 
pump  is  one-third  larger  than  any  other,  giving  it  a  much 
more  powerful  suction  and  a  strong  blow  (other  hand 
machines  have  no  blower). 

Easiest  to  Empty,  because  our  exclusive  double 
tank  device  for  separating  the  dust  from  the  air  catches 
95  per  cent,  of  the  dust  in  the  bottom  of  the  tank  without 
screens,  baffles  or  water.  Only  five  per  cent,  is  screened 
and  that  on  the  outside  of  one  canvas-covered  cylinder 
(others  screen  loo  per  cent,  of  the  dust  in  complicated 
screens,  bags,  etc.). 

Easiest  to  Pump,  because  the  screening  device 
mentioned  above  offers  but  5  per  cent,  resistance  to  the 
pump  (others  100  per  cent.) 

Easiest  to  Carry,  because  it  is  light,  compact 
and  perfectly  balanced. 

The  Automatic  "  Hand  Power  "  Cleaner 
m:i\    be  operated  b\'  one  or  two  persons. 

Send  Your  Orders  Early.    Write  for  our  Free  Circular  and  Discounts 

MANUFACTURED  BY 

ONWARD  MFG.  CO. 


BLOWS" 
AS  WELL 

AS 
"SUCKS" 


Berlin,  Ont. 


Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada. 
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National  Cash  Registers  afford  the  quickest  and  best  known  method  of  recording 
every  sale,  and  of  automatically  issuing  a  printed  receipt.  Each  receipt  is  con- 
secutively numbered  and  dated,  shows  the  amount  of  the  transaction  and  clerk's 
initials.  Duplicate  record  is  kept  inside  the  machine  where  only  the  proprietor 
can  get  at  it.  You  need  this  protection.  Why  keep  on  "trying  to  get  along 
without  it  "  ?    Write  for  booklets  and  price  list. 


ATE©mL  CASH 


iUSt: 


F.  E.  MUTTON, 

Sales  Manager  for  Canada. 


285  Yonge  St.,  Toronto 


>sl  T  H  I-  V  <5 

>    »  1  oo           £  A  R 

1^       May,  1911 

TORONTO 
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T©EIIM  (sms  ? 


Here  and  there  throughout  Canada  will  be 
found  districts  wherein  J'obin  Guns  lack  dealer 
representation.  That  is  in  no  instance  our  fault- 
it's  because  the  dealers  in  those  places  haven't  yet 
takenliold  of  our  proposition. 

In  such  districts  the  public  are  supplied  with 
Tobin  Guns  direct,  until  such  time  as  the  local 
hardware  merchant  awakens  to 
the  opportunity  he  is  allowing  to 
pass  him  by. 

But  we  want  to  do  our  busi- 
ness throuo-h  the  trade— we  want 
a  re])resentative  in  every  community 
Simplex  Guns. 

We  invarialjly  j^^'otect  the  dealer— the  con 
sumors'  price  on  every  one  of  our  guns  is  fixed 
and  allows  the  dealer  a  goodly  margin. 

Wherever  we  have  a  hardware  merchant  rep 
icsenting  us,  we  send  to  him  all  enquiries  and  or 
ders  that  come  to  us  from  his  neighborhood. 


SimplGx:  Guns 
for  Tobin 


The  extensive  magazine  advertis- 
ing we  have  arranged  tor  will  result  in 
greatly  increased  demand  for  Tobin 
guns  this  year— -and  that  demand  will 
expand  and  extend  as  the  merits  of  the 
Gun  become  known. 
If  you  are  not  handling  Shot  Guns,  you  are 
losing  a  profitable  source  of  revenue.  If  you  do 
sell  guns  and  haven't  stocked  our  guns  we  will 
welcome  the  opportunity  to  explain  where  the 
Tobin  article  excels — why  it  pays  the  dealer  to 
stock  and  feature  it — wherein  Tobin  quality,  back- 
ed up  by  Tobin  advertising  and  the  Tobin  guaran- 
tee, is  going  to  build  up  both  sales  and  reputation 
for  the  merchants  who  handle  these  celebrated 
high  grade  guns. 
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of  To-day" 


"The  Razor 


The  Mechanics  o£  the  Gillette 

ARE  YOU  POSTED  ON  THEM  ? 


The  new  GILLETTE  advertisements  now  running  in  the  newspapers  and  maga- 
zines lay  particular  stress  on  the  meciianical  features  of  "The  Razor  of  To-day." 
Our  aim  is  to  show  your  customers  exactly  why  GILLETTE  blades  are  keenest — 
why  they  cut  most  smoothly,  without  gashing  the  face — and  just  how  to  use  them  to 
the  best  advantage. 

The  superior  temper,  rigidity  of  edge,  adjustability  and  economy  of  the  GIL- 
LETTE are  explained  in  word  and  picture  in  a  way  that  is  striking  and  easily 
understood. 

Men  in  your  town  and  all  around  in  the  adjacent  districts  are  reading  these 
advertisements.  They  are  getting  interested  in  the  GILLETTE  as  a  razor  that 
has  distinct  advantages  from  a  mechanical  point  of  view.  They  want  to  be 
shown — to  have  a  chance  to  examine  the  razor  themselves  and  verify  the  state- 
ment made  in  the  advertisements. 

Are  you  and  your  clerks  ready  to  show  them  and  make  sales?  If  you  have  to 
confess  that  you  cannot  explain  any  feature  that  may  come  up — if  you  cannot  cor- 
rectly illustrate  the  "Angle  Stroke" — don't  kick  at  losing  sales. 

Get  posted — and  see  that  your  clerks  do  the  same.  Read  the  GILLl-lTTI-; 
advertisements — the  cards  we  are  sending  you — the  "Science  of  Shaving."  Write 
us  if  there  are  any  points  not  perfectly  clear  to  you. 

You'll    not    be    wasting    your    time.     Nobody  e\'er  did   waste   time  on  the 


The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 


Offices  also  in  NEW  YORK.  CHICAGO,  LONDON,  ENG.  and  SHANGHAI,  CHINA 
Factories  in  Montreal,  Boston,  Leicester,  Berlin  and  Paris 


GILLETTE 


IT  PAYS  GOOD  WAGES 


Office  and  Factory, 


63  St.  Alexander  Street,  Montreal 
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Seasonable  Sporting  Goods 

That  are  Profitable  and  Quick  Sellers 


XV/E  have  a  most  extensive  and  carefully  seleded  showing  of  high 
grade  sporting  goods  and  solicit  your  enquiries  for  fuller  particulars 
and  prices. 


Hammocks 

Full  line  in  exclusive 
patterns,  close  woven 
and  jacquered  weaves 
with  valance.  Full 
range  of  designs  at  all 
prices.  We  also  carry 
Folding  Tables  and 
Telescope  Cot  Beds. 


Canoes 

Peterborough  -  Paint- 
ed or  varnished,  bass- 
wood,  i6  feet. 
Chestnut — All  cedar, 
canvas  covered,  enamel 
finish  in  red  or  green, 
with  or  without  spon- 
sons  (air  chambers  ). 
This  canoe  is  ideal  for 
family  use. 


Lawn  Tennis  Goods  and  Lawn  Bowls 

RACQUETS— D.  &  M.  brand,  first  quality,  all  weights  and  prices. 

TENNIS  NETS — Bound,  double  court  size,  in  white  cotton  or  tarred. 

AYRE"S  TENNIS  BALLS-"  Regulation  "  or  "Championship."  • 

LAWN  BOWLS— Thomas  Taylor's  make,  first  and  extra  quality,  in  size  5  3/16  =  3  bias. 

Fishmg  Tackle  in  Fine  Variety 

Most  comprehensive  and  best  selected  stock  in  Canada,  embracing 
Steel  Rods,  Minnow  Buckets,  Nets,  Wire  and  Glass  Minnow 
Traps,  Canvas  Folding  Minnow  Buckets,  as  illustrated,  and  Can- 
vas Folding  Fish  Creels,  French  Split  Fishing  Creels  in  three 
sizes,  English  and  American  made  Silk 
Lines,  proofed  and  un proofed 

Baits 


All  varieties— Artificial  Minnows,  Wooden, 
Gutta  Percha.     Pearl  and  Silk,  Snelled 
Hooks,  all  qualities,  from  the  ordinary  to  the 
"     finest  manufactured. 


RICE  LEWIS  (t  SON,  Limited,  TORONTO 
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SAMSON 

READY  ROOFING 


Samson  Ready  Roofing  will 
cover  any  steep  or  flat-roofed 
building  and  protect  the  con- 
tents from  sun,  rain,  snow, 
wind  and  cold. 

Made  good  enough  to  guarantee  and  warranted  not  to 
freeze  or  leak,  not  to  tear  or  water-soak.  The  best 
possible  roofing  for  all  kinds  of  buildings,  and  the 
most  economical.  All  we  ask  of  any  dealer  is  to  give 
it  a  trial. 


H.  S.  Rowland,  Sons  &  Co.,  Limited 


We  Ship 
Promptly. 


Wholesale  Hardware 
TORONTO 

GRAHAM   NAILS  ARE  THE  BEST 


Our  Prices 
are  Right. 
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Ask  Yourself — Does  It  Pay? 


Taylor  Forbes  Co.,  246  Craig  St.,  Montreal. 

H.  G.  Rogers,  S3'2  Dock  St.,  St.  John,  N.B. 

H.  F.  Moulden,  Travelers'  BIdg.,  Winnipeg,  Man. 

J.  B.  H.  Rickaby,  Victoria,  B.C. 

W.  A.  MacLennan,  Vancouver,  B.C. 

Canadian  United  Mfrs.  Agency,  London,  Eng. 


to  sell  a  cheap  lawn  mower.  Of  course,  if 
your  customer  insists  that  the  cheap  grade 
is  what  he  wants,  let  him  have  it.  But  re- 
member, you  get  a  bigger  profit  and  a  better 
profit  on  better  grade  lines,  to  say  nothing  of 
satisfaction  to  your  customer. 

These  are  the  best  lawn  mowers  : 

"Empress"       "Woodyatt"  "Daisy" 
"Star"  "Philadelphia" 
"Mayflower"  and  "Ontario" 

If  your  jobber  cannot  supply  you 

write  us  for  catalogue  and  prices. 


TAYLOR = FORBES  COMPANY 

Limited 

Head  Office  and  Works: 

GUELPH  ONTARIO 


Russwin  Food  Choppers    I  KENNEDY 


47-11  Razors 


Pocket  Cutlery  and  Butcher  Knives 


'THE  main  thing  at  this  season  of  the  year 
^   is  to  get  the  goods  you  order  and  get 
them  quick.    Try  us  on  your  next  order. 


The 


KENNEDY   HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street,  TORONTO 
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"Besides  Being  Thorough,  It's  the  Easiest  to  WorU." 

REGINA  VACUUM  CLEANER 


Writ-    Pa^e  Wir 
l"»  nee  Co., 
Limitrd, 
Walkerlon.  Onf 
for  special 
proposition. 


use  a  Ivegina  wil 


Really,    Mr.  Dealer,  if  you   try  the  Rei^nna  for 
yourself  and  see  how  easy  it  is  to  run  and  how  it 
.gets  all  the  dust,  the  fiist  lady  in  your  town  to 


be  \  our  wife. 


This  picture  shows  the  Regina  Pneumatic  Cleaner, 
Model  "A"  hand  operated.  It  has  two  pumps,  one  at  each 
end,  so  that  a  strong-  suction  is  created  by  both  the  back- 
ward and  forward  stroke  of  the  lever.  Every  movement  of 
tliis  lever  in  EITHER  direction  draws  a  current  of  air 
forcibly  throuijli  the  nozzle.  This  produces  continuous  suc- 
tion. The  Res^ina  is  not  working  half  its  time  and  idle  half 
its  time.  Dust  and  dirt,  no  matter  how  deeply  seated,  can- 
not resist  this  powerful,  continuous  suction.  The  dust  can 
be  quickly  and  easily  removed  without  bother  with  bolts  or 
screws,  and  without  having  to  turn  tlie  machine  upside  down. 

Then  there  is  the  Electrically  Operated 
Regina  Vacuum  Cleaner. 

I'lie  Regina  Model  "  B"  Elec  tric  Cleaner  embodies 
I  lie  principle  of  the  double  pump,  containing  two 
separate  diaphragms  or  air  pumps  operated  by  a  power- 
ful electric  motor.  These  pumps  work  at  the  rate  of 
2,400  impulses  per  minute — 1,200  per  minute  for  each 
pump.  The  pumps  work  alternately,  the  action  of  one 
follows  instantly  the  action  of  the  other.  The  result  is 
a  continuous  suction  of  great  power  as  contrasted  with 
thei  ntermittent  suction  obtained  in  cleaners  using  a 
single  diaphragm. 

The  Reg  ina  Is  light*  portable,  simple,  subs'&n- 
tial,  handsome  in  appearance,  compact,  reasonable 
in  price  and  fully  guaranteed. 


While  we  are  talking  to  you  we  want  to  mention 
PAGE  GALVANIZED  FENCE  HOOKS 

This  is  one  of  the  handiest  devices  you  can  offer  to  your  customers. 
Pasje  (iaivanized  Fence  Hooks  are  fine  for  fastening  wooden  pickets  '4  x 
I  ,  on  wire  fences.  Page  (iaivanized  Fence  Hooks  are  perfectly  made,  so 
there  is  no  waste,  every  hook  ready  to  be  used.  We  also  supply  tools  for 
applying  the  Hooks. 

Wo  can  lit  you  out  also  with  wire  hooks,  wire  stays,  and  the  net essary  tools 
pplyiiig  same. 

Dealers  can  rely  on 
prompt  shipment  of 
any  of  these  Page 
gcHids.  W'e  are  in  a 
position  to  take  care 
of  your  orders  prompt- 
Ij',  and  this  means 
much  when  you  are 
year. 


for 


This  shows  how  the 
Hooks  look  singly 


supplying  your  customers  at  important  seasons  of  the 
For  prices  and  proposition  address: 


This  shows  how  the  Hooks  sit  when  applied 


The  Page  Wiie  Fence  Company,  Limited 

WALKERVILLE.  ONT. 

ItranehpN  :  Toronto,  Cor.  King  St.  West  and  Atlantic  Avenue  :  Montreal,  505-517  Notre  Dame  St.  West 

St.  .John.  N.H.:  37  Duke  Street. 
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A  Dollar  Talk 

on 

PAINT  OIL  STORAGE 

You  can  increase  }Our  profit  on  paint  oils  from  lo  to  20%  by  simply  adopting-  the  proper  method 
of  handling'  them. 

If  all  the  trouble,  lost  time  and  wasted  oil  were  eliminated,  it  would  mean  considerable  saving  in 
profit,  wouldn't  it  ?     Do  you  know  how  much? 

Do  you  know  how  much  of  YOUR  oil  is  soaked  up  in  the  floor  ? 

Do  you  know  how  much  of  YOUR  oil  is  congealed  on  the  measures  and  funnels  ? 

Do  you  know  how  much  of  YOUR  oil  is  left  in  the  barrel  ? 

These  are  questions  of  vital  importance  to  the  retailer? 


This  cut  is 
reproduced 
from  a  photo- 
graph  of  a 
Bowser  system 
installed  for 

Peart 
Brothers 

Retina,  Sask. 

Watch  for  our 
ad.  in  the  next  issue 
oj  this  Journal.  We 
will  reproduce  aii- 
other  iiislallatio?!. 


This  system 
handles 

Kerosene 
Raw  and 
Boiled  Oil 
Turpentine 
Machine  Oil 

(2  kinds) 

Floor  Oil  and 

Wood 

Alcohol 

safely  and  suc- 
cessfully. 


The  Bowser  Storage  System 

puts  a  stop  to  all  losses  of  every  kind  in  the  oil  department. 

The  tanks  are  air-tight  and  fire-proof.  The  pumps  are  self-measuring'  and  discharge  the  oil 
directly  into  the  customer's  can  without  the  use  of  measures  or  funnels.  An  automatic  register  counts 
the  gallons  pumped  and  the  computer  shows  the  amount  to  charge  for  same. 

You  can  empty  the  barrels  inimediatelv  into  these  steel  tanks — draining  them  through  the  bung. 
No  ch  ance  for  absorption  or  leakage. 

The}'  insure  every  cent  of  profit.     Can  }  ou  afford  to  postpone  the  investigation  ? 

The  illustration  shows  an  installation  niade  for  a  li\'e,  up-to-date  dealer,  and  he  will  ttll  you  it  is 
one  of  the  best  investments  in  his  store. 

It  costs  you  nothing  for  inforniation.     Drop  a  card  now  for  Book  No.  5N. 

S.  F.  BOWSER  &  CO..  LIMITED 

66-68  FRASER  AVE.,  TORONTO,  ONT. 
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During  the  Building 
  Season   


there  is  a  Brisk  Demand  for  Mason's  Sand  Screens  and  Hand  Sieves.  Why  not  recommend  a 
high  grade 

GREENING 
Screen  or  Sieve 

instead  of  a  piece  of  Sand  Screen  Cloth  ? 

It  will  last  for  years  and  give  much  greater  satisfaction. 

If  your  jobber  can't  supply  you,  write  for  quotations.  Our  prices  are  the  lowest,  quality  considered,  that 
you  can  get  anywhere. 


THE  B.  GREENING  WIRE  CO.,  LTD. 

HAMILTON  and  MONTREAL 


^WTTT is  attached  only  to  Machines  that  em- 
A  JLiLJi^7       body  Everything  necessary  or  desirable 


TAG 


Clothes  Wrinj^er. 

It  insures  the  wear  of  the  rolls  (the 
heart  of  any  wringer). 

It  makes  them  easy  to  sell  because  the  user  wants  a 
macliine  her  neiglibors  recommend  and  not  an  experiment. 

The  difference  between 


B     A  ISl  D 

and  otlier  makes  is  over  twenty-five  years  of  knowing 
how. 

For  sale  at  THE  BUSY  STORES 


CUMMER-DOWSWELL,  Ltd 

MAKERS 
HAMILTON  ONT. 


Eastern  Agents : 

W.  L.  Haldimand  &  Son 
Montreal,  Que. 


Western  Agent : 

H.  F.  Moulden 

Winnipeg,  Man. 
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The  Machine  with  the  "Double  Tank 


"BLOWS" 
AS  WELL 
AS 
"SUCKS 


Most  Durable,  because  it  is  built  entirely  of  mal- 
leable iron  and  steel  (others  use  tin  and  wood.) 

Air  Displacement,  the  greatest  ;  because  the 
pump  is  one-third  larger  than  any^other,  giving  it  a  much 
more  powerful  suction  and  a  strong  blow  (other  hand 
machines  ha\  e  no  blower). 

Easiest  to  Empty,  because  our  exclusive  double 
tank  device  for  separating  the  dust  from  the  air  catches 
95  per  cent,  of  the  dust  in  the  bottom  of  the  tank  without 
screens,  baffles  or  water.  Only  five  per  cent,  is  screened 
and  that  on  the  outside  of  one  canvas-covered  cylinder 
(others  screen  loo  per  cent,  of  the  dust  in  complicated 
screens,  bags,  etc.). 

Easiest  to  Pump,  because  the  screening  device 
mentioned  above  offers  but  5  per  cent,  resistance  to  the 
pump  (others  100  per  cent.) 

Easiest  to  Carry,  because  it  is  light,  compact 
and  perfectly  balanced. 

The  Automatic  "Hand  Power"  Cleaner 

may  be  operated  by  one  or  two  persons. 

Send  Your  Orders  Early.    Write  for  our  Free  Circular  and  Discounts 

MANUFACTURED  BY 

ONWARD  MFG.  CO. 

Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada. 


Your  Customers 

Are  Wasting  Gas 


You  will  get  big  profits  and 
more  business  bv  sellin"'  the 


Perfect  Gas  Controller 

the  greatest  waste  stopper 
on  earth.  . :.  . :. 


Toronto,  March  lolli, 

Canadian  Gas  Users  .Association  Toronto. 

Gentlemen,— Your  PERFECT  G.\S  CONTROLLER  is  giving  us  every  satisfaction.    We  are  getting 
better  light  and  lower  gas  bills.    Tlie  saving  last  month  was  nearly  FORTY  PER  CENT. 

Yours  truly,  LLOYD  BROS. 

Per  T.  A.  Lloyd. 

WRITE  FOR  PRICES  AND  TERRITORY 

Canadian  Gas  Users'  Association  633-635  Queen  st.  w..  Toronto,  can. 

l^iiHtpni  K»'i)roNPii(ii(  ivo  :  .1.  S.  Miilliiii.  17  19  I'lirk  Ave.,  Montrojil 
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VICTORTRAPS 


1 


the 


for,  Muskrat 


t)NBil)A  dOMMUNITXLTD 

ONE- 1  DA,  NY 


CANxVDIAIV  FACTORY  -  NIAGARA  FALLS,  ONT. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


9 


THE 


"JIMSIE"-He  Represented  the  firm 

HAD  occasion  fi-cciuentiy  to  call  upon  a  certain  linn,  and  every  time  I  went  I  marvelled  at 
the  different  (luality  of  the  office  boy.      He  was  a  regular  boy,  was  Jimsie — not  an  old 
num  in  a  small  package.    His  English  was  a  bit  Boweryesque,  and  on  one  occasion  I 
noticed  an  indigo  patch  beneath  one  eye,  that  never  came  from  turning   away  wrath 
with  soft  answers.    But  he  was  a  jewel  of  a  boy  just  the  same. 
Tlie  moment  a  visitor  entered  the  office  he  got  attention  from  Jimsie.    If  tliere  was  waiting 
to  be  done,  lie  was  tendered  a  seat  and  a  newspaper,  and  a  word  to  the  effect  that  "Mr.  Smith'U 
be  wit  ye  in  half  a  minute."    And  if  Mr.  Smith's  half  a  minute  was  a  little  prolonged,  Jimsie 
Avould  apparently  investigate  and  return,  saying,  "Mr.  Smith '11  see  you  pretty  quick  now." 

All  day  long  Jimsie  would  hover  about  the  visitors  in  the  outer  office  as  though  they  were  his 
heaven-sent  charge,  lowering  the  blind  to  keep  the  sun  off'  an  old  lady  caller,  fetching  a  glass  of  ice 
water  for  a  crotchety  old  man.  I  really  believe  that  however  violent  a  grievance  a  caller  may  have 
nursed,  if  he  remained  long  enough  under  the  soothing,  conciliatory  influence  of  Jimsie  before  re- 
gistering his  complaint,  he  Avould  have  forgot  what  he  came  to  kick  about. 

Never  once  did  I  see  Jimsie  drop  his  respectful  mien,  never  once  did  he  seem  to  forget  the 
serious  importance  of  his  duties.  I  chanced  to  go  there  near  the  close  of  a  hot  afternoon,  and  as 
my  wait  Avas  long  I  noticed  that  Jimsie  had  been  bombarded  with  an  assault  of  fool  questions 
that  would  have  rasped  the  patience  of  a  saint,  but  he  remained  unruffled.  Finally,  I  asked  him : 
"Jimsie,  how  in  the  name  of  all  patience  can  you  refrain  from  sliowing  in  some  way  that  you 
consider  them  Darwinian  dough-heads?" 

Jimsie  only  smiled,  and  said:  "It'd  be  bad  business  for  me  to  go  off  me  nut,  because  ye  see 
I  represents  de  firm."    And  he  meant  it.    His  little  soul  was  as  earnest  as  his  words. 

Right  then  and  tliere  I  stopped  to  wonder  how  many  of  us  are  equally  conscientious — how 
many  of  us  stop  to  repress  our  tempers,  to  possess  our  souls  in  patience,  to  govern  every  little 
action  with  that  thought  in  view,  that  whatever  we  do,  we  continually  "represent  the  firm." 

It  isn't  all  that  a  salesman  go  out  and  take  the  required  number  of  orders  to  keep  him  off 
tiie  firing  line.  It  isn't  all  that  we  say  "good  morning"  to  a  customer  who  comes  into  our  place 
of  business,  and  thank  him  when  he  has  bought.  We've  a  never-ending  responsibility  that's  even 
more  than  a  man  to  man  square  deal  with  our  employer — a  faith  to  keep  with  the  house  Avhose 
name  we  carry  on  our  business  card.  "The  house"- is  your  house  as  long  as  you're  on  its  payroll. 
Boost  for  it — in  your  actions  as  well  as  your  words.  And  that's  the  way  to  feel  towards  the  house 
that  delivers  the  pay  checpie.  Nobody  on  this  side  of  the  River  Jordan  ever  had  an  ideal  job. 
No  house  was  ever  perfect.  But,  it's  your  house  as  long  as  you're  Avith  it.  Represent  the  firm. 
— From  "Agricultural  Advertising." 


The  Guniey-Oxforcl  Chancellor  Combination.  The  Gurney-Oxlord  Ornate  Chancellor. 
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Is  the  Mail  Order  Business 

Gaining  Ground  in  Your  Town? 

T'S  not  rciiwii-kahlc  lliiit  tlicy  ji'i't  the  stove  hiisiiicss  in  soiin- towns.    Tlicy  put  out  attractive 
(•;it;il()jiU('s,  follow  lliciii  up  with  ctTrctivc  |)iMntc(l  matter,  and  advertise  heavily.    Some  of 
them  say,  "Money  hack  if  not  satisfied."    Their  prices,  too,  \ook  attractive.    If  the  local 
hardwareman  is  one  of  those  f(dlows  who  "kee])s"  stoves  instead  of  selling  them — keeps 
them  witii  the  nickh'  (hdl  ;  keeps  tiieni  covered  witli  a  miscelhineous  litter  of  hardware; 
lseei)s  them  in  such  shape  that  mail  order  cuts  look  like  hetter  "huys"  tlian  the  .stoves  shown 
locally;  then  it's  not  remarkable  that  the  cashier  of  tlie  Stove  Department,  Mail  Orders,  Tjimited, 
has  lots  to  do. 

The  mail  oi-der  man  can't  sell  stoves  in  some  towns.  When  a  woman  huys  a  stove,  she  likes 
a  local  man's  <;uai-antee  that  it  will  hake — the  printed  word  isn't  so  convinciuf^ — and  how  much 
easier  it  is  to  sell  a  hinh  <ii'ade,  tasty,  featureful  r.inge,  that  the  woman  sees  will  fit  her  kitchen, 
tlian  to  ^'et  an  order  witli  oidy  a  cut  to  sell  from  I 

We.  at  the  oflice  of  the  (iurney  Foundry  Co.,  Limited,  want  second  orders  more  than  sample 
orders,  and  so  we  ha\'<'  this  year  concentrated  nearly  all  of  our  sales  and  advertisin<r  expenditure — 
many  thousands  of  dollai's — on  the  pi-oi)osition  that  the  I'etailer.  properly  helped,  can  corral  his 
home  trade,  and  hang'  on  to  it! 
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Smoke 


You  Can  Corral  That  Trade 

And  Keep  It! 


^^^VERY  live,  ■up-and-coming  man,  every  dealer  whose  office  is  painted  a  ginger  color,  can  get 
dJL^    'iig'  business — can  keep  big  business  from  leaving  his  home  town  this  year  of  1911.  The 
newest,  most  radical,  and  most  effective  business  getting  methods  ever  offered  a  Canadian 
retailer  are  yours  gratis,  for  a  postcard  request.    The  plan  is  too  comprehensive  to  outline 
here.    It's  in  a  book,  though,  we  have  just  published — a  book  just  crammed  with  oodles 
of  new,  different,  better  methods,  all  woven  into  a  scheme  that  you  need  and  will  want.   This  plan 
Avill  put  new  accounts  on  your  ledger,  new  foreefulness  into  your  business  machine,  Mr.  Dealer. 

"We'll  be  ready  with  the  book  at  the  Toronto  office  on  May  15th — Branch  house  offices  will 
have  the  i^lan  a  day  or  two  later — but  get  your  request  in  now. 

Ajjart  from  co-operation — just  on  the  merits  of  tlie  line — look  at  the  variety  offered   by  the 
steel  range  line  illustrated  on  these  four  pages — just  one  little  division  of  the  Gurney-Oxford  line. 
Realize,  too,  that  one  set  of  fire  box  repairs  will  fit  any  one  of  the  first  six  styles     or  sizes 
illustrated. 

You'll  see  new  possibilities  for  1911  Avhen  you  look  over  the  line  complete  and  read  that  new 
l)Ook  on  the  different  ways  of  getting  stove  business. 


The  Chancellor,  Square. 


The  Quick  Meal. 


C.WAhlAN    II.\l{l)\V.\in",    AND    STOVK    .JOUIiXA  I.. 


To  Live  Hardware  Men  in  Gas  Towns ! 

Here  is  some  splendid  gas  stove  copy  for  your  local  advertising.  Should  you  decide  to  use 
these,  it  is  better  to  run  each  copy  complete,  although  parts  can  be  used  to  good  advantage  if  the 
space  you  are  using  is  limited.  THIS  KIND  OF  AD.  WILL  MAKE  PEOPLE  WANT  A  GAS 
RANGE,  AND  WILL  SEND  THEM  TO  YOUR  STORE  TO  FILL  THE  NEED. 

ONE  MATCH  STARTS  THE  FIRE. 


COOLNESS  IN  THE  FAMILY. 

CiHiIiicss  iind  comfiirt.  witli  n  iiVil'SKY  • 
O.XKOUl)  (ias  Hiuife'c!  ('(iiiirort  for  nil 
the  fiiinily — fi-oiii  futher.  whose  diiint'i's 
ciiii  be  piping  hot  in  the  wiirmcst 
wi'Mtlici'.  to  l>ahy.  whose  bottle  is  heated 
ill  <i  jitTy — everybody  finds  life  easy 
when    llie    kitchen    is    supplied    with  !i 

GURNEY-OXFORD  GAS  RANGE. 

There  ji  re  MO  worries  incidt-nt  to 
'■keeping:  tire.'"  The  kitchen  is  cool, 
with  Haines  that  act  direellv  upon  the 
))ot  or  kittle  boiling,  and  only  while  it 
boils,  tlius  s;ivinji  useless  exi)enditu!"e  of 
f\iel  and  tlu'  superheatin;;  of  the  kitchen. 
The  i)er'fect  construction  insures  correct 
air  supi)ly  with  least  consumption  of  gas. 
and  the  latest  expert  oven  nie<lianisni 
jircivides   for  even,   steady  baking. 

IRONING  IS  EASY! 

This  is  a  halipy  feature  of  the  (iiirney- 
Oxford  (ias  UaoLTe.  The  irons  heat  easily 
and  (|iiickly.  with  niininnirn  waste  of 
ra<liat  ion. 

In  ease  of  operation  and  ndiability  of 
service,  in  gas  economy  and  perfection 
of  outward  show  .the  Gurney Oxfoi-d  (Jas 
liange    is  une(|ualled. 

J'lease   <-;ill   and   see   the  line. 

(YOUR   FIRM  NAME.) 


Xo  kindling,  no  bother,  no  ''sawbuck 
stunts,"  no  dependence  on  the  coal  man 
or  the  woodpile — .iust  a  match,  turn  a 
valve,   and   nut   the   kettle  on. 

A  GURNEY-OXFORD  GAS  RANGE 
is  the  essence  of  kitchen  coinfoit — is 
pecially  in  summer.  .Not  an  extra  de- 
gree of  heat;  just  enough  to  boil  or  bake, 
and  all  in  a  comfortable  k  tchen.  When 
you  own  a  (UM{  .V  EY  O.X  l'"()l{  I)  (Jas  Hange 
it  is  easy  to  keep  the  cook.  She  doesn't 
mind  the  jjreiia  rat  ion  of  hot  dinners,  be- 
cause tile  kitchen  is  cool  and  she  is 
savi'd  the  range  fire  and  accompanying 
la  bor. 

THE  GURNEY-OXFORD  is  construct- 
ed with  a  view  to  greatest  efficiency  with 
least  consumptio?!  of  gas.  The  air  sup- 
ply is  pei'feetly  regulated.  There  are  no 
,ierks  oi'  blowing  l)y  this  perfect  method 
combustion. 

GURNEY-OXFORD  ranges  are  the 
latest  and  niost  efficient  development  of 
the  gas  appliances.  They  are  built  of 
tested  materials,  by  skilled  workinen. 
according  to  the  latest  and  most  expert 
specifications.  Roasting  and  baking,  as 
well  as  broiling  and  boiling,  can  be 
eff ectiveh-  done:  the  oven  as  well  as  top 
of  the  (JUKNKY-OXFOlU)  cooks  with 
absolute  accuracy.  It  also  insures 
economy  of  fuel,  ease  of  operation  and 
comfort  in  service.  All  these,  with  at- 
tractiv<'  appeiirance,  make  a  (il'K.VKY- 
OXFOUI)  Kange  a  necessity  in  any  well- 
ecpiipped  kitchen. 

You  are  invited  to  call  at  our  store 
and  inspect  the  line,  complete  in  styles 
and  sizes. 

(YOUR   FIRM  NAME.) 


SUMMER  BECOMING  COOLER. 

Last  summer  was  the  coolest  on  re- 
cord for  hundreds  of  Toronto  families, 
because  the.v  gave  up  the  all-day  kitchen 
fire  and  installed  a  Gurney-Oxford  Gas 
.Stove. 

This  summer  will  be  the  coolest  on 
record    for    hundreds  more. 

No  home  can  be  comfortable  during 
hot  weather  with  a  fire  in  the  house 
half  the  time — making  the  day  unbear- 
able, and  so  saturating  the  air.  walls 
and  ceiling  with  beat  that  they  never 
have  a  chance  to  cool  off. 

Make  your  kitchen  and  home  more 
livable  this  summer  with  a 

GURNEY-OXFORD  GAS  RANGE. 

You  will  find  it  cht-aper  too.  It  finly 
uses  fuel  when  you  are  actually  cooking, 
and  even  then  our  specially  constructed 
burner  consumes  mostly  air. 

Y'ou    can    buv    one    of    these  modern 
ranges  at  a  surprisinely  low  price. 
(Insert  price.) 

Step  in  to-day  and  see  the  many 
economical  and  superior  features  of  oar 
stoves. 

(YOUR    FIRM  NAME.) 


Upon  request  our  advertising  department  will  be  pleased  to  furnish  you 
with  layouts,  and  necessary  cuts,  for  any  or  all  of  the  above  ads. 

THE  GURNEY  FOUNDRY  COMPANY.  LIMITED 


500  King  St.  West,  -  Toronto, 


Gurney-Massey  Co.,  Ltd., 

MONTREAL. 

Gurney  North-West  Foundry 
Co.,  Limited, 

WINNIPEG. 

Gurney  f  oundry  Co.,  Limited, 

CALGARY. 

Gurney  foundry  Co.,  Limited, 

VANCOUVER. 


The  Golden  Nugget. 


i 


The  Nugget. 
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A  Happy  Suggestion  for  June  Weddings 

Give  the  Bride  a  Kitchen  Shower 

Oup  Diamond  Enamel  Ware  is  Always  Attractive  in  a  New  Home 
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TEA  POT 


DISH  PAN 


TEA  KETTLE 


1^ 
I— I 

n 
m 
(/) 

o 
> 

r 
I— I 

n 

> 
H 

I— ^ 

O 
2: 


MANUFACTURED  BY 


The  Sheet  Metal  Products  Co.,  of  Canada,  Limited 
Successors  to  Kemp  Manufacturing  Company 

Toronto 


MONTREAL 


WINNIPEG 
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Campers'  Supplies 


\TOW  is  the  season  to  prepare  for  Campers'  Supplies.     We  show  below  a  few  lines  of 
^  Camp  Stoves,  but  we  would  like  to  send  you  our  Camp  Supply  Catalogue  which 
shows  several  lines  of  Camp  Stoves  and  other  accessories. 


THE  "TESLIN"  CAMP  STOVE 

The  Teslin  will  be  found  a  very  satisfactory  stove  tor  camp  pur- 
poses.   It  is  strt>ng  and  durable  and  packs  compact  tor  shipping. 


FLAT  SHEET  STEEL  BUILT  UP 


STEEL  B.C.  CAMP  STOVE 

This  ramp  stove  is  made  entirely  of  steel  and  has 
four  strong  removable  le^s.  It  is  spefially  constructed 
for  heavy  work  and  is  a  strong  leader. 


KNOCKED  DOWN 

"SURVEYOR"  CAMP  STOVE 

is  also  made  of  heavy  sheet  steel  and  is  much  used  for  surveyors*  purposes,  as 
the  name  indicates. 


The  camp  supply  business,  aside  from  beini*"  profitable  in  itself  is  a  good  stepping 
stone  to  increased  business. 


McCLARY'S 

LONDON  VANCOUVER  CALGARY  TORONTO  SASKATOON 
ST.  JOHN,  N.B.  MONTREAL         WINNIPEG  HAMILTON 
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"JEWEL"  FURNACE  ^SS,  Jt, 

A  Special  Low  Furnace 

Different  in  shape  and  proportion  from  our  other  Furnaces,  being  specially  constructeil  to  surmount  the  difficulty  of 
obtaining  a  sufficient  pitch  to  the  Warm  Air  Pipes  in  buildings  with  LOW  CELLARS. 
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This  cut  show's  the  construction  of  the  Furnace. 
The  part  of  Furnace  above  Fire  Pot  is  tilted  on  its  side  in  order  to  show  Combustion  Chamber  and  Radiator. 


The  Fire  Chamber  is  of  of  ample  dimensions  and  the  Feed  Door  measures  13  x  13  inches. 
The  Radiator  is  made  of  heavy  steel  plate  and  surrounds  the  Fire  Chamber,  except  at  Feed  Door. 

The  Fire  Pot  is  made  of  heavy  Cast  Iron  in  two  sections,  upper  and  lower.  This  construction  prevents  the  cracking 
of  l-'ire  Pot  by  unequal  expansion  and  contraction  of  the  iron.  The  Fire  Pot  of  No.  21  is  plain.  The  Fire  Pot  of  No. 
23  is  Hanged  and  has  therefore  a  much  greater  radiating  surface.  The  two  sections  of  Fire  Pot  are  attached  by  deep 
Cup  Joint  packed  with  asbestos  cement.  All  other  joints  in  Furnace  are  similarly  constructed  and  a  Jewel  Furnace 
properly  set  is  ABSOLUTELY  GAS  TIGHT. 

The  Water  Pan  is  inserted  through  the  outer  casing  near  the  base  of  the  Fire  Pot.    When  the  pan  is  kept  full  the 
evaporation  of  water  ensures  ample  humidity  at  all  times. 

Notice  the  Dust  Flue  in  front  of  ths  Fire  Pot,  Connecting  Ash  Pit  with  Fire  Chamber.    Through  this  flue  all  dust  is 
carried  off  when  cleaning  out  ashes  or  using  poker  or  shaker. 

No.  21  Furnace  has  a  heating  capacity  of  15,000  feet.     No.  23  Furnace  has  a  heating  capacit)-  of  25,000  feet. 
This  is  the  latest  addition  to  a  very  large  line  of  WARM  AIR  FURNACES.    Manufactured  by 

THE  BURROW,  STEWART  &  MILNE  CO.,  LIMITED 

Zstabllshed  1864 

Head  Office  and  Factory  at  HAMILTON,  ONT.  Branches  at  Toronto,  Montreal  and  Winnipeg 

Western  customers  will  please  address  The  Burrow,  Stewart  &  Milne  Co.,  I  30  James  Ave.,  Winnipeg. 


i6 


CANADIAN    ITARDWAM    AND    STOVK  JOURNAL. 


A  Single  Winter  Season 

has  served  to  demonstrate  most  conclusively  to  every  user  of  a 


"GOOD  CHEER 


i9 


CIRCLE  WATERPAN  FURNACE 

that  the  properly  humidified  heat  which  our  Circle  Waterpan  affords  undoubt- 
edly favors 


HEALTH, 
COMFORT  and 
ECONOMY 

From  this  time  on  the  fur- 
nace purchaser  is  going  to 
insist  on  humidified  heated  air, 
and  in  the  face  of  his  convic- 
tions and  your  own  on  this 
point,  are  you  going  to  argue 
with  him  that  humidity  is  un- 
necessary? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  ' '  Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  will  have  two 
complete  lines  of  circle  water- 
pan  furnaces.  We  also  make 
the  neatest  and  cheap- 
est line  of  side  wall 
registers  in  the  market, 
and  a  new  side  wall 
cold  air  base  plate  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 


THE  JAMES  STEWART  MFG.  CO.,  Limited 

MOODSTOCK,  ONT. 
Western  Warehouse:    156  Lombard  Street,  Winnipeg,  Man. 


DISTRIBUTING  AGENCIES  :    McLennan.  McFeely  <a  Co.  Wood.  Vallance  Hardware  Co.         Ross  Bros..  Limited 

Vancouver.  B.C.  Nelson.  B.C.  Edmonton.  Alt*. 
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SUPREME  GAS  RANGES 


New  and  Up-to-date 

For  Natural  and  Artificial  Gas  with  16  inch  and  18  inch  Ovens. 


Standard  Double  Oven  Type. 


A  Few  Distinctive  Features. 

Unique  design  throughout  with  extra  large  top  and  wide  shelves  which  fit  either  side  and 
the  same  shelt  fits  either  the  i6  inch  or  i8  inch  oven  Range. 

The  base,  top,  front  and  doors  are  cast  iron  ;  the  body,  24  gauge  steel,  making  the  Range 
strong  and  rigid. 

The  burners  are  of  the  improved  star-drilled  type,  with  the  mixer  ends,  cast  to  the  burner 
proper.    The  mixers  are  so  constructed  to  insure  a  perfect  mixture  of  gas  and  air,  thereby 
making  a  perfect  combustion  and  reducing  the  consumption  of  gas  to  a  minimum. 
Oven  and  broiler  doors  are  spring  balanced  and  provided  with  safety  spring  catches  which 
are   easily  released  by  pressure  from  within,  eliminating  the  possibility  of  explosions. 

For  further  information  and  prices  write 

The  Supreme  Heating  Company,  Limited 

WELLAND  -         -  CANADA 
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UNIVERSAL  FAVORITE 
18  and  20-Inch  Ovens. 


CROWN  FAVORITE 
16  and  18-Inch  Ovens 


ml 


To  the  Trade: 

AVc  desire  to  call  your  attention  to  our 
large  and  varied  line  of  St(!el  Jiaiiges. 

THE  UNIVERSAL  FAVORITE  is  our 

leader  and  is  distinctly  in  a  class  by  it- 
self. The  Dealers  who  buy  tliera,  the 
People  wlio  use  them,  our  competitors 
who  see  them,  all  admit  that  The  Univer- 
sal Favorite  is  Canada's  greatest  Steel 
Range. 

THE  CAPITAL  FAVORITE  is  a  me- 
dium priced  Range,  substantially  built,  a 
great  business  getter,  and  very  popular 
with  the  trade. 

THE  CROWN  FAVORITE  is   a  Six 

Hole  Range.  It  looks  well,  it  works  well 
and  is  the  kind  to  have  on  your  floor  to 
meet  competition. 

THE  COLONIST  is  a  Six  Hole  Range 
and  shows  up  big  for  the  money.  This 
Range  will  enable  you  to  meet  the  com- 
petition of  Catalogue  Houses  and  at  the 
same  time  net  you  a  fair  profit. 

THE  GLEANER  is  a  Four  Hole  Steel 
Cook  fitted  with  Flat  or  Duplex  Grates 
and  the  price  for  which  it  is  sold  is  prac- 
tically giving  it  away. 

We  make  the  statement,  without  boast- 
ing or  fear  of  contradiction,  that  we  make 
the  smoothest  and  best  fitted  Stoves  and 
Ranges  made  in  Canada.  The  same  care- 
ful attention  is  given  to  the  construction 
of  all  our  goods  whether  they  be  cheap  or 
high  class. 


COLONIST 
16  and  18-Inch  Ovens 


CAPITAL  FAVORITE 
16,  18  and  20-Inch  Ovens 


CROWN  FAVORITE 
16  and  18-Inch  Ovens 


GLEANER.    14  and  16-Inch  Ovens. 


COLONIST 
16  and  18-Inch  Ovens 


FINDLAY  BROS.  CO.,  LIMITED 

Hejul  Office  and  Works:  CARLKTON  PLACE,  ONT. 
Branch    Houhc  :  260   PRINCESS   ST..  WINNIPEG, 

DISTRIBUTING  AGENCIES: 

H.  DRVDEN  STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS.,  Ltd.  GEO.  D.  HORSMAN 

Sussex,  N.B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alia.  Vancouver,  B.C. 
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NEW  STEEL  BASEBOARD  REGISTERS 

This  register  takes  a  supply  pipe  3  inches  deeper  than  the 
studding,  is  light  in  weight  and  has  an  extra  large  air  capacity. 

Send  for  Descriptive  Circular. 

Tuttle  &  Bailey  Mfg.  Co.  of  Canada,  Ltd. 


BRIDGEBURG. 


ONT. 


Standard" 
Wickless  Blue  Flame 
Oil  Cook  Stoves 

Made  on  the  "  Gravity  Feed  "  Principle 

Simple  in  Construction  and  easy  to  operate 
For  Economy  they  are  beyond  comparison. 
(Sizes,  I,  2  or  3  Burners) 

One  gallon  of  common  coal  oil  or  kerosene  will  furnish  fuel  for  a  single  wickless  burner  for 
twenty  hours  constant  fire. 

Buckeye  Junior  Gasolene  Stoves 

"  Examined  and  tested  by  the  Underwriters,  Laboratories  and  listed  by  the  consulting  engin- 
eers of  the  National  Board  of  Fire  Underwriters,"     The  simplest,  safest  and  best  for  gasolene. 

W'c  have  also  in  stock — 

The  "Summer  Girl,"  "Eagle"  and 
"  German    Oil  Stoves,  Wicks,  etc. 

Prices    ;uul    Catalogue    showing    full    line   on  application. 

The  Thos.  Davidson  Mfg.  Co.,  Limited 

MONTREAL  and  WINNIPEG 
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Convex  Reversible  Wafer 


All  Known  Sizes  REGISTERS  Shapes  and  Finishes 


CAST  IRON 

Floor  and  Wall  Registers 

Faces 

Borders 

Baseboard  Registers 
Original  Design  Goods 


UNRIVALED  SELECTION 


SEMI-STEEL 

Floor  and  Wall  Registers 
Convex  Reversible  Wafers 


WROUGHT  STEEL 

Floor  and  Wall  Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Canadian  Ferrosteel  Company,  Ltd.,  Bridgeburg-,  Ont. 


Here's  the  Range  to  Feature! 

and  it  is  just  as  good  as  it  looks.  The 

CHAMPION  RANGE 

is  rendered  specially  attractive  because  of  the 
CHAMPION  GRATE  with  the  cross-wise,  non- 
warping^  bars.  This  grate  leads  all  others  be- 
cause it  is  more  open  and  more  easily  shaken,  and 
makes  the  "  Champion  "  a  very  favorite  rang'e. 

Are  you  selling  the  "  Champion  "  ? 

Send  for  catalogue  to-day. 


D.J.  BARKER  ^  COMPANY 

PICTON,  ONTARIO 


Canadian  Heating  &  Ventilating  Co. 


Headquarters  for 

Side  Wall  and  Floor  Registers  and  Faces 


Limited 


MOORISH  DESIGN  CAST  REGISTER 
Made  in  full  sizes  from  7  x  10  to  12  x  15. 


EMPIRE  SPECIAL 
New  design,  made  in  8  x  10  and  8x12  sizes 


Our  "empire  SPECIAL" 

is  an  especially  neat  and  attractive  new  design,  and  meets  the  demand  for  a  register  with  a  larger  opening.  Is  a  sure  winner 
and  sells  at  a  moderate  price.    Ask  us  for  particulars.    Manufactured  by  us  at 

Owe II  Sound 

Western  Agents  : 


Ontario 


CHRISTIE  BROS.  CO. 
Cor.  Park  and  Henry  Sts.,  Winnipeg. 


M.  C.  DREW  <a  SON 
Vancouver.  B.C. 
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COPP'S  STOVES  AND  RANGES 


This  beautiful  range  is  well  worth 
a  first  place  on  every  dealer's  floor  ; 
it  has  in  a  marked  degree  the 
qualities  of  the  very  highest  class 
of  Steel  Ranges,  and  yet  is  mode- 
rate in  price. 

We  are  adding  several  improve- 
ments for  191 1 — lift  front  key  plate, 
sliding  direct  draft  damper,  enlarged 
fire  box  and  ash  pit.  It  is  also  fitted 
with  our  patent  low  closet. 


cc 

The  Western  Stove  Makers 


Fort  William,  Winnipeg.  Vancouver. 


Economy  Furnace    300  -  Series  B. 
Cased  with  Vertical  Shaker. 


Quality  is  Economy 

Our  reputation  of  over  36  years  in  the  man- 
ufacture of  heating"  systems  affords  an  ex- 
cellent example  of  a 

TRIBUTE  TO  HONEST  ENDEAVOR 


Furnaces  and  Boilers 

are  constructed  from  the  best  of  materials  onl}'. 
Every  time  you  install  one  of  our   heating-  sj  stems 
you  make  a  friend  of  your  customer. 
We   maintain   an   expert   engineering'  department. 
Let  us  assist  you  when  you  have  a  heatings  or  venti- 
lating problem  to  solve. 

Have  you  received  a  copy  of  our  new  illustrated  cat- 
alogue and  price  list  (No.  75)  of  our  furnaces  and 
Boilers  ? 


We  are  in 
a  position 
to  quote 
prices  and 
make 
prompt 
shipments 
of  all 
materials 
required  in 
the 

installation 
of  Warm 
Air,  Hot 
Water  and 
Steam 
Heating 
Systems. 


Pease  Foundry  Company 


MANl'FACTUKF.  RS  OK 

Warm   Air    Furnaces  —  Combination  LIMITED 
Heaters    Round  and  Sectional  Boilers 
for  Hot  Water  and  Steam  Registers 

Radiators-  Ventilating  Systems,    ^^^^^^^  Representatives,  Pease-Waldon  Company,  Limited,  Winnipeg 

etc. 
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Warned  by  last  year's  experience  retailers  in  all 
parts  of  (*anada  are  placing  orders  for  stoves  and 
ranges  much  earlier  than  for  several 
Booking  years  past.  Wisdom  is  shown  in  this,  as 
Stoves  nothing  is  so  annoying  as  to  have  a  cus- 

Early  tomer  and  not  be  able  to  make  a  sale. 

When  solicited  for  an  order  for  ranges 
last  month,  an  Edmonton  hardwareman  said:  "Why 
you  weren't  able  to  fill  my  order  last  year."  "Be- 
cause you  failed  to  take  my  advice  given  in  the  spring 
to  book  your  order  early,"  Avas  the  rpply.  That  the 
advice  was  heeded  this  year  is  evidenc^ed  by  specifica- 
tions for  three  carloads  forwarded  within  a  week. 

As  most  of  ns  know,  the  demand  for  stoves  and 
ranges  last  year  was  so  great  that  the  dealers  who  left 
ofl^  buying  until  late  in  the  summer,  found  considerable 
difficulty  in  getting  delivery  of  their  orders.  Then  the 
early  winter  cleaned  up  the  small  stocks  remaining  in 
r(>taile?-s'  liands.  So  tlie  1911  season  opens  with  a  big- 
ger (leiiijiiid  tluin  ever  in  siglit. 

T;il<e  the  Iliirdwni-e  and  Stove  Joui-nal's  advice  and 
book'  eiii'ly. 


Stove  iiianufncturers  are  the  latest  to  fall  in  line 
with  the  iiiovement  for  resale  prices,  which  was  en- 

(h)i'sed  by  resolution  at  the  recent  eon- 
Resale  vent  ion  of  the  Ontario  Retail  Hardware 
Stove  Stove  Dealei's"  Association.  The 
Prices           ^Ic("lai-y  IMaiutfacturing  Co.  Iiave  taken 

the  initiative  by  ado])ting  a  resale  pi'ic(>  of 
$50  on  their  "Pandora"  range,  this  being  the  iiiiniiuuiii 


price  (leahM's  will  l)e  allowed  to  sell  at  anywliere  in 
Ontario  in  future.  Higher  prices  may  be  asked  if 
di'sired,  but  the  price  named  allows  a  fair  profit,  while 
making  it  harder  for  price  cutting  to  continue. 

Ketnilers  should  look  with  favor  upon  this  latest 
effort  towards  price  maintenance.  AYhile  the  influence 
of  the  Retail  Hardware  Association  has  made  a  notiee- 
;il)le  improvement  in  the  relations  existing  between  re- 
tailers, there  are  still  many  who  hold  the  idea  that  they 
can  "run  their  own  business"  and  cut  prices  whenever 
they  w;int  to.  Consequently,  anything  that  manufac- 
turers do  to  help  in  putting  a  damper  on  price  cutting 
should  merit  the  hearty  approval  and  receive  the  sup- 
P'ort  of  all  retailers. 


The  new  "  Offensive  Weapons  Act"  is  undoubtedly 
a  weil-meant  attempt  to  curb  a  dangerous  and  lawless 
element  amongst  our  foreign-speaking 
Annoying  population.  Hardware  men  generally 
Revolver  will  approve  any  practical  effort  to  lessen 
Legislation  tlu'  tendency  to  crime  amongst  this  class 
of  population. 

Tlie  new  law,  however,  is  an  impractical  bit  of  legis- 
lation which  was  drafted  in  a  law  office,  without  con- 
sulting any  of  the  merchants  wliose  interests  it  aft'ects. 
It,  in  the  opinion  of  many  retailers,  is  impossible  of 
enfoi-eement,  especially  in  New  Ontario,  where  eA'ery 
{)rospector  nnist  carry  a  handy  weapon  as  a  means  of 
defence   and  food-getting. 

'i'lie  new  law  lays  heavy  burdens  upon  the  Ontario 
hardwaremen  wiio  have  stocks  of  revolvers  in  hand, 
while  distinctly  favoring  nmil  order  houses  operating 
outside  the  Province,  they  being  able  to  deliver  to 
()nt;irio  purchasers,  by  mail  or  express,  without  pen- 
alty upon  either  buyer  or  seller. 

The  Ontario  Retail  Hardware  Association  has  very 
properly  taken  the  matter  up  with  the  Attorney-Gen- 
eral Foy,  two  important  reqiu^sts  being  made,  one 
tliiit  the  present  law  be  not  enforced  except  in  the  case 
of  foi-eigners,  luitil  it  is  made  workable  by  anumdnient, 
iiiid  second,  that  the  representatives  of  the  trade 
jitVeeted  be  consulted  with  before  further  legislation 
of  a  similar  nature  is  put  tipon  the  statute  books. 
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Some  jobbers  and  retailers  seem  to  be  so  afraid  of 
their  sliadow  that  they  stand  still  while  their  more 
progressive  competitors  push  their  trade 
Afraid  into  new  quarters,  with  a  consequent  in- 

of  Their  crease  in  profits.  At  the  retail  hardware 
Shadow  convention  at  Peterboro,  a  Northern 
Ontario  hardwareman  was  telling  an  ex- 
hibitor that  his  gun  was  too  high  priced  to  sell  to  his 
customers,  and  to  bear  witness  to  his  belief  he  asked  a 
Cobalt  hardwareman  standing  by  to  verify  his  state- 
ment. "No,  I  don't  agree  with  you,"  was  the  reply, 
"I  sold  five  Tobin  guns  last  year,  and  on  one  occasion 
I  liad  three  customers  for  the  only  gun  I  had  in  stock. 
It's  a  delusion  to  believe  that  we  can't  sell  quality 
goods  if  we  try." 

There  are  many  jobbers  like  the  retailer  first  re- 
ferred to.  Instead  of  being  progressive  and  en- 
couraging their  salesmen  to  ti-y  and  sell  quality  goods, 
the  buyers  act  on  the  belief  that  their  customers  can- 
not sell  anything  but  cheap  goods.  So  the  buyers  im- 
port low  price  lines  and  decline  to  stock  better  lines 
made  in  Canada.  Then  the  travelers  follow  the  buyer's 
cue  and  push  the  goods  in  stock  because  they  have 
the  virtue  of  being  cheap. 

A  recent  example  shoAving  lack  of  progressiveness 
on  the  part  of  the  jobber  is  told  by  a  Canadian  manu- 
facturer, who  sent  his  representative  into  one  district 
and  gathered  together  a  number  of  orders  amounting 
to  about  $1,200  worth,  of  the  goods  in  his  line  and 
tiirned  them  over  to  the  jobber.  The  jobber  gave  him 
a  stock  order  for  about  $1,400  worth  of  goods.  These 
orders  were  sent  by  the  representative  to  his  factory. 
"When  shipment  of  the  whole  was  made  to  the  jobber, 
he  claimed  that  his  order  for  $1,400  was  intended  to 
cover  the  whole  transaction.  In  other  words  that  $200 
of  stock  was  all  he  cared  to  carry  to  cover  additional 
business  to  follow  on  the  line. 

Jobbers  who  are  merely  distributors  are  not  per- 
forming their  real  function.  Unless  they  help  their 
retail  customers  by  introduciti.u:  new  goods  and  make 
it  possible  for  them  to  compete  with  the  catalogue 
houses,  they  are  failing  to  do  their  duty.  And  if  they 
fail  in  this  they  only  hasten  the  day  when  the  jobber  as 
a  distributor  will  be  considered  in  the  same  light  as 
tlie  fifth  wlieel  to  a  waggon. 

The  (|ii('stion  is  one  wliich  must  l)c  solved  by  the 
j()l)bcrs  themselves,  and  a  frank  discussion  cannot  l)ut 
Ix'ucfit  all  concerned. 


Botli  retailers  and  consumers  are  recognizing  more 
and  more  that  it  pays  to  give  preference  to  the  pro- 
ducts of  manufacturers  and  jobbers  who 
Trade  Mark  ■  ti-idc  mark"  or  "brand"  the  lines  they 
Insurance  mai'l^ct.  A  mamifacturer  who  adopts  a 
trade  mark  and  spends  money  to  adver- 
tise it.  shows  his  faith  in  the  merit  of  his  line,  and 
backs  it  uj)  liy  guaranteeing  its  quality  to  purchasers. 

Take  ready  mixed  paint  as  an  example.  Tlie  cost 
of  linseed  oil  and  other  paint  materials  may  advance, 
liiit  the  iiiamiraeturers  dare  not  tamiier  with  tlie  (|iial- 
ity  of  their  jx'oduct.  Once  a  standai-d  is  set  it  must 
be  maiiitaiiiid,  or  tlu'  lumdreds  of  thousands  of  dollars 
invested  in  ailvertisin<r  ■will  be  lost  tn  tliem.    On  more 


than  one  occasion  paint  manufacturers  have  suffered 
loss  of  profits  rather  than  advance  prices  or  lower 
the  quality  of  their  paints. 

And  the  same  argument  applies  to  other  hardware 
articles  from  safety  razors  to  kitchen  ranges.  By 
advertising  his  article,  and  applying  a  trade  mark  to 
it,  the  manufacturer  guarantees  its  quality. 

There  is  no  guarantee  on  a  non-advertised  line.  The 
manufacturer  who,  for  instance,  makes  stoves  to  sell 
to  the  consumers  direct  need  not  maintain  quality. 
His  object  is  to  make  first  sales,  not  repeat  sales. 

Retailers  who  value  their  reputation  will  push  the 
sale  of  well-advertised  goods.  If  manufacturers  show 
lack  of  faith  in  their  products  by  failing  to  adver- 
tise or  trade  mark  them,  it  is  a  safe  bet  that  the  artic- 
les are  such  that  the  retailer  cannot  back  them  up 
with  his  guarantee  when  they  pass  out  of  his  store 
into  the  possession  of  a  customer  whose  trade  the  re- 
tailer desires  to  hold. 


Looking  through  the  shipping  room  of  a  wholesale 
hardware  warehouse  a  few  days  ago,  the  editor  of  the 
Journal  was  surprised  to  see  the  number 
Imposing  of  "enclosures"  on  the  floor  awaiting 
on  Jobbers  shipment  with  goods  ordered  from  the 
wholesaler.  Boxes  of  paint  and  cans  of 
turpentine,  bundles  of  tinware,  stove  repairs,  rubber 
goods,  express  and  toy  wagons ;  packages  of  horsenails, 
etc.,  were  included  in  the  assortment  which  the  ship- 
per had  to  keep  his  eye  upon  in  order  that  no  omis- 
s'ons  would  be  made. 

Inquiries  disclosed  the  fact  that  the  enclosure  habit 
is  being  overworked  by  some  retailers,  and  that  jobbers 
Avill  have  to  take  action  if  retailers  abuse  the  privil- 
eges extended  to  them.  For  instance,  one  shipment 
going  out  Avas  made  up  of  a  box  and  a  parcel  of 
hardware  from  the  jobber,  there  being  eleven  boxes, 
bundles  and  parcels  of  timvare,  paints,  toy  barrows, 
etc.,  several  of  the  enclosures  being  of  articles  which 
are  stocked  in  the  jobber's  Avarehouse.  Another  ship- 
ment had  an  enclosure  of  620  pounds  of  paint. 

AYhile  the  jobber's  purpose  in  business  life  is  to 
function  as  an  "assembler  of  goods,"  he  can  hardly 
be  expected  to  extend  his  sphere  of  activity  into  being 
a  shipping  agent  or  clearing  house  for  manufacturers 
who  sell  to  retailers.  If  he  extends  courtesies  to  cus- 
tomers hy  alloAving  them  to  include  occasional  "en- 
closures," in  order  to  save  freight  ciistomers  should, 
in  the  interests  of  themselves  and  their  felloAV  retail- 
ers, see  that  the  courtesy  is  not  abused. 

Prompt  shipments  are  one  of  the  greatest  conven- 
iences retailers  can  have  in  these  days  of  "small  jnir- 
chases  and  quick  turnovers."  Yet,  one  of  the  great- 
est obstacles  to  prompt  shipments  is  this  enclosure 
problem.  A  frequent  cause  of  delayed  shipments  and 
OA'crtime  Avork  in  the  Avarehouses  is  the  loading  i;p  of 
delivery  Avagons  Avith  shipments  Avith  enclosures,  other 
packages  haA'ing  to  Avait  their  turn.  Naturally,  ship- 
pers like  to  get  rid  of  the  "enclosures"  that  litter 
their  floors,  but,  if  preference  AA-^ere  giA-^en  to  shipments 
witliout  enclosures,  the  considerate  retailers  Avould  not 
have  to  suffer  foi'  Hie  selfishness  of  the  inconsiderate 
ones. 
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What  Trade  Associations  are  Doing 


ONTARIO  EXECUTIVE  MEETING  AT  GUELPK. 

'I'lic  Kxc'cutivf  (Joiiiiiiit'tcc  oi:  tlu-  Oiriiiriit  Kctail 
I  hirdiwarc  anid  Htovc  Dealers'  Association  mcit  at  Guelp'h 
on  Eas-ter  Mon'clay,  all  the  members  beint?  present 
except  Treasurer  Caslor,  and  Mesisrs.  IMagladery  and 
i^laekmore,  who  were  detained  by  illness  and  business 
engagements.  D.  Brocklebank.  Arthur.  (Chairman  of 
the  Mutual  Insurance  Company,  and  Mr.  Wright,  in- 
surance expent,  were  also  present,  holding  a  conference 
'in  the  morning  and  meeting  the  Executive  in  the  after- 
noon. 

Prior  to  tlie  iinu'uing  inceting  the  Executive  mem- 
bers visited  the  city  hall.  and.  after  being  as.sured  by 
the  Miayor  that  the  civic  officials  would  do  everything 
in  their  power  to  make  the  1912  convention  a  success, 
the  party  was  escorted  over  the  City  Hall.  Winter  Fair 
1-5-uilding  and  Armouries  by  I'ublicity  Comimssioner 
i\IcDon'ald.  the  general  o])inion  being  that  the  best 
arrangement  would  be  to  e.stal)lish  the  Association  offi- 
cers in  the  Couticil  Chamber,  to  hold  the  meetings  in 
the  City  TTall.  land  to  hold  the  ex'liibii'ion  on  the  second 
floor  of  flic  Wintci'  Fair  liuilding.  wliicli  is  an  exten- 


Where  the  Ontario  Convention  will  be  held  next  February. 

sion  of  the  City  Ilall.  One  large  L-shaped  room  about 
2r)0  X  30  feet,  with  a  smaller  room  adjoining,  seemed  to 
ofif'er  plenty  of  space  for  exlvibits,  while  the  Armouries 
were  con.s'idered  too  small.  The  Winter  Fair  Bui'lding 
is  well  lighted  and  heated,  is  fitted  with  a  power  eleva- 
tor, and  ihas  every  cdii vrnience  for  the  receiving  and 
shipment  of  freight,  being  on  the  G.T.R'.  tracks  in  the 
very  centre  of  the  city.  The  bu'ilding  is  not  so  well 
suited  for  a  band  concert  as  the  Armouries  -at  Peter- 
boro,  but  for  ex'h'ibition  purposes  has  many  advantages. 

Morning  Session. 

The  Executive  was  called  to  order  at  11  a.m.  by 
President  Cho'wn. 

The  Secretary  reported  that  receipts  of  fees  and 
from  exhibits  at  the  Pcterboro  Convention  and  exhibi- 
tion totaled  $2,005.07,  while  receipts  from  supplies, 
from  January  1st  to  March  80th,  totalled  $103.20.  mak- 
ing total  receipts  $2,668.90,  which,  with  the  balance 
on  hand  from  last  year,  .$519.09.  made  total  receipts 
to  April  1st  of  $3,187.99. 


'i'lie  Treasurer's  report  showed  exptiiJuures  ui  con- 
nection with  the  Peterboro  convention  amounting  to 
$1,555.72.  Secretary's  salary,  office  exi)enses  and  post- 
age for  three  months  were  $158.20;  job  printing  and 
supplies,  $141.15;  and  travelling  expenses.  $120.95; 
toitalling  in  all  $1,976.02.  At  present  there  is  cash  in 
the  savings  bank  of  $1,210.77,  with  .saleable  stock,  office 
etiuipmemt.  tyfx'writer,  sig'ns  and  bunting,  etc.,  esti- 
mated at  about  $216.00.  making  the  standing  of  the 
Assoiiiation  to  d'aite  at  $1,427.77.  with  no  outstanding 
liabilities. 

On  motion  of  Messrs.  Madole  and  Bennett,  the  audi- 
tors' report  for  the  first  three  months  was  adopted,  the 
officers  to  be  bonded  for  another  year. 

Secretary  Wr'igley  made  a  report  regarding'  the  stand- 
ing of  the  membership,  including  retailers,  travellers 
and  clerks.  On  motion  of  Me.ssrs.  Madole  and  Conn, 
the  report  was  laid  on  the  table  until  the  next  meeting. 

Two  suit  ease  competitions  were  decided  upon,  one 
open  to  travellers  and  the  other  to  retailers,  on 
motion  of  Messrs.  Macpherson  and  Oecomore. 
Only  new  members  are  to  be  counted,  three  po'ints  being 
given  for  a  retail  and  one  for  a  traveller  or  clerk  mem- 
bership, a  minimum  of  twenty-five  points  being  set. 

President  Chown  reported  regarding  the  visit  of 
himself  and  Secretary  Wrigley  to  the  Ne^v  England 
Retail  Hardware  convention  at  Boston  in  March,  and  on 
motion  <if  .Messrs.  Bennett  and  Conn,  it  was  decided 
that  a  membership  card  in  a  le.rther  ease  be  adopted  for 
use  at  the  1912  convemtion.  Printed  application  forms 
and  a  register  book  were  also  decided  upon. 

Secretary  Wrigley  suggested  that  district  nieetings 
be  held  in  several  parts  of  the  Province,  but  it  was  felt 
that  the  expense  would  be  too  great.  On  motion  of 
Messrs.  Madole  and  Bennett,  the  Secretary  was  in- 
structed to  try  and  arrange  one  such  meeting  as  an 
experiment. 

On  motion  of  Messrs.  Wrigley  and  Bennett,  the 
Executive  decided  to  recommend  that  J.  Walton  Peart. 
Reg-ina,  Sask.,  be  eleoted  an  honorary  life  member  of 
the  Association. 

Next  year's  exhibition  was  discu.s'sed.  and  on  motion 
of  Mes.srsi.  IMadole  and  -Macpherson.  President  Ciiown 
and  Secretary  Wriglley  were  empowered  to  make  the 
necessary  arrangements,  the  Winter  Fair  Building  being 
favored  for  ifhe  exhibition,  the  City  TIall  for  meetings, 
and  the  third  week  in  February  for  the  date.  The  ques- 
tion of  convention  headquarters  aiid  a  convention  badge 
was  left  open.  In  arrang-iiig  the  programme  more  time 
is  to  l)e  given  to  the  travellers  and  question  box  sessions. 
The  question  of  a  window  dressing  competition  was 
laid  on  the  table  and  ithe  Secretary  was  instructed  to 
report  on  the  getting  up  of  a  convention  programme 
and  want  book.  It  was  decided  to  number  each  booth 
conspicuously  and  to  dress  attendants  in  white  coats 
and  hats,  with  numbers  on  the  hats.  A  drawing  com- 
petition in  connection  with  the  exlvibition  was  left  over 
for  future  consideration. 

The  committee  adjourned  at  1  p.m.  for  luncheon, 
being  favored  with  the  company  of  Messrs.  John  M.  and 
Adam  Taylor,  of  the  Taylor-Forbes  Company. 
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Discussion  on  Insurance. 

The  eoiniuittee  mot  again  at  2  p.m.,  Chairman 
B'rocklebank  reporting  for  the  Mutual  Insurance  Com- 
mdttee  as  follows : 

"After  making  imquiries  into  the  question  I  find 
there  is  hardly  a  question  of  doubt  that  in  order  to 
secure  a  charter  for  a  Retail  Hardware  Mutual  a  deposi't 
of  .i^20,000  with  the  Ontario  Government,  or  $50,000  with 
the  Dominion  Government  will  be  neces'sary.  A  special 
act  of  incorporation  would  also  be  necessary. 

"A  membership  of  from  300  to  400  members,  insur- 
ing from  $1,000  to  $2,000,  would  be  neceis)sary  before 
actual  insurance  could  be  undertaken.  It  it  is  decided 
to  endeavor  to  make  an  oirganization  with  deposit,  the 
plan  adopted  by  the  Canadiian  Manufacturers'  Associa- 
tion of  assessing  the  premium  notes  a  percentage  for 
deposit  capital  would  probably  be  followed. 

"The  work  of  securing  members  and  of  organizing 
for  the  passage  of  a  bill  by  having  hardwaremen  dis-- 
cuss  the  matter  with  their  local  meuTbers  should  be 
starte'd  at  once. 

"A  bill  embodying  the  features  desired  should  be 
prepared  and  plans  made  for  submitting  it  to  the  Legis- 
lature at  as  early  a  date  as  possible. 

■  "The  present  bill  -before 'the  Ontario  Legislature  for 
a  standard  policy  sihould  receive  special  support  before 
the  committee,  in  order,  if  possible,  to  secure  Col. 
Clark's  support  for  our  bill,  even  to  the  extent  of  hav- 
ing him  introduce  the  same  if  it  is  found  practicable. 

■"A  committee  of  the  Association  and  its  insurance 
expert  should  attend  the  meeting  of  the  Retail  Hard- 
ware Mutuals  in  Philadelphia  next  year  to  learn  all 
possible  about  their  operations. 

"An  insurance  department  should  be  formed  in  con- 
nection with  the  Association  to  advise  our  members  on 
matters  of  insurance  and  to  conduct  an  educational 
campaign  with  the  hardwaremen  by  circulars  and 
through  the  olficial  paper,  The  Hardware  and  Stove 
Journal. 

■"An  initerested  and  aggressive  committee  of  three 
.sihould  be  appointed  to  consult  with  our  insurance  ex- 
pert and  to  do  the  necessary  organization  outlined 
above. 

"They  should  be  empowered  to  have  a  bill  drafted 
and  a  proved  by  a  competent  legal  firm,  and  a  copy  or  a 
synopsis  of  the  proposed  legislation  should  be  furnislied 
al!  members  ais  soon  as  practicable,  in  order  to  have 
them  conduct  'the  campaign  wkh  the  legislators. 

Members  only  would  be  allowed  to  insure  with  the 
Association  company  to  the  extenlt  of  $2,000  on  any 
one  risk  umtil  the  premium  income  readied  $30,000  per 
annum,  after  which  the  amount  of  the  risk  could  be 
increased." 

"D.  BROCKLEBANK,  Chairman. " 

Mr.  Wright,  insurance  adju.siter,  who  was  present, 
replied  to  a  number  of  questions  on  insurance  matters, 
comnu'inling  the  splendicl  results  secured  by  the  ^Millers' 
Mutual  Fire  Insuraipce  Company,  but  stating  that  of 
all  the  iiiutual  companies  org^andzed  in  Ontario  only 
about  four  were  really  successful.  "You  should  not 
strive  for  cheap  insurance,"  said  Mr.  Wrigbt,  "but 
should  ratiher  see  how  much  good  insurance  you  can 
luiy  tor  as  little  money  as  po.ssiljle." 

■'Should  we  try  to  organize  a  mutual  company 
then?"  asked  Mr.  Macphei-son. 

■"You  have  asked  for  opinion  and  I'll  have  to 
answer  frankly,"  replied  Mr.  Wright.  "The  hardware 
mutuals  appear  to  have  been  very  sT,ieceKsrul  in  tiu' 
United  States  and  there  is  no  reason  why  they  cannot 
be  nuule  e(iually  so  in  Canada,  especially  in  view  ol'  the 


success  of  the  Millers'  Mutual,  the  only  specialized 
mercantile  mutual  in  Ontario.  But  I'll  have  to  answer 
that  as  you  are  'hardwaremen  you  should  stick  to  the 
hardware  business  and  endeavor  to  improve  your  pro- 
perties as  much  as  possible  in  order  to  get  as  low  a  rate 
as  possible.  Tliie  Manufacturers  Mutual  'compauies  have 
not  proved  to  be  as  successful  as  they  hacl  hoped.  I 
do  not  advise  you  to  drop  your  agitation  for  a  hardware 
mutual  company,  but  I  urge  you  to  take  your  time  about 
it,  and,  in  the  meantime,  establis-'h  an  Insurance  Depart- 
ment to  help  inform  your  members  regarding  insurance 
matters  so  that  their  policies  may  be  examined  and  their 
losses  adjusted  as  saitisfactorily  as  possible. 

Mr.  Wright  also  urged  the  adoption  of  tlie  follow- 
ing resolution  and  on  motion  of  Messrs.  Macpherson 
and  Conn,  it  was  adopted  and  copies  ordered  sent  to  Sir 
J.  P.  Whitney,  Hon.  J.  J.  Foy  and  Col.  Hugh  Clark : 

Resolution  Adopted. 

Resolved,  That  this  Association  most  heartily  en- 
dorses the  prini'iples'  of  the  "Act  to  amend  the  Ontario 
Insurance  Act,"  introdueedi  by  Col.  Hug"!!  Clark,  M.P.P. 

"AVe  believe  that  a  standard  policy  will  be  a  great 
step  in  advance  in  the  interests  of  the  insuring  public. 

"We  'believe  that  no  variations  from  the  standard 
contract  should  be  permitted,  except  such  as  shall  be 
for  a  consideration,  shall  be  just  and  reasonable  and 
sihall  be  a  matter  of  special  contract  signed  by  the 
assured. 

"We  believe  that  there  should  be  the  inherent  right 
of  the  insured  in  the  insurance  contract  to  effect  insur- 
ance up  to  75  per  cent,  of  the  value  of  the  property 
insured,  and  that  when  he  must  carry  25  per  cent,  of 
his  risk  himself  the  insurance  shall  not  be  voided  for 
further  insurance  wibhout  notice,  nor  should  any 
penalty  then  be  enacted  in  ease  of  jDartial  loss. 

"We  believe  also  that  the  practice  of  some  insurance 
companies  of  discontinuing  claims  for  prompt  payment 
sjhould  be  made  illegal. 

"We  believe  that  the  existing  system  of  government 
inspection  is  utterly  inadequaite  to  protect  the  public 
interest  and  that  the  Inspeotor  of  Insurance  should  be 
responsilile  for  the  enforcement  of  the  insurance  laws, 
and  that  officials  at  both  Ottawa  and  Toronto  should  be 
required  to  'take  immediate  action  to  protect  the  public 
from  the  extravagance,  mismanagement  and  even 
swindling,  and  violations  of  the  law  which  have  been 
and  are  at  present  being  practiced  in  Ontario,  and  that 
insolvent  companies  be  promptly  an/d  effectively  dealt 
with. 

"We  believe  that  the  companies,  and  not  the  insaired, 
should  be  responsible  for  statements  made  by  tlie  agents 
in  applications  and  that  when  the  agent  delivers  the 
policy  and  gives  credit  the  companies  should  not  be 
permitted  to  plead  non-payment  of  i^remiums  as  a  bar 
to  recovery." 

On  motion  of  Messrs.  Conn  and  Oceomore.  an  "In- 
surance Department"  was  established  as  outlined  by 
Mr.  Wright,  and  his  services  were  requested  in  an 
advisory  capacity  to  the  Mutual  Insurance  Committee. 
Mr.  Wright  agreed  and  the  committee  was  named,  with 
D.  Brocklebank,  Arthur,  chairman.  E.  B.  Westwood 
and  F.  E.  Ellis,  Toronto,  with  the  President  and  Secre- 
tary as  ex-officio  members. 

A  Legislative  Connnibtee  was  appointed,  consisting 
of  W.  F.  IMacpherson.  Preseott;  J.  C.  Wanless,  Chatham, 
and  Cieorge  Matheson.  Toronto.  They  are  to  deal  with 
resolutions  6,  8,  12,  13,  14  and  16,  passed  at  the  Peter- 
boro  convention,  and  also  with  Mr.  Macpherson 's  sug- 
gestion that  a  petition  be  circulated  asking  for  the 
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abolition  of  the  charges  for  the  iiispeetion  of  weights 
and  measures. 

A  joint  committee  consisting  of  J.  K.  TTambly, 
Harrie;  D.  Cinnamon,  Lindsay,  and  W.  W.  Bennett. 
(Jananoque,  was  appo'inted.  and  reso'liilion  No.  7,  passed 
at  the  Peterboro  eonvenition,  was  referred  to  them  for 
action. 

A  suggestion  that  a  committee  of  past  presidents 
be  appointed  to  act  as  a  reception  committee  at  future 
convenitionis,  to  look  after  the  entertadnmen't  of  prom- 
inent visitors,  was  agreed  to,  as  was  also  a  suggestion 
that  firms  in  other  Provinces  be  admitted  as  associate 
members  for  the  same  fees  as  are  charged  clerks  and 
travellers. 

Tlie  meeting  adjourned  at  4.30  p.m. 


Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  h  Wright, 
Adjustors  for  the  Assured,  Toronto,  and  Advisors 
to  the  Insurance  Department  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association. 


The  purpose  of  this  department  will  be  to  advise 
readers  of  the  Hardware  and  Stove  Journal  on  the 
subject  of  fire  insurance.  There  is  probably  no  subject 
that  sliould  be  of  more  general  interest  to  all  our 
readers  and  we  venture  to  say  there  is  no  detail  of  the 
merchant's  business  of  which  he  knows  less,  there  is 
none  more  complicated  and  none  which  receives  so 
small  a  proportion  of  his  attention. 

We  also  believe  that  a  thorough  understanding  of 
the  relation  of  tire  insurance  to  the  hardware  business 
would  result  in  a  radical  reorganization  of  the  whole 
method  of  conducting  the  business  to  the  great  benefit 
of  all  concerned.  The  carelessness  anrl  untidiness  of 
many  stores,  the  accumulation  of  inflammables  and  ex- 
plosives, the  lack  of  ordinary  care  in  fire  prevention 
and  the  absence  of  even  the  simplest  means  of  fire 
protection,  are  everywhere  evident.  Such  combina- 
tions result  in  the  excessive  fire  waste  which  inflicts 
upon  the  public  a  burdensome  tax  of  fire  premiums. 
If  it  is  possible  to  awaken  the  hardware  trade  to  their 
duty  to  themselves,  the  result  will  be  fewer  fires  and 
cheaper  insurance. 

In  this  department  we  shall  reply  to  questions  re- 
lating to  insurance  when  they  are  sent  to  us  accom- 
l)anied  by  the  signature  of  the  sender  (the  latter  not 
necessarily  for  publication).  The  Journal  has  made 
arrangements  with  experts  in  the  business  to  advise 
on  these  matters,  and  will  spare  no  effort  to  make  this 
department  an  interesting  one  for  our  readers. 


QUALITY  IN  FIRE  INSURANCE. 

The  hardware  merchant  who  is  living  in  the  twen- 
tieth century  fully  recognizes  that  in  his  business  much 
of  his  goods  arc  sold  on  quality;  he  also  knows  that  a 
large  proportion  of  goods  on  the  market  are  cheap  and 
inferior;  and  he  is  convinced  that  some  lines  would  be 
dear  at  any  price.  High  or  low  price  does  not  neces- 
sarily indicate  the  quality  of  the  article,  and  low 
price  and  cheapness  are  not  synonymous  terms. 

There  is  no  remark  in  the  preceding  paragraph 
which  will  not  apply  to  fire  insurance.  There  is  no 
purchase  made  by  the  hardware  merchant  which  should 
be  bought  with  more  careful  consideration  of  quality. 

In  considering  the  quality  many  features  will  pre- 
sent themselves : 


1.  Financial  Ability  to  Insure.— The  standard  set 

by  Best,  the  leading  authority  on  the  subject  in  the 
United  States,  is  that  a  company  shall  have  liquid 
assets,  sufficient  to  secure  for  the  policy  holders  a 
surplus  equal  to  the  unearned  premiums  on  all  the 
business  in  force.  This  would  require  the  including  in 
the  liabilities  of  the  reserve  for  all  unearned  premiums, 
and  would  exclude  from  the  assets  all  premium  notes, 
uncalled  capital,  dead  agents'  balances  and  office  fur- 
niture, This  test  is  a  moderate  one  and  is  in  our 
opinion  the  minimum  of  safety. 

2.  Simplicity  of  Contract. — Several  of  the  com- 
panies licensed  in  Canada  are  now  issuing  a  policy  free 
from  all  technical  restrictions,  such  as  are  usually 
found  in  red  ink  on  the  policies.  No  merchant  should 
accept  a  policy  which  has  any  red  ink  variations  other 
than  the  co-insurance  clause,  and  not  with  that  if  he 
does  not  thoroughly  understand  its  application.  Don't 
imagine  that  getting  rid  of  these  trick  conditions  will 
be  difficult.  It  is  being  done  every  day  by  up-to-date 
business  men,  and  being  resisted  by  the  Rip  Van 
Winkles  of  the  insurance  business,  both  agents  and 
managers,  but  it  would  be  as  sensible  for  a  man  to  go 
duck  shooting  w^ith  a  flint  lock  as  for  him  to  expect 
to  get  a  fair  deal  from  some  of  these  "heads  I  win. 
tails  you  lose,"  double  action  cut  seven  ways  for  Sun- 
day trick  condition  insurance  policies  now  being  foisted 
on  the  public.  Cut  them  out.  Get  a  straight  contract, 
any  really  reliable  company  will  give  it  to  you. 

3.  Applicability  of  Contract. — The  contract  has 
many  conditions,  and  these  should  be  specially  drafted 
to  meet  the  peculiar  conditions  of  your  business.  After 
you  have  rid  your  policies  of  trick  conditions,  then  it 
is  necessary  to  get  the  proper  description  of  the  pro- 
perty insured,  and  such  special  permits  and  conditions 
in  the  policy  as  the  nature  of  the  business  may  require. 

4.  The  Application. — Do  not  have  any.  Neither 
sign  nor  permit  to  be  signed  on  your  behalf  any  appli- 
cation for  insurance.  The  best  companies  are  doing 
business  without  applications.  Applications  usually 
contain  a  lot  of  fine  ink  conditions  and  warranties 
which  are  quite  too  complicated  to  be  understood  by 
even  the  most  expert  of  insurance  lawyers,  and  are 
the  source  of  endless  trouble  and  litigation.  Just  don't 
sign  an  application. 

The  attention  to  these  four  points  will  go  a  long 
way  towards  putting  yoi;r  insurance  in  proper  condi- 
tion, and  in  this  work  "The  Insurance  Adviser"  will 
be  pleased  to  assist.  Send  along  any  questions  you 
want  answered  on  fire  insurance  matters. 


STOCK  vs.  HARDWARE  MUTUAL  INSURANCE. 

W.  p.  Lewis,  Secretary  of  the  National  Hardware 
Mutual  Fire  Insurance  Company,  Huntingdon,  Pa., 
contrasts  the  two  plans,  and  makes  out  a  strong 
case  for  the  successful  hardware  mutuals  in  the 
United  States. 

THERE  are  two  methods  on  which  insurance  com- 
panies operate.  These  in  common  parlance  are 
known  as  the  mutual  plan  and  the  stock  com- 
pany plan,  but  the  difference  in  the  character  or  genius 
of  the  two  plans  is  so  radical,  also  so  little  understood, 
that  if  you  will  give  fixed  attention  possibly  you  may 
be  interested,  possibly  informed. 

A  clearer  view  contrasting  these  methods  is  had 
when  we  indicate  their  essential  difference  as  specu- 
lative and  nonspeculative. 
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The  stock  company  i^lan  in  essence  is  speculative. 

The  mutual  plan  is  nonspeculative. 

A  merchant  buying  an  insurance  contract  or  policy 
does  not  gamble.  First,  because  he  has  no  expectancy 
of  profit.  The  first  line  of  the  contract  in  a  standard 
polic,y  states  that  he  will  only  be  paid  an  amount 
equalling  the  cash  value  of  the  merchandise  at  time  of 
fire,  and  second,  he  doesn't  gamble  because  he  has 
right,  title  and  sole  ownership  in  the  property  covered. 
Or,  stated  otherwise,  he  has  an  insurance  interest.  But 
the  stockholder  in  a  stock  company  DOES  GAMBLE, 
for  he  owns  no  insurance  interest  in  the  property 
covered.  He  operates  precisely  as  does  the  speculator 
who  sells  "short"  on  a  stock  exchange. 

He  sells  insurance  at  a  fixed  price,  in  advance  of 
the  cost  being  determined,  and  expects  to  buy  it  back 
in  the  market  (in  losses  and  expenses)  at  less  than  the 
premium  charges.  He  has  expectancy  of  profit.  He 
has  no  insurable  interest,  and  Avhile  it  is  legitimate  it 
is  also  a  gamble. 

It  is  a  common  point  of  vicAV  held  by  most  hard- 
waremen  that  if  the  policy  handed  them  by  their  local 
insurance  agent  is  a  stock  company  policy,  they  are 
safe  and  the  contract  is  sufficient. 

Interesting  Statistics. 

A  New  York  publishing  company  counted  as  an 
authority  on  fire  insurance  statistics  states  that  in  the 
last  40  years  1084  stock  fire  insurance  companies  have 
been  organized.  This  number  includes  32  foreign  com- 
panies, admitted  to  the  United  States.  Out  of  this  num- 
ber there  remain  in  business  to-day  but  248  companies. 
All  the  others,  836,  have  liquidated  or  failed. 

This  statement  of  fact  surelj''  indicates  that  there  is 
danger  in  the  stock  company  plan,  and  that  the  man- 
agement of  any  company  in  which  you  hold  a  contract 
should  be  thoroughly  investigated. 

Let  us  further  analyze  the  stock  company  in  which 
such  absolute  confidence  is  placed,  because  of  the  fact 
it  has  a  paid  up  capital  stock.  Let  us  endeavor  to  un- 
derstand the  value  of  this  capital  to  the  policy  holder 
and  from  what  source  it  is  conti-ibuted.  A  certain  New 
York  company,  whose  record  is  published  in  the  Spec- 
tator's Year  Book,  has  a  capital  stock  of  .$200,000.  The 
dividends  paid  by  this  company  to  the  stockholders 
dui-ing  the  past  ten  years  as  published  in  the  record 
just  referred  to  was  $1,060,000. 

Stated  otherwise,  the  stockholders  have  withdrawn 
tlie  original  capital  stock  five  times  in  the  last  10  years, 
or  once  every  two  years.  After  the  first  $200,000  cap- 
ital stock  Avhich  was  subscribed  by  the  original  stock- 
holders had  once  been  withdrawn,  the  subsequent  items 
called  capital  stock  were  contributed  by  the  policy 
holders,  and  in  the  company  under  discussion  the  policy 
holders  paid  it  four  times  in  10  years. 

How  many  times  previously  or  from  the  organiza- 
tion of  the  company  to  tlie  year  1900  the  published  rec- 
ord does  not  indicate,  as  it  covers  only  tlie  period  from 
1900  to  1909,  inclusive. 

Policy  Holder  versus  Stockholder. 

In  a  stock  compjuiy  the  interests  of  tJie  policy  holder 
are  governed  by  law,  but  tlie  intei-ests  of  the  stock- 
liolder  are  governed  clii(  ll\'  by  management.  In  a  stock 
(M)iii piuiy  the  interests  of  1lu'  jjolicy  hohlcr  ami  the 
stiii'kliuhhT  (h)  not  lie  jlmig  tlir  same  linrs;  in  fact, 
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they  are  in  direct  opposition.  In  the  case  of  this  com- 
pany the  original  capital  stock  had  absolutely  no  value 
as  far  as  protecting  the  interests  of  the  policy  holder 
was  concerned,  for  the  original  capital  had  long  since 
been  withdrawn  from  use,  service  or  control  of  the  com- 
pany, and  that  which  is  now  called  capital  stock  is  not 
capital  stock  at  all,  because  it  is  money  contributed  by 
the  policy  holder  and  not  by  the  stockholder.  The 
capital  stock  serves  no  purpose  save  a  basis  from  which 
to  figure  the  percentage  of  accumulated  premiums 
which  each  stockholder  may  appropriate  to  his  indi- 
vidual use. 

The  capital  stock  of  any  company  during  solvency 
is  not  available  for  payment  of  losses  or  expenses  ex- 
cept up  to  20  per  cent.  If  more  than  this  is  called  for 
the  company  is  at  once  subject  to  process  by  the  in- 
surance commissioner  and  is  liable  to  receivership  and 
liquidation.  The  infinitesimal  amount  which  20  per 
cent,  of  the  capital  stock  offers  as  protection  to  the 
policy  holder,  were  it  not  so  serious,  would  be  humor- 
ous. 

The  company  Avliose  record  we  are  using  as  an  illus- 
tration has,  as  already  stated,  a  theoretical  capital 
stock  of  $200,000.  Twenty  per  cent,  of  this  amount  is 
$40,000.  This  company  has  $372,000,000  at  risk,  and 
therefore  the  protection  arising  from  this  capital  stock 
is  just  103-4  cents  for  each  $1,000  at  risk. 

I  will  be  pleased  if  you  will  follow  carefully  the 
argument  at  this  point.  Ten  and  three-quarters  cents 
is  less  than  1  per  cent,  of  the  average  premium  on  a 
$1000  hardware  policy.  Surely  this  is  not  much  of  a 
basis  on  which  to  rest  your  unfaltering  faith  in  the 
value  of  capital  stock  as  a  tower  of  defense. 

The  market  price  of  the  capital  stock  of  this  com- 
pany is  $1,525,  and  this  price,  mind  you,  is  a  price  that 
is  bid  for  the  stock.  The  asking  price  is  not  quoted  for 
the  simple  reason  that  there  is  none  for  sale.  "Why 
should  a  holder  sell?  And  the  question  is,  who  is 
getting  the  money?  Certainly  the  policy  holder  does 
not  get  it,  and  certainly  it  is  not  remaining  in  the  com- 
pany's  treasury  as  a  safegiiard  in  time  of  stress. 

It  should  not  require  unusual  mentality  for  all  of 
us  to  perceive  that  under  the  stock  company  plan  a 
policy  holder  is  exploited  in  the  interest  of  the  stock- 
holder, and  the  stockholder  cannot  lose  because  even 
if  the  company  liquidated,  following  insolvency,  he 
can  only  be  called  upon  for  the  amount  of  his  capital 
stock,  and  inasmuch  as  this  has  been  withdrawn  l)y 
him  over  and  over  and  over  again  he  is  still  ahead. 

Mutual  Policy  Holder  Also  a  Stockholder. 

In  sharp  contrast  with  the  speculative  plan  of  the 
stock  company  let  its  note  closely  the  nonspeculative 
character  of  our  hardware  mutuals. 

1 .  The  policy  holder  in  our  companies  is  the  stock- 
holder. In  this  case  the  stockholder  has  an  insurable 
interest  in  tlie  property  coA^ered,  and  therefore  does 
not  gamble. 

2.  The  stockholder  in  our  company  does  not  sell 
insurance  "short."  He  does  pay  a  premium  in  ad- 
vance, but  that  is  not  the  fixed  cost  of  the  insurance. 
It  operates  simply  as  a  guarantee  that  when  the  cost 
of  tlie  insurance  is  determined  (in  losses,  expenses  and 
amount  i>ut  to  credit  of  guarantee  fund)  he  Avill  pay 
the  cost.    The  rmuaiiuler  of  the  unused  portion  of  this 
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advance  premium  constitutes  the  dividend.  This  is 
i-cturned  in  casli  or  credited  on  renewal  as  he  may 
elect. 

:i.  As  the  premiums  collected  arc  the  primary  fund 
from  wliich  losses  and  expenses  are  paid  in  all  stock 
companies  and  as  we  collect  full  premiums  in  cash,  it 
is  certainly  clear  that  we  have  funds  on  hand  to  pay 
claims.  It  is  also  cl(>ar  that  we  secure  these  funds  from 
precisely  the  same  source  as  the  stock  companies,  and 
the  only  person  who  is  warranted  in  refusing  to  take 
us  seriously  is  tlic  person  who  holds  the  view  that  the 
premiums  we  coUc(-t  are  counterfeit  money. 

4.  We  do  not  have  capital  stock  nor  do  the  policy 
h()ld('i-s  want  it,  when  it  is  manipulated  as  previously 
illustrated.  We  do  have,  however,  that  which  operates 
far  more  powerfully  as  a  ])rotection  to  our  contracts — 
namely,  a  guarantee  fund — and  to  this  fund  there  is 
l)]aced  each  year  approximately  three  times  as  much 
money  as  capital  stock  oflfers  for  protection.  j\lore 
tlian  this,  our  guarantee  fund  receives  this  credit  as 
just  stated  every  year,  and  therefore  increases  an- 
nually in  direct  ratio  to  the  new  business  written; 
whereas  in  a  stock  company  the  capital  remains  the 
same  from  year  to  year,  so  that  the  alleged  protection 
which  capital  stock  offers  decreases  as  the  new  business 
at  risk  increases. 

Why  Mutuals  Are  Economical  Yet  Strong. 

At  a  meeting  recently  of  a  national  organization  an 
officer  of  this  company  was  cross  examined  on  the  floor. 
The  question  asked  was,  "How  is  it  possible  for  your 
compani(!S  to  pay  such  dividends  and  remain  financially 
strong  "  or  stated  otherwise,  "IIow  is  it  possible  for 
you  to  do  business  so  inuch  cheaper  than  the  stock 
companies?" 

There  are  several  sound  reasons  for  this  fact,  and 
it  is  a  fact  that  we  do  pay  large  dividends  and  remain 
financially  strong.  Under  proper  management  we 
should  continue  such  dividends  and  at  the  same  time 
grow  financially  stronger. 

The  chief  reason  for  our  ability  to  accomplish  the 
fact  stated  above  is  found  in  the  principle  of  a  class 
risk.  Tliat  the  loss  ratio  on  hardware  alone  is  far  less 
tlian  tile  loss  ratio  on  miscellaneous  lines  such  as  are 
carried  by  every  stock  company  is  not  a  matter  of 
guess  work* or  speculation.  It  is  not  even  a  matter  in 
which  there  is  room  for  an  honest  difference  of  opinion. 

The  average  loss  ratio  for  a  period  of  years  past 
figured  from  t'^e  records  of  every  American  and  foreign 
stock  comp,.'  g  business  in  the  United  States,  is 

T).")  per  cent,  'i.iie  average  loss  ratio  in  our  hardware 
mutual  companies,  based  on  the  record  of  every  com- 
pany, is  24  per  cent.  The  average  loss  ratio  therefore 
under  the  stock  company  plan  is  130  per  cent,  greater 
than  under  the  hardware  mutual  class  risk  plan. 

It  is  difficult  to  escape  the  conclusion  that  there  is 
merit  in  the  principle  of  a  class  risk;  certainly  this  is 
true  as  applied  to  hardware.  Let  us  S(^e  what  the  rec- 
ords disclose  in  the  matter  of  expense  ratios.  They 
show  the  average  expense  ratio  of  the  stock  com- 
panies for  a  period  of  10  years  past  to  be  40  per  cent., 
wiiile  the  average  expense  ratio  of  all  of  our  hardware 
nuituals  is  14  per  cent.  These  stock  company  expenses 
for  management,  therefore,  are  185  per  cent,  greater 
tiian  tiiose  in  oui-  Iiai'dware  insurance  companies. 


Stock  Company  Dividends. 

It  may  occur  to  some  inquiring  mind  to  raise  the 
question,  IIow  can  it  be  made  possible  for  a  stock  com- 
pany which  has  a  loss  ratio  130  per  cent,  greater  than 
our  and  an  expense  ratio  185  per  cent,  greater  than 
ours,  as  just  stated,  to  pay  the  tremendous  dividends 
evidenced  by  a  bid  price  of  $1,525  on  the  stock? 

The  company  of  which  tliis  statement  is  true  has  a 
capital  stock  of  $200,000,  and  this  amount  has  been  the 
company's  capital  stock  for  the  last  43  years.  AVhile 
the  new  business  written  has  increased  steadily  every 
year  until  the  insurance  at  risk  is  almost  $400,000,000, 
the  capital  has  remained  unchanged.  The  record  of 
this  company  for  1909  is  sufficient  to  illustrate  the  pro- 
cess under  which  these  enormous  dividends  are  accom- 
plished. 

The  premivans  collected  for  the  year  1909  were 
$1,971,000.  Who  paid  these?  The  policy  holder.  The 
losses  for  the  year  were  $904,000.  AVho  paid  these? 
The  policy  holder.  The  expenses  for  the  year  were 
$763,000.  "  Who  paid  these?  The  policy  holder.  The 
total  of  losses  and  expenses  for  the  year  were  $1,667,- 
000.  This  represents  the  amount  paid  out  of  policy 
holders'  money.  $1,971,000  represents  the  amount 
paid  in  all  policy  holders'  money.  The  excess  is  $304,- 
000.  This  also  is  policy  holders'  money,  though  it 
does  not  remain  so  very  long  under  the  stock  company 
plan. 

The  directors  meet  and  the  secretary  with  appro- 
priate unction  announces  a  surplus  of  $304,000  from 
the  year's  business.  Then  with  solemn  dignity  (for 
this  thing  is  nonhumorous  and  is  always  dignified)  it 
is  moved,  seconded  and  unanimously  carried  that  a 
dividend  of  115  per  cent,  be  declared.  Therefore, 
$230,000,  so  the  published  records  state,  was  pinched 
from  the  policy  holders'  surplusage  and  paid  to  the 
owners  of  the  $200,000  capital  stock. 

With  these  flattering  compliments  to  our  friends, 
the  stock  companies,  let  us  pass  to  a  consideration  of 
our  hardware  mutual  companies.  Let  us  view,  and 
take  heed,  from  the  first  10  years  of  their  history.  Let 
us  analyze  and  comprehend,  and,  understanding,  let  us 
labor  and  build  with  vigor  as  we  enter  into  the  second 
decade. 

Advantages  Enjoyed  by  Hardware  Mutuals. 
In  our  hardware  mutuals,  the  man  who  puts  up  the 
money  for  the  conduct  of  the  business  is  the  man  who 
receives  the  dividends.   This  is  the  essence  of  fair  play 
in  business. 

In  our  hardware  uuituals  the  cost  of  the  insurance  is 
based  on  losses  on  hardware  only.  This  is  the  essence 
of  logic  as  an  insurance  principle. 

In  our  hardware  mutuals  the  risks  are  scattered 
and  the  amount  of  policy  limited.  No  better  rule  can 
be  formulated  for  safeguarding  the  loss  ratio. 

In  our  hardware  mutuals  no  policies  are  issued  ex- 
cept to  members  of  our  State  hardware  associations. 
This  gives  us  a  high  grade  moral  hazard,  because, 
broadly  speaking,  only  the  live  hardwaremen  will  join, 
and  a  live  hardwareman  don't  make  his  money  by  sell- 
ing out  to  the  insurance  companies. 

In  our  hardware  mutuals  a  policy  holder  can  be  in- 
formed concerning  any  companies'  dealings  with  a 
member  suffering  fire  loss,  for  a  list  of  losses  are  pub- 
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lislied  annually.  He  can  write  them  direct.  How  many 
men  here  have  seen  a  list  of  annual  fire  losses  published 
by  a  stock  company?  AVho  is  familiar  with  their  loss- 
paying  record? 

In  our  hardware  mutuals  the  companies  are  respon- 
sive to  the  just  claim  of  any  member.  The  officers  and 
directors  are  all  hardwaremen,  and  the  avenue  of  ap- 
proach to  them  is  wide  open.  Rank  injustice  cannot 
live  in  hardware  insurance  circles.  If  it  does  the  hard- 
ware insurance  company  which  so  persists  cannot 
live. 

Records  Contrasted. 

FolloAV  carefully  this  contrast.  First  the  stock 
companies'  record.  The  total  average  loss  and  expense 
ratio  for  1909  of  all  the  American  and  foreign  stock 
companies  doing  business  in  the  United  States  was  95 
per  cent.  These  figures  are  taken  from  the  "Spectator 
Year  Book,"  just  issued.  This  publication  is  the 
highest  authority  on  insurance  statistics.  These  figures 
mean  that  95  per  cent,  of  all  premiums  collected  by 
stock  companies  Avere  consumed  in  the  payment  of 
losses  and  expenses,  and  it  also  means  that  out  of  the 
remaining  5  per  cent,  of  premiums,  all  dividends  to 
stockholders  were  first  extracted,  and  whatever  was 
left,  if  anything,  was  placed  to  the  credit  of  the  guar- 
antee fund;  but  the  policy  holder  who  furnished  all 
the  money  gets  nothing  but  a  pleasant  smile  and  the 
bill  for  another  full  annual  premium. 

The  total  average  loss  and  expense  ratio  of  all  our 
hardware  mutuals  for  1909  was  38  per  cent.  The  aver- 
age dividend  was  41  per  cent,  and  the  average  credit 
to  the  guarantee  fund  was  21  per  cent.  These  figures 
mean  that  the  hardwareman  who  has  had  a  stock  in- 
surance policy  paid  the  stock  company  just  70  per  cent, 
more  money  than  he  paid  for  the  same  insurance  to  our 
liardware  mutuals,  and  having  paid  them  this  70  per 
cent,  higher  price,  they  place  scarcely  anything  at  all 
to  the  guarantee  fund  for  his  protection,  while  in  our 
hardware  mutuals  he  not  only  saves  that  70  per  cent., 
but  at  the  same  time  the  companies  place  in  the  aggre- 
gate a  substantial  credit  to  the  guarantee  fund  for  his 
protection  during  periods  of  excessive  loss. 

From  the  foregoing  statements  of  fact,  determined 
mathematically  from  published  records,  there  can  be 
but  one  verdict,  namely,  that  as  far  as  the  hardware 
merchant  is  concerned,  the  strongest  contract  he  can 
purchase  from  any  source  or  at  any  price  is  a  contract 
with  our  hardware  mutuals. 


BRITISH  COLUMBIA  ASSOCIATION. 

The  B.  C.  Hai'dware  Dealers'  Association,  at  its 
regular  monthly  meetings  takes  up  questions  of  impor- 
tance to  every  retail  hardware  man  in  the  district 
covered  by  the  Association  and,  since  R.  D.  Dinning 
assumed  the  Secretaryship  a  couple  of  months  ago, 
a  greater  interest  has  been  manifested  than  ever 
Ix'lore. 

At  tlie  April  meeting  Past  President  IT.  T.  Kirk, 
New  "Westminster,  made  a  report  of  his  trij)  to  Peter- 
I)or()  to  attend  the  Ontario  Retail  Hardware  Conven- 
tion, and  it  is  safe  to  say  that  the  precedent  set  this 
year  will  be  followed  in  fuure  years.  The  report  was 
laid  over  for  discussion  at  the  May  meeting. 

A  general  rule  covering  the  question  of  exchanges 
of  goods  bctwi  i  ii  iiii  iiibcrs  of  the  Association  is  under 


consideration.  Some  retailers  favor  charging  each 
other  the  full  retail  price,  while  others  favor  an  advance 
of  ten  per  cent,  on  cost. 

The  question  of  jobbers  selling  small  stocks  of 
hardware  to  grocery  stores  in  the  suburbs  of  Vancouver 
will  be  acted  upon  after  the  jobbers  are  consulted. 

The  adoption  of  a  retail  price  on  sash  weights  is 
being  discussed.  Like  nails,  sash  weights  are  a  line, 
which  most  retailers  do  not  get  a  sufficient  margin  upon 
to  cover  the  cost  of  doing  business. 

Price  maintenance  on  powder  and  saws  has  also 
been  discussed  with  the  manufacturers,  and  at  the 
April  meeting  a  committee  was  appointed  to  intervieAV 
the  Simonds,  Atkins,  Disstons  and  Shurly  &  Dietrich 
Comi^anies  and  request  them  to  set  a  retail  selling 
price  on  their  saws. 

A  retail  selling  price  on  Berry  Bros,  varnishes  is 
also  being  arranged  with  Champion  &  White,  Van- 
couver representatives  of  the  varnish  manufacturers. 

An  advance  in  the  price  of  horseshoes  has  been 
made,  prices  now  being :  1  to  9  kegs,  $4.95 ;  10  kegs 
and  over,  $4.65;  50  to  100  lbs.,  5%  cents;  less  than  50 
lbs.,  6  cents  per  lb. 

A  committee  representing  the  Hardware  Associa- 
tion will  confer  Avith  the  Builders'  Supply  Association 
regarding  the  suggestion  that  a  notice  be  inserted  in 
the  daily  papers  to  the  effect  that  lien  notices  will  be 
served  Avith  all  supplies  in  future. 

Secretary  Dinning  Avritts:  "The  28  members  pre- 
sent appeared  A'ery  keenly  interested  in  the  subjects 
being  d'scussed,  and  those  that  Avere  not  present,  lost 
a  Avhole  lot  by  not  turning  up.  I  trust  this  enthusiasm 
Avill  grow  stronger  and  that  at  our  next  General  Meet- 
ing, we  may  have  even  a  larger  attendance.  It's  up  to 
you  BOOST." 


NOVEL  USE  FOR  OLD  POSTERS. 

The  W.  W.  Chown  Co.,  Ber.eville,  have  found  a 
novel  use  for  old  AvindoAv  posters  supplied  by  such 
firms  as  the  Dominion  Cartridge  Co.,  and  other  manu- 
facturers of  shooting  materials. 

A  local  hotelkeeper  takes  quite  an  interest  in  shoot- 
ing contests  and  other  sporting  events,  and  Avith  the 
help  of  the  posters  supplied  by  the  Chown  Co.,  he  has 
decorated  a  room  as  a  sporting  headquarters,  and. 
Avhich  he  places  at  the  disposal  of  the  local  sporting 
clubs  for  meetings. 

The  idea  presents  good  opportunities  for  advertis- 
ing, and  other  hardAvaremen  may  be  able  to  adopt  the 
idea  to  advantage. 


WHAT  OTHERS  THINK  OF  US. 

"I  think  the  HardAvare  and  St  '':'j_ial  is  the 

best  trade  magazine  in  Canada  to-da^ ,  and  hope  you 
keep  up  the  good  Avork  of  editing  and  printing  paper. 
Your  covers  are  unusual  for  a  trade  paper." — C.  M. 
Lemperley,  Assistant  Advertising  Manager  Multi- 
graph  Co.,  Cleveland. 

"The  Canadian  HardAvare  &  Stove  Journal  is  the 
name  of  a  ncAV  publication  over  the  border.  Weston 
AVrigley,  the  managing  editor,  enjoys  a  AA'ide  acquaint- 
ance AAath  the  trade  in  the  Dominion,  haA'ing  for  a 
number  of  years  been  editor  of  IlardAvare  &  IMetal, 
Toronto,  and  secretary  of  the  Ontario  Retail  Hard- 
Avare and  Stove  Association,  Avith  the  formation  of 
Avhich  he  had  nuieh  to  do.  At  the  recent  annual  con- 
chosen  as  the  official  paper  of  the  organization." — 
vention  of  the  Ontario  Association  the  ncAV  journal  Avas 
Iron  Age  Ihirdware,  Ncav  York. 
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Window  and  Newspaper  Advertising 


HARDWARE  WINDOW  DISPLAY  FOR  MAY. 

Written  for  The  Journal  by  W.  J.  Illsey. 

Tliis  mo'iifh's  s,lio\vin<y,s  .s'hould  feature  lines  for 
spi'lii"?  cleaiiiiij?.  <?ar(len'iiig,  spor'tirig  life,  builders' 
liai  (hvare.  aiwl  paiu'tinof.  aiul  the  merchant  who  shows 
the  li-ues  <suital)le  for  tiiese  fkMuaiuds  will  reap  resi;lts 
aeeordin<i:l.y. 

For  a  ".Sprin<^'  Cleaning"  d'isplay,  you  need  not 
spend  a  lot  of  time  on  your  wimdoAV.  For  a  background 
hang  on  your  solid  window  back  rows  alternately  of 
ehamois  skins,  feather  dusters,  house  brooms  and  carpet 
.sweepers,  at  oit'her  end  stand  against  th'i's  back  a  step- 
la  dder.  On  the  bottom  display  furniture  polisihes  of 
various  kinds  with  price  card.  Wall  brushes,  carpet 
beaters,  vacuum  cleaners,  cl'oor  maits,  foot  sciraipers,  scrub 
brus'hes,  pails,  mops.  etc..  and  every  item  used  in  spring 


Place  .V(jur  wlieelbarrow  in  the  cen.re  of  window 
showing  sideways  to  the  front  of  window.  On  the 
bo'ttom  and  close  to  the  glass,  display  your  gardening 
trowels,  pruniing  shears,  lawn  sprays,  pruning  knives, 
etc.  Then  leaning  against  the  wheelbarro-w,  and  with 
heads  to  the  front,  group  your  garden  rakes,  hoes, 
spades,  ate.  Place  at  either  end  of  wheelbarrow  a  hose 
reel  w'ith  hose  wound-  upon  iit.  and  these  also  can  be 
used  for  supporting  the  handles  of  rake.s,  etc.  Cards 
should  be  used  to  give  prices  of  all  lines  .shown  with 
one  big  centre  eard:  "We  have  loads  of  garden  tools 
for  you.   Qualiiy  and  prices  the  finest." 

A  Lawn  Goods  Window. 

Cover  the  bottom  with  green  baize  or  felt.  Drape 

itlic  1/ack  with    white    cheese    cloth.    Ilantr  a  row  of 


Two  Simple  Lay-outs  for  Window  Trims  during  May. 


cleaning.  One  large  card  done  in  plain  black  on  a 
white  ground,  siize  22x  28,  should  read,  "AVe  are  ready 
to  supply  your  "Spring  (Uoaiiiing'  Thin-gs.  Note  our 
prices."  A'bout  five  oitlier  cards,  size  11x14,  done 
sim'ilar  to  Che  big  one,  should  give  prices  on  as  many  of 
the  more  used  lines  as  shown. 

A  Gardening  Supply  Window. 
Select  a  nice  aisisortment  of  rakes,  hoes,  spades, 
gaixleiiing  trowels,  spading  forks,  rubber  hose  and  a 
wcll-paiinted  wheelbarrow  to  make  up  this  display.  For 
the  baickground  hang  about  four  co'ils  of  rubber  liose 
on  a  line  wit^h  the  eyes  of  the  passers-by.  Around  these 
hang  a  number  of  spading  forks,  spades,  and  lean 
againj^t  the  back  a  few  rakes. 


shovels,  spades,  spading  forks,  etc.,  round  the  side  and 
across  the  back.  Also  hang  a  few  coils  of  vai'ious  kinds 
of  rubber  hose.  Resting  on  window  bottom  with  heads 
aKernately  up  and  down  place  an  assortment  of  garden 
rakes  and  hoes.  At  the  back  with  handles  leaning 
against  background  place  laAvn  mowers,  while  in  the 
centre  a  brightly  painted  wheelbarrow  will  look  well. 
At  the  front  next  the  glass  and  on  the  bottom,  d'isplay 
your  smaller  articles,  such  as  gardening  trowels  and 
hand  forks,  pruning  shears,  gardening  line,  lawn  spray- 
ers, nozzles,  etc.  And  at  front  and  back  ends  of  wheel- 
barrow a  hose  reel  with  coil  of  hose  wound  in  place 
upon  it.  can  be  placed.  Put  price  cards  on  the  mowers 
and  wheelbarrows.    Cards  11x14  should  give  your 
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prices  on  rakes,  hoes,  rub'ber  hose,  etc.,  and  one  14  x  22 
for  a  garden  tool  window. 

A  Sporting  Goods  Display. 

CoYer  'the  window  bottom  with  green  felt  or  baize. 
Place  a  s'lielf,  or,  better,  two  at  back  and  about  10  and 
20  iine'hes  respectively.  Cover  these  also  with  green. 
Cover  ithe  back  witli  white  cheese  cloth,  and  on  this 
sihow  a  few  small  Canadian  flags  as  a  border.  In  the 
centre  hang  in  neat  design,  lacrosse  sticks,  base'ball 
bats.,  etc.  On  the  bottom  front  display  balls,  umj:)ire's 
regisiters,  baseball  guides,  score  books,  lacrosse  gloves 
and  footballs.  On  the  shelves  place  in  easy  manner 
and  not  too  crowded,  your  assortment  of  footballs,  Foot- 


VOUR  LAWN 

AND 

GARDENING 
TOOLS 

Easily  supplied 
here. 

Order  to-day. 

We  deliver 
promptly. 


YOUR  PARTICULAR 

SPORTING  GOODS 

Are  Here  in  Big  Variety. 


Come  in  and  look  them  over. 

None  but  Quality  Goods 
are  here. 


ball  boots,  baseball  gloves  and  ni'itts,  baseball  shoes, 
baseball  suits,  etc.,  and  interspersing  these  and  leaning 
against  shelves,  place  alternate  baseball  bats  and 
lacro.sse  sticks. 

Only  one  disi^lay  cai'd  is  needed  in  this  display, 
beoause  sporting  goods  are  somewhat  different  from 
other  lines. 

Boys  principally  buy  what  suits  their  fancy,  and 
grown-ups  are  similar.  Price  is  not  so  much  a  feature 
in  their  selections.    Quality  and  style  are  prominent. 

It's  Builders'  Hardware  Time. 

The  sketch  on  the  left  shows  a  builders'  hardware 
and  tools  trim  which  is  simple  but  effective.  Select 
from  your  sto'ck  of  building  paper  a  number  of  the 
cleanest  and  best  lookiu'g  rolls,  using  quality  similar  to 
Eddy's  impervious  sheathing  for  first  row.  Ordinary 
tarred  felt  for  the  middle  row,  and  the  third  to  be  of 
plain  building  paper.  Pile  these  as  shown  at  the  hack 
of  your  shelving,  ■\-\-'hieh  should  run  up  to  about  18 
hicdios  at  the  back.  On  your  end  wall  tack  in  neat 
design  saws,  hammers,  try  squares,  squares,  and  any 


We  offer 

ATTRACTIVE 
PRICES 

ON  ALL  LINES  OF 

BUILDERS 
HARDWARE 

LET  US   QUOTE  ON 
YOURS 


TOOLS 
That  please  because 
They  Work 

AND 

Wear  Well 
THE  PRICES- 
MOST  Pleasing 


other  tools  which  can  be  fastened  there  to  help  make  the 
display  attractive.  At  either  end  of  the  shelving  dump 
a  keg  of  wire  nails  and  leave  the  kegs  in  also  as  just 
having  been  opened.  Along  the  front  and  close  to  the 
glass  place  in  easy  mixture  small  tools,  such  as  rules, 
nail  sets,  bits,  etc.  On  the  shelves  show  loek  sets  in 
boxes,  on  easels,  if  you  have  auj',  and  intersperse  these 
with  do'or  bells,  heavy  styles  hat  and  coat  hooks,  housi; 


numbers,  full  packages  hinges,  bolts,  fancy  door  knobs, 
etc.  Continue  this  right  back  to  the  last  shelf.  The 
ground  of  this  display  should  be  of  green  with  a  back- 
ground of  white.   Two  cards  will  suffice  for  this  display. 

Display  Paints  and  Brushes. 

Your  paint  display  can  take  the  form  of  either  a 
solid  ■■  mixed  paint  and  brushes,"  showing,  or  you  can 
vary  it  by  putting  in  side  lines  as  well. 

A  very  paying  window  is  built  in  this  manner : 
Build  a  frame  of  4  x  %  inch  lumber  at  the  back  of 
your  window,  and  out  from  the  background  about  8 
iniches.  Cover  this  ancl  all  ithe  back  with  white  cheese 
cloth.  Use  screw  hooks  or  eyes,  and  tie  various  kinds 
of  paint  brushes  all  around  this  frame  with  the  bristles 
to  the  outside.  Across  the  opening  put  wires,  strung 
tight  and  spaced  to  have  two  divide  the  distance 
e(iualiy.    On  these  hang  your  color  cards,  display  cards 


FURNITURE  POLISH 
Extra  Quality, 
lo,  15  and  25  cents. 


Every  kind  of 
PAINT  BRUSHES 
Each  IOC.  to  $. 50 


OUR  VARNISH 

STAINS 
Give  fine  results. 
Pi'r  Tin,  20c.  to  $1.50 


IF  WE  SELL 
YOU 
PAINT 
YOUR  WORK 
WILL  NOT 
BE  LOST 

Our  guarantee 
of  purity  goes  with 
every  can. 


and  any  advertising  matter  that  your  paint  jobber  or 
manufacturer  has  supplied.  On  the  bottom,  which 
should  also  be  covered  with  white,  place  brushes,,  paper- 
hiangers'  tools,  etc.,  close  to  the  glass.  Then  build  from 
this  in  gradually  increasing  heights  small  tins  of  enamel 
or  ordinary  mixed  paint,  furniture  polish,  stains,  etc. 
Do  not  build  too  high  at  back.  Not  more  than  four 
one  gallon  tins  hdgh.  From  this  height  the  display  shoiild 
gradually  slope  to  the  front,  using  half  gallons,  quarts 
and  pints  consecutively.  On  top  of  the  cans  place  the 
style  of  brush  best  aidapited  for  using  with  such  paints  as 
are  .shown. 


PUSH  THE  HIGH-GRADE  GOODS. 

Last  summer  a  retailer  in  a  Canadian  city  was  in- 
duced to  buy  half  a  dozen  high  grade  lawn  mowers  re- 
tailing up  to  $10  each.  He  had  always  sold  the  $4  or 
.$5  lines,  and  thought  his  customers  wouldn't  pay  a 
liiglier  price,  but  to  his  surprise  he  soon  disposed  of  the 
higher  iDriced  lines. 

This  retailer's  experience  is  similar  to  that  of  scores 
of  Canadian  hardware  men.  Induced  to  bu.y  the 
cheaper  lines  by  salesmen  wlio  liaA'cn't  learned  to  talk 
quality,  they  have  been  losing  profits  for  .years  by  sell- 
ing the  poorer  machines,  which  carry  but  a  small  mar- 
gin and  cannot  give  the  customer  anything  like  the 
satisfaction  a  higher  grade  mower  would. 

Try  selling  tiie  higher  priced  lawn  mowers  and 
watcli  results. 


I£  you  are  not  willing  to  co-operate  with  your  em- 
ployes, you  cannot  blame  tliein  if  they  fail  to  co-operate 
Avith  A'ou. 
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Seasonable  Hardware  Advertising 

Readers  of  the  Journal  are  requested 
to  forward  samples  of  their  Ads., 
Circulars,  etc.,  to  the  Editor, 


Our  of  the  l;irf?e  ;uls.  of  Stanley  .Mills  &  Co.,  Ilaiiiil- 
toii,  is  reproduced  on  tfiis  page,  it  being  without  a 
(l()ui)t,  one  of  the  best  hardware  ads.  ever  inserted  in  a 
Caiuidian  newspaper. 

While  few  hardware  men  can  go  to  the  expense 
Mills  &  Co.  do  for  illustrations,  or  for  space  in  tlieir 
local  paper,  not  having  as  large  a  constituency  to  draw 
from,  the  iMills  ad.  presents  many  features  in  the  way 
of  display  and  arrangement  which  can  be  copied  by 
those  who  use  but  a  half  or  quarter  the  space.  The 
lai-ge  dis])lay  lines  across  the  top,  the  personal  talk  in 
the  center,  the  grouping  of  the  articles  and  the  pricing 
o  rthe  goods  are  all  ])oints  which  others  can  use  to  a 
great(M-  or  lesser  extent.  P^ew,  however,  located  in  a 
large  city,  wovdd  omit  a  display  line  giving  the  street 
address  of  the  firiii. 

•lames  N.  IMcUregor,  Oakville,  is  a  live  advertiser 
in  a  siriall  town.  In  one  of  his  recent  ads.  he  said: 
"House-cleaning  time  is  fast  approaching.  Do  not 
take  up  your  carpets  and  I'ugs.  A  vacuum  cleaner  will 
do  the  work  far  bettei-  and  cheaper,"  etc. 

.Aikenheads,  Toronto,  said:  "For  garden  tools  it 
will  pay  you  to  pay  us  a  visit." 


(Jeorge  Taylor  Hardware  ('o.,  New  Tiiskeard,  in 
their  "Taylor's  News"  section  of  their  local  paper,  on 
April  20,  said:  "Spring  cleaning  time  is  her:.  Are 
you  ready  for  the  health  inspector  to  visit  your  yard? 
flave  you  raked  up  all  the  winter's  dirt  and  buried  all 
the  old  cans?  Get  a  rake  and  shovel,  and  do  it  now. 
You  will  need  these  tools  later  for  the  garden.."  And: 
"Are  you  i)apering  this  spring?  Be  sure  and  see  our 
samples.  Papers  trom  five  cents  up  and  lots  of  choice 
papers  to  suit  every  one.  AVe  have  some  job  lots  which 
we  are  disposing  of  cheap.  There  are  lots  of  six,  seven 
and  eight  single  rolls  with  borders  to  match.  They  are 
going  cheap,  From  thirtv  to  seventv-five  cents  per 
bunch." 

James  &  Reid,  Perth,  also  feature  wall  paper  as 
follows:  "Conu>  in  and  see,  look  over  the  rich  designs 
and  note  their  attractiveness,  for  every  room  in  the 
house.  Also  note  our  low  prices.  Our  selections  are 
iruule  direct  from  the  triills  in  large  quantities  which 
accounts  for  the  saving  we  afford." 

Miller  liroa.,  Virden,  ]\Ian.,  say:  "We  sell  the  Pas- 
time Washing  Machine  exclusively  becau.se  we  find  it 
the  most  satisfactory  machine  we  ever  handled.  Every 
washer  is  guaranteed  to  be  perfect  and  to  be  the  easiest 
machine  to  operate  on  the  market.  We  want  you  to 
try  this  machine  in  your  own  home  at  our  expense.  If 
you  want  other  washing  machines  we  have  them." 

"Weichel's  Weekly  Store  News,"  is  a  store  paper 
being  run  in  the  Elmira  Advertiser,  by  Weichel  & 
Son,  the  first  of  the  series  appearing  April  19.  The 
ad.  is  similar  to  "Taylor's  News"  at  New  Liskeard,  the 
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Mdcbcl'e  mcchi^  Store  Bews 


VoL  1.-N0. 1. 


ELMIRA.  APRIL  19th.  1911 


Price— Your  Patronaee 


Store  News  That 
Beats  Politics 

Store  Piiblirily  —  that's  nhal 
tlji's  little  nrilc-uj)  in 
fur.  \*  e  buliLve  111  ajvcrtising— 
leHiiij;  Ilie  |..coi)U-  know  what  Wi 
are  iJoing  in  the  liur<I\v:.re  bnsi 
nrs*— what  we  have  lo  scH. 

Be  sure  and  read  tliese  colunim 
eveFy  week— invill  pay  you— ivt 
ivaiit  to  |>|i.'&:ie  you.  and  pleasing 
vuii  iin  ari-  success  tor  us'  1  et'j 
nil  |iull  logclher  tor  our  mutual 

OH!  CANADA! 

■|..-.l,.v  n,'  .nUuJ.'.l  -ur  lirst 
<   ni.  iii  — ii^  ihi-  ■'i.an,'ui:i"' 

I.Mli.t  ~  n..,.ir  III  11. 1-  L-ip  Illlfl. 
niUiniial  Mill  dt  Hull,  Do  yoll 
liiiovv  tliai  (.'Xpert?  claim  this  ci.-- 
iiifiit  nuperior  lo  roost  hr.ir.d;  ' 
Ajk  or  write  us  lor  prici,-  on  Inrct- 
ijimntites.  Small  lots  at  $\.!<o 
[IT  banut. 


In  [ill  this  Iftik  about  prosper-  [liaiiis  >Iarnot  on  your  liiiolenm  ' 
itv,  one  tiling  stunds  out  ita  ii  It's  wondertiil  liow  it  preatrves 
tertamty.  and  that  id  tbi;  fuel  the  lite  nf  it.  Liiioleuma  var- 
Ihat  lliL-  lie^t  evidence  of  pros- 1  nishfd  reguliirlv  with  Marnr.t 
pfTily  1-  liiL-  addition  of  about  I  will  last  anttin  a'd  long  a-«  Q  pieti- 
;io  to  -tU  lu-v  huusf>i  to  our  fu-  that  never  was  varnished.  In 
Urpri.-ii.i;  vii;:i;;e.  Another  pull  caiia  —  half  pints,  pints.  ..uarta 
liKc  that  «nd  we'll  1^  a  town.     |  and  half  gallons. 

T\-       .       -J  I    I*"ai""i'er3  iiitt-nding  lo  do  fonc- 

Miisjust  riMuuids  us  of  Build- (j„„  ^^^u  to  coinc  to  u. 

.'Hardware.  It  will  p:.y  you  j  (^^  their  r.-.iuireniri,t3.  Uo.sHI 
^  in.iu.re  here  a'i»l  gel  l-ncus.  c  iev,:-land  C^ilea  Spuog  iVire  at 
cni:ikcahttle-yousavcmuch||..^.-       jy^j  i,,^     We  aUo  ^c-U 

 0   1 11  i"ti2  wire  fein;e,  50  inches  high 

,„  ,  .     ,  IC-inch  stays,  nil  No.  ;i  wire  nt 

Jusl  now  our  windows  are  4Qc  per  rod;  '22  in.  stays  :it  :!Tc 
tnmmcd  up  With  all  kn.d3ofl_olher  sines  eoually  a.  low 
re.|Uiremont«  (or  .pring  house-  We  guarantee  our  L«. 

cleaiiinp  —  i»oni>;  coiu'(nieiice<  [   »  

nd  little  han.V  thing,  that  you      \Ve  ju.t  want  to  tell  you  again 

til  1;;;^^;  K  hi^^'ri^    ^tock^^  bid 

tainable.    When  up  town  U.i.  ir^hit;  Try^^^HiT^^^ri^ 
lakc  II  a  point  toseeour  Mieh  ^Impc.    .so   that  yiu  cm 
iiuike  your  purchases  iiuick  and 
Itat'y-    We  buy  for  cash  niid  if 
Mr.  John  Weiehcl  will  soon.be !  J  '*"  ^^'"^  I'"-'  '^f^''-  'here's 


Every  i:igrediei 
iiaki-  a  >>oi..d  pair 


I  that  goes  to 
attractive  and 
1  SHERWIN 
IS.  Our  spring 
1  our  Bhclves 
Brighten  np 
S.  \V.  paints, 
irli  makes 


w  indows. 


1  awful  dilTerfncc. 


Notbins  clipjvp  i^  ever  good  — 
but  anything  good  is  alw&ys 
cheap- 

What  Are  Tou  Doing  There? 

—asked  the  farm-dog  a,'*  he  i-b- 
perved  the  hen  in  the  i-oal  bin. 
■'Oh'  1  thought  it  wafl  a  good 
tinie  to  lay  m  coal."  Our  advice 
•'Buy  coal  early  this  yesr." 


able  lo  lake  his  place  in  theKtor«> 
again,  and  will  he  pleased  lo  Pec 
all  his  old  cU5tomcr>i  and  iriends. 


AN  INSPIRING  mODEL. 

l.iltc  Juhnnie  owned  a  couple 
of  baiiUim  hens,  which  laid  very 
small  eggs,  iliis  fact  being  dis- 
pleasing to  the  youngster.  Gi-- 
ing  lo  the  fowl  run  one  morning. 
Johnnie's  father  was  surprised 
to  find  a  goose  cpg  tied  to  m\e  nt 
the  beams  and  above  it  a  csrd! 
with  the  words:  "Keep  your  eye 
on  thia  and  do  your  hesl."  Say 
you  poultrvraen,  $1.00  for  thid 
receipt,  please. 


'•Vhen  unfortunate  enough  to 
burn  your  hand.')  in  cooking,  ap- 
ply vinegar  and   baking  sod 
which  will  bring  grateful  relief. 


Did  yo 


r  try  ^herwin-U'il-' 


wily  wc  iihouldii't  he 
able  to  deal  luulua'ly  \tith  one 
another.  We  n!.';o  sell  un  credit 
to  responsible  parties. 

I.x)ft  grade  L'fi'id-  aff-  d    :w  , 

inediuni  ynnti.-   .it  1 

prices  have  il  \ 

i|Uality  good;.  ,ii  I  .^!.'  I  .11,; 

.the  cheapest.  'I  1  y  W  1  1  ^  1, 1  1  '  ^ 
Asidinlt  IJcady  R^i.ling  _  nude 
in  three  grndts— J,  '2  and  :!-ply 
n  $1.50.  $L'-00  and  $.'1.00  per 
ipiarc.  ftaTWe  guarantee  our 
Uooling. 

I  A  sure  sign  of  spring— A  bov. 
a  liaseball  Cat,  ball  and  glove 
and  bis  echool  books  under  bis 
arm. 

Comparison  is  the  only  true 
test  of  value  —  we  court  il  on 
every  line  we  sell. 

Buy  where  a  dollar  gets  most 
alne. 


M.  WEICHEL  &  SON.  Hardware  Merchants,  ELMIRA 


CUT  GLASS  WEEK 

FROM  MONDAY.  APRIL  17.  TO  SATIRDAV.  APRIL  .'4 


\  (nj^niliccni  ihowme  oT  rnjw  cur  j;lajs,inciiidinii 
he  hutst  desifin^,  ihc  (tncsi  cuiiine*  and  j  mosi 
.omprcheosivc  J^iorimeni  well  *orth  seeing 


jn,~   ...  .....     .....  f»  .. 

'ASHDOWN'S' 


Booming  Trade 


That's  What  Wc  Were  Doing  Last  Saturday 


LIKE  tht  bi|  Hctby.  |ood-n»Iur* d  Lkdy  "bo.  od  beitt*  &frmtd  lo  <ro»i 
licfniftn       Could  >ou        me  »cro»»  lh«  HreetT"    "My  lood  Lady.' 
ow»y"    -My  !  "  kbc  iftid.  '  Yoy  muil  hfc»«  (r»al  *yeii|hl." 
From  North,  Soulh.  Eaii  kcid  Wctt,  Iht  people  a<rc  kll  Far-eDOush  itihled  lo  icc  Ibc  bkrt»i&t  i&  view 
for  Ihem  from  the  diiftilroui  fire  ibai  put  u»  oui  ol  busiaci*  lor  1*0  day*. 

Hon  ««  bll  did  work  to  be  ready  lo  (ivc  vou  tbe  big  bkrguat.  il  «kj  your  privUcfc  10  Mcurc  on 
Saturday  nl  iPy  loss  and  your  tain 

Bur  »e  all  k*pl  food  na'urcd  and  did  our  beat  to  (ivc  you  Ibc  bcal  service  wc  could.    We  rcKrclKd  bav- 
lo  cloie  duriot  (be  nooQ  hour,  and  Agaio  ai  6  p.m..  but  nc  had  lo  have  a  brcalhiag  apell  and  lomclhinK  lo 

Do  nol  Itunk  our  ilock  ii  cxbauilcd,  «c  bavc  oaly  be(U(\     Wc  will  be  Iwo  (nonlbs  elceriat  out  our 

slock 

It  Must  Be  Sold  as  We  Purpose  Going  Back 
to  oup  Big"  New  Store  with  a  Brand  New  Stock 


Saturday  wc  Look  for  Another 
Bumper  Day 

And  All!  Bik  ihc  ptopic  of  Barrie  (o  shop  before  Salurday 

In  ordf  r  lo  give  the  Barrie  mechartici  a  ..hancc  10  mure  toffit  ol  Ibt  Bargains  ihey  have  asked  u»  lo 
kicp  open  a1  ni^hli     This  uech  v,t  will  be 

Open  for  Business  from  7.30  fo  10  o'clock  Friday  Night 

Or  Wcllt  New 
e  boohi  muil  be 


J.  R.  HAMBLY 

Opposite  the  Bank  of  Toronto 


space  occupied  being  7  x  10  inches.  The  ad.,  wliicli  we 
reproduce,  is  a  gossipy  production,  boosting  the  lines 
carried  in  stock  and  quoting  prices  in  several  cases.  It 
ought  to  be  very  productive  of  results. 

Magladery  Bros.,  New  Liskeard,  advertise:  "Do 
not  send  to  Toi'onto  for  Rennie's  seeds,  we  keep  them 
in  stock." 

Ashdown's,  Winnipeg,  featured  a  "cut  glass  week" 
in  Aj^ril,  and  used  a  9-inch  double  column  space  very 
effectively,  ten  items  being  featured  and  prices  quoted, 
two  of  them  being  illustrated.   Their  ad.  is  reproduced. 

J.  R.  Hambly,  Barrie,  has  been  doing  some  very 
live  advertising  in  connection  with  his  fire  sale,  one  of 
his  ads.  being  reproduced.  ]\Ir.  Hambly  got  the  crowds 
coming  to  his  store  and,  by  his  gossipy  ads.,  kept  them 
interested.  Prices  and  goods  weren't  featured  to  any 
extent,  but  "fire  sale  bargains"  were  kept  to  the  front. 
The  fact  that  he  would  have  an  entirely  new  stock  in 
his  ncAV  store  was  also  emphasized,  anotlier  good  feature 
being  tlie  m-ging  of  Barrie  citizens  to  shop  during  the 
week  so  tiiat  tlie  .store  would  be  clear  for  the  farmers' 
ti-ade  on  Saturday.  'Sir.  Hambly  also  took  advantage 
of  the  lii'c  sale  to  in.sist  on  the  payment  of  all  oustand- 
iiii;-  ;irc(iunts  1)ofoi'e  I\Iay  1. 


PREPARE  ADVERTISEMENTS  CAREFULLY. 

.Many  s|)ccial  sales  arc  .started  in  too  luuidi  of  a 
hurry.  On  picking  up  the  weekly  paper  the  merchant 
may  see  a  big  advertisement  of  a  big  special  sale  by 
a  competitor.    The  event  is  ])ut  a  few  days  away. 

Probably  the  coin]iotitor  has  been  planning  on  that 
sale  for  months  and  his  store  has  been  making  ])i'ei)- 
arations  foi-  it  I'or  weeks.  But  as  soon  as  his  advertise- 
ment a])pears  tlie  other  merchant  hurriedly  writes  an 
advertisement,  rushes  it  to  the  printer  with  orders  to 
get  out  circulars  as  quickly  as  possible,  and  in  that  un- 
prepared way  he  expects  to  offset  that  special  sale  in 


the  store  down  the  street.  Usually  disappointment 
follows. 

The  merchant  who  has  prepared  his  store  and  his 
store  staff  thoroughly  for  his  special  sale  makes  a  suc- 
cess. The  other  fellow  of  hurry-up  methods  falls  down 
badly. 

The  moral  is  jDlain.  Plan  your  work  and  work  your 
plan,  and  remember  that  a  good  plan  is  born  only  of 
much  thought  and  much  effort.  Once  your  competitor 
has  the  start  of  you  on  the  announcement,  better  let 
him  go  the  lengtlas  unless  you  can  see  a  real  opening 
where  your  coolest  judgment  tells  you  that  you  have  a 
chance  to  butt-in  at  a  profit. 


The  "Anti-Fly  Crusader"  tells  the  folloAving  story: 
' '  I  had  a  friend  who  kept  chickens  in  the  back  yard  of 
a  city  home.  One  day  she  told  her  husband  that  keep- 
ing chickens  on  a  city  lot,  where  they  had  to  be  penned 
up,  was  rather  an  exj^ensive  luxury.  She  said  that  she 
had  bought  three  bushels  of  corn  that  morning  for 
which  she  paid  seventy-five  cents  a  bushel.  Her  hus- 
l)and  answered,  'My  dear,  you  paid  too  much  for  your 
corn;  I  bought  several  thousand  bushels  of  "May" 
corn  to-day  at  forty  cents.'  To  which  she  replied,  'But 
you  can't  feed  March  chickens  on  May  corn.'  " 

Buy  now  what  you  want  to  sell  in  June,  and  later 
nu)ntlis.  By  ordering  goods  early,  and  taking  delivery 
before  the  season  oi)ens,  you  will  be  prejiared  to  look 
after  the  trade  when  the  denumd  arrives. 


The  Walworth  I\rfg.  Co.,  128  to  136  Federal  street, 
Boston,  .Mass.  has  prejiared  for  the  trade  a  new  display 
board  of  tl:c  (fenuine  Stillson  AVrench.  Dealers  in- 
terested in  plumbing  supplies  and  who  handle  high- 
class  tools  fdi'  mechanics'  use  can  secure  this  hand- 
some display  board  by  eommunientinL;-  willi  the 
company. 
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SEVEN  GOOD  RULES  FOR  HARDWARE  CLERKS. 

Written  for  tlie  Journal  by  W.  J.  Illsey. 

Rpgardinp:  several  tliin<i:.s  wliich  pertain  to  every 
one  Avlio  lias  chosen  this,  tlic  best  of  all  busincvsses,  I 
would  speak  thus: — 

1.  "When  a  customer  becomes  cranky  and  speaks 
in  aggravating:  lansnajje  to  yoia  do  not  meet  him  in 
like  manner.  He  only  laughs  at  you,  the  sale  is  lost, 
and  you  are  the  worse  off  for  having  lost  control  of 
your  temper.  Remember  that  a  lot  of  energy  is  ex- 
pended everv  time  you  "fly  oK  the  handle."  "  DON'T 
GET  ANGRY. 

2.  AVhen  you  receive  an  order  by  'phone  see  that 
it  goes  out  when  you  say  it  will  go,  or  if  something 
interferes  allow  your  customer  to  know  that  you  can- 
not do  as  you  said  you  would.  Attention  to  such 
things  will  make  you  a  favorite  with  all  customers  so 
treated. 

3.  Don't  be  everlastingly  looking  at  the  clock  to 
see  how  soon  you  can  quit  and  run.  Keep  busy,  for 
there  is  always  something  to  do,  and  jou  will  be  sur- 
prised hoAV  quickly  the  pay  days  will  come  round. 

4.  Do  you  think  you  are  worth  more  money  ?  Then 
show  the  boss  that  you  are  by  your  actions  and  you'll 
get  the  bigger  salary.  But  because  you  think  you  are 
worth  it  will  never  Never,  never,  get  you  to  the  "get- 
ting point." 

5.  When  at  duty  never  forget  that  your  first  call 
is  to  serve  your  customers.  Chatting  among  your  fel- 
low clerks  should  never  be  more  important  than  giving 
a  visitor  to  your  store  some  asked  for  information. 

6.  Tf  you  would  make  for  yourself  the  greatest 
possible  success  in  your  hardware  career,  keep  your 
hal)its  simple,  inexpensive  and  always  of  a  healthy 
kind.  Engage  in  some  efforts  to  help  some  one  not  so 
fortunate  and  your  life  vAW  broaden,  your  knowledge 
grow,  and  your  enjoyment  of  living  greatly  increase. 
Be  a  person  to  be  looked  up  to. 

7.  Be  courteous  to  everyone  you  meet.  It  costs 
nothing  and  gives  fine  results. 


MAKING  CLERKS  GOOD  SALESMEN. 

By  Fred.  C.  Lariviere. 

The  wise  employer  is  respectful  and  dignified  in 
his  dealings  with  his  staff.  He  is  careful  not  to  rebuke 
a  clerk  in  the  presence  of  customers  or  of  his  fellow 
clerks.  Such  a  procedure  will  give  excellent  results. 
The  young  man  dealt  with  in  a  considerate  manner 
have  a  kindlier  feeling  towards  his  employer,  will  take 
more  interest  in  his  work  and  do  better  in  every  way. 
The  employer  should  Jiot  fear,  and  even  should  make 
it  a  point  to  train  his  clerk  into  the  proper  way  of  at- 
tending on  a  custonu>r,  he  should  acquaint  him  with  the 
uses  of  the  vainous  goods,  call  his  attention  to  the 
superior  character  of  the  goods,  and  in  that  way  pre- 
pare the  clerk  to  effect  sales  jiuliciously.  To  my  mind 
it  is  bad  policy  to  refrain  from  do'ng  so  for  fear  that 


the  clerk,  after  getting  such  a  training,  will  request  an 
increase  of  salary. 

Neither  should  the  employer  abstain  from  con- 
gratulating his  clerk  or  giving  him  recognition  for  his 
good  work  lest  he  might  thereafter  count  himself  in- 
dispensable. No  such  man  has  ever  existed,  or  shall 
ever  exist.  The  competent  successor  may  not  be  in 
sight  just  now,  but  circumstances  will  cause  him  to 
turn  up.  The  man  who  thinks  he  cannot  be  replaced 
finds  out  his  mistake  when  the  new  man  comes  in.  No 
self-respecting  employer  will  put  up  A\-ith  such  a  clerk, 
whatever  position  he  may  occupy. 

It  is  a  matter  of  experience  that  the  employee  who 
thinks  his  services  cannot  be  dispensed  with  becomes 
negligent,  ceases  to  be  painstaking,  gets  to  be  more 
exacting  and  dictatorial  in  a  Avay  that  is  apt  to  upset 
the  proper  working  of  the  business. 

Developing  Talents  of  Employes. 

A  broadminded  employer  is  careful  that  oppor- 
tunity be  given  to  his  employes  to  cari-y  out  some  of 
their  ideas  as  to  the  running  of  the  business,  and  to 
leave  scope  for  their  private  initiative,  while  reserving 
his  right  to  approve  of  their  plans.  In  that  way  the 
employes  Avill  take  a  personal  interest  in  the  welfare 
of  the  firm  and  develop  new  and  fruitful  ideas.  In  this 
connection  let  me  quote  a  sentence  from  Andrew  Car- 
negie the  multi-millionaire:  "'I  Avould,"  lie  said  "have 
engraved  on  my  tomb  the  follomng  words,  which  ex- 
plain my  success:  'Here  lies  a  man  who  knew  enough  to 
employ  men  much  abler  than  himself. '  ' ' 

It  takes  a  keen  observer  to  find  out  the  aptitudes 
and  talents  of  his  various  employes,  and  to  assign  to 
each  one  of  them  the  duties  Avhich  he  is  likely  to  dis- 
charge to  the  best  advantage.  It  is  important  to  learn 
how  to  find  out  the  true  worth  of  men,  and  I  must  say 
that  it  is  not  a  common  talent,  ^len  of  keen  intellect, 
as  well  as  those  of  a  dull  disposition,  should  not  un- 
dei'take  to  grasp  more  than  they  can  hold. 

There  should  be  a  good  di^'ision  of  labor,  so  that 
every  department  be  left  in  the  hands  of  competent 
men  who  see,  think  and  act  for  the  greater  good  of  the 
firm. 

In  applying  these  pi-inciples  you  will  find  that  your 
salesmen  will  not  be  satisfied  with  a  condition  of  semi- 
activity.  They  will  take  means  whereby  practically 
there  will  be  no  dead  season  for  your  Inisiness.  There 
are  stores  wherein  activity  reigns  from  one  end  of  the 
year  to  the  other.  True,  at  certain  seasons,  there  may 
be  less  bustle  than  at  others.  But  still  activity  does 
not  cease  and  interest  does  not  waver  even  during  those 
periods  of  relaxation,  while  next  door  no  customers  are 
to  be  seen.  It  would  seem  that  in  stores  of  this  latter 
class  sellers  are  rather  disgusted  with  their  calling  and 
refrain  systematically  from  carrying  on  their  work. 

If  you  consider  things  in  their  true  light  you  will 
soon  find  out  that  it  is  the  selling  faculty  that  has  led 
most  people  to  fortune. 
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Business  Methods  that  Win  Success 

Some  of  the  out-of-the-ordinary  plans  adopted 
by  retailers  tn  bring  trade  to  their  stores. 


J.  N.  MeCireg'or,  Oakville,  had  a  customer  the  other 
day  who  had  difficulty  in  making  a  parlor  door  hanger 
work.  i\[r.  IMcGregor  Avasn't  quite  sure  himself,  but 
he  said  :  "I'll  let  you  know  for  certain  by  to-morroAV 
night."  The  next  day  the  editor  of  The  Journal  found, 
lam  in  the  manufacturer's  office  getting  the  necessary 
information.    That's  the  way  to  Avin  and  hold  trade. 

A  Composite  Window  Display. 

Stanley  I\Iills  &  Co.  use  a  practical  method  to  make 
a  doub'.e  window  trim.  They  have  a  window  about 
eight  feet  square,  and  they  elevate  a  space  of  about 
four  feet  square  in  the  rear  corner  to  a  height  of 
aliout  two  feet,  on  which  they  make  a  display  of  paints. 
Below  this  on  a  shelf  about  a  foot  high  they  show  lawn 
mowers,  spades,  rakes,  sprayers,  garden  trowels,  etc., 
whitewash  brushes  standing  on  end  in  the  space  be- 
tween the  shelves.  Then  on  a  space  a  foot  or  so  wide 
on  the  AvindoAV  floor  in  the  front  and  in  the  doorway 
is  a  space  for  mechanics'  tools,  seeds,  small  brushes 
or  similar  articles.  The  back  of  the  window  is  also 
used  for  Avindow  hangers,  Avhile  on  the  Avail  are  narroAV 
shelves  on  AAdiich  paint  specialties,  AvindoAv  screens,  etc., 
are  shoAvn.  For  a  trim  shoAving  a  variety  of  lines  this 
arrangement  is  A^ery  good. 

Demonstration  in  Window. 

C.  AV.  Conn,  Tillsonburg,  conducted  a  "Chi-Namel" 
AvindoAv  demonstration  in  April,  the  result  of  the  lady 
demonstrator's  Avork  being  A^ery  satisfactory,  coniing 
just  before  the  housecleaning  season. 

Money  in  Side  Lines. 

"That  vacuum  cleaner  has  paid  for  itself  three 
times  already,"  said  John  Caslor,  Toronto,  l)efore 
Good  Friday,  pointing  to  an  "OnAvard"  hand  machine 
he  has  had  about  a  year.  He  has  fiA^e  hand  and  one  elec- 
tric cleaner,  and  these  are  frequently  all  out  at  once. 
On  tlie  last  Friday  in  April  Mr.  Caslor  sharpened  four 
laAvn  moAvers  at  75  cents  each,  and  rented  out  his  six 
vacuum  cleaners,  his  total  receipts  for  the  one  day  on 
these  tAVo  lines  being  $12,  Avitliout  an  article  going  out 
of  stock. 

I\Ir.  Caslor  also  landed  an  order  for  Brantford 
roofing  last  Aveek  on  condition  that  he  put  it  on.  Find- 
ing it  impossible  to  hire  a  man,  he  did  the  job  himself, 
he  and  his  helper  earning  $14  in  about  seven  hours' 
Avork,  in  addition  to  the  profit  on  the  sale. 

Money  can  be  made  on  side  lines  if  it's  gone  after. 

Rural  Phone  Brings  Trade. 

Ro])ert  Smith,  of  Smith  &  Shafer,  Bolton,  Ont.,  is 
Secretary  of  a  rural  telephone  company  in  addition  to 
his  hai'dAvare  store  duties.  "It  is  surprising  how  ]nuch 
business  our  'phone  brings  us,"  said  Mr.  Smith  ;  "it 
a'most  keeps  one  of  our  clerks  busy.  Repairs  for  such 
articles  as  cream  separators  and  small  implements  are 
I)eing  constantly  asked  For." 

Smith  &  Shat'er  do  a  very  large  business  in  seeds, 
their  account  Avith  Steele,  Briggs  &  Co.  running  aboTit 
$.'?,OnO  this  yeai-.  and  this  is  a  business  Avith  a  $3G,000 
turnovei'.  No  one  was  handling  seeds  in  Bolton  Avhen 
the  firm  took  the  line  up,  and  they  find  it  a  trade- 


bringer,  helping  to  sell  a  good  many  laAvn  and  garden 
tools,  laAvn  fencing,  hose,  etc. 

Vacuum  Cleaners  as  Premiums. 

Turner  &  Conklin,  Dowagic,  Wisconsin,  recently 
used  vacuum  cleaners  to  build  up  ncAV  trade.  They 
had  a  side  street  location,  so  they  resoi-ted  to  premiums. 
Their  system  is  :  Buy  $10  worth  and  pay  $5  cash  and 
the  cleaner  is  given  to  the  customer  ;  buy  $25  worth 
and  pay  $3  ;  buy  $50  and  pay  $2  ;  buy  $75  and  pay 
$1  ;  buy  $100  Avorth  and  get  the  vacuum  cleaner  ab- 
solutely free.  As  a  purchase  is  made  coupons  are  given 
recording  the  amount  of  each  sale.  This  plan  enables 
the  firm  to  keep  exact  tab  on  what  results  the  premium 
system  is  bringing  them. 

Color  Cards  for  Window  Ceilings. 

Gardiner  &  Co.,  AVoodstoek,  used  a  novel  idea  in  a 
paint  AvindoAv  display  last  month.  Over  a  neat  ar- 
rangement of  Elephant  Paints,  Jap-a-lac  and  "Steel 
Grip"  brushes  they  strung  a  series  of  long,  narrow 
color  sample  cards  to  roof  in  the  display  and  give  life 
to  the  ui^per  portion  of  the  AvindoAV. 

Big  Sale  of  Brushes. 

The  Bond  IlardAvare  Company,  Guelph,  make  a  spe- 
cial push  on  brushes  every  April,  putting  out  a  can- 
vasser to  call  on  the  grocers  and  general  storekeepers 
in  their  district  and  booking  as  many  orders  as  possible 
for  scrubbing  and  whiteAvash  brushes  and  similar  lines 
used  in  spring  housecleaning.  In  a  couple  of  days' 
canvass  in  April  over  $500  Avorth  of  brushes  Avere  sold 
by  one  of  their  staff. 

Gives  Commission  to  Customers. 

J.  AV.  Peacock,  Toronto,  tells  of  hoAV  he  recently 
sold  eight  Avashing  machines.  "I  Avas  Adsiting  a  friend 
in  the  country  and  met  a  lady  Avho  Avas  thinking  of 
buying  a  Avashing  machine,  so  I  asked  her  if  she  had 

cA'er  seen  the  .   Interesting  her  in  it,  I  offered  to 

ship  it  to  her  on  trial,  and  if  it  Avasn't  satisfactory  to 
stand  the  express  both  Avays.  She  accepted  the  offer 
and  kept  the  machine,  and  since  then  she  has  sold  ma- 
chines to  seven  of  her  friends,  I  alloAving  her  $1  com- 
mission on  each  sale."  Mr.  Peacock  has  another  cus- 
tomer Avho  has  sold  tAvelve  machines  for  him  on  the 
same  plan,  so  betAveen  the  tAvo  he  has  disposed  of 
tAventy  Avashers  Avithin  one  year. 

Makes  Window  Do  Double  Work. 

J.  E.  Young,  London,  has  one  of  his  shoAV  AA^indoAA^s 
constructed  in  a  manner  Avhich  makes  it  possible  for 
him  to  make  the  windoAv  do  double  service.  At  a  slight 
elevation  from  the  sideAA''alk  he  has  a  display  of  me- 
chan'cs'  tools  on  a  flat  floor  ,AAdiile  about  thirty  inches 
nboA^e  this  is  a  sloping  platform  filling  the  entire  AA'in- 
doAV,  on  Avhich  fishing  tackle  is  shoAvn.  Both  sections 
are  Avell  lighted  at  night,  and  the  result  is  much  more 
effectiA^e,  both  in  appearance  and  returns  than  the  or- 
dnary  single  lolatform  AvindoAV.  IMerehants  having 
sma^  AvindoAvs  can  adoi:>t  this  plan  to  advantage. 

Paint  Color  Board  Helps  Sales. 

A.  Ballantyne,  Brantford,  has  a  large  panelled  paint 
color  board  suspended  on  pulleys  from  the  ceiling  of 
his  store.  AA^'hen  a  customer  visits  the  paint  d'-partment 
a  slight  pull  brings  doAvn  the  board  for  inspection. 
Prices  ai'e  nuirked  on  it  in  plain  figures,  Ir's  chars'es 
for  S.AA^'.P.  being  $2.50  per  gallon,  and  for  turpentine 
and  raAv  oil,  if'1 .40  per  gallon — 40  cents  per  quart  and 
20  cents  per  i)int.    Boiled  oil  is  quoted  at  $1.45. 
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Paint  and  Varnish  Trades 


SUGGESTIONS  REGARDING  PAINT  ADVERTISING 

(Written  for  The  Joui-ii>;il  hy  C  M.  Lemperly.) 

Tn  my  last  bwo  or  three  articles,  I  have  dealt  with 
the  inebhods.  the  ways  and  the  principles  of  getting 
hiisinesis.  It  is  the  i)urpose  of  this  article  to  show  speci- 
fically hoiw  newspaper  advertising  can  be  used  to  ad- 
vantage by  ithe  retailer  of  paints  and  varnishes.  There 
are  plenty  of  dealers  in  the  Dominion  who  are  using 
newspapers.  But  if  their  advertisements  were  put  to 
t'he  efficiency  test,  they  would  not  always  measure  up. 

Now,  it  is  impossible  to  actually  tell  about  the  effec- 
tiveness of  newspaper  advertising.  If  we  all  knew  that 
our  ads.  could  and  w'ould  pull  when  written  a  certain 
way,  we  would  all  use  t'hat  way  and  never  change.  But 
the  element  of  uncertainty  enters  in.  We  can  only 
apply  the  methods  that  we  believe  have  the  right  prin- 
ciples behind  them.  We  know  that  the  truth  and  the 
integrity  of  our  statements  must  be  well  founded.  We 


also  know  that  our  story  musit  tell  .something  about  the 
goods  we  have  in  stock  and  wish  to  sell.  It  will,  of 
course,  be  taken  for  granted  that  your  products  to 
;idvertise  are  of  the  best,  and  have  a  reputation  for 
(liiality,  durability,  color,  etc.  With  this  in  mind,  how 
.shall  we  prepare  cmr  ads.  for  this  spring  and  summer  ? 

First  of  all,  I  believe  strongly  in  making  class  ap- 
peals. By  that  I  meau,  devote  one  ad.  to  housewives, 
another  to  farmers,  another  to  the  man  of  the  house, 
and  still  another  to  the  painter.  These  are  the  chief 
users  of  your  goods.  I  believe  in  making  distinct 
appeals  to  these  classes  ?  Then  in  the  same  way,  when 
this  series  has  been  run  and  repeated,  it  is  always  a  good 
plan  to  take  each  product  and  handle  it  in  the  best  way 
you  know  how.  For  instance,  take  outside  house  paint 
and  devote  noit  only  one  ad.  to  it,  but  an  entire  series. 
Although  be  sure  to  treat  nothing  but  house  paint  in 
suoh  ads.  Then  take  the  other  lines,  such  as  floor  paint, 
buggy  paint,  enamels,  stains,  varnishes,  etc.,  giving  each 


DON'T   WAIT   FOR    "GEORGE"— HE  MAY  NOT 
SHOW  UP.    THEN  YOU'LL  BE  STUNG. 

When  houses,  barns  and  fences  are  to  be  considered, 
never  wait  for  "George."  You  know,  he's  the  fellow 
most  people  let  do  their  work  for  them.  If  you  wait 
for  "George"  to  fix  up  your  house  and  barns  niid 
fences,  they  will  all  tumble  down.  It's  up  to  you  to 
keen  them  looking  the  besit  you  know  how.  It  is  sur- 
prising how  j'ou  can  change  your  whole  farm  by 
simply  giving  a  coat  of  good,  durable  paint  to  your 
house,  barns  and  fences.  It  doesn't  cost  much  and 
saves  repairs  and  possibly  new  buildings.  It  not  only 
preserves,  but  it  adds  freshness  and  the  impression 
of  thrift  and  prosperity  to  your  farm.  It  is  far 
cheaper  to  use  paint  than  to  build.  But  be  sure  you 
use  Blank's  paint — the  kind  we  stand  back  of  through 
thick  and  thin.  It  wiill  mean  profit  to  you.  We  will 
show  you  colors,  and  will  tell  you  about  how  much  it 
will  take.  We  also  carry  the  best  wagon  and  imple- 
ment paints  you  can  get  within  100  miles  of  here. 
Drop  in  any  time.    You'll  find  us  hero. 

JACKSON  &  JOHNSON. 

Suggestion  for  ad.  to  farmers. 


WHY  NOT  USE  GOOD  BUSINESS  JUDGMENT  AT 
HOME  AS  WELL  AS  AT  YOUR  WORK? 

^■|lu  sny  "Whj^  of  course  I  do."  But  it  is  really  sur- 
[irising  to  find  out  how  few  men  really  do  use  good 
iiusiiness  judgment  at  home.  They  let  things  slide 
from  under  their  thumbs,  yet  they'd  hate  awfully  to 
be  called  unbusinesslike  and  neglectful.  But  l&t  us 
tell  you  something.  There  are  hundreds  of  homes  right 
in  this  vicinity  that  haven't  seen  a  coat  of  paint  for 
years.  There  are  more  barns  than  houses  in  the  same 
predicament.  Going  to  decay  jusit  because  their 
owners  can't  see  now  that  it  is  cheaper  to  prevent 
decay  than  to  build  new  buildings.  Think  of  it! 
When  building  is  so  high  and  paint  isn't  any  higher 
than  it  ought  to  sell  for — 'that  is,  good  paint.  Xow, 
We  have  the  kind  that's  really  good.  Our  name  is 
l>ack  of  every  can  and  if  we  can't  show  you  how  it 
will  improve  and  preserve  your  property,  we'll  go 
farming  insitead  of  merchandising.  Take  our  word 
for  it,  if  your  property  is  on  the  downward  run,  we 
can  help  you  freshen  it  up  and  keep  it  up;  color 
samples  gladly  for  the  asking.  Let's  have  a  eiat. 
You  know  where  we  arc  "at." 

JOHNSON  &  JACKSON. 
Suggestion  for  ad.  to  man  of  the  house. 


PAINTERS    BUY    PAINT    AND    VARNISH  BY 
REPUTATION.    THAT  IS  WHY. 

tlioy  buy  our  products.  They  know  that  past  ]icr- 
formances  tell  the  quality  of  the  goods.  All  the  high 
sounding  claims  in  the  world  won't  induce  a  j)ainter 
to  try  out  a  piece  of  goods  if  he  hasn't  the  knowledge 
that  he  is  trying  goods  made  by  a  reputable  house  and 
goods  made  by  a  reputable  house  and  goods  that  have 
"made  good."  As  a  painter,  you  want  known  values. 
That  is  why  you  will  some  time  insist  upon  having 
nothing  'but  Blank  varnishes  and  Blank  paints.  Our 
desire  is  to  convince  you  NOW,  as  we  believe  we  can 
save  you  money,  make  you  profits,  and  give  you  a 
name  that  will  be  a  big  asset  to  you  in  this  vicinity. 
We  like  painters  and  aim  to  treat  them  right.  Come 
in  and  see  us. 

JACKSON  &  JOHNSON. 
Suggestion  for  ad.  to  painters. 


OUR  BUSINESS  POLICY  AUTOMATICALLY  DIS- 
CHARGES ANY  CLERK  IN  OUR  EMPLOY. 

wlio  is  found  or  reported  to  be  disi-ourteous  to  lady 
customers  in  our  store.  We  are  very  proud  of  our 
jiaint  and  varnish  department.  We  think  we  have  a 
reason  to  be,  because  we  not  only  have  products  that 
liave  a  reputation  for  selling  at  the  right  price  and 
for  doing  what  is  claimed  of  them,  but  we  have  an 
unwritten  law  that  assures  every  lady  of  gentlemanly 
treatment  at  all  times.  Whether  she  buys  or  not.  she 
is  here  welcome  to  come  and  look  at  pretty  color 
schemes,  to  read  the  paper,  wait  for  her  car  or  to  find 
out  about  staining  a  library  chair.  In  short,  this  store 
caters  to  ladies  and  solicits  their  patronage.  Our  word 
lias  been  good  in  the  past.  Rest  assured  that  we  mean 
what  we  say  now.    Come  in  any  time. 

JACKSON  &  JOHNSON. 
Ad.  to  housewives. 
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onie  a  good  display  and  telling  the  vital  points  always 
with  your  readers  in  mind.  If  you  are  'trying  to  treat 
a  varnish  that  is  made  for  painters,  don't  tell  them  that 
it  is  neatly  put  up  and  can  be  applied  with  no  knowl- 
edge of  varnish,  bei-ause  those  things  would  appeal 
more  to  the  housewife,  and  the  painter  doesn't  care  so 
much  about  the  package,  and 'he's  pretty  sure  to  resent 
being  told  that  he  doesn't  have  to  know  about  varnish 
to  apply  it — because  he  expects  to  know  about  it,  and 
fe'w  painters'  are  loiokimg  for  a  varnish  just  because'  no 
previous  experience  is  necessary.  They  kno-w  the  game 
or  should  know  it,  and  are  willing  to  use  the  vamdsh 
you  have  to  sell  if  you  can  get  at  them  from  their  view- 
point and  tell  them  about  more  practical  things.  It  is 
the  same  with  farmers.  They  are  interesited  in  their 
fences,  their  houses  and  their  barns,  or  anything  that 
would  pertain  directly  to  their  saving  money.  They 
are  in  the  market  for  paints  that  preserve  and  do  away 
with  repairs.  They  like  to  have  their  pride  appealed 
to.  and  when  you  tell  'them  how  nice  their  wagons  and 
implements  can  be  made  to  look  with  just  a  coat  or 
two  of  your  paint,  you  are  pretty  sure  to  be  talking 
through  your  mouth  and  not  your  hat.  They  don't  like 
"fly-by-night"  stuff,  huit  they  do  like  a  joke  now  and 
then  mixed  in,  or  a  refere'uee  to  their  proisperity. 

With  these  things  and  other  points  in  mind,  I  call 
your  attention  to  the  sample  ads.  accompanying  this 
article.  These  are  just  intended  to  convey  to  your 
mind  an  idea  of  the  "copy"  and  not  the  illustration. 
Any  one  or  all  can  be  illustrated  in  such  a  way  that 
greater  effectiveness  can  be  secured.  But  the  copy  is 
the  thing  that  bathers  most  retailers.  They  haven't 
time  to  prepare  just  the  kind  of  copy  that  pulls,  because 
it  takes  time  to  Avrite  such  matter  and  to  get  it  up  in 
good  sihape.  In  'the  accompanying  ads.,  appeals  are 
'made  to  four  classes — ^the  farmer  in  No.  1,  the  man  of 
the  house  in  No.  2,  the  painter  in  No.  3.  and  the  house- 
wife in  No.  4.  Sift  them  down  and  you  will  find  the 
statemenlts'ba'sed  on  selling  p'oint's — and  tlho'se  'points  are 
needed  in  advertisements  just  as  well  as  in  personal 
interviews.  Try  out  a  little  campaign  of  your  own 
along  these  lines,  work  up  some  illustrations,  and  I 
believe  you  will  get  residts. 


HOW  PAINT  MANUFACTURERS  HELP 
RETAILERS. 

Although  we  would  hesitate  to  say  that  the  last  step 
has  been  taken  in  promotion  eft'ort  by  the  paint  manu- 
facturers of  this  country,  yet  when  the  full  scope  of 
their  propaganda  work  is  reviewed  it  seems  almost  im- 
possible for  expert  ingenuity  to  evolve  anything  more 
effective  than  wha.t  is  being  done  at  the  present  time. 
Paint 'manufacturers  on  the  American  continent  may  not 
lead  other  producei's  in  the  direct  advertising  of  lines, 
but  in  the  development  of  the  principle  of  team  work 
they  are  certainly  unapproaehed.  In  paint  promotion 
efforts  of  to-day  we  have  co-operation  between  manu- 
I'aoturer  and  merchant  brought  to  a  very  fine  point. 
True,  it  is  that  in  helping  the  merchant  to  sell  a  par- 
ti(;utar  brand  of  paint  the  maker  concerned  is  helping 
liiinself.  But  "he  does  not  pose  as  a  philanthropist.  He 
simply  s-;iys  to  the  merchant.  "You  sell  my  paint,  and 
in  I'ctiii'ii  I  will  do  my  best  to  help  you  create  a  demand 
for  my  particular  brand."  It  is  a  thoroughly  sound 
business  pi'oposition.  We  only  wish  the  hardware  trade 
had  more  of  such  insitivnces. 

The  promotion  efforts  of  the  various  paint  nianurai-- 
turers  of  the  country  are  naturally  so  much  on  a  line 
with  each  other  that  in  describing  the  propaganda  of 
one  company  all  the  resft  are  illustrated.    There  are  no 


patent  rights  to  'be  obtained  on  any  particular  advertis- 
ing effort.  Wh.at  one  does,  another  can  easily  follow. 
The  only  difference  is  the  degree  to  which  it  is  carried, 
or,  in  other  words,  'ho^w  much  money  a  manufacturer 
choses  to  spend  upon  it.  One  manufacturer  may  issue 
■a  moi'e  artistic  and  elaborate  series  of  house  designs, 
while  another  may  send  out  a  better  window  trim;  but 
apart  from  the  relative  superiority  of  the  one  over  the 
other  the  propaganda  of  the  various  paint  makers  are 
practically  the  same. 

But  just  think  what  this  propaganda  covers !  It 
covers  every  device  that  can  be  thought  of  to  interest 
the  public  and  swing  business  into  the  way  of  the 
merchant.  It  does  not  only  mean  general  advertising 
'to  the  consumer,  calling  attention  to  the  merits  of  a 
paint,  but  also  local  advertising  O'ver  the  name  of  the 
hardware  ■merchant.  Let  a  merchant  express  but  a 
desire  for  some  particular  form  of  advertising,  and  if 
it  is  a  reasona'ble  request,  it  is  elieerfuUy  accorded. 
Things  move  swiftly  in  these  days,  especially  in  paint 
advertisi'Ug.  The  amount  spent  in  promoition  efforts 
increases  rapidly  every  year.  One  paint  manufacturer 
told  the  writer  that  in  three  years  his  firm  had  doubled 
the  appropriation  for  this  work,  but,  as  he  said,  the 
results  justify  the  expenditure. 

Prom  local  newspaper  advertising  to  the  painting 
of  a  store,  a  large  advertising  field  is  covered.  Thus  we 
have  artistic  pictures  of  color  schemes  for  houses,  win- 
dow trims,  folders  of  different  designs  with  the  nier- 
dhant's  name  upon  them,  circulars,  fence  sig'ns,  store 
signs,  hangers,  color  slats,  model  houses,  dozens  of  de- 
vices to  attract  a  a  customer's  attention  'while  in  the 
store,  and  last,  but  not  least,  the  follow-up  letter.  A 
great  development  of  paint  promotio'U  effort  is  shown 
by  'the  follow-up  letter.  Pro'bably  no  more  effective 
way  for  swinging  in  business  Avas  ever  evolved.  Of 
course  the  results  depend  upon  the  strength  of  the  ar- 
guments put  up,  and  upon  the  thoroughness  with  which 
the  merchant  has  picked  out  the  pro'bable  paint  con- 
sumers in  his  district.  But  handled  i^roperly  the  follow- 
up  letter  is  a  great  business  puller. 

It  is  an  education  in  advertising  methods  to  visit  the 
promotion  department  of  a  paint  manufacturer,  and 
notice  the  varied  and  many  ways  whereby  the  manu- 
facturer directly  and  indirectly  aids  the  mercliant. 
Here  on  one  table  there  are  new  designs  for  a  poster,  a 
series  of  color  designs,  a  window  trim.  etc..  all  seem- 
ingly more  ambitious  in  their  general  get-up  than  their 
predecessors ;  on  another  table  there  are  rough  drafts 
of  some  novel  newspaper  and  magazine  advertising, 
further  on  a  rearrangement  of  a  color  folder  is  being 
made — a  new  shade  is  to  be  introduced  and  that  means 
a  fres'h  arrangement  of  the  Avhole  series,  and  so  on.  In 
evei-y  plant  the  promotion  department  is  a  scene  of 
bustle.  It  is  team  work  brought  to  a  high  degree  of 
efficiency.  "The  pace  is  getting  too  'hot."  says  one 
maker,  "the  emulation  among  the  various  producers 
is  carrying  things  too  far.  The  expense  already  is  tre- 
mendous." May  be.  but  the  turnover  of  the  factory 
does  not  stand  still,  and  results  can  justify  any  expen- 
diture. 

Some  Retailers  Neglectful. 

Do  merchants  generally  take  as  full  advantage  as 
they  might  of  the  aid  offered  by  the  paint  ma.nufacturer ! 
Are  there  not  many  ca^ses  where  really  effective  adver- 
tising matter — matter  which  cost  the  manufacturer 
huu'dreds  of  dollars  to  produce — is  thrown  carelessly 
under  the  counter  because  the  merehant  has  not  yet 
learned  the  great  virtue  of  advertising.  j\Iay  be,  too. 
the  fact  that  the  merchant  has  not  had  to  pay  for  it 
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induces  this  lack  of  apprpciatioTi.  Better  it  is  to  wrap 
up  nails  in  a  pretty  and  ('()s:.tl.v  hanger,  or  use  a  color 
card  as  a  temporary  stopper,  for  an  oil  can  than  let  it 
lie  fallow  -ben'eath  the  counter. 

For  the  promotion-work  ol'  the  ituinufacturcr  to 
brinfj  in  re.siults  in  any  w-ay  commensurate  with  the  cost 
of  production,  the  merchant  must  take  his  full  share  in 
the  team  work.  lie  must  distribute  his  circulars  and 
he  mu.st  hung  up  his  hanjjfer.  The  man  who  fully  real- 
izes the  advanitages  of  advertising  does  not  need  to  be 
told  this.  But  the  raerchan't  who  is  not  so  happily  placed 
must  open  'his  eyes.  and.  (|uickly,  too,  or  he  will  find 
that  his  competitor  has  outstri[)ped  him.  The  merchant 
w'ho  is  oblivious  to  the  value  of  the  advertising  nuittcr' 
of  his  manufacturer  is  like  unto  the  man  who,  toiling 
along  a  dusty  road  and  with  little  time  to  spare,  refuses 
the  lift  offered  by  a  passing  teamster. 

There  is  just  oue  more  point.  All  the  help  of  the 
manufacturer  will  be  of  little  avail  un'Ie.««  the  merchant 
is  en'thii'siasti'C  over  his  paint  dcfiartmeiit.  He  must  have 


There  is  a  great  field  for  paint  in  Canada.  Despite 
the  en'ornious  amount  of  paint  that  i.s  being  sold,  the 
need  of  paint  and  the  de.siire  for  paint  are  developing 
to  a  muc'h  greater  extent.  De.'fpite  eompeti-tion  there 
need  be  no  fear  as  to  ."upply  being  greater  than  the 
demand.  Every  merchant  who  is  a  Ijeliever  in  his 
paints  an'd  who  backs  up  the  propaganda  work  of  the 
manufacturer  to  the  utmost  of  his  power,  can  to-day 
command  snicce.ss. 


PAINT  MANUFACTURERS'  WINDOW  TRIM. 

Ingram  &  Davfy,  St.  Tiiomas,  featured  "Lacquer- 
et"  and  "Minerva"  paints  in  a  recent  window  di.splay. 
a  reproduction  being  shown  herewith.  While  at  first 
glance  there  appears  to  be  too  many  window  hangers, 
etc.,  in  the  display,  a  study  of  the  trim  shows  that  the 
matter  supplied  by  the  manufacturers  helped  out  the 
window  very  materially. 


contidcnce  in  his  goods  and  confidence  in  his  powers  to 
sell  ifhein.  No  matter  how  large  may  be  'his  consump- 
tive field,  or  how  high  in  quality  his  brand,  he  cannot 
exacit  Ms  right  amount  of  success  unless  he  is  inspired 
with  enthu.S'iasm.  Enthusiasm  means  this  much  to  the 
merchamt — 'that  he  will  leave  no  effort  undone  to  make 
his  paints  go,  that  he  will  utilize  to  the  full  the  help  of 
his  nuiiiufaeturer,  and  that  like  Oliver  Twist,  he  will 
be  always  olamoring  for  more.  Wijth  enthusiasm  a 
selling  campaign  becomes  a  source  of  pleasure;  without 
it,  R  source  of  worry  and  trouble. 

There  must  be  no  cessation  in  the  efforts  to  stimulate 
(he  demand  for  paint. 

Because  orders  arc  swinging  in  freely,  it  is  foolish 
to  think  that  proimotion  efforts  can  be  slackened  off. 
The  buyer  of 'to-day  is  not  tlic  l)uyer  of  to-morrow  and 
the  day  after.  All  must  be  looked  after.  Xo  merchant 
can  cover  a  district  so  thoroughly  that  there  is  no  room 
for  further  efforts.  It  is  the  repeated  knocking  that 
brings  in  the  best  results. 


ADVERTISING  VACUUM  CLEANERS. 

IMagladery  Bros.,  New  Liskeard.  advertise  :  "No 
carpets  to  beat.  Vacuum  cleaner  to  rent..  We  have 
just  got  in  a  new  and  ui)-to-date  vacuum  cleaner  Avhich 
we  are  prepared  to  rent  at  the  following  prices  :  One- 
half  day,  oOe  ;  one  day,  75c.  We  will  deliver  the 
cli^aner  at  your  house,  show  you  how  to  operate  it,  and 
call  for  it  when  you  are  through.  This  is  a  good  way 
to  lessen  the  work  of  housecleaning  at  small  cost." 

These  prices  are  pretty  low.  In  Toronto,  where 
competition  is  very  keen,  the  prevailing  rate  is  $1  per 
day  for  hand  and  $2.50  for  electric  machines.  The  in- 
vestment necessary  and  the  danger  of  breakage  makes 
$8  a  fair  charge  for  renting  an  electric  machine. 


.Tudiiiiifr  liv  tlio  domanrl  from  rotnil  hardware  morolinnts, 
for  sliow  cards  and  advortisinji  matter,  there  are  jroino:  to  he 
some  crood  ■window  displays  of  brushes  this  spring.  The 
The  Boeekh  Bros.  Company  offer  to  send  a  supply  of  cards 
to  any  one  handling  their  line  of  brushes. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


39 


HOW  TO  HEAT  EXPOSED  ROOMS. 

By  Hollis  W.  Field. 

Traditionally,  every  house  that  is  heated  by  the 
Avarin  air  furnace  has  "one  cold  room."  This  cold 
room  most  frequently  is  that  particular  upstairs  room 
ag-ainst  which  the  cold  winds  are  blowing  most  directly. 
Likely  this  room  is  the  northwest  room  of  upstairs,  as 
the  northwest  Avind  is  keenest.  What  should  one  do  to 
bring  up  the  Avarm  air  from  the  furnace? 

That  simplest  thing  is  for  the  furnace  attendant  to 
diseoA^er  the  cold  pipe  leading  to  the  room  and  cut  ofl: 
for  a  few  minutes  the  heat  to  every  other  pipe  leading 
from  the  furnace.  At  once  this  forces  the  combined 
heat  from  the  furnace  into  the  one  open  delivery  pipe 
AA'hose  cut-otf  remains  Avide  open.  This  body  of  heat 
forces  out  the  heaA'y,  cold  air  that  has  been  blocking 
that  particular  pipe  as  effectively  as  if  the  pipe  Avere 
full  of  frozen  AA^ater.  After  a  fcAv  mimites  in  which  the 
pipe  Avarms  and  Avarmth  permeates  the  room,  the 
"cold"  room  is  rendered  comfortable  thereafter. 

Presuming  that  one  has  an  electric  fan,  hoAvever, 
the  fan  is  one  of  the  easiest  instruments  for  correcting 
the  stubborn  warm  air  register,  the  hot  Avater  radiator, 
or  the  steam  radiator  in  the  cold  room. 

To  use  the  electric  fan  on  the  Avarra  air  register, 
place  the  fan  with  its  back  close  to  the  register  and 
turn  on  at  full  speed.  This  acts  as  a  suction  pump,  pul- 
ling the  cold  air  from  the  furnace  pipe  and  draAAdng  the 
heat  into  the  room. 

In  the  case  of  a  ba'ky  steam  radiator,  especially, 
open  a  AA'indoAv  and  turn  the  fan  blast  of  cold  air 
against  the  radiator.  AAHiateAfer  slight  heat  is  in  the 
radiator  AA'ill  be  contracted  by  cooling  and  the  tend- 
ency toAvard  a  A'aciium  Avill  serA^e  to  draAV  greater 
Avarinth  doAvn  the  pipe.  As  the  steam  (or  Avater)  moves 
up  into  the  radiator,  the  continuation  of  the  cooling 
and  contraction  forces  the  further  impetus  of  the  heat 
until  the  desired  AA^armth  is  obtained. 

One  further  statement  may  interest  the  reader.  Plot 
Avater  and  steam  heat  are  the  driest  of  all  forms  of  heat 
delivered  into  the  modern  house.  The  hot  Avater  and 
hot,  moist  steam  in  the  radiator  are  sealed  here.  One 
cannot  bring  an  artificial  heat  of  70  degrees,  Fahren- 
heit, by  means  of  the  hot  radiator  Avithout  making  the 
atmosphere  too  dry. 


THE  COMBINATION  SYSTEM  OF  HEATINa. 

From  Pease  Foundry  Go's  New  Catalogue. 
1 1  is  noAv  tAventy-nine  years  since  John  Fletcher 
Pease  evolved  a  novel  and  niost  efficient  principle  in 
liouse-Avarming,  Avhich  he  made  knoAvn  as  the  Combina- 
tion System  of  Heating.  IMr.  Pease  Avas  thoroughly  fa- 
miliar Avitli  tile  heating  devices  in  use  up  to  that  time, 
b('caiis(>  lie  liad  been  AA'orkiug  Avith  them  for  years,  and 
lie  iiad  lii'cnuie  fully  aAvare  of  their  A'arious  deficiencies. 
So.  a'di'd  l)y  liis  mechanical  ability  and  experience,  he 
planned  an  apparatus  Avhich  contained  all  the  advant- 
ges  of  the  Avarm  air  system,  together  A\'ith  those  of  hot 
water  or  steam.  Avithout  tiieir  limitations,  and  its  des- 
criptive title — " ('()m))ination  Heater" — Avhicli  natural- 
ly suggested  itself  to  liim,  i,s  tlie  name  by  Avhich  the 


system  has  since  been  knoAvn.  The  history  of  it  suse- 
fulness  is  marked  Avith  improvements,  but  to  John  F. 
Pease  belongs  the  honor  of  being  its  originator. 

The  first  of  these  neAv  heaters  was  a  steam  and  air 
combination,  constructed  to  promote  ventilation  by  the 
circulation  of  warm  air,  and  to  transmit  heat  by  radi- 
ators, independently  of  Aveather  conditions.  Noav,  a 
certain  cpiantity  of  fuel  contains  a  latent  poAver  to  pro- 
duce a  siDecified  number  of  heat  units,  so  the  first  con- 
sideration in  the  consumption  of  fuel  is  not  only  hoAV 
many  units  of  heat  can  be  obtained  from  it,  but  also 
hoAV  much  of  their  energy  can  be  utilized.  Years  of 
experience  have  proved  that  the  reputation  of  these 
heaters  rests  on  their  capacity  to  extract  the  largest 
possible  number  of  heat  units  from  their  fuel  through 
improved  processes  of  combustion,  and  to  transmit  to 
the  siu'rounding  air  currents  the  maximum  of  heat  en- 
ergy obtainable  therefrom. 

HoAV  It  Works. 

The  combination  system  is  simple  and  comprehen- 
sive. By  an  efPeetive  arrangement  of  boiler  and  air- 
heating  surfaces  the  apparatus  is  able  to  warm  and 
clistrilnite  air,  and,  AA'ith  the  same  fire,  to  promote  a  cir- 
culation of  hot  Avater  in  the  hot  Avater  combination  or 
to  generate  steam  in  the  steam  combination.  In  the 
Avater  and  air  combination  the  boiler  is  suspended  Avith- 
in  the  combustion  chamber  ;  in  the  steam  and  air  com- 
bination a  steel  tubular  (upright)  boiler  is  located  in 
the  same  position.  The  boilers  are  placed  directly  over 
the  fire,  thereby  making  doubly  useful  a  large  portion 
of  heat  energy,  Avhich  Avould  otherAAdse  be^sed  only  in 
heating  air. 

When  these  heaters  are  in  service,  the  cold  air  is 
Avarraed  by  passing  through  the  heating  chamber,  is 
moistened  by  evaporation  from  the  Avater  pan,  and  is 
distributed  to  the  chosen  apartments  through  Avarni  air 
pipes  and  registers.  These  registers  are  placed  in  the 
apartments  nearest  the  heater,  Avhi:e  the  exposed  and 
more  distant  rooms  are  Avarmed  by  steam  or  Avater 
radiators.  Thus  a  method  of  inlet  A^^ntilation  is  as- 
sured. 

Warm-air  furnaces,  of  CA^en  the  best  and  most  mod- 
ern construction,  are  limited  to  the  heating  of  build- 
ings of  compact  construction,  for  it  is  impracticable  to 
force  heated  air  to  the  exposed  portions  of  buildings 

having  an  extensive  area.      Combination 

Heaters  are  particularly  suitable  for  such  buildings, 
as  the  hot  Avater  or  steam  can  be  transmitted  to  the 
most  exposed  rooms  Avitliou  any  a])preciable  loss  of 
temperature. 

Another  advantage  on  the  side  of  these  combina- 
tion heaters  Avill  become  apparent  Aviien  comparing 
them  Avith  hot  Avater  or  steam  plants  Avhich  use  dii-ect 
radiation  on'y,  viz.,  so  much  of  the  energy  generated  in 

  heaters  by  combustion  is  contained  in  the  air- 

Avarming  mechanism,  that  in  a  combination  adjustment 
fewer  radiators — and  of  reduced  sizes — are  needed  on 
tlie  ground  floor,  and  in  rooms  Avhere  it  may  be  neces- 
sary tiiey  can  safely  be  discarded  by  substituting  Avarm- 
air  registers. 
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Limitations  of  Direct  Radiation. 

Tlio  <;r('iit('st  (Ici'ccl  in  jiiiy  system  of  direct  radiation 
lies  in  tlio  impossibility  of  proper  eircnlating  the  air, 
and  of  snp))lyin<j  an  adeqnate  quantity  of  frcsli  air  in 
a  l)uildi7i<r  where  tliis  system  aU)ne  is  employed.  This 
statement  iias  never  ])een  sueeessfully  refuted.  AVe  find 
the  most  ardent  advocates  of  direct  heating  appliances 
practically  admitting  the  truth  of  it,  when  they  specify 
and  make  for  large  residences  radiators  to  be  placed  in 
stacks  in  the  basement,  and  also  ducts  for  conveying 
to  these  stacks  fresh  air  to  be  warmed  and  distributed 
to  tile  living  rooms.  "We  also  find  that  the  most  modern 
and  sanitary  heating  plants,  installed  in  the  most  ex- 
pensive buildings  on  this  continent,  consist  of  direct 
heating  surfaces  supplemented  and  perfected  by  a  sup- 
ply of  pure,  wfirm  air  forced  into  the  rooms  by  means 
of  fans. 

It  is  our  claim  tliat  the  coml)in;ition  system  is  the 
only  moderate-pi'iced  method  in  which  are  to  be  found 
all  the  advantages  of  ])()tli  the  direct  and  indirect  meth- 
ods of  heating  ;  that  is  a  system  having  the  merits  of 
both  without  their  limitations  ;  and  that  is  the  only 
system  insuring  all  the  advantages  otherwise  obtain- 
able solely  through  the  use  of  enormously  expensive 
schemes  of  indirect  steam  and  water  radiation. 

No  other  system  of  heating  demands  so  thorough  an 
experience,  not  only  in  the  instnlhition  of  the  heating 
plant,  but  also  in  the  positive  knowledge  of  the  capa- 
city of  the  heater,  as  the  combination  system.  It  is 
pre-eminently  one  that  can  safely  be  entrusted  to  ex- 
perts only  ;  the  constant  failures  of  experimenters, 
amatenrs  and  those  of  limited  experience  emphasize  this 
fact,  and  justify  us  in  saying  that  any  one  in  the  trade 
who  undertakes  work  of  this  character  for  the  first 
time  will  find  he  has  much  to  learn.  But  it  has  also 
been  proved  by  constant  experience  that  the  combina- 
tion system  is  a  perfectly  successful  method  of  warming 
buildings. 


BRIGHT  OUTLOOK  IN  WEST. 

]\lr.  (Miai-lrs  Stewart,  of  the  James  Stewart  Manu- 
facturing Co.,  AVoodstock,  lias  returned  from  a  trip 
through  the  Western  Provinces,  and  reports  that  orders 
are  being  placed  much  heavier  than  last  season,  being 
a  strong  argument  in  favor  of  earlier  buying.  Air. 
Stewart  is  enthusiastic  about  the  prospects  for  the 
"Circle  AVaterpan"  furnace  in  the  AA^est,  the  installa- 
tion made  last  season  having  proven  exceedingly  satis- 
factory in  keeping  the  air  in  the  houses  at  the  proper 
degree  of  humidity. 


NEW  JEWEL  FURNACE. 

The  Buri'ow,  Stewart  &  Alilne  Co.,  Hamilton,  are  in- 
troducing this  year  a  special  low  furnace,  constructed 
l)ai'tieul;irly  for  use  in  low  cellars  where  it  is  hard  to 
oljtain  a  sutficient  pitch  in  the  warm  air  pipes.  It  is 
made  in  two  sizes,  21,  with  a  capacity  of  15,000  cubic 
feet,  and  28,  with  25,000  cubic  feet  capacity.  There  is 
a  four-inch  air  space  between  the  radiator  and  fire 
chamber,  and  ;i  lai'ge  air  space  outside  the  radiator  be- 
tween the  body  of  the  furnce  and  the  casing,  and  as 
the  heat  has  to  travel  around  the  radiator  before  escap- 
ing to  the  smoke  i)ipe  the  air  is  thoi'oughly  warmed 
before  reacliing  the  registers.  AVhen  a  fiat  top  is  used 
the  No.  21  furnace,  eased,  measures  less  than  four  feet 
in  height.  Descriptive  circulars  are  available  on  re- 
quest. 


DOES  THIS  HIT  YOU  ? 

How  many  furnace  installation  contracts  have  you 
signed  up  since  we  last  mentioned  thf  subject. 

Tlicti  look  at  the  matter  from  the  other  side.  How 
in;iny  building  permits  have  been  issued  by  your 
munici[)Ml  authorities,  or  how  many  new  buildings  do 
you  find  there  are  to  be  erected  in  the  district  in  which 
you  are  doing  business. 

A  comparison  of  the  two  will  tell  you  wliether  or 
not  you  are  getting  all  of  what  is  yours  ;  or  whether 
then;  are  good  dollars  wandering  around  that  might 
otherwise  be  looking  forward  to  a  peaceful  home  in 
your  strong  box. — McClary's  AVireless. 

DIFFICULT  COLLECTIONS  IN  NEW  ONTARIO. 

A  hardwareman  conducting  a  store  not  far  from 
Cobalt  had  a  young  Swede  in  his  employ,  whos(!  edu- 
cation in  the  English  branches  had  been  neglected,  but 
he  was  a  great  hustler.  It  occurred  to  the  employer 
when  business  was  rather  dull  last  fall,  to  send  the 
young  man  on  a  collecting  trip,  and  when  he  returned 
the  following  interview  took  place: 

"AA^ell,  Ole,  did  you  see  Peter  Smith?" 

"A^ah." 

"AAliat  did  Peter  Smith  say?" 
"He  say  he  pay  when  he  sell  him  mining  stock." 
"Good;  did  you  find  John  Johnson  at  home?" 
"Yah  ;  Yon  Yonson  he  say  he  pay  when  he  sell  him 
prospect. " 

"AVell,  Yon  is  all  right;  did  you  see  old  man 
BroAvn?" 

"A^ah,  I  see  old  man  Brown." 

"And  what  did  Brown  say?" 

"Old  man  Brown,  he  say  he  pay  next  January." 

"Is  that  so?  First  time  I  ever  knew  old  man  Brown 
to  make  a  date.    Are  you  sure  he  said  January?" 

"I  tank  so."  " 

AA^hat  makes  you  think  he  said  January  " 
"AVell,  old  man  Brown,  he  say  it  be  a  blamed  cold 
day  when  he  pay. " 


CHANCE  FOR  INVENTIVE  GENIUS. 

The  Association  of  (ierman  Ii'on  Foundi'ies  is  of- 
fering prizes  of  $250,  $125  and  $75.  respectively,  for 
the  best  three  essays  on  the  development  of  the  cast 
iron  stove.  The  questions  to  be  considered  are  the 
means  of  using  east  iron  stoves  in  heating  systems 
from  economical,  hygienic  and  commercial  standpoints, 
with  suggestions  for  increasing  the  use  of  such  stoves. 
The  nuinuscripts  are  to  be  addressed  to  the  A'erein 
Deutscher  Eisengeisserein,  Graf-Adolph  Strass  47, 
Dusseldorf  8,  Germany. 

CORRUGATED  METAL  GARAGES. 

A  good  fit'ld  is  open  for  nu'tal  workers  in  the  con- 
struction of  garages  of  corrugated  sheets.  In  the 
States  the  Dulutli  Corrugating  and  Roofing  Co.. 
Duluth,  Alinn.,  are  nuiking  a  specialty  of  this  class  of 
Avork  and  supply  blue  prints  to  customers.  They  also 
have  a  booklet  shoAviug  the  various  sizes  and  types  of 
garages  they  build.  Canadian  metal  workers  might 
follow  their  plans  with  profit  to  themselves. 

It  is  better  to  know  the  haliits  of  clerks  before  you 
put  them  behind  your  counter  than  to  find  them  out 
afterwards  and  to  your  own  loss. 
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PUSH  GAS  AND  OIL  STOVES. 

With  liouseeleaning  over,  the  housewife  is  open  to 
give  consideration  to  the  better  equipment  of  her 
kitchen  for  the  hot  snnimer  months,  and  the  wise  stove 
dealei-  will  make  a  special  feature  of  gas  and  oil  stoves 
during  i\lay  and  June. 

In  the  towns  or  cities  where  natural  or  artificial  gas 
is  available  the  dealer  Avill  necessarily  feature  gas 
ranges  in  his  local  newspaper  advertising.  Gas  offers 
the  ideal  fuel  for  summer  cooking,  and  the  arguments 
in  favor  of  its  use,  its  handiness,  cleanliness  and  cheap- 
ness are  too  well  known  to  require  reijeating. 

For  window  display  purposes  the  gas  stove  can  be 
readily  used  by  merely  running  a  pipe  into  the  window 
and  connecting  up  to  the  range.  A  boiling  kettle 
will  attract  attention,  and  the  suggestion  of  a  cool 
cooking  range  given  as  a  result  of  such  a  display  will 
carry  conviction  and  create  desire  in  manj^  a  Avoman's 
mind. 

The  wide  selection  of  gas  ranges  to  choose  from 
makes  it  possible  for  each  dealer  to  feature  a  separate 
make  and  elaborate  upon  its  features,  the  glass  door 
in  the  OA^en  or  whatever  its  talking  points  may  be. 

The  Hardware  and  Stove  Joirrnal  knows  of  one 
Western  Ontario  dealer  Avho  made  a  canvas  of  his 
town  for  oil  stoves  with  most  satisfactory  results. 
He  had  one  of  his  stalf  take  an  oil  range  out  on  the 
delivery  waggon  and  carry  it  into  the  kitchen  of  a 
ciistomer,  asking  her  to  cook  her  dinner  upon  it.  The 
plan  sold  about  tAventy  stoves,  and  it  A\dll  be  repeated 
again  this  summer. 

Oil  stoves  can  also  be  featured  in  the  larger  towns 
as  Avell  as  in  the  smaller  places,  as  there  are  many 
farmers  and  Avorkingmen  Avho  cannot  use  gas  as  yet. 

J.  N.  McGregor,  Oakville,  Avho  sold  46  "Perfec- 
tion" oil  stoves  last  season,  advertised  a  demonstra- 
tion for  tAvo  AA^eeks  in  adA'ance  in  the  local  paper. 
Mrs.  McGregor,  aa'Iio  is  the  daughter  as  Avell  as  the 
Avife  of  a  harchvareman,  conducting  the  demonstra- 
tion herself,  Avith  a  maid's  assistance.  Over  100  per- 
sons attended,  and  Avere  served  Avith  biscuits,  roast 
meats,  tea  and  cofit'ee  prepared  on  the  oil  stove  being 
demonstrated. 

"How  do  you  do  your  summer  cooking  ?  "  Avas 
the  iiii|iiify  made  of  each  lady  customer  Avho  visited 
tlic  Mc(iregor  store,  and  Avith  this  opening  conversa- 
tions folloAved  Avliich  resulted  in  nearly  four  dozen 
No.  8  Perl'ections  being  sold. 

^Irs.  McGregor  spends  considerable  of  her  time  in 
the  store,  and  makes  it  a  point  to  give  personal  at- 
tention to  lady  customers.  She  also  takes  a  hand  in 
planuiuu  tlic  AvindoAv  displays,  one  of  her  successful 
trims  l;ist  season,  including  a  number  of  live  rabbits 
disi)orting  themselves  OA^er  real  sod  In  the  AvindoAV, 
linolcuin  being  placed  under  the  grass.  A  laAA^n 
inowci-  and  a   "kee]>  off  tlie  grass"  sign  helped  to 

(■(iinplctc   I  lie   t  I'illl. 

Adams  &  X'anduscn,  I'ictoii,  wiio  sold  4!)  "Perfec- 
tion" coal  oil  stoves  last  season,  also  made  it  a  point 
to  draAv  the  attention  of  customers  to  the  oil  stoves. 
Tlu'v  Avrite  : — "We  had  a  sample  of  each  kind  on  one 


floor,  all  the  time,  and  on  Saturday,  or  any  time  when 
a  eroAvd  Avas  around,  Ave  placed  one  in  front  of  our 
store,  set  a  tea  kettle  on  and  lighted  it.  The  steam 
arising  out  of  the  kettle  attracted  the  attention  of  all 
who  passed  by.  We  personally  recommended  them 
to  our  friends,  and  our  enthusiasm  evidently  had  an 
impression  on  our  customers." 


TIN  SHOWERS  FOR  BRIDES. 

HardAvaremen  have  an  opportunity  to  push  the 
sale  of  tin  and  enamehvare,  and  other  kitchen  uten- 
sils, during  the  coming  month. 

June  is  the  open  season  for  weddings,  and  some 
level-headed  person  has  set  the  fashion  of  holding  a 
"tin  shoAver"  for  the  bride  to  celebrate  her  setting  up 
in  housekeeping. 

A  "tin  shower"  window  can  be  arranged  without 
much  trouble,  various  articles  of  tiuAvare  being  sus- 
pended from  the  ceiling  AAdndoAV  in  the  form  of  a 
shoAver,  a  AAdndow  card  being  used  bearing  some  such 
phrase  as  :  "Give  the  June  bride  something  useful." 
Then  the  local  editor  might  be  asked  to  Avrite  an  arti- 
cle on  the  windoAV,  telling  hoAV  popular  "tin  showers" 
are  getting  to  be. 

Stock  up  this  month  in  preparation  for  the  big 
demand  for  housefurnishings  in  June. 


PERSONAL  CANVAS  MAKES  STOVE  SALES. 

An  ex-commercial  traveller,  noAv  in  business  for 
himself,  has  adopted  methods  which  show  that  he  has 
not  forgotten  his  early  training  "on  the  road."  He 
belicA'^es  in  personal  canvass  in  selling  stoves  and  house- 
hold articles,  and  some  of  his  methods  of  gaining  an  in- 
troduction into  homes  are,  to  say  the  least,  unique. 
One  day  he  rapped  at  the  door  of  a  comfortable-look- 
ing dwelling  and  greeted  the  lady  of  the  house,  Avho 
ansAvered  the  summons,  with  : 

"Good  afternoon  ;  I  have  come  to  see  about  the 
stove." 

"I  Avas  surprised  to  hear,"  he  continued,  AAdthout 
giving  time  for  a  response,  "that  you  were  inclined 
to  think  the  stove  we  sold  you  a  heavy  consumer. 
The  first  complaint  Ave  haA^e  ever  heard.  IMadame,  we 
Avill  take  the  stove  back  and  give  you  a  ncAV  one,  or 
guarantee  to  remedy  the  trouble  without  expense. 
That  is  our  method  of  doing  business." 

"There  must  be  some  mistake,"  said  the  lady  of 
the  house  ;  "our  stove  has  not  been  working  Avell, 
but  Ave  did  not  buy  it  from  you.  We'A^e  had  it  for 
tAvelAT  years." 

Had  used  their  stove  for  tAvelve  years,  and  noAV 
found  it  Avas  not  Avorking  Avell  !  What  better  argu- 
ment could  a  dealer  Avant  to  effect  the  sale  of  a  new 
and  up-to-date  heater  ?  He  gained  permission  to  in- 
spect the  stove,  pointed  out  the  need  for  a  ncAV  one, 
and  a  day  or  tAvo  afterAvards  installed  a  new  heater. 

Tliis  same  dealer  found  pretexts  of  one  kind  or  an- 
other to  visit  most  of  the  homes  in  the  town,  and  to 
talk  stoves.  His  business  Avas  good — as  he  deserA^ed. 
All  merchants  do  not  possess  the  suaAdty  of  manner 
and  ingenuity  of  conception  to  carry  out  successfully 
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a  campaigrn  of  this  kind.  Tli(!y  can,  however,  apply 
methods  of  a  soinovvliat  siiiiihir  nature  to  their  ad- 
vertisino;,  and  make  tlicii-  personality  show  in  every 
line  of  type  in  tlicir  ads.  (iet  tlie  ear  of  the  man  who 
needs  a  stove,  and  you  will  f?et  his  trade.  People  need 
stoves  in  winter  ;  tlu'y  feel  the  need  of  new  heaters 
at  tliat  time  of  the  year  more  than  any  other  season. 
It  should  be  possil)le  to  sell  stoves  riglit  through  the 
winer  months.  Sonu;  num  do  it,  and  all  dealers  could, 
if  they  made  the  necessary  effort. 

STOVE  AND  HEATING  TRADE  NEWS. 

The  Percival  Plow  &  Stove  Co.,  Merrickville,  are 
placing  a  new  steel  range  on  the  market  this  season. 

The  Buck  Stove  (!ompany,  St.  Louis,  Mo.,  are  con- 
templating the  launching  of  a  selling  campaign  in  Can- 
ada. They  have  settled  all  their  differences  with  or- 
ganized lal)or. 

Findlay  Bros.  Co.,  Carleton  Place,  are  building  an 
addition  to  their  plant  to  keep  pace  with  the  growth  of 
their  business,  and  will  be  in  a  position  to  till  oi'ders 
promptly  tliis  season. 

Hugh  Walker,  Grimsby,  formerly  connected  with 
the  Walker  Steel  Range  Co.,  has  again  started  in  busi- 
ness, manufacturing  a  line  of  stoves  and  ranges,  the 
foundry  being  at  Grimsby. 

The  National  Manufacturing  Co.,  of  Ottawa,  are 
considering  a  proposition  from  the  town  of  Brockville 
which,  if  accepted,  will  mean  the  erection  of  a  large 
plant  there  and  their  removal  to  Brockville. 

The  Enterprise  Foundry  Co.,  Sackville,  N.S.,  are 
inci'casing  their  moulding  shop  capacity,  and  have  re- 
cently installed  several  moulding  machines.  They  are 
also  building  a  sand  warehouse,  a  fireproof  building 
for  patterns,  and  enlarging  their  plating  department. 
An  overhead  trolley  system  has  been  installed  to  facil- 
itate the  handling  of  castings  and  other  goods  between 
the  various  departments.  The  many  improvements 
made  in  the  Enterprise  plant  since  the  disastrous  fire 
of  a  couple  of  years  ago  has  made  the  plant  one  of  the 
best  equipped  in  Canada. 


DISPOSING  OF  THE  SECOND  HAND  STOVES. 

Handled  promptly  and  with  judgment,  second-hand 
stoves  can  be  turned  to  profitable  account.  They  should 
not  be  allowed  to  accumulate  in  such  a  manner  as  to 
give  an  appearance  of  negligence  and  slovenliness  to 
an  enterpi'ising  shop,  and  there  is  no  need  for  it  if  the 
man  is  the  reverse  of  lazy  and  continually  on  the  alert 
to  improve  the  appearance  of  his  establishment  by  hav- 
ing everytliing  that  he  possesses  in  a  salable  condition. 
Anything  which  cannot  be  put  in  such  condition  should 
be  promptly  disposed  of  in  some  other  Way  so  thtt  its 
appearance  will  not  be  a  detriment.  Some  dealers  in 
the  larger  centers  have  the  dealer  in  old  metal  visit 
them  weekly  at  this  season  to  turn  into  cash  material 
that  would  otherwise  accumulate  and  be  a  nuisance. 


MAY  COOK  FOOD  WITH  HOT  AIR. 

Dui-ing  a  recent  convention  of  bakers  in  London  an 
apparatus  was  demonstrated  which  utilizes  super- 
heated air  for  cooking  purposes.  The  steam  of  an 
super-heater,  where  in  a  series  of  coils  above  a  eoke 
ordinary  kitchen  boiler  is  conveyed  in  pipes  to  the 
fire,  its  temperature  is  raised  to  1,000  deg.  F.  without 
increasing  tlie  pressure.    Passed  through  the  hollow 


rods  of  a  griller,  the  air  quickly  raises  the  metal  to 
the  same  temperature  as  itself,  and  then  anything  can 
be  cooked,  from  a  steak  to  biscuits. 

The  inventor  ])e]ieves  that  the  kitchen  of  the  future 
will  have  no  blazing  fire,  and  that  everything  will  be 
cooked  hy  the  turn  of  a  valve  admitting  tlu;  heated  air. 
The  air,  after  passing  through  the  hollow  griilers,  can 
be  further  utilized  for  heating  rooms. 


SHOWER-BATH  APPARATUS. 

The  accompanying  sketch  shows  a  sliower-bath  ap- 
paratus  for  use  while  reclining  in  an  ordinary  tub,  al- 
together doing  away  with  the  overhead  sprinkler-ring 
idea.  A  flexible  tube  connects  the  faucet  of  the  tub 
with  two  spray  tubes,  which  are  hung  just  below  the 
rim  of  the  tub  on  each  side  by  means  of  four  hangers. 
The  perforations  in  the  tubes  are  so  arranged  as  to 
throw  the  spray  from  the  ends  toward  the  center  and 
across  the  tub,  while  the  perforation  nearer  the 
centers  of  the  tubes  throw  the  sprays  downward  and 
across  the  tub  at  various  angles. 


CURIOUS  FOOT-WARMER  FOR  AUTOISTS. 

A  curious  hot-water  foot-warmer,  designed  for  use 
in  automobiles,  has  been  placed  on  the  market  in  Eng- 
land. Its  unique  feature  is  the  openings  in  which  the 
feet  are  placed.  Between  these  openings  is  a  recep- 
tacle for  hot  water,  which  is  depended  upon  to  give 
sufficient  warmth.  The  bail  for  carrying  the  warmer 
can  be  engaged  in  one  of  the  slots  of  a  hinge  plate  pro- 
vided for  this  purpose  when  it  is  desired  to  incline  the 
warmer. 

CLOTHES  DRYING  APPARATUS. 

Clothes  dryers  may  become  as  conuiion  in  modern 
homes  as  laundry  tubs,  and  with  as  good  reason,  es- 


pecially in  clinmtes  where  the  long  and  cold  winters 
make  drying  outside  a  difficult  and  unpleasant  task. 
Several  concerns  are  building  dryers  of  sizes  suitable 
for  private  residences  as  well  as  for  hotels  or  clubs. 
In  some  of  them  the  waste  heat  from  the  laundry  stove 
is  used  to  dry  the  clothes,  while  in  others  steam  heat 
or  gas  is  utilized. 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


A  ROUND  PIPE  INTERSECTING  A  LARGER  ONE  ON  AN 

ANGLE. 

You  will  see  from  the  end  view  that  the  smaller  pipe  in- 
tersects the  larger  one  at  the  side.  Draw  end  view  first.  Then 
the  side  view,  showing  the  smaller  pipe  at  the  required  angle. 
Draw  a  profile  at  the  end  of  each  small  pipe  and  space  them  into 
any  convenient  number  of  equal  spaces,  as  shown  by  1  to  7. 
Draw  lines  from  profile  in  end  view,  intersecting  side  of  large 
pipe  at  A  to  G;  also  draw  lines  from  points  in  profile  of  small 
pipe  in  side  view  parallel  to  sides  of  pipe,  extending  them  in- 
definitely. From  points  in  jjrofile  of  large  pipe,  as  A  to  G,  and 
parallel  to  side  of  same,  draw  lines  intersecting  corresponding 
lines  in  side  view.  Drawing  lines  through  the  intersecting  points 
gives  the  miter  line. 

To  obtain  i^attern  for  incline  pipe  draw  a  stretchout  line 
at  right  angles  to  side  of  small  pipe  in  side  view,  and  i^lace 
spacings  on  same  from  profile  1-7-1. 
Draw  lines  from  these  points  para- 
llel to  side  of  pipe,  extending 
them  indefinitely.  From  points  in 
miter  line  of  side  view  draw  lines 
intersecting  lines  of  corresponding 
numbers  in  stretchout.  Tracing 
lines  through  these  points  gives 
pattern  for  incline  pipe.  To  ob- 
tain pattern  for  hole  in  large  pipe 
draw  line  at  right  angles  to  side 
elevation  and  j'lsce  stretchout  on 
same  from  jjrofile  1-11-1.  Take  spa- 
cings A  to  G  from  profile  of  end 
view  taking  each  spacing  as  it 
spacing  as  shown  in  stretchout 
lines.  From  points  in  miter  line 
of  side  elevation  draw  lines  inter- 
secting lines  A  to  G.  Tracing  lines 
through  these  points  wil  give  pat- 
tern. 


FORTUNE  LOST  IN  SPECULATION. 

The  will  of  the  late  John  H.  Tilden,  which  was  recently 
filed  for  probate,  contained  some  interesting  information  re- 
garding stock  values.  Stock  with  a  par  value  of  $222,900  has 
a  market  value  of  $.5,100,  and  the  total  estate  is  valued  at 
$17,121.58,  the  balance  being  insurance.  Mrs.  Tilden  is  ap- 
pointed sole  executrix,  and  the  entire  estate  goes  to  her.  The 
principal  item  in  the  catalogue  is  that  of  $152,000  stock  in  the 
Jackson-Tilden  Typewriter  Company.  This  is  represented  by  a 
cipher  in  the  market  value  column.  Stock  with  a  par  value  of 
$18,000,  and  $50,000  in  the  Fish  Eiver  Copper  &  Silver  Mining 
Co.,  and  the  Canadian  Independent  Telephone  Companies,  are 
reiwesented  as  being  worth  $5,000,  this  being  to  the.  credit  of 
the  latter  company. 


The  Anti-Splash  Filter  Co.,  Owen  Sound,  Ont.,  are  introduc- 
ing the  Stretched  Eubber  Pattern  Filter,  which  fits  any  water 
tap,  and  prevents  all  sediment  from  passing  into  the  vessel  re- 
ceiving the  flow. 


The   Down   Draft   Furnace  Co., 
Gait,     will    bring     out    this  sea- 
son a  new  high-grade  steel  range,  which  is  very  handsome  in 
a|i]»earance,  and  embodies  all  up-to-date  ideas  in  range  con- 
struction. 

The  moulders'  strike  in  Hamilton,  it  is  reported,  has  been 
declared  oft'  by  the  head  office  of  the  moulders'  union.  About 
eiglity  men  are  interested,  who  now  find  their  places  filled  with 
non-union  labor. 

]Mr.  Eyerson,  of  the  Wizard  Furnace  Co.,  Toronto,  leaves 
for  Winnipeg  in  a  few  days  to  demonstrate  the  Wizard  Heater 
and  results  to  be  obtained  with  lignite  as  fuel.  A  western 
syndicate  will  control  the  manufacture  and  sale  of  Wizard 
lines  in  the  West. 

('lare  Bros.  &  Co.,  Preston,  have  issued  a  new  stove  and 
furnace  catalogue  illustrating  the  "Paragon,"  their  latest 
stool  range,  which  sells  at  a  moderate  price..  They  have  also 
made  decided  improvements  in  the  Hecla  furnace,  which  is 
now  fitted  with  a  circular  water  pan,  located  near  the  base. 

The  Canadian  Gas  Users'  Association  are  receiving  many 
letters  stating  amounts  saved  in  gas  bills  by  the  use  of  the 
I'orfect  Controller.  The  W.  E.  Brock  Co.  manufacturing  de- 
I>artnient  write  as  follows  : — "I  am  pleased  to  state  that  the 
Perfect  Gas  Controller  is  giving  perfect  satisfactiion.  Our 
gas  bills  are  no  higher  u.sing  three  irons  with  controllers  at- 
tached than  they  were  before,  using  two  irons  without  it, 
making  a  saving  of  at  least  30  jier  cent."  Dealers  in  towns 
should  find  this  a  profitable  side  line,  as  every  gas  user  is  a 
probable  customer. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Ottervillo  Maiuifacturiiif;  Co.,  Otterville,  Ont.,  are  in- 
tro(luciii<j  a  poiiibiriatioii  l)i'ass  and  iron  fittinj^  which  has  won 
favor  in  tlie  Thiited  States. 

Tlic  Tol)in  Anns  Manufacturing  (!o.,  Woodstock,  Ont.,  aro 
now  ready  to  fill  orders  for  the  new  auger  hit  whicli  they  are 
placing  on  the  Canadian  market.  The  bit  is  double  pointed  and 
is  claimed  to  be  able  to  do  its  work  twice  as  fast  as  any  yet 
introducctl. 

Barn  door  pulls,  barn  door  latches,  harness  hooks  and  cellar 
grates,  have  recently  been  added  to  the  line  of  barn  door  hangers 
manufactured  b}'  S.  B.  Martin,  Dalton,  Ohio. 

A  portable  door  holder,  which  holds  a  door  securely  open 
at  any  width  desired,  is  being  placed  on  the  market  by  the 
I'ortable  Door  Chock  Company,  141  Milk  street,  Boston,  Mass. 

The  Gier  &  Dail  Mfg.  Company,  Lansing,  Mich.,  are  in- 
troducing a  line  of  steel  shelf  boxes,  which,  owing  to  the  sim- 
plicity of  their  construction,  may  be  sold  at  a  price  that  will 
place  them  within  the  reach  of  all  hardware  merchants. 

Crescent  Forgings  Co.,  Oakmount,  Pa.,  are  placing  on  the 
market  the  "Cresco"  Wrench.  Tt  is  drop-forged  complete  and 
case  hardened  throughout. 

Su])erior  S|)rings  Hinge  Co.,  1-52  East  Lake  street,  Chicago, 
are  offering  the  trade  the  "Superior"  Screen  Door  Check.  This 
device  is  claimed  to  prevent  screen  doors  or  other  light,  single- 
acting  doors  or  office  gates  from  slamming.  The  check  extends 
only  l'X>  inches  from  the  door,  6  i/i  inches  long  and  %-inch 
diameter.  The  valve  is  of  brass,  a  combination  of  ball  and 
needle  valve,  so  constructed  that  it  allows  free  inlet,  but  re- 
gulates the  air  outlet.  The  other  parts  of  the  check  are  made 
of  cold  rolled  steel.  The  check  is  made  in  but  one  size  and  two 
finishes,  antique  copper  and  dull  brass. 

The  Elastic  Tip  Company,  370  Atlantic  avenue,  Boston, 
Mass.,  has  perfected  a  new  chair  tip,  which  is  designed  for 
chair  logs.  It  is  easily  applied,  and  when  necessary  to  replace 
the  worn  out  rubber  tip  the  metal  nail  can  be  withdrawn  from 
the  brass  socket  and  the  new  tip  inserted  without  difficulty.  It 
is  explained  that  when  applied  to  a  chair  it  is  practically  in- 
visible, not  interfering  with  the  ai)pearance  of  the  chair,  and 
that  it  will  not  weaken  or  s]ilit  a  cliair  leg,  and  will  not  scratch 
a  hardwood  floor. 

Chicago  Hardware  Foundry,  North  Chicago,  111.,  are  in- 
troducing the  "Harper"  improved  Platformless  Caster  Truck. 
One  of  the  meritorious  features  of  this  truck  is  that  it  raises 
the  stove,  refrigerator  or  other  article  on  which  it  is  used  in 
the  home  sufliciently  high,  three  inches,  that  the  floor  may  be 
swept  underneath.  The  article  on  the  truck,  when  used  in  the 
store,  it  properly  displays  the  stove  to  the  intending  purchaser. 
Every  dealer  knows  the  disadvantage  of  attempting  to  show  a 
stove  to  a  prospective  customer  unless  mounted  on  a  caster  truck 
so  that  it  can  be  moved  to  the  center  of  the  aisle  or  near  the 
front  of  the  store  to  a  good  light. 

Hunt,  Helm,  Ferris  &  Co.,  Harvard,  111.,  are  introducing  the 
"Canon  Ball"  House  Door  Hanger.  Its  construction  is  very 
similar  to  their  "Cannon  Ball"  Barn  Door  Hanger.  The  house 
hanger  is  of  the  tandem  type,  adjustable,  and  the  wheels  are  of 
the  ball  pattern  covered  with  sole  leather.  The  leather  makes 
a  durable  covering  and  also  makes  the  Hanger  noiseless.  The 
wheels  are  furnished  with  hardened  steel  roller  bearings.  The 
track  has  the  same  formation  as  the  "Cannon  Ball"  Barn  Door 
Track,  except  that  it  is  made  in  lengths  up  to  12  feet  instead  of 
3-foot  lengths  only,  as  is  the  case  with  the  Barn  Door  Track. 
The  track  can  be  adjusted  quickly  at  the  ojiening  with  the  use 
of  a  screw  driver  only. 

Noxall  water  filters  are  being  ])laced  on  the  market  in  a 
variety  of  sizes  and  styles  by  the  American  Filter  Company, 
523  Market  street,  Milwaukee,  Wis.  Its  line  consists  of  every- 
thing from  a  small  gravity  filter  for  use  where  there  are  no 
water  works,  to  large  pressure  filters  of  sufficient  capacity  to 


furnish  pure  drinking  water  to  the  largest  buildings.  The  sizes 
"f  particular  interest  to  merchants  are  the  JR.,  Xo.  1  and  No.  3, 
which  have  a  capacity  under  average  conditions  of  ~),  10  and 
20  gallons  jier  hour  each  respectively. 

North  Brothers  Mfg.  Company,  Philadelphia,  has  recently 
placed  on  the  market  the  New  Rapid  ice  breaker.  No.  108.  The 
machine  is  galvanized  all  over,  including  frame,  flywheel,  etc.,  to 
prevent  rust,  is  smaller  than  the  eomj.any's  former  breakers 
and  is  intended  for  hotels,  restaurants,  bars,  ice  cream  makers, 
etc.,  where  it  is  desired  to  break  ice  by  hand  quickly,  at  only 
a  small  outlay  for  the  machine. 

The  Peerless  Specialty  Co.,  Chicago,  111.,  are  offering  the 
"Peerless"  fruit  and  vegetable  eyes,  for  removing  the  eyes 
and  cores  of  pineapples,  cores  from  apples,  half  the  cores  from 
j)ears  when  prepared  for  canning,  eyes  and  bad  spots  from  po- 
tatoes, cores  from  tomatoes,  etc.,  while  for  preparing  grape 
fruit  it  has  no  equal.  They  are  put  up  one  dozen  in  a  cardboard 
dis[)lay  stand. 


NEW  SIDE  WALL  REGISTER. 

The  Canadian  Heating  and  Ventilating  Co.,  Owen  Sound, 
aro  putting  on  the  market  a  new  side  wall  register,  the  "Em- 
jiire  Special."  It  is  neat,  and  artistic  in  design  and  its  hand- 
some api)earance  makes  a   very  favorable  impression  at  first 


sight.  It  promises  to  be  a  §reat  seller  from  the  fact  that  it 
meets  the  demand  for  a  register  with  a  larger  opening  than  the 
average,  and  yet  sells  at  a  moderate  price. 


THE  HATCH  PARLOR  DOOR  HANGER. 

The  hardware  trade  of  Canada  will  be  interested  to  know 
that  the  Canada  Steel  Goods  Co.,  Limited,  Hamilton,  are  plac- 
ing on  the  market  a  new  Parlor  Door  Hanger  with  cushion 
track.  This  hanger  is  claimed  to  be  superior  to  either  Lane's 
or  Prouty's,  combining  the  best  features  of  each,  while  the 
price  is  lower.  Merchants  can  make  a  good  profit  on  this  line, 
and  those  people  desiring  to  control  this  hanger  in  their  towns 
should  send  in  their  orders  early. 

The  "Hatch"  combines  all  the  best  known  features  in 
Door  Hanger  construction,  being  easy  to  put  up,  noiseles  in 
action  and  quickly  adjusted.  The  wheels  have  vulcanized 
fiber  tread  and  steel  flanges  fitted  with  brass  bushing,  ami 
turn  on  steel  axles  which  reduce  friction,  the  fiber  on  wood 
making  it  absolutely  noiseless.  The  adjusting  screw  is  pointed 
and  is  easily  started.  The  locknut  is  rolled  smaller  than  the 
diameter  of  the  screw,,  insuring  a  permanent  lock.  A  steel 
lij)  on  the  hanger  fits  close  under  the  track  and  make  it 
impossible  to  derail.  The  centre  stop  is  attached  to  the  jamn 
and  rubber-faced  roller  guides  keep  the  door  in  alignment. 
'1  here  is  no  cutting,  grooving  or  countersinking  necessary  on 
the  door.  The  rail  is  made  from  seasoned,  kiln  dried  hard 
maple,  reinforced  by  a  heavy  steel  channel,  which  makes  it 
imi)ossible  to  warp  either  vertically  or  horizontally.  The  steel 
channels  are  notched  at  six  and  twelve  inches  from  the  ends 
so  the  desired  length  of  track  can  be  obtained  by  sawing 
through  the  wood.  A  few  bends  will  break  the  base  of  the 
channel  which  is  left  there  to  give  additional  strength  to  tlie 
track.  It  is  packed  in  double  sets  with  screws,  roller  guides, 
and  eight  feet  of  track. 
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WEAR  -  EVER 
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T  A  C  U  Co 


The  Buyer  for 
the  Home 


She  believes  in  the  merchant  who  does  business  on  the  Quality  basis — in 
goods  whose  trade  mark  is  backed  and  pushed  by  energetic  advertising. 

The  "  Wear- Ever  "  trade  mark  means  quality  in  cooking  utensils. 

Its  prestige  means  to  you,  not  only  pleased  and  profitable  buyers  of  cook- 
ing utensils,  but  more  trade  on  your  other  lines. 

It  helps  to  make  your  name  synonymous  with  quality. 

You  should  have  "Wear-Ever"  advertising — magazine  and  dealer  aid — 
working  for  you. 

Write 

The  Northern  Aluminum  Co^  Limited 

Toronto,  Ontario 


ALUMINUM  WARE 


46 


CANADIAN   HARDWARE    AND    STOVE  JOURNAL. 


IN  CASE  OF  FIRE 

The  insurance  adjuster  will  make  you  prove  your  loss  before  he  will  recom- 
mend payment  on  your  policy  if  your  store  burns. 

Are  you  in  shape  to-day  to  prove  the  value  of  your  stock  of  merchandise  ? 
You  must  do  something  to  prove  its  value,  your  statement  is  not  enough.  What 
records  have  you  ? 

If  you  are  not  one  of  the  seventy  thousand  users  of  the  McCaskey  Gravity 
Account  Register  System,  the  chances  are  you  have  none. 


Only 
One  Writing- 


First  and  Still 
the  Best 


with  one  writing  will  handle  every  detail  of  your  business  from  the  time  you  buy  your  goods  nntil 
the  money  for  them  is  in  the  bank.  It  will  cut  your  useless  bookkeeping.  Every  time  you  copy 
an  account  you  add  to  chances  for  making  mistakes.  It  will  prevent  disputes  with  customers  over 
their  accounts  because  each  customer  has  the  same  record  of  his  account  as  has  the  merchant,  and 
in  the  same  handwriting.  It  prevents  forgetting  to  charge.  It  is  an  automatic  collector  and  brings 
money  into  the  store  faster  than  any  human  agency  can.  It  is  an  automatic  credit  limit,  and  in 
case  of  fire  puts  you  in  position  to  prove  your  loss. 

There  is  no  need  to  wait  to  see  what  the  "other  fellow  "  thinks  of  the  McCaskey  System. 
Ask  us  and  we'll  send  you  hundreds  of  letters  from  users,  merchants  in  your  locality,  who  tell  us 
it  pays  for  itself  several  times  in  the  course  of  the  first  year  it  is  installed. 

A  letter  or  postal  will  bring  you  information  without  obligation  on  your  part  to  purchase. 

Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and  address.  We'll  know 
you  want  information. 


DOMINION   REGISTER  COMPANY.  LIMITED.  Toronto.  Canada 

Manufacturers  of  Surely  Non-Smul  Duplicating  and  Triplicating  Sales  Books  and  Single  Carbon  Pads  in  all  varieties. 


Hardware  Merchants 

and  others  whose  correspondence  is  limited  should  write  for  our   Catalogue  of 

Rebuilt  Typewriters 

which  contains  illustrations  and  prices  of  all  popular  makes  of  machines  taken  as 
part  payment  on   the  famous 

MONARCH 

They  have  been  carefully  remanufactured,  and  are  put  on  the  market  at  a  fraction  of 
the  original  cost.  They  are  just  the  thing  for  a  merchant  who  needs  a  typewriter,  but 
feels  he  cannot  afford  the  price  of  the  Monarch — 

The  King 

Of  All  Writing  Machines 


The  Monarch  Typewriter  Company,  Limited 

46  Adelaide  Street  West,  Toronto,  Out. 

Branches:    MONTREAL,    LONDON,    HAMILTON    AND  OTTAWA 
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Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Cataldiiuo  No.  75,  issued  by  the  Pease  Foundry  Co.,  Toronto, 
anil  the  I'oase-Waldon  Co.,  Winnipeg,  is  a  complete  worlt  on 
warm  air,  combination,  hot  water  and  steam  lieating,  and  will 
1)1'  handy  alike  to  users  of  Pease  and  other  heating  equipments 
licc  ause  of  the  valuable  data  contained  on  all  phases  of  heating 
wdi-k.  Full  instructions  are  given  regarding  the  installation  of 
till'  various  kinds  of  heating  systems,  particular  attention  being 
given  of  course  to  "Economy"  systems.  The  book  is  in  handy 
]i()cket  size,  and  contains  110  pages. 

F.  W.  Bird  &  Son,  Hamilton,  have  issued  a  24  page  booklet, 
giving  valuable  information  on  the  subject  of  prepared  roof- 
ing, "Neponset"  roofing  and  building  papers  being  featured. 

Tobin  Arms  Manufacturing  Co.,  Woodstock,  Out.,  have  is- 
sunl  ratalogue  211,  a  book  of  32  pages,  in  which  complete  de- 
scriptions are  given  of  the  various  types  of  shot-guns  made  in 
"Canada's  first  shot-gun  factory,"  in  which  over  $100,000  has 
luoM  invested  in  plant  and  machinery  during  the  past  two 
years.  An  imiiortant  feature  of  the  catalogue  is  the  listing  of 
guns  at  net  prices,  the  old  system  of  high  list  prices  and  dis- 
counts having  been  found  unsatisfactory.  Two  particularly 
fine  guns  are  nundiers  100,  listed  at  $65  for  live  bird  and  trap 
work,  and  7i),  listed  at  .$45,  and  built  especially  for  trap 
shooting. 

Tlie  McClary  Manufacturing  Co.,  Loudon,  have  been  help- 
ing customers  in  the  Maritime  Provinces  by  conducting  a  series 
of  demonstrations  of  their  gas  ranges.  One  of  the  successful 
demonstrations  conducted  by  T.  E.  Taylor  for  the  McClary  Co  , 
was  in  the  store  of  the  Summer  Co.,  Moncton,  N.B.,  natural  gas 
having  been  recently  struck  in  that  locality. 

Wheeler  &  Bain,  179  King  street  east,  Toronto,  have  issued 
a  well  illustrated  catalogue  describing  their  furnaces  and  sheet 
metal  j)roducts.  Their  line  of  galvanized  eave  troughs,  con- 
ductor iiipe,  hot  air  registers,  camp  cook  stoves,  etc.,  is  very 
complete,  and  the  book  should  be  added  to  retailers'  files. 

The  B.  Greening  Wire  Co.,  Hamilton,  report  having  received 
many  inquiries  for  samples  of  their  Antique  Bronze  Screen 
Cloth,  referred  to  in  last  month's  Plardware  and  Stove  Journal. 
Samjiles  will  still  be  sent  on  request. 

Catalogue  No.  7  has  been  issued  by  the  Eichards-Wilcox 
Manufacturing  Co.,  Aurora,  111.,  door  hangers,  sleds,  and  hard- 
ware specialties  being  featured. 

The  McClary  Manufacturing  Co.,  London,  are  heliung 
thcii-  local  agents  by  using  space  on  the  billboards  throughout 
Canada. 

The  ^Fartin-Senour  Co.  are  covering  Canada  with  a  bill- 
board iidvertising  campaign,  both  lithograjihs  and  painted 
signs  being  used,  one  of  the  latter  being  located  on  one  of  the 
most  j)rominent  sites  on  Hamilton  Bay. 

A  departure  from  the  old  way  of  packing  strap  and  T 
hinges  is  noted  in  the  new  method  used  by  the  Acme  Steel  Goods 
Comjiany,  2836-2840  Archer  Avenue,  Chicago,  III.  This  com- 
pany is  packing  hinges  in  individual,  well  labelled  pasteboard 
boxes,  one  ])air  to  a  box,  with  screws,  and  in  cases  of  6  to  12 
doz(>n  jiairs.  The  change  of  these  items  from  bin  to  shelf  hard- 
ware anil  the  time  and  annoyance  saved  in  breaking  bundles  of 
liinges  and  counting  screws  will  be  appreciated  by  hardware 
merchants. 

The  Xii  holson  File  Company,  Providence,  R.  I.,  and  Port 
Hope,  Out.,  has  just  issued  an  instructive  catalogue  describing- 
all  kinds  of  files  and  rasps  now  in  common  use.  Pages  54  to 
5!)  illustrate  special  cuts  of  files,  double  cut,  single  cut  and 
rasp,  which  show  a  comparison  in  style  and  coarseness  of  cut 
lietweon  the  various  sizes  of  files  in  the  kinds  shown,  including 
rough,  coarse,  bastard,  second  cut,  smooth  and  dead  smooth. 

Tiio  Rubberset  Comjjany,  Newark,  N.J.,  represented  in  Can- 
:id.i  liv  the  International  Distributing  Co.,  Coristine  Building, 
.Montreal,  has  issued  a  book  entitled,  "First  Aid  to  the  Re- 
tailers.'"    It  contains  a  series  of  ideas  foi'  window,  store,  news- 


paper and  catalogue  publicity.  Half-tone  illustrations  of  the 
window  displa3's  are  shown,  and  business  drawing  ads.  are  re- 
))rodueed. 

F.  E.  Mj^ers  &  Bro.,  Ashland,  Ohio,  have  issued  a  new  Spray 
Pump  catalogue.  This  book  fully  illustrates  and  describes 
their  complete  line  of  hand,  bucket  and  barrel  Spray  Pumps,  also 
1  lower  S])ray  Pumps,  Nozzles,  Fittings,  etc. 

The  National  Manufacturing  Company,  Sterling,  111.,  have 
issued  a  new  catalogue  of  builders'  hardware  including  door 
hangers,  door  latches,  butts,  hinges,  hasps,  hooks,  locks,  pulls, 
sash  lifts,  washers,  etc. 

"Selected  Specialties  for  Summer  Sales,"  is  the  title  of  a 
32  page  catalogue  just  issued  by  E.  T.  Wright  &  Co.,  Hamilton, 
Ont.  Oil  and  gasoline  stoves  and  similar  hot  weather  goods 
are  featured. 

The  Queen  City  Oil  Co.,  Toronto,  are  circulating  an  elabor- 
ate 88  page  catalogue  entitled  "Light  and  Heat,  in  which  "New 
Perfection"  oil  cooking  stoves,  "Perfection"  smokeless  oil 
heaters  and  "Rayo''  lamps  and  lanterns  are  featured.  A  new 
steel  oven,  with  glass  door,  is  shown  on  page  13,  while  the 
new  "Eayo  Junior"  table  lamp  is  illustrated  on  page  29.  The 
new  "Sterling,"  a  minature  oil  lamp,  shown  on  piage  46,  should 
prove  a  wonderful  seller.  "  Raj'o  "  lanterns  are  not  yet  on  the 
Canadian  market,  but  they  have  won  a  splendid  name  for  them- 
selves in  the  United  States. 

Pratt  &  Lambert,  A'arnish  manufacturers,  Buffalo  and 
Bridgeburg,  Out.,  are  iiublishing  a  magazine  called  "Selling 
Power"  for  the  assistance  of  their  retail  dealers.  In  the  last 
number  o^'er  20  booklets  gotten  out  to  help  laud  customers  are 
illustrated. 

The  Capewell  Horse  Nail  Co.,  Toronto,  Winnijieg  and  Van- 
couver, has  issued  a  twelve  page  booklet  describing  the  materials 
and  ]irocesses  used  in  the  manufacture  of  their  line  of  horse 
nail. 

.1.  Wiss  &  Sons  Companj',  Newark,  N.J.,  have  issued  a  cata- 
logue of  88  pages,  showing  shears,  scissors,  razors,  tinners'  snips, 
pruning  shears  and  fine  cutlery.  There  is  also  an  interesting- 
six  pages  on  "How  Good  Shears  Are  Made,"  with  illustrations 
of  the  various  processes.  Lines  of  fine  handles  for  Wiss  razors, 
razor  sets  and  display  boxes,  razor  strops,  manicure  goods,  shears 
in  cutlery  boxes  and  flexible  cutlery  cases  are  also  shown,  to- 
gether with  samjile  window  displays  of  cutlery  for  the  assistance 
of  retailers. 

Meakins  &  Sons,  Hamil- 
ton, are  offering  to  the 
trade  a  modern  sanitary,, 
all-metal  washboard,  which 
is  having  a  large  sale.  It 
has  many  strong  selling- 
selling  points  which  appeal 
to  the  customer  on  first 
sight,  among  which  are  its 
wearing  qualities,  being 
all  metal,  with  no  wood  to 
places  for  dirt  to  collect,, 
no  nails  to  come  out  and 
tear  clothing,  no  zinc  to 
come  loose  and  cut  hands, 
and  it  is  claimed  it  will 
not  corrode. 

G.  F.  Stephens  &  Co., 
Winnipeg,  who  publish  a 
house  periodical  entitled 
"Stephens'  Paint  News," 
announce  the  ])ublication 
valuable  reference  book,  for  Western 
it,  glass,  ])ainters'  brushes  and  ])aper- 


of  catalogue  No.  8, 
hardware  men,  on  ] 
hangers'  supplies. 


The  Canadian  Yale  &  Towne,  Limited,  has  been  ineorjiorated 
with  .$100,000  capital  to  erect  a  plant  at  St.  Catharines,  where 
the  well-known  Vale  &  Towne  line  of  locks,  builders'  hardware, 
etc.,  will  be  manufactured  for  the  growing  Canadian  trade  of 
the  company,  the  headquarters  of  which  are  at  Stamford, 
Conn.  The  Canadian  jilant  will  be  erected  this  year,  and  be 
ready  to  supjily  goods  to  the  Canadian  trade  in  1912. 
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New  Offensive  Weapons  Act 

Hasty  Legislation  passed  in  an  altem[)t  to 
restrict    sale    of    firearms    to  foreigners. 


During  the  closing  days  of  tlie  last  session  of  the  Ontario 
Legislature,  a  Bill,  the  "Offensive  Weapons  Act"  was  slipi)ed 
through,  the  three  readings  being  given  in  about  a  week's 
time.  Altli"ugh  the  Act  affected  very  materially  the  interests 
of  the  retail  hardwaremen  of  the  Province,  no  opportunity 
was  given  theiti  of  expressing  their  views  regarding  the  jiro- 
posed  legislation.  The  Act  was  not  ])Ut  into  force  at  once,  but 
was  left  inactive,  suliject  to  an  order  from  the  Lieutenant- 
(iovernor. 

On  (l"od  Friday,  a  iiunibi'r  of  Italians  in  Toronto,  got  into 
a  row  and  one  was  killed  with  a  butcher  kn'fe,  a  revolver 
being  found  on  one  of  the  participants.  An  order  was  then 
given  to  put  the  law  into  forc(>  on  A]iril  22.  The  Act  reads  as 
follows: 

1.  This  Act  may  be  cited  as  The  Offensive  Weapons  Act. 

2.  Every  |)erson  who  exposes  for  sale,  offers  for  sale,  or 
sells  bowie-knife,  dirk,  dagger,  stiletto,  metal  knuckles,  skull 
cracker  or  slung  shot,  or  who  sells  a  revolver,  pistol  or  air 
gun  to  any  i)erson  other  than  one  holding  a  certificate  issued 
under  section  118  of  the  Criminal  Code,  or  one,  being  over  18 
years  of  age,  who  j)roduces  to  and  leaves  with  the  vendor  a 
permit  in  writing,  signed  by  the  Superintendent  of  Provincial 
Police,  or  a  Chief  Constable  of  a  c.ty  or  town,  allowing  him 
to  purchase  a  revolver,  pistol  or  air  gun.  shall  be  guilty  of  an 
offence  and  liable  on  summary  conviction  to  a  penalty  not 
exceeding  $200  or  less  than  $25,  or  to  imprisonment  for  a  term 
not  exceeding  six  months  with  or  without  hard  labor  or  to 
both,  and  the  bowie-knife,  dirk,  dagger,  stiletto,  metal  knuckles, 
skull  cracker  or  slung  shot,  revolver,  j)istol  or  air  gun  so  ex- 
posed or  offered  for  sale,  or  sold  by  such  person,  shall  be  con- 
fiscated by  the  Police  Magistrate  or  Justice  and  transferred  tr) 
the  Superintendent  of  Provincial  Police,  or  de.5troyed  as  such 
Magistrate  or  .lustice  may  see  fit. 

3.  —  (1)  Every  jierson  who  sells  a  revolver,  pistol  or  air 
gun  under  the  provisions  of  section  1  hereof,  without  keeping 
a  record  of  the  date  of  the  sale,  name  of  maker,  serial  number 
of  such  revolver,  pistol  or  air  gun,  and  the  name,  address  and 
occujtation  of  the  purchaser  or  who  sells  or  exposes  or  offers 
for  sale  any  revolver  or  pistol  which  does  not  bear  a  serial 
number  and  the  makers'  name,  shall  be  guilty  of  an  offense 
and  liable  on  summary  conviction  to  a  penalty  not  exceeding 
$200  or  less  than  $25,  or  to  imjirisonment  for  a  term  not  ex- 
ceeding six  months  with  or  without  hard  labour  or  to  both, 
and  tlie  revolver,  jjistol  or  air  gun  so  ex])osed  or  offered  for 
sale,  or  sold  by  such  ]ierson,  shall  be  confiscated  by  the  Police 
IMagistrate  or  .lustice  and  transferred  to  the  Superintendent 
of  Provincial  Police,  or  destroyed  as  such  Magistrate  or  Justice 
may  see  fit. 

(2)  The  record  referred  to  in  subsection  1  may  be  in- 
S])ected  at  any  time  by  any  |)eace  officer  and  a  cojjy  thereof  shall 
be  transmitted  b.y  the  person  making  the  sale  to  the  Superin- 
tendent of  Provincial  Police  within  seven  days  after  the  31st 
M  arch,  ."iOth  June,  .'iOth  September,  and  31st  December  in  each 
y(>ar.  A  violation  of  this  subsection  shall  render  the  offender 
liable,  on  summary  conviction,  to  a  penalty  not  exceeding  $50. 

4.  Every  I'eace  Officer  may  search  any  jjerson  who  he  has 
reason  to  believe  and  does  believe  is  violating  any  of  the  pro- 
visions of  sections  115,  116,  117,  118,  120,  121,  123j  124  and  127 
of  the  Criminal  Code,  and  may  seize  any  of  the  weapons  which 
such  j)erson  is  illegally  carrying  and  any  weapon  seized  under 
this  section  shall  be  confiscated  and  handed  over  to  the  Superin- 
tendent of  Provincial  Police  or  to  the  Chief  or  High  Constable 
of  the  municipality  to  be  by  him  transferred  to  the  Superin- 
tendent of  Provincial  Police  or  destroyed  as  he  may  sec  fit. 

5.  If  any  of  the  weapons  mentioned  in  the  first  section 
hereof  is  found  upon  a  person  believed  not  to  be  a  native  of 
Canada  by  the  Constable  making  the  search  or  by  the  Justice 
of  the  Peace  or  Magistrate  before  whom  such  person  is  charged 
with  an  offence,  he  shall  report  such  facts  to  the  Provincial 
Secretary  and  the  Provincial  Secretary  may  commnnieate  with 
the  Minister  of  the  Interior  with  the  view  towards  deporting 
such  person  under  the  Immigration  Act. 


Secretary  Wrigley,  of  the  Ontario  Retail  Hardware  Associ- 
ation, after  consulting  with  representatives  of  the  Retail  Hard- 
ware Association,  had  copies  of  the  Act  printed  and  forward- 
ed to  the  retailers  throughout  the  Province,  together  with 
a  circular  letter,  reading,  in  part,   as  follows: 

"The  new  law  makes  it  possible  for  the  police  to  search 
any  suspected  j)erson,  and  confiscate  any  weapons  found,  and 
if  necessary  to  deport  any  undesirables  found  carrying  wea- 
l>ons.  All  the  penalties  of  the  Act,  however,  t)ear  upon  the 
merchant  rather  than  the  purchaser,  and  in  future  merchants 
must  sell  weapons  only  to  those  having  i),;rmits;  must  keep 
a  comjdete  record  of  the  sales,  forwarding  same  to  the  Pro- 
vincial j)olice  every  three  months.  Restrictions  are  also  j)laced 
Uf)on  the  displaying  of  weapons.  Bowie  knives  cannot  be  ex- 
j)0sed  for  sale  at  all,  apparently,  while  the  reading  of  the  Act 
is  uncertain  as  to  whether  or  not  merchants  have  a  right  to 
disi)lay  revolvers,  etc.  No  restrictions  are  placed  on  the  sale 
ot  rifle  or  shot  guns. 

"The  Act  will  undoubtedly  discourage  the  sale  of  cheap 
revolvers,  dirks,  etc.,  but  may  not  have  a  very  bad  effect 
upon  the  sale  of  higher-j)riced  revolvers,  although  many  will 
hesitate  to  ask  the  police  for  permits,  especially  in  the  country 
districts,  where  aplication  cannot  be  made  to  local  officials, 
but  must  be  sent  to  the  Provincial  Police. 

"The  Act  will  encourage  the  sale  of  revolvers,  etc.,  in  On- 
tario l)y  mail  order  houses  located  outside  the  Province.  There 
is  nothing  to  j)revent  a  Montreal,  Winnijieg,  or  United  States 
mail  order  house  shijijjing  weapons  to  Canadian  purchasers. 

"The  Wholesale  Hardware  Association,  in  co-operation  with 
the  Retail  Hardware  Asociation,  would  like  to  have  the  views 
of  retailers  on  the  workings  out  of  this  Act." 

President  K.  C.  Chown.  Belleville,  replied,  suggesting  that 
the  Retail  and  Wholesale  Associations  work  together  to  secure 
tne  repeal  of  the  Act,  petitions  being  circulated  and  the  mem- 
bers of  the  Legislature  being  written  to  by  the  retailers  in 
their  districts. 

The  (ieorge  Taylor  Hardware  Co.,  Cobalt,  write  : — "'We 
believe  that  in  this  district  it  will  not  be  practicable,  as  every 
])rospector  going  into  the  bush  must  be  armed  with  some  kind 
of  a  weai)on,  not  for  the  reason  of  self-defence,  but  more  for 
the  fact  that  the  prospector  depends  greatly  upon  the  game  he 
can  bring  down  as  his  food.  Rifles  are  incumbent  to  carry, 
and  every  prospector  must  carry  a  revolver  or  pistol.  Another 
point  very  much  against  this  law  is  that  any  merchant  or 
mail  order  house  outside  the  Province  of  Ontario  can  sell  into 
Ontario,  and  as  the  boundary  line  between  Quebec  and  Ontario 
is  within  a  short  distance  of  nearly  all  the  towns  from  Cobalt 
north  on  the  T.  &  N.  O.  Railway,  it  is  merely  chasing  our  cus- 
tomers who  wish  to  carry  revolvers  or  pistols  to  the  Quebec 
side  for  them,  and  incidentally,  jierhaps,  their  own  supplies. 
If  it  is  the  intention  to  allow  the  police  to  freely  give  permits 
to  prospectors,  the  law  perhaps  is  not  too  stringent,  but  as  it 
apparently  rests  with  the  Provincial  Police  to  govern  the 
sale  we  believe  the  majority  of  the  merchants  of  this  section 
are  going  to  be  stuck  with  a  big  stock  of  revolvers  and  pis- 
tols." 

Other  retailers  write  as  follows: — "This  law  should  cer- 
tainly apply  to  mail  order  houses,  or  what  good  is  it  f  Any 
fool  could  get  a  revolver  in  this  way  that  would  probably  be 
refused  (without  any  law)  by  the  hardware  dealer." 

"In  my  oi)inion  the  Government  cannot  take  too  much 
precaution  in  stopping  the  ])romiscuous  sale  of  firearms  to  the 
public.  I  do  not  think  it  would  decrease  the  legitimate  sales 
in  the  least,  but  I  think  that  something  should  be  thought  out 
to  prevent  the  outside  Provinces  from  securing  the  business." 

"From  a  business  standpoint  the  law  is  entirely  unfair,  but 
from  the  trouble  I  have  had  in  trying  to  keep  revolvers,  etc., 
from  boys,  T  wish  they  would  add  .22  rifles  to  the  list." 

"It  is  altogether  one-sided,  not  having  had  enough  consid- 
eration to  the  defensive  side.  It  simply  means  the  end  of 
our  handling  revolvers,  air-guns,  etc.  If  this  is  the  object  of 
the  act,  it  has  accomjilishcd  its  ends,  as  very  few  in  this  local- 
ity will  ever  ask  for  a  permit." 

"I  feel  that  this  act,  if  enforced,  would  be  entirely  to  the 
benefit  of  the  outside  mail  order  house  at  the  cost  of  the  re- 
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Gas  Operated  Model 


This  Cut  is  Model  G,  Gas  Operated,  List  Price,  $41.25 

Model  M,  Hand  Operated,  List  Price,  $33.00 


Is  your  Gun  Business  as  Pro 
Dtable  as  it  Should  be  ? 


Stand 


Are  recognized  by  Sportsmen  as  the  Easy  Rifle.  Easy 
on  both  hunter  and  game  because  the  recoil  is  minimum 
and  the  velocity  is  maximum. 


We  are  receiving  many  enquiries  from 
our  advertising-  and  referring  these  to 
the  nearest  dealer  handling  Standard 
Rifles. 


Rifles 


Large  profits  are  assured  every  dealer  who  is  far  sight- 
ed enough  to  handle  Standard  Rifles. 


The  following  Canadian  jobbers  carry  a  stock  of  Standard  Rifles  and  can  ship  promptly — EDMONTON, 
Ross  Bros.,  Ltd.,  Somerville  Hardware  Co.;  LONDON,  D.  H.  Hovvden  &  Co.  Ltd.;  MONTREAL,  L.  H.  Hebert  &  Cie,  Ltd., 
Lariviere,  Inc.,  Lewis  Bros.  Ltd.;  OTTAWA,  Ketchiim  &  Co.  Ltd.;  ST.  JOHN,  N.  B.,  VV.  H.  Thorne  &  Co.  Ltd.;  TORONTO^ 
H.  S.  Howland,  Sons  &  Co.  Ltd.;  WINNIPEG,  J.  H.  Ashdown  Hardware  Co.  Ltd.,  Marshall-Wells  Hardware  Co.  Ltd.,  Miller'. 
Morse  Hardware  Co,  Ltd.,  Hingston-Smith  Arms  Co.  Ltd.,  Wood-Vallance  Ltd. ;  VANCOUVER,  McLennan,  McFeely  &  Co 
Ltd. 

Send  for  our  catalogue,  booklets,  etc.,  and  let  us  tell  you  the  details  of  our  way  of  sending  business  to  you. 

STANDARD  ARMS  CO.,  121  f  s.  ,  Wilmington,  Delaware,  U.S.A. 


WOMEN   ARE   THE   CHIEF   BUYERS  OF 

LACQUERET 

and  you  know  what  it  means  to  get  the  good  will  of  the 
women  !  Think  of  the  money  they  spend  on  the  house- 
hold I 

At  this  season  with  everything  spick  and  span  after 
housecleaning,  LACQUERET  is  especially  in  demand. 

It  works  like  magic  in  brightening  up  old  furniture, 
dingy  woodwork,  and  worn  floors,  and  you  will  surely 
add  to  your  reputation  if  you  recommend  "LACQUER- 
ET." 

Don't  miss  your  share  of  this  profitable  trade.  Better 
send  along  that  order  TO-DAY. 


TORONTO  WINNIPEG 


Always  marketed  in  full 
Imperial  Measure  Packages 


Your  customers  receive  dollar 
for  dollar  in  paint  value  when 
you  sell  Minerva  products. 

You  have  the  assurance  of  a 
permanent  satisfied  trade  which 
means  increased  profits. 

That's  why  you  should  feature 


MINERVA 
Painis  and  Varnishes 

You  can,  absolutely  gfuarantee  every  can  of 

Minerva  Products  and  know  positively  that 

the  contents  will  meet  every  claim. 

Made  from  the  finest  and  purest  ingredients 

obtainable,  Minerva  Paints  are  the  best  that 

brains  and  money  can  produce. 

Stake  the  success  of  your  paint  business  on 

Minerva  quality — it's  sure. 

Write   to-day  tor  the   Minerva  proposition 

and  dealer's  price  list. 

PINCHIN,  JOHNSON  ^  CO.  (Canada.)  Limited 

377-387  Carlaw  Ave.,  Toronto,  Onf. 

HSTAISI.ISIIHI)  IN   KNGLANP  IN  i  m. 
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CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


tail  hardware  merchants  of  Ontario.  Wliile  I  cannot  deny  the 
fact  that  some  legislation  is  necessary  to  prevent  so  many 
worthless  characters  from  carrying  these  weapons,  still  the 
act  seems  to  be  rather  strenuous,  and  the  Ontario  Itetail  Hard- 
ware and  Stove  Dealers'  Association  should  hnve  something 
to  say  on  this  matter." 

"There  is  nothing  to  sto])  a  person  to  give  away  any  of 
these  wcajions  if  lie  chooses,  so  one  can  expose  them  'not  for 
sale,'  but  'to  give  away,'  as  a  bait  to  a  customer  if  he 
wishes  to  do  so.  Carvers  and  butcher  knives  are  not  affected. 
The  sale  of  air-guns  will  now  be  stopi)ed,  as  the  parents  will 
not  ask  for  a  jiermit  for  one  of  these  for  their  children.  Many 
parties  outside  of  this  Province  will  likely  make  a  specialty 
of  supplj'ing  these  weapons  to  the  very  jieople  which  the  Act 
aims  at.'" 

"We  have  some  German-made  revolvers  in  stock;  some 
have  the  makers'  name  only,  and  others  the  nunilier  only. 
We  understand  they  have  to  have  both  stamped  on  the  article. 
Air-rifles  are  stamjied  with  the  makers'  name,  but  without  a 
number,  consetpiently  we  cannot  sell  them.  We  think  we 
should  be  allowed  to  sell  any  of  these  revolvers  or  air-rifles 
if  we  put  some  distinguishing  mark  on  thcni.  We  hope  you 
succeed  in  getting  this  jiart  of  the  Act  adjusted."' 

"The  new  Provincial  law  will  affect  us  much.  We  discon- 
tinued air-guns  several  years  ago.  Have  always  been  ver_y 
careful  about  revolvers,  and  never  catered  for  the  trade." 

"Our  sales  have  been  almost  wholly  to  men  going  to  work 
in  the  lumber  camps,  and  the  weapons  have  been  purchased  for 
))rotection  against  bears  and  wolves  and  for  target  practice 
in  the  eam])s.  In  the  six  years  we  have  been  here  we  never 
heard  of  even  an  accident  due  to  a  revolver's  use  in  camp. 
These  sales  will  7iow  be  cut  out,  as  the  police  will  not  be  very 
anxious  to  give  ])erniits  to  strangers.  This  Act  will  naturally 
give  a  big  boost  to  the  business  of  the  catalogue  houses,  and 
where  a  revolver  is  sold  there  will  generally  be  a  sale  of  other 
goods  as  well,  meaning  a  double  loss  to  us.  The  Act  will  also 
afford  the  j)olice  an  opportunity  for  graft,  or  of  showing  an 
unfair  jireference  to  some  dealer  who  may  have  a  "stand-in" 
with  them.  As  in  local  option,  the  Government  should  have 
given  dealers  five  months  in  which  to  dispose  of  their  stock. 
Very  few  revolvers  would  have  been  found  in  the  stores  at  the 
ex])iration  of  that  jjeriod." 

The  Executive  of  the  Retail  Hardware  Association  now 
have  the  matter  in  liaii<l,  and  as  a  result  of  their  efforts  it 
is  hoped  that  the  act  Tiiay  be  so  amended  that  it  will  accom- 
plish its  real  |)urpose  without  working  hardship  upon  the 
hardwaremen  of  this  Province. 

One  good  thing  has  already  been  accomplished,  however,  the 
importation  of  cheap  revolvers  having  been  lessened.  The 
Journal  editor  talked  with  one  dealer  in  the  foreign  section 
in  Toronto  who  had  cancelled  an  order  for  $400  worth  of  cheap 
Belgian  revolvers  from  a  New  York  house.  Another  thing  is 
certain — that  the  evil-disposed  can  easily  obtain  weapons  in 
spite  of  the  present  Act.  Why,  then,  place  impossible  restric- 
tions upon  those  who  merely  desire  weapons  to  keep  in  their 
homes  or  for  use  when  jirospecting  for  purposes  of  self-de- 
fence ? 


MARBLE  COMPANY  CHANGES  NAME. 

The  Marble  Safety  Axe  Company,  Gladstone,  Michigan, 
has  changed  its  name  to  the  Marble  Arms  and  Manufacturing 
Company.  When  the  com])any  was  organized  thirteen  years 
ago  by  VV.  L.  Marble  it  was  to  manufacture  an  ingenious  safe- 
ty j)ocket  axe,  invente<l  and  used  for  many  j'ears  by  Mr.  Mar- 
ble. From  this  it  took  its  name.  But  from  time  to  time  other 
unique  outing  articles,  invented  by  Mr.  Marble,  were  added  to 
the  output  of  the  plant,  until  to-day  sixty  distinct  articles 
of  widely  varying  character  are  made  by  this  concern.  Chief 
among  them  is  the  Marble  (Same  Getter  Gun,  a  weapon  unique 
in  that  it  combines  "two  guns  in  one,"  having  two  barrels, 
the  upper  .44,  the  lower  .22,  shooting  either  shot  or  round  ball 
or  any  length  .22  cartridges.  It  does  wing  shooting  or  big 
game  work  equally  well.  Also,  the  stock  folds  up,  and  the  gun 
fits  into  a  holster  over  or  under  the  coat  out  of  the  way. 

To  make  its  name  sufficiently  broad  to  embrace  this  gun 
and  everything  in  its  output,  the  Marble  Company  therefore 


adajited  the  new  name  of  the  jV[arV)le  Arms  &  Manufacturing 
Co.  This  name  will  hereafter  be  used  on  all  the  extensive 
ad\ertising  of  the  company. 


PRESENTATION  AT  COBALT. 

.John  Hailes  &  Sons,  Oshawa,  who  for  a  couple  of  years 
have  conducted  a  branch  at  Cobalt,  have  sold  to  the  Northern 
Canada  Su])ply  Co.,  who  will  continue  the  store  a3  their 
"south  end"  wholesale  and  retail  branch.  Glenn  A.  Henry, 
manager  of  the  Bailes  store,  is  now  manager  of  the  retail 
stores  of  the  Northern  Canada  Company.  Fred.  Bailes,  who 
had  been  forced  to  sjiend  most  of  the  past  year  at  Cobalt,  ow- 
ing to  the  increased  busuiess,  was  presented  with  a  handsome 
travelling  bag  before  returning  to  Oshawa. 


REMEDY  FOR  SAN  JOSE  SCALE. 

One  of  the  fruit  lus])ectors  for  Eastern  Ontario,  recom- 
mends the  use  of  wire  brushes  for  cleaning  scale  off  apple  trees 
before  spraying,  if  this  is  properly  and  carefully  done,  the 
s|)ray  fills  pores  on  trees,  and  this  pest  will  be  removed  from 
apples  and  make  better  fruit.  The  Boeckh  Bros.  Company  make 
the  class  of  Brush  required  for  this  purpose. 


PROFITS  IN  WASHING  MACHINES. 

.].  11.  (Connor  &  Son,  Ottawa,,  opened  22  new  accounts  for 
their  washing  machines  at  the  recent  Peterboro'  Convention, 
and  14  have  since  sent  repeat  orders.  There  is  good  profit  to 
be  made  in  washing  machines  if  attention  is  paid  to  it.  One 
satisfied  customer  can  be  made  the  means  of  selling  a  dozen 
more  in  the  same  locality  if  "outside"  salesmanship  is  used 
and  a  canvas  made  for  additional  orders.  Following  up  cus- 
tomers made  it  ]»ossible  for  J.  &  II.  Field,  Mitchell,  Out.,  to 
sell  76  Connor  washing  machines  during  1  910. 


SEVENTY  YEARS  IN  HARDWARE  BUSINESS. 

.lolm  jMcDonald,  Paisley,  Ont.,  the  head  of  a  large  hard- 
ware family,  died  on  April  28,  aged  8.5  years.  Coming  to  Can- 
ada in  1840  at  the  age  of  15  years,  he  engaged  with  George 
Foster,  hardwareman,  Brantford,  and  from  1850  to  1875  con- 
ducted a  business  of  his  own  at  St.  Mary's,  and  at  Paisley 
from  1875  to  1010.  making  70  years  in  the  three  Western  On- 
tario towns. 

Three  sons  engaged  in  the  hardware  business  :  James  A. 
of  :\[c Donald  &  Watson,  Tara,  Ont.;  J.  W.,  of  McDonald  & 
Hay,  North  Bay,  and  W.  A.,  who  until  a  year  ago  was  in- 
terested with  his  father  in  the  Paisley  business,  going  west 
with  his  son,  John  A.,  last  fall  to  conduct  a  business  at  Mort- 
laeh,  Sask.,  both  father  and  son,  however,  contracting  pneu- 
monia and  dying  on  January  28  and  29.  J.  W.  McDonald,, 
North  Bay,  went  west,  and  a  month  ago  sold  the  Mortlach  busi- 
ness to  A.  K.  S.  Ilelliwell,  Griswold,  Man. 

George  W.  McDonald.  Elk  Lake,  Ont.,  is  a  son  of  J.  W. 
McDonald,  and  makes  the  third  generation  in  the  hardware 
business. 


CANADIAN  INDUSTRY  REACHING  OUT. 

The  Dominion  Kegister  Co.,  Toronto,  who  first  introduced 
McCaskey  credit  account  registers  on  the  Canadian  market 
about  eighteen  mouths  ago,  and  who  had  to  secure  larger  fac- 
tory premises  last  fall,  are  branching  out  still  more  by  estab- 
lishing a  large  plant  at  Manchester,  England,  to  supply  the 
European  trade.  In  addition  to  this  they  have  built  u]>  a 
large  business  in  New  Zealand  and  Australia,,  which  is  sup- 
plied from  the  Toronto  factory. 

H.  P.  Macdonell,  Managing  Director  of  the  company,  re- 
turned last  mouth  from  Great  Britain,  where  manufacturing 
operations  have  already  been  begun.  J.  R.  Lumley,  recently 
representing  the  company  at  Calgary,  Alberta,  having  been 
appointed  European  manager.  When  the  new  plant  is  erected 
on  the  Manchester  Ship  Canal  it  is  expected  that  500  persons 
will  be  emjjloyed.  The  company  holds  a  patent  covering  a  spe- 
cial carbonizing  process  for  the  backs  of  papers,  which  makes 
the  duplication  of  copies  very  easy.  Canadian-made  paper 
will  be  used  in  the  new  European  plant. 
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HARDWARE  BUSINESS  OPPORTUNITIES. 

Ads.  inserted  under  this  head  one  cent  per 
word,  each  insertion.  Each  Journal  suhscriher 
is  allowed  to  insert  one  25  word  ad.  free 
each  year. 

THOROUGHLY  EXPERIENCED  WIRE  FENCE  OR  HAKDWARE 
SALESMAN  for  Cimadian  Northwest,  one  who  is  at  present  travelling 
ill  this  territory.  Address,  stating  salary  wanted,  and  full  particulars, 
box  113  Hardware  &  Stove  Journal.  Toronto.  

WANTED — Tinsmiths  and  press  hands  at  all  times.  Correspond- 
ence  invited.     E.  T.  Wright  &  Co.,  Hamilton.  

FOR  SALE — Three  counter  Show  Cases;  also  a  few  tinsmith's 
tools  in  good  repair.     Apply  W.  W.  Chown  Co.,  Limited,  Belleville. 

FIXTTJRES" WANTED — Am  in  the  market  for  several  silent  sales- 
men  and  a  screw  case.  Will  take  slightly  used  ones.  Box  111,  Hard- 
ware &  Stove  .Tournal.  Toronto.  

TINSMITHS  WANTED  for  Western  Canada  towns.  Apply  The 
McClary  Mfg.  Co.,  Winnipeg,  Man.,  who  will  furnish  list  of  towns. 

WANTED — Tinsmith  with  about  $1,00.0  to  invest  in  good  hard- 
ware and  tinsmith  business  in  Western  town.  Splendid  prospects. 
Apply   McClary  Mfg.   Co.,   Winnipeg,  Man. 

OVERSTOCK — Have  an  overstock  of  barn  door  latches  which  I 
will  sell  at  a  low  price.  Particulars  on  request.  Box  112,  Hardware 
&  Stove  Journal,  Toronto. 

FOR  SALE — Retail  Hardware  business,  or  may  take  working  part- 
ner with  some  capital,  one  who  understands  the  business.  For  fur- 
ther particulars,  apply  W.  J.  Lawson,  27  Howland  Ave.,  Toronto. 

WANTED — An  experienced  and  thoroughly  capable  man,  able  to 
take  charge  of  the  manufacturing  end  of  a  Stove  Plant.  Apply  with 
references  and  full  information  to  The  Enterprise  Foundry  Co.,  Sack- 
ville.  N.B.  

TINNER  WANTED — For  country  tinshop ;  one  who  can  do  furnace 
work,  witli  experience  in  pump  work.  Apply  with  references  and  full 
information   to  M  Hammond,  Tofield,  Alta. 


NEWSPAPER  CUTS  FOR  SALE 

Large  assortment,  slightly  used,  Hardware  cuts,  tools 
cutlery,  tinware,  etc.,  suitable  for  newspaper  advertisirg 
Twenty-five  cuts  for  Four  Dollars. 


STANLEY  MILLS  &  CO.  LIMITED 


HAMILTON. 


JENKINS  6.  HARDY 

Assignees,    Chartered  Accountants,    Estate  and  Fire 
Insurance  Agents 

15',  TORONTO  ST.,  TORONTO         52  CANADA  LIFE  BLOG.,  MONTREAL 


ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for 

the  assured 
67  Victoria  Street,  Torouto 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire 
insurance  that  does  insure.  We  act  for  the  people  only,  assisting  in 
the  adjustment  of  fire  losses.     Wire  us  when  your  loss  occurs. 


How  to  be  Successful 

To  be  a  SUCCESSFUL  PATTERN  CUTTER  it  is 
necessary  to  keep  abreast  with  the  times,  as  it  is 
the  up-to-date  mechanics  that  receive  the  best  posi- 
tions and  highest  salaries.  And  to  be  up-to-date 
means  to  study  thorous^'hlv  all  the  new  developments 
in  his  trade,  AND  BE'^  ABLE  TO  APPLY  THEM. 

Are  You  Interested  in  Pattern  Drafting  ? 

WRITE  FOR  FULL  INFORMATION  CONCERNING  THIS  SCHOOL  ALSO  SAMPLE  DRAWINGS 

Gray's  School  of  S.  M.  Pattern  Drafting, 
3537  3rd.  Ave.         -         New  York  City 


There  is  no  *  £]qual ' 

"QUEEN'S  HEAD" 


CANAa\ 


Galvanized  Iron 

Standard  the  World  over 

DO  YOU  STOCK  "  QUEEN'S  HEAD" 
FOR  YOUR  CUSTOMERS  ? 


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  &  CO.,  Limited, 

Makers,  MONTREAL, 

Bristol,  Newport  Managers  Canadian  Branch 


Roofing 

Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Go. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


AGENTS 


WANTED 
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Eastern  Provinces. 

Kicliiiioncl,  (^uc. — W.  A.  Fisli,  tiiisniitli,  retiriiif^. 
North   Ilatloy,  (-iuc. —  Hopkinsou  &  Coombs  succeed  J.  O. 
Brosscmi. 

Halifax — C'rajjf;  Bros.  Co.,  Tjiiiiitcd,  infori)orated. 
Ontario. 

TTndcrvvood — Brill  Bros,  sold  to  Win.  Richardson. 

Berlin — II.  Wolfhard  moved  into  new  store  22  x  150  feet. 

Colborno — H.  McCracken,  suffered  loss  by  fire. 

Thessaloc — Bridge  Bros.,  suffered  loss  by  fire. 

Clinton — llarland  Bros.,  sold  to  Byam  &  Sutter. 

Finch — McTjpan  &  Currie,  new  hardware  store. 

Alvinston — Johns  &  Miner,  sold  to  J.  E.  ITussey. 

Markdale— Ilaskett  Bros.,  sold  to  W.  S.  Perkins. 

Arthur. — D.  Brocklebank  &  Son,  succeeded  by  Brocklebanks, 
Limited,  capitalized  at  $40,000. 

Chatham — Draper  &  Trumjiour,  opening  plumbing  business. 

Cobalt — John  Bailes  &  Son,  sold  to  Northern  Canada 
Supply  Co. 

Owen  Sound — L.  C.  Karstadt,  Durham,  opens  new  store. 
Kirkfield— J.  C.  Staples,  sold  to  II.  D.  Melnnis. 
Delhi — E.  Morgan,  retiring  from  business. 

Manitoba. 

Bradwardine — J.  &  T.  Field,  sold  to  Manitoba  Hardware  & 
Lumber  Co. 

A'alley  River — Howard  Stevens,  opening  store. 
Ninga — A.  L.  Johnston,  succeeds  S.  M.  McKinley. 
Portage  la  Prairie — J.  O.  Cadham,  suffered  loss  by  fire. 
Minnedosa — Mair  &  Burton,  dissolving. 

Winnipeg — Wright  &  Johnston,  opening  tinsniithing 
business. 

Sim])Son — McLean  &  Co.,  establishing  business. 
Norwood — Norwood  Keating  Co.,  succeeds  Knudson  Bros. 
Winnipeg — T.  McAvity  &  Son,  St.  John,  opening  branch. 
Emerson — R.  Hamilton,  sold  to  Chas.  Whitman. 
Winnipeg — ^TacDonald  &  Fleming,  retiring  from  business. 

Saskatchewan. 

K()l|ili — F.  W.  Shoecroft  &  Son,  opening  store. 
Oxbow — Crossley  &  Johnson,  rebuilding  burned  store. 
Mortlach — J.  W.  McDonald,  succeeded  by  A.  K.  S.  Ifelli- 

well. 

"S'eliow  Grass — Smith  &  McLaren,  succeeded  I)y  McLaren  & 

Son. 

Dralic — Isaac  &  .Tau/.en  succeed  Brandt  &  Funk. 

Midale— W.  J.  Mackay  sold  to  W.  J.  Gyles. 

Lunisden — E.  Troughton,  enlarging  store. 

(Janora — G.  G.  Bourne,  entering  hardware  business. 

Regina — Armstrong,  Smyth  &  Dowswell,  suffered  loss  by 

fire. 

Togo — Togo  Suiijily  Co.,  succeeded  by  Law  Bros. 
Lang — G.  S.  Small,  succeeded  by  D.  W.  Whiting. 
Sovereign — Ellis  &  Fossum,  establishing  business.  , 
Regina — E.  P.  Pandin,  establishing  tinsniithing  business. 
Regina — Regina  Sheet  Metal  Works  have  taken  over  tin- 
sniithing business  of  Regina  Trading  Co. 

Im])erial — Bradshaw  &  Anderson,  opening  store. 
Lipton — Dillon  &  Co.,  succeed  F.  Schofield. 
Bangor — D.  B.  Davies,  retiring  from  business. 
Aylesbury — H.  IT.  Johnston,  erecting  new  store. 
Milden,  Sask. — Chas.  Mills  &  Son,  new  store. 
Rainton,  Sask. — C.  B.  Steinman,  new  store. 
Strassburg — G.  H.  McDonald,  sold  to  Rodger  Bros. 
Langhani — Moore  &  Camroux,  suffered  loss  by  fire. 

ALBERTA. 

T.,ethl)ridge — M.  Wright  succeeds  Taber  Trading  Co. 
Inicana — G.  I>.  Faull  sold  to  A.  J.  Gregory. 
IManville — .Tohnston  &  Everett  opening  store. 
Champion — Baker  &  Nerison  dissolving. 


Crossfield — Laut  Bros,  establishing  store  ;  J.  A.  Sutherland 
sold  out. 

\  egreville — M.  Bcrtrand  succeeds  Dostaler  &  Lessard. 

I'onoka — L.  Courtwright  succeeds  Spackman  &  R"we. 

l-angdon — Hill  &  Morey  dissolving. 

Ryley — W.  If.  Fread  erecting  new  store. 

(Jlieadle — J.  W.  Payne  retiring. 

SwalvveJl — W.  F.  Pieper  erecting  new  store. 

Content — Ferrel  &  Ferguson  succeed  Michael  &  Milne. 

Medicine  Hat — Matthews  &  Birmie,  new  store. 

East  Calgary — D.  W.  Thomas  entering  stove  business. 

Edmonton — Ifemsworth  Bros.,  new  jilumbing  business. 


HARDWARE    TRADE  HAPPENINGS. 

The  annealing  department  of  the  Brantford  Screw  Co.'s 
plant  was  destroyed  by  fire  on  April  2.5. 

The  National  Hardware  Manufacturing  Co.,  Orillia,  has 
received  an  offer  to  locate  at  Peterboro',  but  will  probably  re- 
main at  Orillia. 

James  Squires,  salesman  for  the  Peterboro'  Hardware  Co., 
is  now  selling  Ruberoid  for  the  Standard  Paint  &  Varnish  Co., 
Montreal,  in  southwestern  Ontario. 

Kdward  Gurney,  President  of  the  Gurney  Foundry  Co.,  To- 
ronto, has  taken  his  family  to  Europe,  and  will  tour  Great 
Britain  and  the  Continent  in  his  auto. 

J.  S.  Weichel,  Elmira,  who  recently  underwent  an  opera- 
tion in  the  Guelph  Hospital,  is  gradually  recovering  his 
strength,  and  can  walk  to  and  from  the  store. 

The  George  G.  Veness  Manufacturing  Co.,  Boston,  Mass., 
manufacturers  of  household  specialties,  are  to  erect  a  Cana- 
dian factory  at  Toronto  to  supply  their  growing  trade  in  this 
country. 

The  James  Smart  Manufacturing  Co.,  Brockville,  manufac- 
turers of  hardware  and  stoves,  suffered  loss  by  the  burning  of 
their  woodworking  shop  by  fire.  Shipments  are  being  made  as 
usual,  however. 

W.  B.  Gillespie,  for  several  years  traveller  for  the  Hobbs 
Hardware  Co.,  and  more  recently  a  hardware  retailer  in  Lon- 
don, is  now  representing  Brandram-Henderson,  Limited,  in 
western  Ontario. 

Alf.  Clare,  Manager  of  Clare  Bros.,  Limited,  Preston,  left 
last  week  on  a  two  months'  trip  to  Great  Britain  and  European 
countries.  Mr.  Clare  will  be  in  company  with  Hon.  Adam 
Beck  on  an  auto  trip. 

While  W.  F.  Maepherson,  Prescott.  was  attending  the  meet- 
ing of  the  Ontario  Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation Executive  at  Guelph  on  Easter  Monday,  a  thief  got 
away  with  about  $25  worth  of  stock  and  cash  from  his  storp. 

C.  J.  Calcy,  works  manager  of  the  Peterboro'  Lock  Co., 
Peterboro',  has  resigned  his  i)osition  and  returned  to  his  for- 
mer home  at  New  Haven,  Conn.  Before  leaving  Mr.  Calej  was 
presented  with  an  address  and  a  silver  tea  set  by  the  staffff  of 
the  Peterboro'  Lock  Co.,  the  address  being  read  byy  E.  H. 
ITowson,,  Secretary  of  the  company. 

J.  Walton  Peart,  of  Peart  Bros.,  Regina,  Sask.,  was  a  re- 
cent visitor  in  Toronto,  on  his  way  to  Louisville,  Ky.,  for  a 
month's  holida3\  !Mr.  Peart,  after  a  year's  residence  in  west- 
ern Canada,  is  an  enthusiast  on  wonderful  opportunities  for 
(leveloimient  in  that  country.  The  wholesale  department  of  the 
I'eart  Bros.'  business  at  Regina  is  developing  very  rapidly. 

Richard  II.  Irwin,,  Manager  of  McLean  &  Holt's  stove 
store  at  St.  John,  N.B.,  has  resigned  to  accept  the  manage- 
ment of  the  stove  deinirtment  in  Emerson  &  Fisher's  store  at 
St.  John.  Mr.  Irwin  has  made  a  splendid  record  for  himself 
as  a  stove  salesman,  and  before  leaving  was  presented  with  a 
gold-mounted  fountain  pen  by  his  fellow-employees.  He  is 
succeeded  by  D.  J.  Barrett. 

Brocklebanks,  Limited,  who  have  succeeded  D.  Brocklebank 
&  Son,  Arthur,  are  adding  groceries  and  will  add  boots  and 
shoes  to  their  present  business  in  hardware,  crockery  and 
clothing.  D.  Brocklebank,  Past  President  of  the  Retail  Hard- 
ware Association,  retires  after  26  years  connection  with  the 
business,  E.  W.  Brocklebank  being  President,  Wm.  Woodman 
Vice-President,  and  W.  S.  Buschlen,  Secretary.  A  ladies' 
waiting  room  is  being  established  in  the  store. 
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The  "Hatch"  Parlor  D  oor  Hanger 


EASY 
TO 
PUT 
UP 


NOISE- 
LESS 
IN 

ACTION 


Combines  all  the  beSl  features  in  Door  Hanger  Conilrudion.  Quickly  adjusted.  An  abso- 
lutely new  line.  Better  than  the  be^t  American  goods  and  at  a  more  reasonable  price. 
Leave  your  money  in  Canada.    Apply  for  agency. 

CANADA  STEEL  GOODS   COMPANY,  LIMITED 

HAMILTON,  CANADA 


SANITARY  WASHBOARDS 


Branches : 


MEAKINS  &  SONS 

Win  ni  peg 
MEAKINS  &  SONS 
Toronto 
MEAKINS  BRUSH  CO. 
Montreal 


All  Metal 


Wears  long^er  than  five  wooden  boards. 

No  place  for  dirt  to  collect. 

No  smell  after  washing". 

No  nails  to  come  out  and  tear  clothing". 

No  zinc  to  crack  and  cut  heads. 


MEAKINS  &  Sons 

HAMILTON 
Sole  Manufacturers 


British  Columbia  Agents 

F.  Q.  EVANS  &  CO. 
Vancouver,  B.C. 


Nova  Scotia  Agents 

C.  E.  CREIGHTON 
Halilax,  N.S. 
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ardvvaro  store  ;it, 


Wm.  Woolsfv,  \'!in('ou\('r,  iwis 
124!>  (!ran\ille  stroct.  \'aiK'ou\cr. 

Mr.  Fiiilavsoii.  of  Martin,  Kiiilaysoii 
lias  rctiinicd  from  a  trip  to  ( 'a I i foriiia. 


&  AFatlicr,  X'aiicomor, 


Display  of  Mechanics'  Tools  arranged  by  Roy  C.  Gilmour  for 
Fletts,  Limited,  Vancouver. 


E.  H.  Ilorsiiian  Son,  ncom cr,  lia\e  itisposoil  of  tlicir 
liardvvare  stock. 

\  arn islics,  \'an<'oii\  ("r,  is  in  En^- 
ncw  anencic'S. 

out  his  hardware  and  I  i nsni i t h i n;;' 
ronioxo  to  Mediiciiio  Hat. 
modern    liardware   store  Ijuildin^ 
I  frontage  of  .jO  and  a  dejith  of 


Henry  Darlinji,  paints  aro 
land  nej;()tiating  for  several 

.1.  II.  ^Fattliews  is  (dosin;; 
business  at  I'hoenix,  and  will 


A.  l''ulti)n  is 
at  lOnderliy,  H.C 
I  I  Id  feet.' 

MeTa<;«eit  \ 


ei'ectinL:  : 
,  it  lia\int 


\'a  ncoux'er,   are   tnakitiu'  e.xtensive 
A  modern  j^lass  store  front 


M  oscrop 

alterations  tiirouj^liont  their  store, 
is  beiiifi'  installed. 

IMcCallum  &  ('o.,  Cranhrook,  one  of  the  Ix'st  known  hard- 
ware lirnis  in  eastern  British  Columbia,  are  esta lilish ing  a  new 
store  at  (lolden,  B.C. 

II-  I'.  .Morle\-  &  Co.,  iiimitcil,  Armstrong,  B.C'.,,  have  sold 
to  A.  M.  Mai-I'hail,  \'aneou\er.  l\\v.  Morley  has  entered  the 
sport  in<;'  goods  business  with  C.  E.  Tisdall,  Vancouver. 

I''rank  S.  Bonncdl  of  the  Bonnell  Hardware  Co.,  \'ancou\-er, 
has  sold  his  business  to  Mcli.-udilan  P.ros.,  Limited.  Mr.  Bon- 
nell intends  dexoting  his  time  to  the  real  estate  and  brokeragi- 
business. 

Five  new  towns  were  born  in  Saskatchewan  on  May  10 — 
Liberty,  Stalwart,  Ini])erial,  Simpson,  and  Amazon,  on  the 
new  braiudi  of  the  C.l'.K'.  from  Regina  to  Colonsa\-,  near  Sas- 
katoon. 

Mcijachlan  Bros.,  Limited,  who  have  for  si.x  years  carrieii 
on  business  at  IMl  Hastings  street,  \'ancouver„  ha\e  sold  out 
their  lease  and  stock  and  taken  over  the  business  of  f.ie  Bon- 
nell Hardware  Co.  at  878  (iranville  street. 

Archie  \'enn,  who  has  been  in  charge  of  the  builders'  hard- 
ware department  of  Fletts,  Tjimited,  X'ancouver,  for  four  years, 
has  left  to  form  a  partnership  with  Clark  Bros.,  who  have  re- 
cently opened  at  Broadway  and  Gran\ille  streets. 

Fred.  Kyan,  of  the  Charles  Favvcett  jNIanufacturing  Co., 
Sackville,  X.B.,  spent  the  first  wecdi  in  May  at  Vancouver. 
Mr.  Ryan,  together  with  his  wife  and  child,  have  been  on  an 


extended  tour  of  the  western  States  and  California,  and  are 
returning  east  bv  way  of  the  Canadian  west. 

The  .M  anitoba  Hardware  Co.,  Bark  Drive,  Vaneouver,  who 
recently  ojiened  a  branch  at  East  Collingwood,  B.C.,  have  pur- 
chased jiroperty  on  which"  they  intend  erecting  a  large  .store 
and  tiiishop.  S.  A.  Brown,  jiroprietor.  was  formerly  with  the 
Canadian  Fairbanks  Conij.any  and  Wood,  Valianee  &  Leggatt. 


PRESENTATION  AT  VANCOUVER. 

A  ban(|uet  was  recently  given  at  the  home  of  Jfarry  C. 
Martin,  \ancouver,  in  honor  of  Angus  MacPhail,  who  has 
-cMTed  his  connection  with  Martin,  P'inlayson  &  Mather,  and 
is  leaving  Vancouver  to  take  over  the  business  of  Morley  & 
Co.,  Armstrong,  .B.C.  Amongst  those  i)resent  were  G.  Mather, 
(I.  Hunter,  II.  II.  Welsh  and  II.  Henderson.  After  the  dinner 
Mr.  .Martin  expressed  the  firm's  regret  at  losing  such  a  faith- 
ful and  capable  em}doyee,  but  in  jiarting  with  him  they  wished 
him  every  success  in  his  new  undertaking.  Each  member  of 
the  staffff  then  testified  to  the  regard  in  which  their  friend 
and  fellow-worker  was  held,  and  exjiressed  their  sincere  wishe.s 
for  his  success.  Lionel  Martin,  on  behalf  of  the  em|doyees. 
then  presented  Mr.  MacBhail  with  a  handsome  gold  watch, 
suitably  engraved,  as  a  token  of  the  high  estimation  in  which 
he  was  ludd.  Mr.  MacPhail  was  then  handed  a  cheque  from 
tlu"  firm.  A  suitable  reply  was  made  by  Mr.  MacPhail,,  and 
rhi'  rest  of  the  evening  was  devoted  to  toasts  on  behalf  of  the 
firm,  em])loyecs  and  visitors,  with  music  and  songs  intervenin". 


'I'll 


WILL  MANAGE  SASKATOON  BUSINESS. 

Ent. 


erpiise  Hardware  Co.,  Saskatoon,  lia\c  ai>pointed 
as  manager  of  their  business  Raymond  Archibald.,  for  several 
years  New  Brunswick  representative  of  the  Sherwin-Williams 
Co.  Before  leaving  for  the  West  Mr.  Archibald  sjient  a  few- 
days  at  Sackville,  N.B.,  going  over  the  plant  of  the  Enterjtriso 
Foundry  Co.,  whose  products  have  met  with  a  remarkably 
large  sale  through  the  branch  established  at  Saskatoon  "a 
couple  of  years  ago  by  W.  S.  Fisher,  President  of  the  Enter- 
prise" Foundry  Co. 


Co..  Toronto,  will  erect  a 


soil 


pipe 


to  erect 


large  ware- 


at 


The  Calf  .\rt  .Metal  Co.  have  appointed  II.  F.  Ilobbs  man- 
ager of  their  new  branch  at  83!)  Henry  street,  Winnipeg. 

Woitman  Ward,  London.  h;i\e  purchased  a  factory  site 
at  Winnipeg. 

The   .Antlies  Foundry 
foundry  at  Winnipeg. 

W.  .1.  Copp  &  Son,  Fort  William,  a 
house  at  Winnijieg. 

There  is  said  to  be  an  opening  for  a  hardware  store 
Cadogan,  Alta.,  185  miles  west  of  Saskatoon  on  the  C.P.R. 

Armstrong,  Smyth  &  Dows- 
well,  Regina,  Sask.,  who  had  one 
of  the  finest  retail  hardware 
stores  in  Western  Canada,  suf- 
fered a  serious  loss  by  fire  on 
March  30.  The  damage  to  stock 
amounted  to  $25,000,  insurance 
being  .$22,000.  The  loss  on  the 
building  was  $11,000,  fully  insur- 
ed. The  accompanying  picture 
shows  how  their  store  looked 
after  the  fire.  The  firm  expects 
to  have  the  building  complete- 
ly reinoilelled  by  May  15.  They 
occupied  three  floors  and  a  base- 
ment of  a  new  business  block. 
They  are  doing  a  large  share  of 
the  furnace  work  of  Regina,  also 
cornicework  and  tinsniithing, 
and  employ  from  15  to  25  men, 
being  agents  for  "Souvenir" 
stoves   and  ranges. 
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Special  Subscription  Offer : 
THE  HARDWARE  AND  STOVE  JOURNAL 

TWENTY  MONTHS  FOR  ONE  DOLLAR 

Send  in  your  subscription  at  once  in  order  to  get  full  advantage  of  tfiis  offer — 
from  now  until  the  end  of  next  year — December,  1912 — for  only  one  dollar. 


Maritime  i'rovinces    F.  I*ang 
Quebec— F.  J.  Arrowsmitli  and  H. 

Kavanagh 
Ontario    G.  A.  Talbot  and  L.  H. 

Dral<e 


Canadian  Trade  Press 

42-44  Agnes  Street 
Toronio,  -  -  Canada 


Manitoba  and  Sasltatcliewan — 

F.  J.  Tyner,  R.  L.  Miller  and 
S.  E.  Wrijiley. 

Alberta  and  British  Columbia — 
C.  H.  Moody  and  R.  L.  Miller 


II 


BRYAN'S  BRUSHES 
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It  will  pay  you  as  a  Hardware  Dealer  to  stock  this  line.  We 
manufacture  a  full  assortment  for  all  purposes  and  especially  for 

PAINTERS,  DECORATORS  AND  FINISHERS 

Order  from  your  wholesale  house  or  direct. 

SEND  FOR  191  1  CATALOGUE 

THOMAS  BRYAN,  Limited, 
LONDON,  -  -         -  CANADA 


WESTERN  REPRESENTATIVES 

WINNIPEG  PAINT  &  GLASS  CO.,  Limited, 

Winnipeg  and  Edmonton 

CALGARY  PAINT  &  GLASS  CO.,  Calgary,  Alta. 


the 


CALGARY  RETAILERS  PROTECT  THEMSELVES. 

Retail  hardware  men  have  reason  to  feel  jiil)ihuit  over  the 
success  that  has  attended  their  efforts  to  restrict  the  opera- 
tions of  eastern  dealers  coming  into  Calgary  and  endeavoring 
to  sell  direct  to  contractors,  says  The  Western  Canada  Trade 
(iazette.  A  few  days  ago  a  traveller  from  one  of  these  houses 
arrived  in  Calgary  and  proceeded  to  canvas  local  contractors. 
Sc\-cral  large  specifications  were  being  figured  up  and  the  orders 
alMiut  to  be  closed  up,  when  the  license  inspector  was  notified, 
,-iiid  action  was  taken  which  resulted  in  the  traveller  leaving 
for  the  nortli.  An  endeavor  was  made  to  close  up  these  orders 
nail,  but  these  negotiations  were  not  successful,  owing  t" 
\igilance  of  License  Inspector  Manaiey. 
The  retail  section  of  the  Calgary  Board  of  Trade  has  also 
been  taking  action  to  prevent  jobbers  from  selling  to  con- 
sumers. A  letter  was  sent  to  all  wholesale  merchants,  and  the 
following  rei)ly  received  from  W.  C.  Nancarrow,  manager  of 
the  J.  II.  Ashdown  Hardware  Co.,  is  ty^iical  of  how  the  re- 
tailers are  being  supported  by  the  jobbing  trade  : — 

'"About  six  months  ago  a  rule  was  passed  in  our  ware- 
house that  stojjped  any  of  the  employees  from  buying  any 
article  out  of  our  wholesale  stock.  This  we  have  tried  to 
li\'e  up  to-  and  intend  following  that  course.  We  are  entirely 
in  sym|)atliy  with  the  ideas  ex)iressed  by  tlic  retail  section, 
and  if  in  any  extreme  cases  an  instance  should  go  through 
without  the  writer's  knowledge,  we  would  be  very  glad  to 
have  the  retail  section  bring  this  to  our  notice." 


listen  Trading  Co.,  Castor,  Alta.,  who  gave  a  $5  painting  with 
every  cash  purchase. 

L.  T.  Ilartwell,  Eosetown,  Sask.,  was  a  visitor  at  the 
Illinois  Retail  Hardware  Association  at  Chicago  in  March.  Mr. 
Ilartwell  carries  a  line  of  sewing  machines  in  stock  and  sold 
twelve  last  year  without  ]iutting  any  special  effort  into  this 
branch  of  his  trade. 

Macpherson,  Teetzel  &  Co.,  A'ani-ou'N'er,  Western  repre- 
sentatives of  the  Wm.  Buck  Htove  Co.,  Brantford,  report  a 
decided  increase  in  business  since  occupying  their  new  w^are- 
house.  Business  for  the  first  three  months  this  year  has  more 
than  doubled  over  last  year,  and  indications  are  that  1911  will 
be  the  best  ever  ox])erienced  in  B.  C. 

M.  Stewart,  Tilbury,  Ont.,  has  i)raetically  discontinued  the 
sale  of  white  lead,  finding  it  more  profitable  to  push  ready 
mixed  paints.  "I  don't  thinlv  you  will  find  twenty-five  pounds 
of  lead  in  his  store,  where  formerly  he  handled  tons  of  it," 
said  a  traveler  the  other  day. 

W.  J.  Robertson,  hardware  merchant,  Bassano,  Alberta,  re- 
cently ])reseuted  a  clock  to  the  [lostmaster  of  that  town,  to  be 
used  in  the  post  office,  placing  a  neat  card  below  the  clock, 
reading  as  follows: — 

"Time  is  money.  Money  and  time  sa\ed  liy  buying  from 
W.  J.  Robinson,  The  Hardware  Man." 


CANADIAN  TRADE  NOTES. 

•  ).  !•'.  Cairns,  Saskatoon,  recently  closed  his  store  to  the 
public  from  s  to  9. .30  a.m.  on  Monday  morning  in  order  that 
his  clerks  would  not  be  interrupted  during  tlie  course  of  a 
lecture  on  salosinanshi|),  delivered  liy  .\.  I''.  Sheldon. 

The  Banfl"  Hardware  Co.,  Banff,  Alta.,  recently  announced 
that  with  every  !f!20  cash  i)urchase  they  would  give  a  pic- 
ture, and  with  purciiases  of  $2  a  $3  picture  would  be  soM  for 
98  cents.    Another  firm  using  a  similar  selling  plan  is  the  Wil- 


ASSIGNMENT  DOESN'T  NULLIFY  INSURANCE. 

Tlint  an  assignment  doesn 't  nullify  an  insurance  policy  is 
the  point  made  clear  by  a  rcciMit  Court  of  Appeal  judgment 
in  the  case  of  Osier  Wade,  assignee,  against  the  Rochester 
(Jernum  Fire  Insurance  Co. 

T^rooks-Sanford  Hardware,  Limited,  Toronto,  was  insured 
in  this  com|iany.  The  firm  assigned  to  Osier  Wade.  Soon  after- 
wards fire  ]iartly  destroyed  the  firm's  j)ro])erty.  Tlie  insurance 
company  refused  to  ])ay  the  policy  on  the  ground  that  the  as- 
signment relieved  them  of  their  liability.  At  the  trial  Mr. 
Wade  was  awarded  !|f2,4ll'2.  The  comjiany's  appeal  from  this 
judgment  was  disnnsseil  by  the  Court  of  .-\]i]ieMl-  .lustice  Mere- 
dith dissenting. 
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METAL  MARKETS. 

Trade  has  been  none  too  hiisU  in  iiietalH  durin"^  Apiil,  and 
tlicic  is  little  to  rejiort.  Prices  have,  with  the  excc])tioii  jf 
tin,  remained  steady  durin<{  tiie  month,  tin  fluetuat'nf;  U]i  and 
down  a  cent  or  two.  but  endin<;  the  month  at  about  the  same 
l>oint,  4.5  eents  ]>er  |)Ound. 

Demand  for  pifr-iron  from  stove  foundries  and  induslrial 
plants,  but  the  liaekward  si)rin<;  has  withheld  any  rush  which 
might  have  resulted  from  an  earlier  season.  Canadian  No.  1 
)iig  is  quoted  at  $19,  with  No.  2  half  a  dollar  lower.  English 
irons  are  being  bought  a  little  more  freely  on  ar-eount  of  the 
summer  rates  now  pre\  ailiiig,  M  iddlesboro '  No.  3  being  (pioted 
at  $U).50. 

Copper  in  enjoying  a  steady  trade,  prices  of  ingots  being 
unchanged  at  1'iVz  cents  ])er  ])ound.  'Phere  has  been  nothing 
to  liven  this  metal  uj),,  however.  Aluminum  wire  is  becoming 
more  freel.y  used  for  (dectrical  work.  Ingot  aluminum  is  f|Uot- 
ed  at  20  cents. 

Tin  is  still  in  strong  hands,  and  speculation  in  foreign  mar- 
kets causes  frequent  changes  in  i)rice  locally.  Early  in  April 
prices  advanced  a  coui)li'  of  c(>nts.  hut  this  gain  was  lost  to- 
ward the  end  of  the  month,  and  we  again  quote  45  cents. 

Lead  and  sjxdter  are  uiiclianged,  the  former  at  .$3.7.5  for 
Canadian  pig  and  the  hitter  at  $(i  for  the  foreign  article. 

Sheets  and  (dates  have  been  in  fair  demand,  and  stocks  con- 
tinue light,  though  importations  are  fairly  large.  Prices  are 
(piitc  firm  in  synipatliy  with  ingot  tin. 


HARDWARE  MARKETS. 

Backward  s]iring  weather  has  had  an  injurious  effect  U])on 
both  retailers'  and  jobbers'  trade,  and  while  the  totals  for  the 
(irst  four  months  of  the  year  average  up  considerably  better 
tlian  in  J910,  March  and  April  showed  a  falling  off  with  some 
houses.  Some  business  has  undoubtedly  been  lost  for  this  sea- 
son hy  the  continued  cool  weather,  but  much  of  it  will  devel- 
op during  the  Jiext  month. 

May  is  ex])ected  to  be  a  ''hummer.''  and  jobbers  will  have 
didiculty  in  kee]iing  thcdr  shij)ping  floors  clear  of  goods.  Re- 
tailers will  be  well  advised,  therefore,  in  placing  orders  in 
|)lenty  of  time,  so  that  there  will  be  no  disap]iointment  as  a 
result  of  delayed  deliveries. 

Trade  has  been  quite  active  in  sjiring  cleaning  and  house- 
hold lines.  Brushes,  mojis,  etc.,  have  been  particularly  good,  and 
vacuum  cleaners  have  had  an  unprecedented  run.  Lawn  mow- 
ers, hose,  sprinklers,  sjirayers,  screens,  freezes,  and  refriger- 
ators, are  now  in  big  demand,  and  shiiiments  of  these  lines 
are  very  large. 

(5as  and  oil  stoves  for  summer  cooking  arc  also  enjoying  a 
record-breaking  sale,  and  kitchenware,  tinspecialties,  etc.,  are 
moving  lively  in  anticipation  of  an  enormous  trade  in  June, 
when  ''tin  showers''  for  tlie  newly  married  will  divide  atten- 
tion with  the  preparations  for  summer  camjiing  equi])ment  . 

There  has  Ikmmi  m  readjustment  of  prices  on  some  lines  of 
stoves,  lists  being  clianged  with  discounts  untouched.  The  net 
result  is  slightly  higher  ])rices.  A  shortening  of  terms  has  also 
been  given  consideration  and  while  no  general  move  will  bo 
made  at  present,  certain  long  credits  with  favored  customers 
are  being  cut  out.  Fall  bookings  of  stoves  are  heavier  than 
usual,  and  reports  from  Western  Canada  are  very  hopeful.  Car- 
load orders  in  Ontario  are  becoming  less  frequent. 

S|)orting  goods,  cutlery,  silverware  and  cut  glass  ha\e  all 
been  in  satisfactory  demand. 

Builders'  hardware  jirices  are  tending  upward.  Some  manu- 
facturers have  already  withdrawn  prices,  and  it  is  understood 
that  all  Canadian  makers  have  reached  a  decision  in  favor  of 
making  an  advance  on  certain  lines.  The  building  outlook  nev- 
er looked  brighter,  and  retailers  in  most  ilistricts  can  look  for  a 
record-breaking  vear. 


PAINT  AND  OIL  MARKETS. 

Tur|ieiitine  speculators  were  unable  to  hfdd  the  market  up 
after  the  middle  of  April  when  high  i)rices  encouraged  the  ear- 
lier marketing  of  some  of  this  year's  crop.  Prices  commenced 
to  slumj),  and  in  two  or  three  ten-cent  jum[is  the  hi'^h  mark  of 
$1.40  faded  away  to  $1.10  by  May  1,  some  now  f|uoting  as  low 
as  $1.06  in  Toronto. 

Linseed  oil  has  also  eased  off  some,  and  the  j.rediction  of 
$1.05  raw  oil  by  June  1,  made  in  the  Journal  last  month,  seems 
likely  of  fulfilment.  Toronto  prices  are  now  quoted  as  low  as 
$1.09  for  raw  and  $L12  for  boiled,  though  some  ask  higher  fig- 
ures. Ready  mixed  paint  has  been  ordered  in  very  large 
quantities  this  season,  although  the  cold  spring  weather  has 
held  back  outside  work.  The  outlook  for  the  paint  trade  is 
very  V)right,  the  present  year  bidding  fair  to  lie  the  greatest 
of  all  in  the  series  of  big  building  years  Canada  has  been  ex- 
periencing. Prices  are  being  firmly  maintained,  and  retailers 
report  little  difficultj-  in  geting  a  fair  i»rice  for  a  good  article. 

Varnishes  are  also  enjoying  a  brisk  demand.  Fine  grades  of 
rosin  are  stiffening  in  jirice,  this  adding  to  the  heavy  burden 
manufacturers  have  been  carrying  during  the  past  year,  when 
jirices  of  raw  materials  have  advanced  far  more  than  the  price 
to  the  retail  trade. 

White  lead,  white  zinc,  and  red  lead,  are  in  steady  demand- 
with  i)rices  very  firm.  Shipments  have  been  very  heavy  during 
tiic  past  month,  and  there  are  still  large  orders  to  go  out. 

Window  glass  is  very  firm  because  of  the  difficulty  some 
im)iorters  are  experiencing  in  getting  imjiort  orders  filled.  The 
tendency  is  upward,  hut  prices  are  as  yet  unchanged. 


BRUSH  MANUFACTURERS  INCREASE  WAGES. 

An  entirely  voluntary  increase  in  wages  has  been  granted 
to  the  broom  tiers  employed  in  the  broom  manufacturing  de- 
j)artment  of  the  Boeekh  Bros.  Company,  Toronto.  For  some 
years  jiast  the  prices  paid  for  tieing  brooms  was  regulated 
largely  by  prison  competition.  This  has  now  been  done  away 
with,  and  the  company  has  been  able  to  increase  the  wages 
of  their  workmen.  In  doing  so  it  has,  however,  been  stipulated 
that  every  broom  must  be  absolutely  perfect,  as  otherwise  it 
will  be  rejected  by  the  firm's  inspectors,  thereby  insuring  to 
the  consumer  an  article  that  will  give  the  very  best  of  satis- 
faction. The  same  rule  has  been  in  effect  in  the  brush  depart- 
nuMit  of  this  company  for  some  time,  and  has  proved  entirely 
satisfactory  to  all  concerned. 


THE  JOURNAL'S  SUBSCRIPTION  STAFF. 

The  following  are  authorized  subscription  canvassers  for 
the  Canadian  Hardware  &  Stove  Journal: 
Maritime  Provinces — F.  Pang. 
Quebec — F.  J.  Arrowsmith  and  H.  Kavanagh. 
Ontario— G.  A.  Talbot  and  L.  H.  Drake. 

Manitoba  and  Saskatchewan — F.  J.  Tyner,  R.  L.  Miller  and 
S.  E.  Wrigley. 

Alberta  and  British  Columbia — C.  II.  Moody  and  R.  L. 
Miller. 
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NAME  AND  DESIGN  REGISTERED  1909 


PATENTED  1910 


MADE  IN  OVAL  AND  FLAT 


BOECKH'S  "STEEL  GRIP" 
PAINTERS'  BRUSHES 

are  the  result  of  years  of  experimenting,  and  are  without  doubt  the 
best  and  smoothest  working  brushes  to  be  had  anywhere. 

They  are  guaranteed  in  every  respect. 

WRITE  FOR  PRICE  LIST,  ETC. 

THE  BOECKH  BROS.  COMPANY,  Ltd. 


Head  Office 
80  York  Street 


TORONTO,  CANADA  Factories 

ESTABLISHED  1856  158  to  i68  Adelaide  Street  West 


The  Special  Features  in  Maxwell's 

Champion  Hi^h  Speed  Washer 


make  it  a  winner  against  all  competition.  Made  of 
Red  Cypress  (the  wood  that  lasts  a  lifetime),  with 
both  crank  and  top  lever  drive,  heavy  balance  wheel, 
and  extension  wringer  attachment  allowing  practi- 
cally the  whole  top  to  open,  the  Champion  catches  the 
fancy  of  the  woman  who  sees  it  for  the  first  time,  and 
wins  the  warm  recommendations  of  the  woman  who 
uses  it. 

It  pays  to  link  up  your  store  with  such  successes 


as  the 


Champion 


DAVID   MAXV\^ELL  &  SONS,         :-:         St.  Marys,  Ontario 
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AND  stovp:  journal. 


LET  US  WORK  WITH  YOU  IN  SELLING 

Ru-ber-oid  Roofing 


BEWARE  IMITATIONS 


APPEARS  ON  WRAPPER 


Trade  Mark  Reg. 

We've  spent  a  lot  of  money  on  our  new 
l>ookIet  "  RU-BP:R-0ID  — WHY  ••  and  on 
reprinting  "ALL  ABOUT  ROOKLVG.' 
Both  liooklets  are  attractive  and  full  of 
selling^  power. 

We  want  to  get  them  into  the  hands  of 
your  customers,  because  they'll  certainly 
help  you  make  sales. 

.Send  us  the  names  of  all  who  are  build- 
ing or  renewing  roofs  in  your  territory 
aiul  we'll  gladly  send  them  booklets,  with 
your  compliments.  Tell  them  to  write  to 
our  Engineering  Department  for  plans, 
specifications  and  estimates — free.  If 
you've  a  big  contract  in  sight  let  U!>  send 
a  salesman  to  help  you  laiul  it. 


The  Standard  Paint  Co.  of  Canada 

Limited 

286  St.  James  St.,  Montreal. 
105  Tenth  Avenue  East,  Calgary 
197  Bannatyne  Ave.  E.,  Winnipeg. 
25  Pender  St.  W.,  Vancouver. 


Carry  the 
Complete  Line 

of  the  biggest  trade-winners  and 
best  profit-piayers  on  the  market. 
Each  recommends  the  others. 


M-L  Pure  Paints 
Floor  Glaze 
Elastilite  Varnish 


The  most  satisfactory  to  sell  be- 
cause they  are  the  most  satisfactory 
to  use.  We  carry  a  complete  stock, 
always  ready  for  prompt  shipment. 
Write  for  particulars  to 

Imperial  Varnish  ^  Color  Co. 

Limited 

8  to  24  Morse  St.,  Toronto 


108  Princess  St. 
Winnipeg 


524  Beatty  St., 
Vancouver 


Sell  the  Roofing  Chosen  for  the 
Standard  Bank's  New  Sky-Scraper 

Aftci-  testing  every  kind  of  roofing,  the  arehitects  for  the 
Standard  IJank's  new  skv-sci-aper  in  Toronto  decided  on 


Brantf ord  Roofing 


Yon  are  a  man  of  sonnd  jndgment.  there- 
fore yon  can  easily  see  why  it  Avonld  be 
good  policy  for  yon  to  sell  Brantford  Roof- 
ing—the brand  that  towers  above  tluMn 
all  in  (j)nality.  There  are  three  styles  and 
SEVKN  weights  of  ]>i'antford  Hooting. 
Sainph\s  will  be  mailed  frt^e.  tog(>ther  with 
onr  latest  rooting  book.  Drop  ns  a  card 
— NO  W--l)efore  yon've  a  rliance  to  forget. 

BRANTFORD  ROOFING  COHPANY,  LTD. 

BRANTFORD.  CANADA 
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PREVAILING  MARKET  PRICES. 

Toronto.  May  5th,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers.   


METALS. 

in^i'ots     .  .  . 


0  20 
0  09 
0  21 
0  22 
0  23 
131/2 


Aluminum 

Antimony,  per  lli  

Brass  rods.   %   to  1  inch. 
Slieets,  up  to  20  gauge 
Tubing,   1   inch,  base.  . 
Copper    ingots,    casting.  . 

Sheets,  plain,  14  oz.  base  0  22 
Slieets,  tinned.  14  oz.  base  201/2 
Sheets,    plenished,  14 

base   

Sheets,  braziers   •  .  •  -  , 
Bars,  round  %  to  2  i 
Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,   52   sheets ....  4  00 
ipollo  Ordinary 
.   4  45 


0  28 
0  23 
0  21 


Galvanized 
18x24x52 

60   

20x28x80  .... 
20x28x80  .... 
Galvanized  Sheets 

22  gauge,  per  square 
24  gauge,  per  square 


4  35 

4  60 

8  70 

9  20 

(Corrugated)  — 

5  50 
4  50 


4  70 

8  90 

9  40 


70 
35 


cast 


26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 
Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 
Black,  base,  1  inch.... 
Galvanized,  base,  1  inch 

Iron  Pipe  Fittings — 

Canadian  malleable,  40 
iron.  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65;  nipples, 
75  and  10 ;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — ■ 

Jli'dium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,   70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots — 

('an.'idian  foundry.  No.  1  19  00 
M  i.ldlf  sboro.   Xo.   3   19  50 


Hadnor  (charcoal) 


32  50 
75 
85 
25 
00 


Lead,  Canadian  pig   3 

Imported   pig,   100   lb.    .  .  3 

Bar  pig    4 

Slieets,  base,  2  V4  Ib.sq.  ft.  5 

I'ipe  and  waste   30  p.c. 

Tr.-ips  and  bends   50  p.c. 

Solder,  half  and  half,  lb. ..23  25 
Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin.  inc. Its,  1011  11).  .43  00  45  00 
Tin  Plates,  charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  I30X 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion      Crown      Best" — Re- 
tinned. 

I   C,    14x20  base    5  50 

I   X,    14x20   base    6  50 

I  X  X.   14x20  base   ....  7  50 
".Allaway's     Best"    —  Standard 
Quality. 

I  C.  14x20  base    4  60 

I  X,   14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Cokes,  Bessemer  Steel. 

I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,   20x28,   112  sheets..   7  50 

I  X.  Terne  Tin    9  00 

Charcoal   Tin   Boiler  Plates. 
I   X   X,    14x60,    50  sheet 

bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  copper  and  wire  lb.  0  11 

Light  copper  bottoms    ...   0  09 

Heavy  red  brass    0  10. 

Heavy  yellow  brass    0  08 

Light    brass    0  06 

Tea  lead   0  02 

Heavy  lead    0  02 

Scrap    zinc    0  04 

No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap, 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS  AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,    per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of   copper  (blue 

stone)    0  07 

Litharge  ground    0  15 

Litharge,    Flaked   0  06% 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of    Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,  pure    ...   0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure.  .  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10     0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — 

Toronto 

Banels,  550  lbs   0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets.   1-lb   0  20% 

Tins,   1-lb.,   100  in  case  0  21% 

Petroleum — 

Can.    Prime   white,    gal.  0  121/.^ 
U.S.   Water  white    ....   0  14  ' 
U.S.  Pratt's  astral  ....  0  16 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls._    0  17% 

Benzine,  per  gal,  single 

bbls   0  15% 

Putty — 

Bulk    in    casks    2  20 

Bulk  100  lb.  drums....  2  55 
Bladders   in   barrels    ....   2  75 

Ready  Mixed  Paints — 

Vrr  gallon,  qt.  tins.  1  50     2  00 

Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     lb.  kegs, 

per    cwt   5  25 

Shingle  Stains — 

In   5  g;iIlon  buckets   0  75 

Turpentine   and  Linseed   Oil — 
Pure      Turpentine,  single 

barrels   1   06     1  10 

Wood    Turpentine    0  95 

Linseed  Oil,  single  barrel, 

raw    .■   1   o,s     1  10 

Linseed  Oil,  single  barrel, 
boiled    in  11;; 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage,   No.   1    1  50 

Pale   durable   body    3  50 

Finest    elastic   gearing    .  .  3  00 

Elastic   Oak    1  50 

Furniture,    polishing    ....  2  00 

Furniture,  extra    1  20 

Furniture,  extra  No.  1    .  .  0  95 

Light   oil   finish    1  35 

Gold  size  japan    2  00 

Turps    brown   japan    ....  1  60 

Baking  black   japan    ....  1  35 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    white    shellac  var- 
nish,  in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in  barrels    1  70 

White  Lead,  ground  in  oil — 

B.  B.  genuine    7  40 

other   brands    ....   6  15  6  65 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)                                   0  07% 

Pure,     in     25-lb.  irons 

(in  oil)                                0  08% 

Window  Glass — 

United  Inches          Star  D.D. 

-  Under   26                   4  25  6  25 

26    to    40                    4  65  6  75 

41   to    50                   5  10  7  50 

51    to    60                    5  35  8  50 

61    to    70                    5  75  9  75 

71    to    80                    6  25     11  00 

81    to    85                    7  00     12  50 

86    to    90                                15  00 

91    to    95                                17  50 

96   to    100                            20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,    per   lb   0  40 

Orange    mineral,    100  lb. 

kegs                                     0  09% 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.  ..230 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted..  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 

Anvils,  Taylor  Forbes  .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  84 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50 ;  cow  ties,  40 ; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  135 

lbs.,    9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller.  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4.  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  ,I.P.  &  Co., 
"Blunt''  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails,  base    2  35 

Cut  nails — Montreal,  $2.40  ;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 

$4.25;     No.       15,       $4.50,  in 

lengths  6   ft.  to  11   ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25 ;  No 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs.,  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry   Netting — 2-in.    mesh,  19 

w.g..  60  and  2  V2  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base.  $2.35. 
Wire  Fencing,  car  lots— Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 

Wire  Rope — Galvanized,  1st  grade, 
6  strands,  24  wires,  %,  $5;  1 
inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100   feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25   lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  — ■  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion"  RimFire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2  %  p.c. ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells.  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows :  Chill- 
ed, 40c. ;  buck  and  seal,  80c. ; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%;  Clark's  expansive.  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,  65  p.c. 
Sleigh    bells,    shaft    and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
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Bolts  and  Nuts — 

CnrrinKe  Holts,  common  new  $1 
list. 

Cnrriiigc  Bolts,  %  and  smaller, 
70  p.p. 

Cnrringe  Bolts,  Tlfi  and  up, 
70  p.c. 

Cairinge  Bolts,  Norway  Iron  ($3 
list),   60  p.c. 

Machine  Bolts,  %  and  loss,  60, 
10  &   10  p.c. 

Machine  Bolts,  716  and  np. 
60  p.c. 

Plough   Bolts,   .'5.5,   a   &    10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Knds,  6  Op.c. 

Sleigh  Shoe  Bolt.s,   %   and  less, 

60  and   10  p.c. 

Sleigh    Shoe    Bolts,    7-10  iind 
larger,   5.5   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4^^c  per 
lb.  off. 

Nuts,  hexagon,  all  sixes,  4%c 
per  lb.  off. 

Stovo  rods,  per  lb.,  5  V4c  to  6c. 
Stove    Bolts,  80. 
Building  Paper,  Etc. — 

Taried  slater's  puper,  per 

roll    0  70 

O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   Fibre,   No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre   Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch,   Boston  or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready  Hoofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply   complete,   per  roll.   1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought    steel    fast   joint  and 

loose  pin,    70  p.c. 
Cement — Portland,   bags  per 

bbl  155     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz..  .  2  50 
Conductor  Pipe — 

2  incli,  in  10  ft.  lengtlis..  3  30 

3  "  "  . .   4  00 

4  "  "  ..528 

5  "  "  .  .   7  26 

6  "  "  . .  8  80 
Door  Knobs — Cau.idian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knolls, 
net  list. 

Door  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls.   60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  eacli    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..  2  90 
10  "  "  .  .   3  15 

12  "  "  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

(Jreamery     trimmings,     75  and 
121/.!  P-C- 
Files  and  Rasps — 

Disston's,  (ireat  Western  Amer- 
ican. Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Eagle.  McClel- 
lan,  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eve,  straight  claw,  1 

lb„    doz   7  no 

Farriers  hammers,   10  oz., 

doz   5  60 

Tinners    setting,     V2  lb., 

doz   4  50 

Machinists,  V2  lb.,  doz...  J  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,   up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and   stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,    50   per  cent. 

Heavy   T   and   strap,   4 -in.,  100 
lbs.    net,    .$7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,   65  p.c. 
Screw   hook    and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

C;hest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  books,  00  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove    pipe    eyes,    kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;   7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',     21/2  x 

51/2  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,   6   in   1  95 

Lignum    Vitae,     rotuid,  5 

inch    2  40 

Caulking,   No.   8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,   6  to  7  lb..  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  ICiVi 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3%    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with   pump,   5   gallon,   per  doz., 
$10.00. 

Davidson   oilers,   40  p.c. 
Zinc   and   tin,   50   p  c. 
Coppered   oilers,   50  p.c. 
Brass  oilers,   50  p.c. 
Malleable,    75  p.c. 
Planes — Wood    bench,  Canadian, 
1(1,  .\nierican,  25  p.c. 
Wood,    fancy,      30    to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  09 

Pure  Manilla  rope  ...  0  10*4 
"British"    Manilla    ...  0  09iii 


Cotton,  3-16    inch  and 

larger    0  24 

Russia   Deep    sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single....  0  08 
Lath  Yarn,  double    ...  0  08  '/4 

Sisal    bed   cord,   48  feet, 

per   doz  0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%   per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,   per  gross    8  40 

Common,  plain    4  25 

Common,  X'lated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  eacli,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 

100    lbs   2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb. .  .  0  32 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened..  60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine) — • 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,    iron,    30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and   21/,  p.c. 

No.  3  and  4  grade,  50  and  2  % 
per  cent. 
Soldering  Irons — 

Base,   per  lb.,   28  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — 

Poultry  netting.  100  lbs..  .  5  70 
Bed,  100  lbs..  No.  14  ...  .   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable.  40  per  cent. 
5   and   6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz..  .  1  35 
Thimbles,  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;    tinned,    85;    (in  kegs),  40; 
cut  tacks,   blued,   in   dozens  only, 
80    and    10;    %i      weights,  60; 
Swedes   cut  tacks,   blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and     10;     Swedes,  upholsterers' 
bulk.  90 ;  brush,  blued  and  tinn 
ed,   bulk.    70   and     10;  Swedes 
gimp,  blued,  tinned  and  japanned 
82%;  zinc  t.SiCks,  35;  leather  car 
pet   tacks,    35;    copper  tacks,  45 
copper    nails,    50;      trunk  nails 
black,  65  and  10;  trunk  nails,  tin 
ned  and  blued,  65  and  10;  clout 
nails,    blued   and    tinned,    65  and 
10;  chair  nails,  35  and  10;  patent 
brads,   40   and    10;    fine  finishing 
40  and  10;  lining  tacks,  in  papers 
net;    lining   tacks,    in   bulk,  15 
lining  tacks,  solid  heads,  in  bulk 
75;    saddle  nails,   in  papers,  10 


saddle  nails,  in  balk,  15;  tufting 
buttons,   22   line  in   dozens  only, 
60;     zinc     gluziers'     points,  5; 
double   pointed   tacks,   papers,  90 
and  10;  double  pointed  tacks,  balk, 
55;    clinch   point   shoe    rivets.  45 
and   10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- 
berry box  tacks.  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry.  75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
I'lain    and     retinned,     73  and 
121/2- 

Traps    (steel   game) — Newhoase, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and  5  per  cent. 
Wheelbarrows — 

Xavvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,   $1.65  per  100  sq. 

ft.;    in    50-ft.    rolls,    $1.70  per 

100    sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.0(1. 

HOUSEFUBNISHINGS. 

Stoves  and  Ranges — 

(ias  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces.  45  per  cent. 
Registers,   70   to   75   per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard. $4.75:  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16x24, 
$1:  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks,  15x24, 
$2;  18x30.  $2.35;  18x36.  $3.50. 

Enameled  Ware — White  ware,  75 
per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl.    Imperial,    Crescent  and 
granite  steel,  50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles, 50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts.   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails.  50  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom  tea  kettles  and 
boilers.   35  p.c. 
Coal   hods.  40  per  cent. 
Boiler  and  tea  kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain,     75  and 
12  %  per  cent. 
Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2.  $10;  No.  3,  $11;  No.  4.  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton.  London  and  St. 
Marys.  40  per  cent. ;  f.o.b.  Ot- 
tawa. Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines — 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan  Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Roval   Canadian,    11  in., 

doz   47  75 

Eze.  10  in.,  per  doz.   .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan.  12  inch   100  00 

Challenge.  3  year,  11  inch  53  25 
Ottawa.  3  year.  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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HAVE   YOU  ILLUSTRATED  ^ 

YOUR   NEW   LINE  • 


By  peniiisslu,,  of  ihc  Specimen  of  Catalogue  Illustration. 

Harriston  Stove  Company.  Photograph,  Retouching  and  Half-tone  Engraving  complete, 

the  product  of  our  works. 

We  photograph  and  make  the  plates  for  any  nature  of  advertising  or  publicity 

Lo^^  Bros.  En^ravin^  Co. 

5  .lordiin  St.  .  .  TORONTO,  CAN. 
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A  New  Cast  Iron  liaii^c^ 


'>f  I'laiii  \  ct  liaiiilsf  (Icsiiiii,  ainl  cnci-n  iinKlcni, 
j)ractical  ami  cllicicnt  iiii|)in\ cincut  i-  cinlMKlicil  in 


THE 

"A  RT 
BANNER 


99 


111  tliis  range  we  liaxc  rcaclieil  tlic 
^highest  i)()iiit  of  perfection  in  stove  ar 
cliitectnre,  and  no  care  or  exjxMise  has 
lieen  spared  to  make  it  Just  what  it  is. 
vi/.---as  good  as  it  looks. 

The  Fire  Box  is  ])roporti(>ii('(l  tu 
do  the  work  wliich  is  ie([nired  to  make 
an  ecoiioiiiical  and  a  ])erfect  cooking 
and  baking  range. 

The  Oven  is  large  and  roomy  and 
will  meet  the  requirements  whicli  your 
tiade  demands. 

The  Reservoir  is  larger  than  on  ordi- 
nary ranges,  and  is  fitted  Avitli  a  special 
device  that  operates  the  damper  in  such 
a  way  as  to  obviate  any  mistake  when 
the  oven  is  to  be  used  for  l)akiiig. 
The  Nickel  Bands  are  rcmoval)le,  and  of  the  most  api)roved  patterns.  They  are 
perfect  fitting  and  remove  with  ease. 

We  have  succeeded  in  i)roducing  a  range  full  of  merit,  very  artistic  in  ai)pearance. 
which  creates  immediate  attention,  and  every  stove  dealer  will  admit  that  this  is  half  tlie 
battle  in  selling  stoves. 

Get  our  jirices  and  full  information  of  this  range,  and  you  will  find  it  to  ho  the  b(>st 
stove  proposition  before  you  to-day. 


Our  neiv  store  aitalogue  illustrates  our  full  Hue.     Write  for  it. 


The  DoM  n  Draft  Furnace  Co.,  Limited 

GALT,  ONTARIO 
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/UFKiN  Meas  uring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  whicli  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers. 

THE /uFK/N Rule  t?a.  qfCanada^Ltd, 

W/jVDSO/tONT, 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


RICHMOND  VACUUM  CLEANERS 

OVER  40,000  IN  USE 

H  This  famous  Ten  pound  machine  operates  from  any  electric  light  jet. 
H  Attachments  for  all  sorts  of  cleaning-. 

*\]   For  durability,  effectiveness  and  simplicity  is  without  a  rival. 

Retails  at  ST5.00.    Get  our  catalogue  and  trade  prices. 
PRATT  SPECIALTY  CO.,  389a  Rleury  Street,  MONTREAL,  QUE. 


^'o^l^  store  is  not  complete  wilhout  one  of  our  Stock  and  Display 
Cabinets. 

Write  for  particnl.'irs  rcf^ardinp  free  offer  Xo  HnTclware  De.ilers. 

PIKE  MANUFACTURING  CQ..pike.n  h.,u.s  a 


Think  Over  This 
Metal  Ceiling  Matter 


How  we  bring 
Trade  right 
into  your 
store. 


How  we  make 
sure  no  one 
can  outclass 
you. 

Over  eleven 
hundred  NKW 
designs. 


THE 


Our  advertising  campaign  for 
191  I  will  bring  us  many  enc]uiries 
from  people  who  would  buy  from 
you  if  you  had  the  Preston  Steel 
Ceiling  Agency.  Such  enquiries 
we  would  promptl}'  turn  o\'er  to 
you. 

We  keep  our  assortment  of  de- 
signs right  up  to  date.  We  now 
.have  over  i  icq  quick  selling  pat- 
terns of  these  ceilings. 

At  our  factories  at  Preston  and 
Montreal  we  carry  stocks  big 
enough  to  promptly  fill  every  or- 
der. Thus  our  dealers  never 
suffer  from  delays. 


Metal  Shingle  &  Siding  Co.,  Ltd. 

Factories,  I'reston.  Ont.,    and    Montreal,  Que. 


This  Is  BAD  Advertising! 

Is  it  the  kind  YOUR  store  is  getting?  This  is  a  very  serious  question  that  every  mer- 
chant should  carefully  consider.  It  seems  ridiculous  for  any  merchant  to  advertise  that 
his  methods  are  out-of-date,  that  his  clerks  are  careless,  slow,  inefficient  and  make 
mistakes,  that  his  customers  get  indifferent  service,  and  that  he  doesn't  protect  them  by 
giving  receipts. 

YET  thousands  of  merchants  are  doing- this  very  thing  every  day.     Not  by  sticking  signs  in  the  window— but  by  their 
methods,  by  their  neglect  to  adopt  modern  store  system.    Actions  speak  loiidei    than   words,  remember.    You  don  t 
have  iotell  people  how  you  do  business.    You  are  sJiowing  ihem,  every  day. 
If  unsatisfactory  conditions  exist  in  your  store  lose  no  time  in  remedying  them.     Prevent  mistakes,  avoid  disputes,  stop  all 

losses  and  insure  absolute  accuracy  in  all  money  dealings — as  a  million  other  successful  merchants  have  done  by  getting  .'i 

National  Cash  Register.    Then  "put  a  receipt  in  every  parcel." 

You  cannot  succeed  without  a  good  system  -and  the  better  your  system  the  better  you  will  succeed.    No  store  system 
ever  invented  has  done  so  much  for  so  many  merchants  at  so  little  cost,  as  the  National  Cash  Register. 

Customers  like  to  deal  in  stores  that  have  a  National  Cash  Register.    They  know  it  guarantees  absolute  accuracy,  pro- 
motes efficiency  and  good  management.    And  they  realize  that  good  management  means  better  values. 
There's  a  National  Cash  Register  built  for  you,  and  the  money  you  will  save  will  pay  for  it. 


ll'rjtr  for  further  informatwu  to 


NATIONAL  CASH  REGISTER  CO. 

Head  Office  for  Canada  :  285  Yonge  Slreet,  Toronto  F.  E.  MUTTON,  Manager  for  Canada 

Canadian  Factory.  Toronto  Offices  in  all  principal  cities 
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For  Durability,  Efficiency  and  Economy  no 
machine  will  give  better  satisfaction  than  the 

WESTERN  TOOL  GRINDER 

This  machine  is  noiseless,  dirtless,  chainless,  lightest  run,  longest 
lived  grinding  machine  on  the  market.  The  friction  is  reduced  to  a 
minimum.  It  has  cut  gears  encased.  The  wheel  is  a  corundum 
grinder,  7x1.  Every  part  of  the  machine  is  made  of  the  finest  iron 
and  is  very  easy  to  handle. 

Our  Grinders  are  packed  in  a  box  and  only  weigh  20  lbs. 
There's  money  in  it  for  you.    Write  to  us. 


Tl 


TTAYLOE  =  WOMB 


I  C0MPAM¥„  LHMETl 

GUELPH,  ONTARIO 


REFRESKNTED  BY 

H.  G.  ROGERS.  53 '3  Dock  St.,  St.  John,  N.B.  W.  A,  MacLENNAN,  Vancouver,  B.C. 

J.  B.  H.  KICKABY,  Victoria,  B.C.  HARRY  F.  MOULDEN,  Travellers"  Bldg.,  Winnipeg. 

CANADIAN  UNITED  MFRS.  AGENCY,  LONDON,  Eng. 


>HE'0]SITO 
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Show  Your  Customers  the  Advantage 
of  using  the  GILLETTE  with  the 
Correct  Angle  Stroke 

AVMien  you  sell  a  man  a  GILLETTE  you  can  be  quite  sure  he'll  get  a  good  shave,  no 
matter  how  he  uses  it.  The  GILLETTE  is  so  simple,  so  handy  and  so  keen  that  he  can- 
not fail. 

But  at  the  same  time  there  is  a  best  way  of  using  the  GILLETTE,  ;ind  that  is  with 
the  An^le  Stroke,  illustrated  above.  Drawn  across  the  face  in  this  w'ay  at  an  angle  to 
the  cutting  edge,  the  blade  slips  sideways  across  each  hair  while  it  cuts,  just  as  a  scythe 
or  a  bread-knife  is  drawn  across  the  material  it  is  cutting  Flverybody  knows  the  advan- 
tage of  the  angle  stroke  with  other  edged  tools,  but  not  every  one  thinks  of  applying  it  to 
a  razor.     The  words  of  caution  are  :     "  Don't  scrape  !  " 

With  the  GILLETTE  the  angle  stroke  comes  natural,  and  the  result  is  the  cool, 
clean,  quick,  comfortable  GILLETTE  shave,  known  and  appreciated  the  world  over. 

if \ou  want  every  man  who  buys  a  GILLETTE  from  you  to  enthusiastically  help  you 
sell  others,  be  sure  to  explain  to  him  the  ANGLE  STROKE. 

Our  picture  post  cards,  illustrating  and  explaining  this  .\ngle  Stroke,  are  now  ready. 
Mail  them  to  your  trade  and  make  them  work  for  you. 

The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 

Office  and  Factory,  -  -  63  St.  Alexander  Street,  Montreal 

Offices  also  in  NEW  YORK.  CHICAGO,  LONDON,  ENG.  and  SHANGHAI.  CHINA 

Factories  in  Montreal,  Boston,  Leicester,  Berlin  and  Paris 
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Requisites  for  Keeping  the  Lawn 
and  Grounds  in  Condition 

That  Are  Profitable  to  Handle 
Lawn  Mowers 

We  have  a  splendid  showing-  and  among 
them  we  handle  the  following-  makes  : 

''Daisy,"  "Star,"  "Woodyatt,"  "Empress," 
"Matchless,"  "Keystone,"  and  "Genuine 
Pennsylvania," — in  all  widths  of  cuts. 

\\'e  also  cany  Townsend's  Triple  Ratchet 
Horse  Lawn  Mower.  Known  the  world  over 
as  the  most  efficient  Horse  Lawn  Mower  made. 
We  have  it  in  three  cuts,  30  in.,  35  in.,  38  in. 

Lawn  Rollers,  Hose,  Reels,  Sprayers,  etc. 


qgAlTARCEe,'  HA_NJJCE' 


Lawn   Rollers.     In   weig-hts  running 
from  350  lbs.  to  750  lbs. 

Water    Weighted     Lawn  Rollers- 
Weights  from  1,000  lbs.  to  1,500  lbs. 

Rubber  Hose-  We  stock  all  qualities. 
K  inch,  3  ply;  inch,  4  ply;  3.^  inch,  3 
ply  ;  3^  inch,  4  ply  ;  i  inch,  3  ply  ;  i  inch, 
4  ply. 

Hose  Reels.  With  and  without  Drums.  Capacity,  50  ft.  or 
100  feet  of  Hose. 

Hose  Couplings,  Hose  Grips,  Sure  Grip  Hose  Clamps, 
Hose  Menders,  we  have  in  good  variety. 

Lawn  Sprayers.  We  stock  the  following  :  "  The  Fountain  " 
(as  illustrated),  "Columbia,"  "Cyclone,"  "Mayflower,''  etc. 


Garden 
Tools 

In  splendid  variety  and 
every  appliance  that's  ne- 
cessary for  keeping-  lawns 
in  perfect  condition. 


"  The  Fountain  " 

Write  for  particulars  and  prices,  which  will  be  promptly  mailed  you. 


Lawn  Rollers  20  in.  wide,  zo  in.  diameter 
350  lbs  weiglit. 


RICE  LEWIS  &  SON.  LIMITED 

Toronto  -  Canada 
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47-11  Razors 


Pocket  Cutlery  and  Butcher  Knives 


When  "sorting  up"  with  Summer  Goods  place  an 
order  with  us  and  take  note  of  the  promptness  and 
carefulness  in  which  the  shipment  is  made.  Our 
business  has  been  built  up  by  giving  customers 
prompt  service  and  quality  goods. 


The 


KENNEDY   HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street.  TORONTO 


Good  Reason  for  Crowing 

Of  late,  Brantford  Roofing  has  been  chosen  for  many 
of  the  largest  and  most  important  roofing  jobs  in  the 


country.     It  was 


^Rubber 
^Roofing 


pDANTFo^^ 
.CRYSTAL 


Brantford 
Roofing 

that  was  selected  after  a  series  of  most  rigid  tests  ^for  the 
Standard  Bank's  new  fire-proof  sky-scraper  in  Toronto.  .And 
there  are  building's,  too,  in  your  territory  that  will  require  an 
exceptional  roofing  like  Brantford  Roofing.  With  our  co-op- 
eration you  can  secure  the  orders.    Get  in  touch  with  us  at  once. 

Brantford  Roofing  Co.,  Limited 


Brantford,  Canada 
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Letter  Orders 


We  have  established  a  reputation  for  un- 
usual promptness  and  satisfaction  in  the 
filling  of  Letter  Orders.  Write  us  immedi- 
ately if  you  want  anything  in  quality  hard- 
ware. We  specialize  on  lines  that  have 
genuine  merit  and  which  have  the  distin- 
guishing merit  of    making  good." 

H.  S.  Rowland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

Promptly.  TORONTO  R'ffht. 

GRAHAM  NAILS  ARE  THE  BEST. 
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The  Hatch  Parlor  Door  Hanger 


EASY 
TO 

PUT 
UP 


NOISE- 
LESS 
IN 
ACTION 


Combines  all  the  beJl  features  in  Door  Hanger  Con^lrudion.  Quickly  adjusted.  An  abso- 
lutely new  lino.  Belter  than  the  be^t  American  goods  and  at  a  more  reasonable  price. 
Leave  your  money  in  Canada.    Apply  for  agency. 

CANADA  STEEL  GOODS  COMPANY,  Limited 

HAMILTON,  CANADA 


SANITARY  WASHBOARDS 

All  Metal 


Wears  longer  than  five  wooden  boards. 

No  place  for  dirt  to  collect. 

No  smell  after  washing". 

No  nails  to  come  out  and  tear  clothing. 

No  zinc  to  crack  and  cut  hands. 


liranches  : 

MEAKINS  &  SONS 

VVinnipeg 
MEAKINS  &  SONS 
Toronto 
MEAKINS  BRUSH  CO. 
Montreal 


MEAKINS  &  Sons 

HAMILTON 

Sole  Manufacturers 


British  Columbia  Agents 

F.  Q.  EVANS  &  CO. 
Vancouver,  B.C. 


Nova  Scotia  Agents 

C.  E.  CREIQHTON 
Halilax,  N.S. 
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>  TO  US 

^^J>  BETWEEN  VISITS  OF 

SALESMEN 


The  same  LOW  PRICES 
appear  on  MAIL  ORDERS 
as  are  made  by  our  sales- 
men. 


We  endeavor  to  price 
MAIL  ORDERS 
Uniformly  and  as  Low  as 
the  market  permits. 


We  Fill  Them  Complete 

We  Ship  Them  Quick 

We  Price  Them  Low 

We  have  30  hustling-  salesmen  calling  on  the  trade,  but  we  realize  that  many  mer- 
chants who  read  this  paper  are  not  reached  regularly  by  our  men,  and  we  want  you  to 
know  the  Good — Quick  Service  we  are  giving. 

The  Tremendous  Growth  and  present  Large  Volume  of  our  Mail  Orders  has  compelled 
us  to  separate  this  business  from  our  regular  Sales  Department,  systematize  it  in  a  depart- 
ment of  its  own,  and  place  it  in  charge  ot  men  specially  trained  in  the  Mail  Order  Business. 

Mail  Orders  are  "  Rush  Orders"  in  this  house,  because  we  know  from  experience  that 
as  a  rule  merchants  want  the  goods  in  a  "rush"  when  ordered  by  mail. 

MAIL   ORDER  SHEETS    and    ADDRESSED  ENVELOPES 
Will   be  sent  you   upon  request 

With  our  large  stocks  to  draw  from,  and  Unsurpassed  Service,  we  trust  }  ou  will  let  us 
"  show  }'Ou  "  that  we  can  merit  your  orders. 

Send  us  a  trial  Mail  Order    Call  for  Mail  Order  Sheets, 
Addressed  Envelopes  and  one  of  our  new  "Want  Books"  and — 
LET  US  START  DOING  A  MAIL  ORDER  BUSINESS  WITH  YOU 

LEWIS  BROS.,  Limited,  Montreal 

OTTAWA  TORONTO  VANCOUVER 
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GREENING'S 

"ANTIQUE  BRONZE" 

SCREEN  CLOTH 

Right  through  the  summer  you  can  command  a 
steady  and  profitable  sale  of  Greening's  "An- 
tique Bronze"  Screen  Cloth. 

It  is  perfectly  galvanized,  perfectly  woven  and 
perfectly  finished. 

Arranged  to  suit  all  your  demands.     Our  enor- 
mous output  means  lowest  prices. 

Consult  our  Catalogue.    Write  for  Samples  and  Quotations. 

THE  B.  GREENING   WIRE  COMPANY,  LIMITED 

Hamilton.  Montreal 


Screen  CLon- 


f 


The  FLYER 


Ilii^h  Speed 
A  Ilantl  Lever 
Ball  Bearing 


WASHER 


Built  up  to  a  Standard. 
Not  down  to  a  Price. 

Large  and  well  balanced  fly  wheel  carries 
the  action  along  when    in  action. 

Easy  Movement — No  Lost  Power. 

Entire  gear  is  attached  to  cover  and 
lifts  easily  with  it. 

IT'S  A  GOOD  ONE 


MADE  BY 


CUMMER-DOWSWELL,  limited.  Hamilton.  Ont. 


Eastern  Agents  : 

W.  L.  HALDIMAND  &  SON 
Montreal,  Que. 


Western  Agent ; 

H.  F.  MOULDEN 

Winnipeg,  Man. 
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THE  WAY  TO  SAVE 

You  can  increase  your  paint  oil  profit  from  lo  to  20  per  cent,    by  eliminating  the   losses  that   attend  the  old 
method  of  handling  it. 
Think  of  this — 

How  much  oil  is  soaked  up  in  the  floor  ? 
How  much  is  smeared  over  the  measures  and  funnels  ? 
How  much  is  absorbed  by  the  barrel? 
How  much  is  wasted  by  over  measure  and  spillage? 
How  much  is  your  fire  hazard  increased  ? 
Investigate  these  points  carefully,  then  you  will  realize  how  much  you  are  losing  by  not  having  a  Bowser  System. 


This  cut  is 
reproduced 
from  a  photo- 
graph  of  a 
Bowser  system 
installed  for 

Manville 
Hardware 
Company, 

Prince  ^Albert, 
Sask. 

Watch  for  our 
ad.  iti  the  next  issue 
(ij  this  Journal.  We 
ti'ill  reprodure  an- 
other installation. 


This  System 
handles 

Raw  Linseed 
Boiled  Linseed 
Turpentine 
Gas  Engine  Oil 
Cylinder  Oil 
Floor  Oil 
Machine  No.  1 
Machine  No.  2 
Coal  Oil 

cleanly  and 
profitably. 

Total  capa- 
city of  System, 
21  barrels. 


The  Bowser  Paint  Oil  System 

positively  stops  all  loss  in  retailing  and  wholesaling  paint  oils,  varnishes,  etc. 

The  self  measuring  pumps  are  adjusted  to  imperial  standard  ire^isure.  The  steel  tanks  are  air  tight  and  fire 
proof.     No  possibility  for  foots  and  fats  to  accumulate. 

No  dirty,  oily,  smeary  measures  and  funnels  standing  around  the  store.  No  oil  soaked  iloor  or  filth}-,  fire  invit- 
ing barrels  to  take  up  valuable  room.     Your  oil  depai  tment  can  be  as  clean  and  inviting  as  an}'  other  part  of  the  store. 

You  can  materially  reduce  your  fire  risk. 

These  systems  are  made  in  first  floor  and  cellar  styles.  You  can  get  one  tank  or  you  can  get  a  "  battery  "  and 
get  them  just  as  you  need  them. 

\\'\\\  don'l  }-ou  turn  \  our  waste  into  profit?     That's  the  way  to  save.     Ask  for  book  No.  5N,  it  tells  }-ou  how. 

S.  F.  BOWSER  &  CO.,  LIMITED 

66-68  FRASER  AVE.,  TORONTO,  ONT. 
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THE  GURNEY-OXFORD  SMOKE  PIPE 


Which  Stove  Line  For  Your  Store? 


First,  and  most  important,  y^et  stoves  that  worl<  perfectly.  We  can't  tell  you  that  story  here,  Mr. 
Dealer.  The  quality  of  GURNl'^V-OXFORD  Stoves  is  a  by-word  and  a  buy-word  with  good  people  in  your 
town,  and  you  can't  find  anything-  better  to  talk  quality  about. 

Second,  appearance.  "S'ou  have  to  attract  people  before  you  can  sell  them.  Here  is  a  sample  of 
CiURNIiV'-0\l'\")R  I)  products  in  the  cut  above.  It  is  just  one  of  a  dozen  tasty  lines  which  will  draw  trade 
to  your  store. 

Tiiird,  variety.     Not  enoug^h  space  to  g-o  into  this  now  either,  but  just  consider  this  :  We  have  four 
complete  lines  of  steel  ranges,  and  in  the  one  line  illustrated  above  vou  can  get  14,  16,  18  or  20  inch  ovens 
left  or  right  hand  reservoirs,  standard  or  ornate  warming  closets,  a>/d  //le  faris  are  largely  iiitercliaiigeable . 


The  GURNEY-OXFORD  is  not  only  the  best  advertised  line,  but  the  best  line. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 
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THE  GURNEY- OXFORD  SMOKE  PIPE 


Special 
Demonstration 

of  the 

Chancellor 

and  others  of  the  splendid  line 

of  durable,  economical,  reliable  and  attractive 

Gurney-Oxford  Stoves 
and  Ranges 

now  on  display  at  our  store — a  demonstration  that  marks  the  20th  Century 
^achievement  in  stove-making.    Come  and  examine  the  special  points  of 
excellence — • 

The  Oxford 
Economizer 

i — a  marvellous  device  for  the  control  of  the  heat.  It  gives  a  saving  of  20"o 
in  fuel,  besides  economy  of  time  and  labor.  A  patent  authorized  only  on 
this  line. 

The  Divided  Oven  Flue  Strip  is  a  great  economy  of  food.  All 
danger  of  failure  in  baking  is  minimized  with  this  clever  arrangement  for 
even  distribution  of  heat.  There  is  no  better  test  of  practical  stove- 
wrork  than  this  perfect  oven  control. 

Another  advantage  lies  in  the  Reversible  Grate  equipped  with  strong 
interlocking  teeth  that  save  waste,  maximum  heat  with  less  fuel. 

The  Broiler  Top — the  strong  oven  door,  are  excellent  features — 
and  these  all  combine  with  attractive  designs  in  wide  variety  of  size 
and  price. 

You  are  earnestly  invited  to  come  and  inspect  the  Gurney-Oxford 
line — for  the  good  of  your  purse,  your  health,  and  "all  the  comforts 
of  home." 


This  is  a  sample 
of  the  advertising 
which  will  run  in 
the  paper  circu- 
lating in  your 
town,  Mr.  Dealer, 
next  Fall.  This 
and  much  bigger 
ads,  which  we 
can't  show  here 
because  they're 
bigger  than  this 
page. 

The  GURNEY- 
OXFORD  pro- 
position this  year 
is  one  you  simply 
can't  afford  to 
miss.  Get  the 
full  detail  of  it 
from  us.  We  will 
gladly  mail  you  a 
large  illustrated 
book  showing 
what  we  are  pre- 
pared to  do  to 
help  you  sell 
stoves  in  your 
home  town. 


The  Gurney  Foundry  Company,  Limited 


Toronto 


Montreal 


Hamilton 


Winnipeg 


Calgary 


Vancouver 
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COPP'S  STOVES  AND  RANGES 


This  beautiful  range  is  well  worth 
a  first  place  on  every  dealer's  floor  ; 
it  has  in  a  marked  degree  the 
qualities  of  the  ver}^  highest  class 
of  Steel  Ranges,  and  yet  is  mode- 
rate in  price. 

We  are  adding  several  improve- 
ments for  191 1  -lift  front  key  plate, 
sliding  direct  draft  damper,  enlarged 
fire  box  and  ash  pit.  It  is  also  fitted 
with  our  patent  low  closet. 


The  Western  Stove  Makers 


»9 


FORT  William,  Winnipeg. Vancouver. 


All  known  sizes  Rc^istcrS  shapes  and  finishes 


i 


UNRIVALED  SELECTION 


CAST  IRON 

Floor  and  Wall 
Registers 

Faces 

Borders 

Baseboard  Registers 

Original  Design 
Goods 


SEMI-Sl'EEL 

Floor  and  Wall 
Registers 

Convex  Reversible 
Wafers 


WROUGHT  STEEL 

Floor  and  Wall 
Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Canadian  Ferrosteel  Co.,  Limited,  Bridgeburg,  Ont. 
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NEW  STEEL  BASEBOARD  REGISTERS 

This  register  takes  a  supply  pipe  3  inches  deeper  tlian  the 
studding,  is  light  in  weight  and  has  an  extra  large  air  capacity. 

Send  for  Descriptive  Circular. 

Tuttle  &  Bailey  Mfg.  Co.  of  Canada*  Ltd. 

BRIDGEBURG.  -         .         .         .  ONT. 


The  "Arctic"  IceChe^ 

A  Portable,  Handy  and  Compact  Refrig- 
erator.     Made  on  Scientific  Principles 

Double  walls  of  galvanized  iron. 

Japanned  Oak — with  separate  chamber  for  ice  and  nickel  plated 
tap  for  the  drip  water. 

The  most  suitable  refrigerator  yet  made  for  yachts,  summer  resi- 
dences, camping  and  picnic  parties. 

For  the  sick  room  it  is  a  positive  boon,  as  ice  and  food  requisites 
for  the  invalid  may  be  kept  ready  to  hand  at  all  times. 

Price?  on  application. 

The  Thos.  Davidson  Mfg.  Co.,  Limited 

MONTREAL  and  WINNIPEG 


Made  in  Three  Sizes. 
"ARCTIC" 

No.  20 — X  13^  X  ijj^. 
No.  30 — 23  X  16  X  16. 
No.  40—27  X  195^  X  19!^. 


"POLAR  "     (A  cheaper  line  with  single 
walls. ) 

Two  Sizes. 

Small — 20%  X  1454  X  mU. 
Large — 28  x  t(t  1-2  x  16  1-2. 
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Campers'  Supplies 


\TOW  is  the  season  to  prepare  for  Campers'  Supplies.     We  show  below  a  few  lines  of 
^  Camp  Stoves,  but  wc  would  like  to  send  you  our  Camp  Supply  Catalogue  which 
shows  several  lines  of  Camp  Stoves  and  other  accessories. 


THE  "TESLIN"  CAMP  STOVE 

The  Teslin  will  be  found  a  very  satisfactory  stove  tor  camp  pur- 
poses.   It  is  strong  and  durable  and  packs  compact  tor  shipping. 


FLAT  SHEET  STEEL  BUILT  UP 


STEEL  B.C.  CAMP  STOVE 

This  ramp  stove  is  made  entirely  of  steel  and  has 
four  strong  removable  legs.  It  is  specially  constructed 
for  heavy  work  and  is  a  strong  leader. 


KNOCKED  DOWN 

"SURVEYOR"  CAMP  STOVE 

is  also  made  of  heavy  sheet  steel  and  is  nuu  ii  used  for  surveyors"  purposes,  as 
the  name  indicates. 


The  camp  supply  business,  aside  from  being  profitable  in  itself  is  a  good  stepping 
stone  to  increased  business. 


McCLARY'S 

LONDON  VANCOUVER  CALGARY  TORONTO  SASKATOON 
ST.  JOHN,  N.B.  MONTREAL         WINNIPEG  HAMILTON 


i6 
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S.M.P.  Royal  Nickel  Plated  Tea  Kettles 

Made  of  Finest  Sheet  Copper,  Heavily  Nickeled 


Bodies  and 
Bottoms 
stamped  in 
one  piece. 


Prices 
on 


Application,       'smm  *  mt  9  V 


Pit  Bottoms  Flat  Bottoms 

EACH  KETTLE  IS  PACKED  SEPARATELY  IN  A  CARDBOARD  BOX 
Our  Stock  is  Complete  and  We  Can  Ship  Promptly.    Send  Us  Your  Orders. 

The  Sheet  Metal  Products  Company, 

of  Canada  Successors  to  Limited 

KEMP  MANUFACTURING  COMPANY 

TORONTO. 


MONTREAL 


WINNIPEG 


Buttermakers  Demand  the 
"FAVORITE"  Churn 


B 


\  glance  at  its 


ECAUSE  they  know  it  is  the  best 
constrn('tion---that  light  bnt  rigid  angle  steel  frame, 
the  bolted  trunnions,  the  tight  and  conveniently  ar- 
ranged cover,  the  combincMl  hand  and  toot  drive,  the  roller 
l)earings--these  very  evident  advantages  convince  one  of 
its  su[)(>riority,  which  is  fully  proven  by  actual  churning 
tests. 

As  a  natural  result,  more  "  Favorites "  are  sold  in 
Canada  than  all  other  churns  combined. 
8  sizes,  to  cliurn  from  i  to  80  gallons. 


DAVID  MAXWELL  &:  SONS,  St.  Mary's,  Out. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


17 


A  Single  Winter  Season 

has  served  to  demonstrate  most  conclusively  to  every  user  of  a 


3^ 


"GOOD  CHEER 

CIRCLE  WATERPAN  FURNACE 

that  the  properly  humidified  heat  which  our  Circle  Waterpan  affords  undoubt- 
edly favors 


HEALTH, 
COMFORT  and 
ECONOMY 


From  this  time  on  the  fur- 
nace purchaser  is  going  to 
insist  on  humidified  heated  air, 
and  in  the  face  of  his  convic- 
tions and  your  own  on  this 
point,  are  you  going  to  argue 
with  him  that  humidity  is  un- 
necessary? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  will  have  two 
complete  lines  of  circle  water- 
pan  furnaces.  We  also  make 
the  neatest  and  cheap- 
est line  of  side  wall 
registers  in  the  market, 
and  a  new  side  wall 
cold  air  base  plate  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 


THE  JAMES  STEWART  MFG.  CO.,  Limited 

WOODSTOCK,  ONT. 
Western  Warehouse :— 156  Lombard  Street,  Winnipeg,  Man. 


DISTRIBUTING  AGENCIES  :— McLennan,  McFeely  Q 

V.incouver,  B.C. 


Co.  Wood,  Vallance  Hardware  Co. 

Nelson,  B.C. 


Ross  Bros.,  Limited 
Edmonton,  Alta. 
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We  make  the  following 

FURNACES 

The  DOWN  DRAFT,  5  Sizes 
The  BANNER.  5  Sizes 
The  ACTIVE.  2  Sizes 

This  will  give  you  a  line  of  three  distinct 
styles  of  furnaces  in  twelve  sizes,  with  heatin<^ 
capacities  ranyinj^  from  7,000  to  60,000  cubic 
feet. 


E 


Special  Features 

Two  Piece  Fire  Pot 
Cast  Iron  Dome 
Triangular  Grate  Bars 
Large  Ash  Pit 
Automatic  Gas  Damper 
Water  Coil  Openings 
Large  Water  Pan 

WRITE  FOR  CATALOGUE 


The  Down  Draft  Furnace  Co. 

LIMITED 

GALT  ONTARIO  CANADA 


PEASE 

FURNACES 


Manufacturers  of 

Warm  Air 
Furnaces 

Combination 
Heaters 

Round  and 
Sectional 
Boilers  for 
Hot  Water 
and  Steam 

Registers 

Radiators 

Ventilating 

Systems, 

etc. 


We  are  in  a 

position 

to  quote 

prices  and 

make 

prompt 

shipments 

of  all 

materials 

required 

in  the 

installation 
of  Warm 
Air.  Hot 
Water  and 
Steam 
Heating 
Systems. 


Economy  Futnice —300— Series  B.    Cased,  with  Vetlical  Shalier. 

Our  reputation  of  over  36  years 
in  the  manufacture  of  Warm  Air 
Furnaces  and  Heating  Systems 
affords  an  excellent  example  of  a 
TRIBUTE  TO  HONEST  EN- 
DEAVOR. 

Pease  Furnaces  are  constructed 
from  only  the  best  materials. 

You  make  a  friend  of  your  cus- 
tomer every  time  you  install  a 
Pease  Furnace  or  Heating  Sys- 
tem. 

Let  our  Expert  Engineering  Department  as- 
sist you  when  yoii  have  a  heating  or  ventilat- 
ing problem  to  solve. 

Have  you  received  a  copy  of  our  new  illustrated 
catalogue  and  price  list  (No.  75)  of  our  furnaces 
and  boilers  ?     If  not,  write  to-day  for  one. 

Pease  Foundry  company 

TORONTO  WINNIPEG  75 

Western  representatives.  Pease- Waldon  Co.,  Ltd.,  Winnipeg 
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Hamilton  Jewel  Gas  Ranges 

for  MANUFACTURED  or  NATURAL  GAS  are  made  in  over  125  VARIETIES 

and  every  requirement  can  be  supplied. 


The  Ovens  have  Spring 
Balanced  Drop  Doors.  The 
X'alves,  Airmixers and  othertrim- 
niings  are  all  nickel  plated. 
Galvanized  Dust  Tray  under  Top 
Burners.  The  body  of  Range  is 
Asbestos  Lined.  All  these 
Ranges  are  equipped  with 
Grave's  Patent  Safety 
Lighters— see  cut  above. 
This  lighter  is  far  superior  to 
the  old  style  Pilot  Light.  It  is 
absolutely  safe  because  the 
oven  door  must  be  opened  be- 
fore the  Oven  Burners  can  be 
lighted,  and  thus  all  possibility 
of  explosion  through  accidental 
accumulation  of  gas  in  the  oven 
is  avo  tied. 


A  Thermometer  for  regis- 
tering the  heat  of  Oven  can  be 
attached  to  the  Oven  door  of 
any  Hamilton  Jewel  Gas  Range. 

These  Ranges  can  be  fitted 
with  Hot  Water  Heating  at- 
tachments, or  willi  Reservoirs 
or  Side  Broilers,  and  Top  can 
be  extended  if  desired. 


Large  Hotel 
Ranges 

every  style. 


supi 


Single  Oven 


No. 

Size  oi  Oven 

Size  of  Top 

15 

17  X  iz  X  12  ill 

22  X  ig  in. 

20 

17  X  12  X  lain 

32  X  ) 9  in. 

1 6  X  1 6  X  I  ]  4 

35J  X  22^  in. 

40 

15I  X  16.1  X  I  I 

35^  X  22I  in. 

50 

160  X  i6S  X  11 

S6'l  X  22I  in. 

6o 

18  X  16A  X  ir 

38J  X  22^  in. 

65 

ig  X  i8i  X  12 

3g  X  24\  in. 

Double 

Oven 

No. 

Size  of  Oven 

Size  of  Top 

70 

15I  i6h  X  II 

15I  X  16  X  SI 

80 

16A  X  16^  X  JI 

16.1  X  16  xSl 

90 

18  X  i6.>  X  1 1 

18  X  16  X  8i 

95 

19  X  18'  X  12 

19  X  i8^  X  8 

Elevated  Oven 

Ranges  are  made  in  many 
different  styles  which  are  fully 
described  in  our  Catalogue 
No.  69. 


We  also  make  various  styles 

of 

Side  Oven 

Ranges,  which  we  have  not 
room  to  illustrate  here. 


If  you  have  not  got  our 
catalogue  write  us  for  one. 

All  Ranges  are  thoroughly 
tested    before  leaving-  factory. 


Each    Range  is  fitted  with 

Jewel  Adjustable 
Needle  Valve 

which  gives  perfect  control  of 
gas  supply,  f^or  accurate  mech- 
anical construction  and  satis- 
factory working,  no  other  valve 
equals  it. 

Get  our  Catalogue 
No.  69 


MANUFACTURED  BY 

The  Burrow,  Stewart  ®.  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON  Winnipeg  Branch,  130  James  Ave. 

Agencies  at  Toronto,  Montreal,  Vancouver. 
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WEAR-EVKU 


The 

the  Home 


She  believes  in  the  mercliant  who  docs  l)iisiiie.ss  on  the  Quality  basis — in 
<;'()()(ls  whose  trade  mark  is  backed  and  j)nslied  l)y  energetic  adveitising-. 

The  "  Wear-Kvor"  trade  mark  means  (^nality  in  cooking  utensils. 

Its  prestige  means  to  you,  not  only  pleased  and  profitable  buyers  of  cook- 
ing utensils,  but  more  trade  on  your  other  lines. 

It  helps  to  make  your  name  synonynnnis  Avith  (jnality. 

You  should  have  "Wear- Ever"  advertising— magazine  and  (hauler  aid — 
working  for  you. 

Write 

The  Northern  Aluminum  Co.,  Limited 

Toronto,  Ontario 


ALUMINU3I  WARE 
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We  herewith  introduce  our  latest  creation 

THE  REGAL  FAVORITE 


which  is  the  result  of  close  study,  expariencc  and  kiiowlerlge  of  what  shoidd 
constitute  a  perfect  range  to  suit  the  requirements  of  the  Canadian  People. 


In  most  cases  new  ranges  are 
produced  by  remodelling  or  re- 
dressing ranges  of  previous  years 
but  THE  REGAL  FAVORITE  was 
desio-ned  and  Iniilt  from  the 
wood  in  our  own  works  under 
our  supervision.  Its  construc- 
tion is  right  and  has  features  of 
utility  aud  economy  not  found 
in  any  other  range. 

THE  REGAL  FAVORITE  h  is  the 

largest  and  longest  lirel)0x  for 
wood  of  any  Cast  Range  made. 
In  many  coal  and  wood  ranges 
the  wood  box  is  too  small  and 
too  short  and  the  fire  door  is 
only  an  apology.  This  is  the 
chief  objection  to  Cast  Hanges 
for  rural  or  farming  districts 
where  wood  is  the  chief  fiud 
used.  This  is  where  THE  REGAL 
FAVORITE  is  strong,  as  it  has 
an  unusually  lai'ge  hreljox  for 
wood  and  a  correctly  proportion- 
ed fire  hox  for  coal. 


Reservoir  and  High  Closet.    Loose  Locked  Nickel  Ware.    Coal  or  Wood. 


Our  new  catalogue  which  is  now  in  the  hands  of  our 
printers,  will  give  full  particulars  and  details  of  this  range. 


FINDLAY    BROS.   CO.,  LIMITED 

CARLETON  PLACE,  ONT..  and  WINNIPEG 


22 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL.- 


£^  Champion  Grate 

A  wonderful  invention.  Superior  to 
all  others.  Crosswise,  non-warpiny 
bars,  easily  shaken,  more  open  sur- 
face and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

aiitl  is  one  of  its  many  attractive  features 
which  appeal  to  every  housewife.  A  sample 
l  aiijje  will  prove  to  you  what  an  easy  sellinj^ 
line  the  "  Champion"  is. 

fiet  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


RICHMOND  VACUUM  CLEANERS 

OVEU  40,000  IN  US  K 

H  This  famous  Ten  pound  machine  operates  from  any  electric  light  jet. 
H   Attachments  for  all  sorts  of  cleaniiii^. 

11   For  durability,  efTectiveness  and  simplicity  is  without  a  rival. 

Retiiils  at  Get  our  fiitalo^uc  and  trade  pric«»s. 

PRxVTT  SPECIALTY  CO.,  liHihi  Rleury  Street,  MONTREAL,  Ql  E. 


Our  New  Cast  Range 

For  City  and  Town  Trade 

We  w-ant  you  to  investi- 
gate the  merits  of 

THE  FAIRY  DIAMOND 

Made  in  16  and  18  inch  ovens 


This  is  an  up-to-date  range,  with 

drop  oven  and  sprint^  controlled 
door,  neatly  nickelled.  Looks 
right  and  works  rii^ht. 

It  sells  at  a  mediimi  price  and  is 
a  i^reat  trade  catcher. 

Give  us  a  (rial  order. 


Butterworth  Foundry 

Limited 
OTTAWA,  ONTARIO 
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THE 

Enterprise  Prince  Steel  Ran^e 

Our  latest  pattern  and  a  very  attractive  one,  both  in  quality  and  price. 

Has— 

Broiler  Lift 
Double  Check  Draft 
Pouch  Feed 
Very  Large  Flues 
Duplex  Grate 
Oven  Thermometer 
Detachable  Reservoir 
Smooth  Nickel 
Square  Oven 

» 

and  many  other  excel- 
lent features. 

Made  in  four  sizes-- 
No.  8-14  oven  14  x  18 
"    8-16    "     16  X  18 
"    8-18    "  18x18 
"    9-18    "     18  X  18 

Ask  for  illustrated  circular  giving  full  particulars. 

The  Enterprise  Foundry  Co.,  Sackville,  N.B. 

Distributors  in  Western  Canada  : 
FHKD.  J.  C.  COX  &  CO.,  Winnipeg,  Calvary,  Kdmonton. 
TIIK  KNTEHFKISK  IIAHDWAHE  CO.,  Saskatoon,  Sask. 
W.  T.  McAKTHlU?  &  CO.,  Vancouver,  B.C. 


Every  live  stove  dealer  in  Canada  should  see  it. 


Design  Registered. 
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A  HANDSOME  INEW  llEGISTEU 


OFFERED  TO  THE  TRADE  THIS  SEASON 
AND  SELLING  VERY  RAPIDLY 


Tin: 

EM1»IHI<: 
SPECIAL 


Is  an  especially  neat  and 
attractive  design,  and 
meets  the  demand  for  a 
Register  with  a  larger 
opening. 


EMPIRE  SPECIAL 
New  design,  made  in  8  x  10  and  9x12  sizes 


It  sells  at  a  moderate  price 
and  catches  the  trade. 


We  ark  Hr.Angi'AKTi; rs  kor  R\  e rythinc.  in 

Side  Wall  and  Floor  Registers  and  Faces 


Write  us  for  Prices 


Canadian  Heatinj^  &  Ventilating  Co. 

Owen  Sound       ■  Ontario 


Limited 


CHRISTIE  BROS.  CO. 
Cor.  Park  and  Henry  S(s.,  Winnipeg. 


Western  Agents 


M.  C.  DREW  <a  SON 
Vancouver,  B.C. 


Ru-ber-oid  Roofing 

Trade  Mark  Reg. 

Sells  on  its  Record 


BEWARE  IMITATIONS 


APPEARS  ONWRAPPfR 


When  you  reconiend  R  LI-HICK-OI D 
you  eau  talk  Afc/.v  -  not  antieipal  ions. 

RU-BER-OID  has  proved,  iti  twenty 
\ears  of  actual  service,  that  it  is  we.itlier- 
prool,  strong^ly  fire-resisi int;',  unaftei  ted 
by  at'ids,  fumes  or  gases,  oi-  by  extremes 
of  heat  or  cold — that  it  will  neither  rot, 
warp,  rust,  crack,  peel  off,  tfet  soft  and 
poious  nor  haril  aiid  hiillle. 

This  eTideiu  e  of  what  R U-BER-Ol  1) 
liiix  done  under  the  most  adverse  con- 
ditions is  the  very  best  kind  of  proot  of 
what  it  will  do. 


The  Standard  Paint  Co.  of  Canada 

Limited 

286  St-  James  St.,  Montreal. 
179  Bannatyne  Ave.  E.,  Winnipeg. 
105  Tenth  Avenue  East,  Calgary 
25  Pender  St.  W.,  Vancouver. 


Money  in 

Second-Hand 

Stoves 


Wf  liavc  a 

11  11  111  li  t'  r  ()  t' 
■-liL^htlv  11  .s  f  (I 
s  t  o  \  f  s    a  11  tl 


raii^t's  for  L;as. 
natural  ^a.s.  coal  ami  wood,  taken  in 
I'xclianuL'  for  new  gas  ranges. 

These  iiieliule  all  leading  makes. 
Most  of  them  are  iiearlv  new,  and  al] 
|)iit  in  first-elass  etnidition. 

Large  profits  for  dealers  on  these 
yfoods.        Write    us    for  prices. 


Westwood  Bros. 


633-635  Queen  Street,  West,  Toronto,  Ont. 
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Decarbon  Steel  Stoves  and  Ranges 


SUPERB  FAVORITE 

69-19  Crated,  weight  605  lbs.;  369-20,  615  lbs. 


PREMIER  FAVORITE 

9-16.  Crated,  weight  470  lbs. :  9-18,  490  lbs.;  9-20,  510  lbs. 


SOLAR  FAVOPITE 

Q-t6,  Cratcil,  wcif^hl  470  lbs. :  9-18,  490  lbs. 


,  lbs. 


RIVAL 

9-12,  Crated,  weight  1^5  Ihs. 
9- 14,        "  "       160  lbs. 

9-16,       *'  195  lbs 

THE  SUPERB  FAVORITE  ( xeells  all 
other  steel  ranges.  Some  of  the  features 
are :  Braced  and  spring  balanced  oven 
door,  well  proportioned  fire  box,  heavy 
fire  linings,  Wellesville  blue  polished  steel 
body  of  heavy  gauge.  The  flue  construc- 
tion is  such  as  will  allow  free  circulation 
and  be  economical  on  fuel. 

THE  PREMIER  FAVORITE  is  a  range 
for  people  who  study  both  quality  and 
price.  Some  of  the  features  are :  Cast 
back  flue,  spring  balanced  oven  door,  sec- 
tional fire  box  linings,  large  boiler  door, 
roomy  ash  pot,  and  draw  out  grates. 

THE  SOLAR  FAVORITE  is  a  good, 
well  made  range  that  has  stood  the  test 
for  years.  It  will  last  just  as  long  and 
bake  .just  as  well  as  any  range  costing 
twice  as  much. 

THE  NOVEL  FAVORITE  is  made  to 
meet  the  demand  for  a  cheap,  six-hole 
range,  has  duplex  grates,  heavy  fire  box 
linings  and  very  large  ash  pan.  This 
range  demands  the  same  careful  attention 
in  manufacturing  as  our  more  expensive 
lines. 

THE  GLEN  FAVORITE  is  a  four-holed 
range  that  will  stand  the  hard  usage  and 
give  as  good  service  as  any  medium  priced 
range.  It  is  made  in  a  superior  and  Avork- 
manlike  manner  and  is  as  good  as  it  looks. 

All  castings  used  in  the  construction  of 
these  ranges  are  made  of  Decarbon  Steel, 
whicli  will  not  warp  or  crack  like  the 
(■(iinnion  grev  iron  castings. 


STAR  FAVORITE 

g-i6,  Crated,  weigfht,  450  lbs.;  9-18,  470  lbs.: 
9-20,  490  lbs. 


NOVEL  FAVORITE 

9-18,  Crated,  weight  300  lbs. 


GLEN  FAVORITE 

9-16,  Crated,  weight  250  jbs. 


The  Doherty  Mf^.  Co.,  Limited    ■   SARNIA,  ONT. 


MacKENZIE  BROS..  Western  Agents,  WINNIPEG. 
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"  The  cleaner  that  surely  makes  good." 


REGINA  VACUUM  CLEANER 


Write    Page  Wir 
Fence  Co., 
Limited, 
Walkerville,  Ont 
for  special 
proposition. 


THE  Vacuum  Cleaner  has  come  to  stay,  Mr.  Dealer, 
no  doubt  of  that.  The  only  thing  that  remains  for 
you  to  do  is  to  tie  up  with  the  right  cleaner.  We  ask  you 
in  your  own  interests  to  investigate  the  "  Regina  "  because 
for  simplicity  and  thoroughness  of  work  we  doubt  if  it  can 
ever  be  equalled. 

Two  pumps  are  working  all  the  time  and  so  easily  that  a 
child  really  can  run  the  "Regina."  These  two  pumps 
create  a  continuous  suction  that  dirt  and  dust  simply  can- 
not resist. 

Dust  can  be  quickly  and  easily  removed  without  fussing 
with  bolts  or  screws  or  upsetting  the  cleaner.  The  Regina 
is  light,  portable,  handsome  and  durable,  reasonable  in  price 
and  fully  guaranteed. 

The  Regina  Vacuum  Cleaner 
Electrically  Operated 

wins  wonder  and  praise  for  its  remarkable  efi'i- 
ciency  and  low  running  cost.  Embodies  the 
principle  ot  the  double  pump — has  two  separ- 
ate diaphragms  or  air  pumps  operated  by  a 
powerful  electric  motor.  The  suction  power  is 
tremendous  and  continuous — 2400  impulses 
per  minute,  1200  for  each  pump — the  action  of 
one  following  immediately  upon  the  action  of 
the  other.  A  remarkably  successful  cleaner. 
Whatever  other  cleaner  propositions  you 
have  investigated  don't  class  the  "  Re- 
gina" with  the  ordinary  kind. 


PAGE  GALVANIZED  FENCE  HOOKS 

One  of  the  simplest  and  handiest  devices  your  customers  ever  bought 
of  you  will  be  these  Page  Galvanized  Fence  Hooks — for  fastening 
wooden  pickets  3/j'  x  li/l  on  wire  fences.  Page  Galvanized  Fence 
Hooks  are  perfectly  made,  so  there  is  no  waste.  Every  hook  is  ready 
to  be  used.  We  also  supply  tools  for  applying  the  hooks.  We  can 
stock  you  with  wire  hooks,  wire  stays  and  tiie  necessary  tools  for 
applying  same.     Write  for  prices. 

Prompt  shipments  are 
the  rule  with  Page. 
No  need  for  delay  - 
we  are  in  a  position 
to  take  care  of  your 
orders  promptly  this 
will  please  YOUR 
customers  too. 


This  shows  how  the  Hooks  sit  when  applied 


The  Page  Wire  Fence  Company.  Limited 

WALKERVILLE.  ONT. 

Hrnnchcs:  Toronto,  Cor.  Kiu6  St.  West  and  Atlantic  Avenue  ;  Montreal,  SOS-.-jIT  Notre  Dame  St.  West 

St.  John,  N.IJ.:  37  l>nke  Street. 
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SUPREME  GAS  RANGES 

New  and  Up-to-date 

For  Natural  and  Artificial  Gas  with  16  inch  and  18  inch  Ovens. 


Standard  Double  Oven  Type. 

A  Few  Distinctive  Features. 

Unique  design  throughout  with  extra  large  top  and  wide  shelves  which  fit  either  side  and 
the  same  shelt  fits  either  the  16  inch  or  i8  inch  oven  Range. 

The  base,  top,  front  and  doors  are  cast  iron  ;  the  body,  24  gauge  steel,  making  the  Range 
strong  and  rigid. 

The  burners  are  of  the  improved  star-drilled  type,  with  the  mixer  ends,  cast  to  the  burner 
proper.    The  mixers  are  so  constructed  to  insure  a  perfect  mixture  of  gas  and  air,  thereby 
making  a  perfect  combustion  and  reducing  the  consumption  of  gas  to  a  minimum. 
Oven  and  broiler  doors  are  spring  balanced  and  provided  with  safety  spring  catches  which 
are  easily  released  by  pressure  from  within,  eliminating  the  possibility  of  explosions. 

For  further  Information  and  prices  write 

The  Supreme  Heating  Company,  Limited 

WELLAND  .  .  CANADA 
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"'I'lu;  llai'dwai'c  aiid  Stove  Jo\irnal  is  the  best  trade 
paper  proposition  in  Canada  to-day."  "You  are  turn- 
ont  a  magnificent  paper  and  deserve 
Thanks  to  succeed."  "Your  iMay  num])er  was 
the  best  regular  issue  of  a  trade  paper  I 
have  ever  seen."  "When  vi^ill  you  be  changing  the 
Journal  into  a  seini-inontlily  or  weekly  paper?" 

The  al)ove  quotations  from  four  of  the  Journal's 
leading  advertisers,  coupled  with  scores  of  similar 
commendations  in  letters  received  from  sul)scribers, 
indicate  tluit  the  Journal's  publishers  are  succeeding  in 
their  efi'oi't  to  establish  a  high  class  trade  journal,  giv- 
ing i-eaders  and  advertisers  the  best  possible  service 
in  pi-inting,  ad.  composition  and  editorial  matter.  In 
(hie  time  aiinouiicenu'nt  will  be  made  of  plans  for  the 
itiore  Ircipient  pul)lica1  ion  of  tlie  Journal. 

Not  only  is  the  .loui-nal  setting  a  standard  for  itself, 
but  other  trade  publications  are  improving  the  quality 
of  the  papci-  they  are  using  and  endeavoring  to  give 
a  similar  sei-vice  to  advertisers  to  that  given  by  the 
•Journal.    "  imitation  is  the  sincerest  form  of  flattery." 


The  coming  of  summer  brings  news  of  the  eai'ly 
clositig  of  hardware  stores  in  many  towns  where  the 
hai'dwai-e  men  ai-e  big  enough  to  get  to- 
Take  a  gether  for  tiieir  common  good.  Early 

Holiday         dosing  and  a  half  day  off  is  but  doing 
ju.stice  to  the  salesnu'n  and  store  stafiC  who 
woi'k  many  extra  hours  in  the  busy  seasons. 

The  summer  s(>ason  is  a  good  time  to  do  some  travel- 


ing, however,  to  pick  up  more  progressive  ideas.  A 
firm  intending  to  rebuild,  for  instance,  might  have  one 
partner  go  to  a  few  cities  in  one  direction,  while  the 
other  went  in  the  opposite  direction,  each  gathering 
ideas  in  store  construction  from  the  places  they  visit, 
taking  notes  and  comparing  same  on  their  return. 

And  the  clerks  might  be  given  a  week  or  fortnight's 
holiday  and  a  ticket  to  some  important  hardware  cen- 
ter, with  a  few  letters  of  introduction  to  manufacturers 
or  jobl)ers,  the  clerks  being  asked  to  spend  part  of 
their  time  in  learning  how  the  goods  they  sell  are 
manufactured  and  stored. 

Don't  stay  in  a  rut,  spend  a  little  money  to  get  the 
latest  ideas.  It  will  pay  in  the  long  run.  Anyway,  you 
have  only  once  to  live  this  life.   Live  it  well. 


There  is  a  good  opening  for  one  active  hardware- 
man  in  every  city  to  make  a  specialty  of  repairing 
lawn  mowers,  and  carrying  a  stock  of 
Lawn  repair  parts.    John  Caslor,  Toronto,  for 

Mower  instance,  has  a  macliine    for  grinding 

Repairs  mowers,  and  last  year  sharpened  about 
500  during  the  summer  season,  his  charge 
for  grinding  being  75  cents.  The  constant  call  for 
repair  parts,  has  also  induced  him  to  lay  in  a  stock  of 
th(>  parts  most  often  called  for.  These  he  will  supply 
to  other  retailers  at  a  discount  off  list  price,  enabling 
tliem  to  save  delay  in  securing  the  repairs. 

Vei-y  freciuently  the  postage,  etc.,  on  repairs  costs 
more  than  the  parts  themselves,  so  manufacturers  will 
be  only  too  glad  to  co-operate  with  dealers  who  lay 
in  a  stock  of  repairs.  For  -^25  or  ^'SO  a  good  supply 
can  be  secured. 

D(>lays  in  waiting  for  repairs  are  also  annoying,  but 
these  an'  l)(>ing  avoided  by  tnany  retailers  who  send 
their  order  for  repairs  direct  to  the  iiuinufacturer,  with 
the  recpiest  that  the  oi-der  be  charged  to  their  jobber's 
account.  This  saves  the  jobber  trouble  and,  where  the 
firm  is  known  to  the  manufacturer,  he  does  not  hesi- 
tate to  forward  the  repairs  and  send  the  account  to  the 
jobbei'. 

Care  tiuist,  of  course,  be  taken  in  properly  describ- 
ing the  repairs  desired.    A  casi"  in  point  occurred  last 
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week  where  a  liardware  man  called  up  a  manufacturer 
over  the  long  distance  plione  and  asked  for  a  certain 
part.  "For  which  macliine  and  for  which  side?" 
asked  tlie  manufacturer.  The  retailer  had  forgotten  to 
get  this  information  and  had  to  ring  again  a  few 
minutes  later,  the  best  part  of  a  dollar  being  eaten  up 
before  the  part  was  delivered  to  him. 

Lawn  mower  repairs  are  small  things,  but  there's 
profit  in  the  small  things  if  handled  aright,  while 
there's  endless  annoyance  if  care  is  not  taken  to  look 
after  them  in  the  easiest  possible  manner. 

It  is  surprising  what  small  things  some  business 
men  will  bother  their  heads  about.  Letters  will  be 
written  over  the  most  trivial  matters  and 
Waste  valuable  time  lost  in  arguing  a  point  with 

Energy  traveling  salesmen,  and  in  repeating  the 
details  of  minor  incidents  to  parties  whom 
they  do  not  concern. 

Last  month,  for  instance,  an  intelligent  Ontario  re- 
tailer placed  an  order  for  a  twelfth  of  a  dozen  of 
several  sizes  of  a  certain  line  of  goods.  The  jobber,  in 
filling  the  order,  followed  his  usual  practice  of  taking 
the  fraction  of  the  cent  Avhere  it  ran  over  the  half  and, 
as  it  happened,  this  occurred  several  times  on  the  order 

The  retailer,  who  writes  one  of  the  best  letters  of 
any  customer  on  the  jobber's  books,  sent  a  letter  of 
protest,  spending  nearly  as  much  in  postage  as  the  sup- 
posed overcliarge  amounted  to,  not  taking  into  account 
the  time  spent  in  writing  the  letter  and  the  time  which 
was  probably  taken  up  in  fighting-  it  out  with  the  job- 
ber's salesman  on  his  next  call. 

The  jobber's  contention  is  that  the  buyer  of  a 
twelfth  of  a  dozen  is  not  entitled  to  as  Ioav  a  price  as 
the  buyer  of  a  dozen  lot,  and  he  points  out  that  if  the 
Iniyer  had  been  given  the  fractional  advantage  he 
would  have  bought  lower  than  the  quantity  l)uyer. 

It  isn't  good  business  to  "nurse  a  grouch"  over  a 
trivial  matter.  Let  your  thoughts  dwell  upon  the 
profits  to  be  made  rather  than  the  minor  savings  which 
may  result  from  a  scrap  with  the  firms  who  supply  you 
goods.  You  abhor  the  bargain  hunter,  who  peddles 
prices  and  lies  from  store  to  store.  Then  keep  your- 
self clear  from  using  similar  tactics  in  your  buying. 

There  is  a  certain  jobbing  laouse  in  Canada,  Avitli  a 
rcputiil imi  t'oi-  the  closeness  of  its  buying.  Yet  if  re- 
poi-ls  ai-c  true  the  profits  of  that  house  at  the  end  of  the 
yi'jii'  arc  not  nearly  so  large  as  are  shown  on  the  bal- 
aiiri'  shcM'ts  of  another  jo1)bing  house,  which  has  in  re- 
cent years  built  up  a  reputation  for  its  progressive 
selling  methods. 

Shrewd  buying  is  necessary,  but  good  salesmanship 
is  more  necessary. 

.V  town  in  Eastern  Ontario  has  a  good  example  of 
what  oughtn't  to  be.   One  of  the  first  r/.r:  3  seen  on  the 

way  up  from  the  depot  is  n  j  :;int  store,  in 
Set  an  wliicli  a  leading  manufaci.".i'cr's  window 

Example       ti'im  is  shown.   Yet  the  building  in  which 

Ihc  store  is  located  is  absolutely  un- 
|)iiintci|.  with  tlic  exception  of  the  front  and  a  few  feet 
ai'diiiid  till'  sidi'.  ;i  \;ii';int  lot  adjoining  giving  Ihi' 
structure  a  (h'cichMlly  li;ic|  ;iiii)earance — particulai'ly  t'oi' 
a  paint  store. 


Hardware  men  who  sell  paint  should  he  careful  to 
see  that  their  store  fronts  and  fixtures  are  kept 
"brightened  up"  each  year  as,  by  their  example,  they 
will  shame  less  progressive  owners  of  store  buildings 
and  encourage  all  who  see  the  brightness  of  the  store 
to  use  paint  to  add  to  the  beauty  of  their  own  build- 
ings. 


Illustrating  the  point  in  the  Journal's  editorial  on 
"Trade  Mark  Insurance,"  in  the  May  issue,  an  Ontario 

hardware  man  tells  of  how  he  had  trouble 
Quality  with  some  compression  l)il)bs  recently, 
Guaranteed   but  when  he  tried  to  find  out  whose  make 

they  were,  he  could  lind  no  trade  mark 
upon  them,  they  being  a  cheap  line  bought  from  a  job- 
bing house. 

In  future  the  hardware  man  will  insist  on  receiving 
trade  marked  goods,  he  realizing  that  while  the  first 
cost  may  be  a  trifle  greater,  the  danger  of  annoyance 
and  lost  time  Avhen  using  the  goods  will  be  greatly 
minimized. 

Retailers  Avho  desire  to  build  a  reputation  for 
quality  goods,  and  have  customers  continue  to  trade 
at  their  stores,  Avill  show  wisdom  in  buying  only  well 
advertised  goods  bearing  the  manufacturer's  trade 
mark.  A  manufacturer  who  puts  his  hand  on  the  goods 
he  manufactures  and  shows  his  faith  in  them  hy  ad- 
vertising the  goods,  is  more  deserving  of  support  than 
the  nameless  maker  whose  chief  aina  is  cheapness. 


A  sul)scriber  draws  attention  to  the  fact  that  manu- 
facturers too  frequently  set  too  small  a  margin  of  pro- 
fit on  lines  of  goods  on  which  they  name 
Resale  a  minimum  price  at  which  retailers  shall 

Prices  sell  to  consumers.  As  he  says,  "A  margin 

of  15  to  20  per  cent,  added  to  a  line  of 
goods  which  require  to  be  carried  in  stock,  and  which 
are  not  fast  sellers,  would  not  be  a  fair  profit,  as  it 
costs  from  12  to  20  per  cent,  to  do  business." 

A  good  example  of  a  fair  margin  is  the  retail  price 
established  on  "]\Iaple  Leaf"  hand  saws.  A  saw  listed 
at  $1.35  is  packed  in  a  canvas  ])ag  on  which  a  retail 
price  of  $2.00  is  plainly  marked. 

Both  the  Ontario  and  B.C.  Retail  Hardware  Assoc- 
iations have  taken  a  stand  in  favor  of  price  mainten- . 
ance  on  the  part  of  manufacturers,  and  the  retailers, 
if  they  are  consistent,  will  support  those  manufacturers 
who  are  helping  to  mak(>  it  possil)le  for  them  to  make  a' 
fair  margin  on  the  goods  they  sell,  by  ]irotecting  them 
against  the  price-cutter. 


"I'm  going  to  have  a  big  trade  in  spi'aying 
materials  this  year,"  said  a  Norfolk  county  hardwai'c- 

man  the  other  day,  "already  I  have  sold 
Spraying  several  ])uinps  and  a  large  quantity  of 
Time  chemicals."     llardwaremen  who  haven't 

yet  got  in  on  this  line  should  pre- 
pare now  for  next  season.  Write  numufac- 
turers  for  booklets  and  pick  up  all  inroi-inatiou  pos- 
sible about  metluids  jind  I'csults  ol'  spraying  fruit  trees. 
Then  select  a  line  lOv  next  season  and  l)e  early  after 
orders.    The  early  inliin  catches  the  juicy  worm. 
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THAT  ANTI-REVOLVER  LEGISLATION. 

A  cii'dil;)!-  letter  sent  to  hardware  merchants 
thr()uti:h()ut  Ontario  hy  Secretary  \Yrif?ley  of  the 
Ontario  Retail  Hardware  &  Stove  Dealers'  Associa- 
tion, contained  the  following: 

Tlie  Suporintondont  of  Pr()viii('i:il  I'olicc  lias  jui- 
viscd  tlie  Secretary  of  the  Association  tliat  wliilc  the 
new  "Offensive  Weajioiis  Act"  will  t)e  strictly  en- 
forced so  far  as  exposing  for  sale  of  bowie  knives, 
dirks,  etc.,  the  latter  is  not  intended  to  cover  domestic, 
butcher  or  Imnting  knives. 

"We  will  not  interfere  with  retailers  who  expose 
revolvers  bearing  maker's  name  and  serial  number," 
said  Supt.  of  Police  Rogers.  "This  will  cut  out  the 
sale  of  cheap  revolvers  and  knives  used  for  stabbing 
]iur|)oses,  the  majority  of  wliich  in  the  past  have  been 
sold  in  ])awn  shops  in  the  larger  cities,  and  in  some 
cases  by  hardware  men  in  districts  where  Italians  and 
other  foreigners  are  engaged  in  railway  construction 
work. 

"We  want  to  stoji  the  sale  of  air  guns  entirely," 
continued  Mr.  Rogers,  giving  as  his  reason  that  the  boys 
who  possess  these  guns  use  them  to  destroy  birds, 
squirrels,  etc.,  the  desire  being  to  conserve  forest  life 
as  much  as  ]iossil)le.  "We  will  be  very  jiarticular  as 
to  whom   we  give  ]iermits  to  for  buying  air  guns." 

As  permits  can  only  be  obtained  from  the  i>ro- 
vincial,  city  or  town  police,  the  new  law  will  iieces 
sarily  work  a  hardship  upon  retailers  in  the  smaller 
places  where  no  regular  polire  force  exists.  Buyers 
of  weapons  will  have  to  go  to  the  large  jilaces  or  buy 
from  the  mail  order  houses  outside  the  i)rovince.  The 
new  law  will  also  work  a  hardship  upon  retailers  in 
towns  near  the  border  of  the  jirovince,  trade  being 
diverted  across  the  border  line.  There  is  no  penalty 
U|ion  the  purchaser  fioin  a  mail  order  house  unless  the 
weapon  is  carried  without   a  permit. 

There  is  nothing  to  prevent  the  sale  of  revolvers, 
etc.,  from  jobbers  to  retailers  exce]it  that  jobbers,  like 
retailers,  must  keep  a  record  of  their  sales  and  send 
a  re|iort  (juarterly  to  the  Supt.  of  Provincial  Police. 
The  question  of  ])reiiaring  a  form  to  be  sujiplied  to 
hardware  merchants  on  which  to  make  these  quarterly 
reports  is  being  considered  by  the  provincial  authori- 
ties. A  literal  reading  of  the  new  act  would  call  for 
each  retailer  obtaining  a  jiermit  to  buy  a  stock  of 
re\-olvers  from  his  jobber,  but  a  regulation  will  be 
drafted  making  this  absurd  condition  unnecessary. 

Are  such  drastic  regulations  governing  revolver 
sales  necessary.  Compare  law  abiding  Germany  (where 
no  restrictions  exist),  for  instance,  with  anarchy- 
ridden  Italy  (where  the  sale  of  revolvers,  jiistols,  etc., 
is  practically  i)rohibited) .  I'nder  the  new  Ontario 
law  the  man  who  wants  a  revohcr  for  criminal  pur- 
poses can  easily  obtain  it  outside  the  province,  while 
the  restriction  is  placed  on  the  man  -who  wants  a  re- 
volver in  his  home  for  defensive  jmriioses. 

The  Association  still  has  the  matter  in  hand  and 
will  endeavor  to  have  the  law  amended  so  that  trade 
will  not  be  diverted  from  retail  stores  to  mail  order 
houses  outside  the  province.  Suggestions  are  invited 
from  hardware  retailers  as  to  other  ])hases  of  the  new 
law  which  might  be  taken  up  when  the  representatives 
of  the  Associatiou  hold  their  next  couference  v.ith  the 


provincial  authorities  regarding  the  workings  out  of 
this  new  and  annoying  piece  of  legislation. 

So  far  very  few  practical  suggestions  have  been 
made  by  retailers,  although  the  vast  majority  are  op- 
posed to  the  enforcement  of  the  act.  Many,  howfjver, 
are  lukewarm,  judging  by  their  fjiiliire,  to  express  their 
opinions  on  the  subject. 


WEIGHTS  AND  MEASURES  INSPECTION. 

The  petition  being  gotten  up  by  tlu'  Ontario  Asso- 
ciation, asking  the  ^Minister  of  International  Revenue 
to  abolish  the  tax  on  merchants  for  re-inspection  of 
W(!ights  and  measures  is  being  largely  signed,  and  a 
l)!'titiou  was  placed  in  the  hands  of  about  1,200  Ontario 
hardware  nu^n,  and  some  have  already  returned  the 
petition  with  as  many  as  20  to  30  names  attached. 
Those  who  have  not  returned  the  petition  to  Secretary 
AVrigley  slioidd  do  so  at  once. 

Retailers  in  other  provinces  wlio  agree  with  the 
l)osition  taken  by  the  Ontario  Association  are  asked  to 
paste  the  accompanying  form  of  petition  on  a  blank 
sheet  of  paper,  and  after  securing  as  many  signatures 
as  possible,  to  forward  same  to  Secretary  Wrigley.  44 
Agnes  Street,  Toronto. 


PETITION. 

To  the  Honourable,  the  ^Minister  of  lidand  Revenue, 
Ottawa,  Ont. : 
Sir: — We  the  undersigned  merchants  of  the 
of  wish  to  express  our  hearty  approval 

of  the  principle  of  the  establishment  of  uniform  Stan- 
dards of  Weights  and  Measures,  and  also  the  custom- 
ary re-inspection  at  stated  periods  l)y  duly  ((ualified 
Officers  of  the  Departnu'nt  of  Scales,  AVeights  and 
.Measures,  as  a  protection  to  l)otli  consumers  and  n'ler- 
chants. 

BUT,  WHEREAS  this  re-inspection  system  is  in  the 
interest  of  the  public  in  general,  and  firmly  believing 
that  the  expense  of  said  re-inspection  should  be  borne 
out  of  the  general  revenue  of  the  country,  we  beg  to 
submit  the  following  resolution,  jiassed  at  the  Annual 
Convention  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association,  held  in  Peterboro.  February  21 
to  24,  1911: 

WHEREAS  in  the  opinion  of  this  Association 
the  present  system  of  charging  dealers  for  re- 
inspection  of  scales,  weights  and  measures,  is 
unjust  to  the  merchant,  being  in  the  interest  of 
the  general  public.  He  it  therefore  resolved  that 
the  Government  Ite  petitioned  to  assume  the  ex- 
pense of  sucli  re-inspeetion  charges,  and  that 
the  Secret  y  be  instinu-ted  to  send  a  copy  of 
this  resol-::  to  the  Honourable.  The  ^Minister 
of  Inland  Revenue.  Carried. 

We.  vour  petitioners,  therefore,  luunbly  pray  tiiat 
tile  necessary  anuMubnents  to  the  Act  be  mtde  to  carry 
out  the  substance  of  above  resolution,  and  to  relieve 
us  of  the  payment  of  fees,  which  we  tirmly  believe  to 
be  unjust. 

Anil  your  petitioners  will  ever  j)ray. 
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GETTING  READY  FOR  GUELPH  EXHIBITION. 

Elooi-  plaus  of  the  AViiiter  Fair  Iniikliug  at  Guelph, 
are  being  prepared,  and  manufacturers  will  soon  be 
given  an  opportunity  to  select  locations  in  next  year's 
exhibition.  Quite  a  number  of  exhibitors  at  last  year's 
convention  hhve  already  applied  for  space. 

WILL  EXHIBIT  AT  TORONTO  FAIR. 

The  big  exhibit  of  "Philadelphia-Made-Iiardware," 
which  lias  been  shown  at  a  large  number  of  State  hard- 
ware conventions  during  the  past  couple  of  years,  and 
wliich,  it  is  hoped,  Avill  be  a  feature  of  the  convention 
at  Guelph  next  February,  is  to  be  shown  in  the  process 
Iniilding  at  the  Canadian  National  Exhibition  at  To- 
ronto next  September. 


NEW  PLUMBING  FORMS  READY. 

The  Secretary  of  the  Ontario  Association,  44  Agnes 
Street,  Toronto,  is  now  in  a  position  to  supply  three 
sets  of  supplies  to  members,  as  follows : 

Collection  letters,  60  of  No.  1,  40  of  No.  2,  and  100 
envelopes  for  $1. 

Stove  Rent  Agreements,  padded  in  sets  of  50 
originals  and  50  copies,  for  $1. 

Plumbing  estimate  forms,  padded,  100  for  $1. 

Samples  will  be  sent  to  any  hardwareman  in  Canada 
upon  request. 


Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  (k  Wright, 
Adjusters  for  the  Assured,  Toronto,  and  Advisors 
to  the  Insurance  Department  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association. 


Editor,  Insurance  Advisory  Department 

I  liave  just  turned  my  business  into  a  .ioint  stock 
company,  but  I  hold  all  the  stock  but  a  few  shares.  I 
call  it  the  Scott  Hardware,  Limited.  Wliat  effect  will 
this  liave  on  my  insurance? 

PETER  SCOTT. 

Statuory  Condition  No.  4  reads: — "If  the  property 
insured  is  assigned  without  a  written  permission  en- 
dorsed hereon  by  an  agent  of  the  company  duly 
authorized  for  such  purpose,  the  policy  shall  thereby 

Ihm-o       \(>i(i:  l)ut  this  condition  does  not  apply  to 

change  of  title  by  succession  or  l)y  the  operation  of  the 
law,  or  l)y  reason  of  death." 

II  is  necessary  for  you  to  have  eifected  a  transfer 
of  the  policy  from  Peter  Scott  to  Scott  Hardware, 
Miiiited;  just  as  you  would  have  to  do  if  you  had  sold 
it  to  soiup  company  in  which  you  were  not  interested. 

If  the  ])ub]ic  could  clearly  understand  that  the  in- 
siii-ance  contract  is  a  personal  contract;  that  the  In- 
surance Company  does  not  insure  the  buildings  or 
goods  but  that  it  insures  the  person,  in  your  case,  Peter 
Scott,  against  loss  on  certain  property;  then  it  Avould 
lie  clc;ii  ly  understood  that  any  change  of  ownership  or 
ititciTst  or  the  introduction  of  another  party  into  the 
coiiti  ;ict  ;is  inoi'tgagee  or  assignee  or  partner  or  in  any 
othci'  way,  may  and  usually  does  avoid  the  contract. 
Till'  lnsiir;iMcc  ('()iiii)auy  has  signified  its  willingness 
to  iusui'c  ri'lci-  Scott,  but  it  may  have  serious  objec- 
tions to  insnriiig  The  Scott  Harclware,  Limited,  about 
tlic  sliii i-clioh Icrs  of  wliicli  it  knows  nothing.  A  com- 
pany will  iiisuiT  ;i  iM;in  Iil<i'  Peter  Scott,  with  his  ex- 
cellent I'ecord.  if  lie  wi'i'e  lii  locate  in  New  Ontario, 


while  it  might  not  insure  a  joint  stock  company  of  any 
kind  in  the  same  district. 

Any  change  of  ownership  or  interest  or  any  in- 
cumbrance should  be  promptly  notified  in  writing  to 
the  head  office  of  the  Company. 


TARIFF  VS.  NON-TARIFF. 

There  is  probably  no  cpiestiou  more  freciuently  dis- 
cussed in  fire  insurance  than  this,  and  it  is  a  question 
about  which  much  misconception  exists.  Some  agents 
who  represent  largely  tariff  companies  do  all  in  their 
power  to  give  the  impression  that  the  "tariff"  is  the 
heaven  of  all  that  is  good  in  insurance,  and  that  all  non- 
tariff  belong  to  the  region  where  fire  insurance  is  not 
effected.  Some  non-tariff  agents  in  turn  characterize 
the  "tariffs"  as  extortionate  and  extravagant,  and  as 
accumulators  of  enormous  and  unjustified  profits. 

It  is  far  from  our  belief  that  the  Canadian  Fire 
Underwriters'  Association,  membership  in  which  con- 
stitutes tariff,  is  any  heaven  born  institution,  although 
some  of  its  officials  are  sometimes  referred  to  as  "tin 
gods,"  yet  we  doubt  if  any  company  as  a  result  of 
membership  in  that  Association  has  accumulated  any 
enormous  or  unjustified  profits.  Neither  has  any  com- 
pany which  has  seen  fit  to  refuse  to  subject  itself  to  the 
regulations  of  that  association  with  regard  to  rules  and 
rates  to  be  considered  unsound. 

The  truth  is  that  there  are  good  and  bad  in  both. 
There  are  and  have  been  members  of  that  Association, 
and  those  who  are  not  and  never  have  iK^en  members, 
reassuring,  and  some  whose  methods  of  finance  and 
business  management  have  been  subject  to  severe 
criticism. 

The  Underwriters'  Association  undertakes  to  fix  the 
rates  and  prescribes  conditions  under  which  business 
shall  be  written  by  its  members.  That  these  rates  and 
conditions  are  not  absolute  is  readily  proven  by  the 
fact  that  while  some  of  its  members  are  making  money 
others  are  losing  heavily;  while  on  the  other  hand 
some  companies  are  making  money  every  year  and 
doing  business  at  rates  10  and  20  and  even  50  per  cent, 
less  than  the  rates  set  by  the  association. 

After  all  in  fire  insurance,  as  in  every  other  busi- 
ness, the  personal  equation  is  the  great  feature,  and  in 
insurance  the  fire  loss  of  the  future  is  the  great  un- 
known. A  master  underwriter  is  the  sine  qua  non  and 
he  has  and  will  conduct  a  company  as  a  non-tariff  at 
2-3  the  tariff  rates  and  pile  up  surplus,  while  an  in- 
competent, aided  by  all  the  moclern  rating  bureaus  and 
underwriters'  combinations  will  pile  up  rates  and  de- 
ficits. Now,  the  moral  of  all  this  is,  to  the  insured,  be 
sure  you  buy  protection.  Examine  carefully  into  the 
standing  anri  record  of  the  company.  If  you  find  re- 
putation for  honesty,  if  you  find  surplus  to  protect  the 
policy-liolder,  if  you  find  a  policy  free  from  restrictions 
(red  ink  variations)  then  you  may  buy  tariff'  or  non- 
tariff".  If  you  have  doubt  as  to  the  strength,  if  the 
repute  of  the  present  management  is  doubtful,  if  the 
]iolicy  is  filled  with  trick  clauses,  if  you  are  required  to 
bind  yourself  by  signing  long  and  complicated  applica- 
tions, then  think  twice.  Under  such  conditions  "cheap 
insurance"  may  be  dear  at  any  price.  A  good  policy, 
free  from  restrictions,  bacdvcd  by  a  large  surphis,  in 
companies  with  good  reputations,  conducted  by  honest 
and  reliable  management  can  be  ol)tained  in  both  tariff' 
and  non-tariff  offices.  l>uy  intelligently,  looking  for 
(fnality  of  goods  and  without  being  influenced  by 
cjitcli  words — facts  not  f;incies. 
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ORIGINAL  STORIES  OF  SALESMANSHIP. 

No.  1.    By  W.  W. 

"I've  coine  to  f?o  to  work,"  said  a  dcteriiiined  look- 
ing but  ratlicr  incoutli  individual  one  day  some  years 
•d^o,  when  he  calh'd  at  Ihe  ol'ficc  of  Landers,  Frary  & 
Clark,  New  Britain,  Conn.  IJis  detenuination  won  liiin 
consideration  and  consideration  resulted  in  tryinj^  him 
out  on  the  hardest  jol)  he  could  he  |)ut  at — selling  but- 
cher knives. 

Nothing  daunted  the  new  employe,  and  he  set  to 
work.  It  wasn't  a  feather  mattress  job  by  any  uu-ans, 
and  turn  downs  were  plentiful.  Hut  each  failure  only 
seemed  to  sharpen  the  embryo  salesman's  edge.  He 
was  of  a  studious  nature  and  every  argument  made 
against  his  goods  only  helped  him  to  learn  more  about 
the  strong  and  weak  points  of  butcher  knives.  Soon 
he  knew  butcher  knives  so  well  that,  as  Jim  Stanley 
says,  he  could  play  a  tune  on  them. 

Ij.  L.  Redick,  whom  many  Canadian  wholesalers 
and  i-etailers  will  remember,  is  the  hero  of  the  butcher 
knife  episode.  He  is  now  the  European  sales  agent  for 
Sanders,  Frary  &  Clark,  and  there  are  few  countries  in 
which  he  has  not  practiced  his  salesmanship  abilities. 

The  moral  of  the  story,  and  the  lesson  from  Redick's 
succ(^ss,  is  that  a  knowledge  of  the  goods  one  sells  is 
essential  if  success  is  to  be  achieved. 

The  writer  saw  Canada's  largest  hardware  mami- 
facturer  listening  intently  to  what  a  retailer  was  say- 
ing about  lawn  mowers  not  long  ago.  If  a  successful 
manufacturer  has  open  ears  for  anything  said  about 
goods  he  makes  and  sells,  snrely  it  will  pay  hardware 
clerks  to  keep  their  eyes  and  ears  open,  ever  ready  to 
gather  knowledge  about  the  lines  they  handle  from  day 
to  (lav. 


SPECIALIZE  ON  SELLING  SAWS. 

By  H.  T.  Benham,  E.  C.  Atkins  &  Co. 

There  is  no  tool  tiiat  adds  so  uuudi  to  the  character 
of  a  stock  of  liardware  as  the  saw.  This  is  but  natural, 
because  they  are,  as  a  rule,  sold  to  high  class  nu^chanics, 
who  are  very  particulai-  in  tiu'ir  tastes. 

The  enfii-e  stock  of  builders'  tools  is  apt  to  be 
judged  by  the  saw  whicli  is  ycdd.  It  is  of  the  utmost 
importance  ,  therefore,  that  tiiis  jiai-ticular  item  re- 
ceive the  most  careful  consideration. 

Too  many  dealers  regard  saws  as  a  necessary  evil 
and  do  not  appreciate  that  they  can  be  made  one  of 
their  most  profitable  lines.  This  cannot  be  done  unless 
they  become  a  specialty.  And  they  cannot  be  made  a 
specialty  until  a  brand  is  installed  which  embraces  not 
only  (piality  of  material  but  individuality  in  matei'ial 
and  construction  as  Avell. 

So  long  as  you  are  selling  the  sanu'  identical  mer- 
chandise as  your  competitor,  you  have  nothing  sjjecial 
to  offer  excepting  your  own  personality.  If  he  is  sell- 
ing a  certain  tool  at  a  certain  price,  you  will  be  forced 
to  sell  it  on  an  equal  basis.  T.ul  if  you  offer  one  con- 
taining distinctive  features,  not  found  in  your  com- 
petitors' goods,  you  can  legitimately  ask  and  receive 


a  higher  i)r-ice,  pr()vidin<r  always  tiiat  your  goods  are 
worth  the  money. 

The  best  trade,  be  they  mechanics  or  householders, 
will  gladly  pay  you  25  or  50  cents  more  for  a  saw  when 
they  realize  tluit  the  additional  investment  will  prove 
profitable. 

There  has  been  a  marked  advance  in  the  materials 
used  and  the  general  construction  of  saws.  These 
changes  have  evolved  saws  which  are  far  ahead  in  edge 
holding  and  rapid  cutting  qualities  as  well  as  giving 
greater  ease  and  comfort  to  the  user.  A  line  such  as 
this  may  be  easily  selected,  and  when  once  installed, 
will  immediately  add  both  character  and  individuality 
to  the  entire  stock. 

Saws  admit  of  a  inost  attractive  display.  It  is  an 
easy  matter  to  largely  increase  sales  by  merely  taking 
the  saws  out  from  under  the  counter  or  from  boxes 
on  the  shelves  and  putting  them  where  people  can  see 
them.  ^lake  more  frequent  displays  of  saws  in  your 
windiw  and  note  the  marked  increase  in  sales. 

Advertising  Saws. 

It  is  possible  to  secure  a  vast  amount  of  free  as- 
sistance from  saw  uuinufacturers  and  no  line  of  tools 
is  more  susceptible  to  results.  Through  a  vigorous  ad- 
vertising campaign,  a  stimulus  will  be  given  to  the 
entire  business,  as  the  attraction  of  saw  customers 
means  the  attraction  of  buyers  of  all  kinds  of  hard- 
ware also. 


SPECIALTY  SALESMAN  CARRIED  SAMPLES. 

A  hardware  traveler  was  sitting  in  a  Cobalt  hotel 
one  night  last  fall  talking  to  some  prospectors  and  the 
talk  gradually  drifted  from  quartz,  the  miner's  stock 
in  trade,  to  sharpening  stones,  the  line  the  traveler  was 
selling. 

The  salesman  pulled  out  of  his  pocket  a  car- 
boi'undum  sportsmen's  stone,  a  new  type  just  being  in- 
troduced. "That's  the  very  thing  I  want,"  said  the 
presr)ector,  "that  is  handy,  and  I  can  keep  my  axe  in 
good  shape  with  a  stone  like  that." 

Needless  to  say  the  traveler  profited  by  the  pros- 
pector's comTnendation  of  the  new  stone.  It  put  vim 
into  his  salesmanship  and  there  weren't  many  hard- 
ware stores  in  New  Ontario  that  didn't  carry  a  stock 
of  the  sportsmen's  stone  before  he  left  the  district. 

It  pays  a  traveler  to  carry  samples,  just  as  it  pays 
retailers  to  sell  specialties.  The  traveler  who  hasn't 
an  eye  to  business  all  the  time  is  like  the  retailer  who 
only  sells  staple  lines — not  very  likely  to  own  a  gaso- 
lene buggy  l)efoi-e  he  ends  this  life. 


A  PRIZE  TOOL  WINDOW. 

The  accompanying  illustration  of  il.  J.  IlanwelTs 
window  display,  in  Kingan's  hardware  store,  which 
won  second  prize  in  the  tool  window  competition  at 
the  Peterboro  Convention  does  not  do  the  display  jus- 
tice. The  arrangement  o  fthe  tools  on  the  elevated 
l)latforms  cannot  be  seen  to  advantage,  while  the 
lights  and  the  background  do  not  show  the  panels  of 
saws  as  well  as  the  display  looked  in  the  window. 


CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


33 


In  one  end  of  the  window  a  ease  of  India  oil  stoves 
was  shown,  while  at  the  other  were  a  number  of  Still- 
son's  wrenches  with  a  price  card.  The  window  cards 
were  suggestive.  "  If  it's  tools,  we  have  them." 
"  Tools  for  every  need,"  and  "  Quality  lives  after 
price  is  forgotten." 


I  believe  that  the  profit  sharing  system  deserves  the 
very  serious  attention  of  the  retailer. 


PROIIT  SHARING  WITH  EMPLOYEES. 

By  Fred  C.  Lariviere. 

Profit  sliaring  when  properly  applied  will  prevent 
your  good  employees  from  searching  positions  from 
some  other  house,  or  even  paying  attention  to  the 
tempting  offers  of  competitors,  for  they  will  receive  the 
full  value  of  their  services. 

It  has  a  very  good  moral  effect  on  the  employees ; 
it  shows  them  the  consideration  they  enjoy  from  their 
employer,  in  placing  them  above  the  ordinary  salaried 
employee  by  becoming  interested  in  the  firm  for  whom 
they  are  working. 

Thev  are  intimately  connected  with  the  welfare  of 


RULES  FOR  CLERKS. 

A  Western  hardwareman  has  formulated  a  number 
of  store  rules,  a  copy  of  which  he  hands  to  each  of  his 
clerks.  He  also  has  copies  posted  up  in  different  parts 
of  the  store.    Several  of  them  read  as  follows : 

"If  you  feel  indisposed  to  work,  from  sickness, 
mental  tiredness,  or  a  tendency  to  mental  gout,  come 
and  tell  me  so.  A  bed  will  be  rigged  for  you  in  the 
loft,  or  you  will  be  sent  home  in  a  delivery  wagon.  I 
was  a  clerk  for  eleven  years  myself,  and  learned  all 
the  dodges  that  can  be  worked  to  beat  'the  old  man'  out 
of  some  of  the  time  that  belongs  to  him ;  some  of  the 
best  of  them  I  originated  myself.  Remember,  there- 
fore, that  you  are  not  dealing  with  a  tenderfoot.  AVlien 
it  comes  to  a  matter  of  loafing  on  me,  I  have  eyes  in 
the  back  of  my  head. 

"I  would  advise  you  to  make  all  the  friends  you 
can  among  my  customers.    You  may  want  to  go  into 


Second  Prize  Tool  Window  Display,  Arranged  by  H.  J.  Hanwell,  at  Peterboro  Convention. 


the  concern,  for  the  more  the  firm  will  realize  the  more 
the  employees  will  receive,  so  that  this  joint  interest 
gives  incalculable  increase  progress.  The  principal 
object  of  profit  sharing  is  better  returns  of  profits  for 
the  employer,  and  higher  salaries  or  compensation  for 
the  employes  by  remunerating  properly  every  moment 
given  for  the  interest  and  prosperity  of  the  employer. 
Profit  sharing  is  not  pliilanthropy  or  charity,  it  does 
not  propose  to  offer  something  for  nothing,  but  is  a 
simple  straightforward  business  proposition.  It  en- 
courages thrift  and  cultivates  the  habit  of  economy. 

Judging  from  the  experience  of  jobbers  who  have 
adopted  profit  sharing,  the  change  has  been  simply 
wonderful.  Most  of  us  ax'e  selfish,  and  the  employes 
are  no  exception  to  the  rule.  Place  a  man  in  a  position 
that  the  more  he  will  work  the  more  he  Avill  be  in- 
terested, of  course  tliere  are  exceptional  cases,  but  they 
are  few. 

Profit  sharing  to  mnintain  its  proper  meaning, 
should  ]Jace  tiic  traveler  on  the  same  basis  as  if  he 
were  a  partner. 


business  for  yourself  right  in  this  town  and  need  them 
to  help  you  along.  1  won't  be  jealous.  All  I  ask  is  that 
you  work  fairly  with  me  until  you  are  ready  to  go  out 
and  work  for  yourself. 

"Any  clerk  who  has  trouble  in  keeping  his  home 
clock  from  going  too  slow,  especially  in  the  morning, 
will  receive  a  nickel-plated  chronometer  by  applying 
to  me.  Also  an  order  on  the  jeweler  to  keep  it  in  order 
at  my  expense. 

"This  store  is  not  run  for  the  good  of  the  neighbors 
or  of  the  public  at  lai'ge.  The  first  one  to  be  considered 
is  myself;  I  have  put  up  the  money,  and  am  running  all 
the  risks.  The  second  one  on  the  list  is  yourself;  you 
are  getting  a  living  out  of  it,  the  same  as  I  am.  The 
third  is  the  man  who  buys  the  goods.  Don't  forget  that 
his  interests  must  be  looked  after,  the  same  as  yours 
and  mine ;  the  better  we  do  by  him,  the  more  money 
will  there  be  in  it  for  you  and  me. 

"  I  do  not  encourage  any  young  man  in  guessing  tliis 
or  that  about  the  goods.  It  is  his  l)usiness  to  know, 
and  if  he  don't  know,  let  him  ask  and  find  out." 
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Window  and  Newspaper  Advertisini 


WINDOW  DISPLAYS  FOR  JUNE. 

Written  for  the  Journal  by  W.  J.  Elsey. 

'^I'lic  lines  now  s('lliii<;-  ure  ruinicrous  indeed  for  the 
linrdwiire  tiiereluints.  May  has  been  a  wonderful 
month  in  every  line,  and  the  prospects  for  "big 
tliinjj's"  in  June  are  excellent.  Every  hardware  mer- 
chant who  is  not  taking  all  possible  advantage  of  his 
windows  for  disphiys  at  this  time  of  year,  is  losing 
many  dolhirs  which  he  inight  just  as  well  have.  Do 
not  make  excuse  that  business  is  too  pressing  to  allow 
ol'  any  time  to  change  your  displays.  Do  a  little  niglit 
work,  if  necessary,  or  have  your  window  trimmer  do 
it. 

This  montli  we  will  (h'scribe  two  business  getting 
displays,  while  there  ai'c  many  more  which  also  will 
prove  good  ones.  M'hc  lirst  is  that  of  suitable  June 
wedding  gifts.  The  second  a  lawn  goods  and  fencing 
(iisj)lay.  Other  lines  wiiich  should  be  shown  during 
the  other  two  weeks  (presuming  that  you  change  your 
windows  each  week)  are  any  of  the  following.  Gas 
stoves,  waslung  machines  and  wash  day  goods,  tools 
of  every  kind,  or  a  sporting  goods  display,  showing 
tennis  goods,  baseball  supplies  or  cricket  goods. 
Don't  forget  to  use  plenty  of  display  and  price  cards. 

For  the  wedding  gifts  window  build  from  the 
front  of  your  window  to  the  back  a  series  of  steps  or 
shelves,  about  10  inches  broad,  and  each  rising  about 
5  inches  above  the  other.  Cover  these  and  the  back 
with  white  (preferably  silk),  and  on  these  display 
your  assortment  of  silverware,  cut  glass,  carving  s(>ts 
in  cases,  sets  of  silver  knives  and  forks  or  spoons, 
electric  irons,  etc.,  and  hang  on  the  background  iiang- 
ing  lamps  or  clocks,  and  a  row  of  carpet  sweepers. 
Cards  for  this  window  may  be  worded  as: 


These  are  some  lines 

of  our 
WEDDING  GIFT 
SUGGESTle^NS 
Come  in  and  see 
lots  more 


Tliese  are 
Practical  and  Useful 
Gift  Articles 


Select  from  these  tor 
JUNE  WEDDING 
GIFTS 


h\)y  your  lawn  goods  disjilay  have  your  teamster 
or  drayman  secure  for  you  enough  sod  to  cover  the 
bottom  of  your  window.  Erect  4  fence  posts,  using 
ordinary  o  x  7  steel  brackets  to  hold  them  up,  and  on 
this  for  a  liackground,  tack  fencing  wire  (woven  or 
othei'wise  as  you  prefer).  Above  this  fence  and  along 
ihv.  background  iiang  coils  of  lawn  hose,  lawn  rak 
hoes,  spading  forks,  etc.  On  the  sodded  bottom,  „ 
easy  an-ay,  ])lace  your  ditferent  styles  of  lawn  mowers, 
lawn  spi-inklers,  grass  shears,  turf  edgers,  watering 


ses, 
in 


cans,  etc.  if  possil)le  get  two  small  evergreen  trees  to 
set  in  the  centre  or  about  the  centre  of  your  window. 
This  makes  a  very  novel  and  much  noticed  display, 
which  is  sure;  to  bring  business.  Cards  for  use  with  it 
nuiy  be  as  follows : 


WE 
SELL  GOOD 
FENCING 
FOR 
EVERY  USE 


Yen   Want  Qi  \i,it\ 
LAWN  TOOLS 
Wi-  Sell  Them 


LAWN  MOWERS 

4  GRADES 

S3.00  to  $7.00  each 


SPLENDID  DISPLAY  OF  TOOLS. 

W.  11.  Thorne  &  Co.,  St.  John,  N.B.,  last  month 
featured  a  fine  line  of  mechanics'  tools,  locks,  etc.,  the 


Prize  Tool  Window  in  St.  John,   X.B.,  Store. 

display  winning  a  prize  awarded  by  the  Philadelphia 
Hardware  IManufacturers,  whose  goods  were  displayed. 
The  arrangement  is  very  effective  for  a  small  window. 
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FISHING  TACKLE  DISPLAYS. 

JujK'  aud  July  are  months  wlum  lishiug  tackle  can 
be  featured  to  good  advantage  in  hardware  store  win- 
dows. Tlie  line  is  profitable,  but  attention  must  be 
paid  to  it,  as  the  buyer  of  tackle  wants  to  feel  that 
tlu'  man  beliind  the  counter  knows  what  he  is  talking 
about  when  he  is  recommending  a  certain  line  or  rod 
for  trout  or  bass  fishing.  If  one  of  the  clerks  is  some- 
thing of  a  fishing  crank  encourage  him  to  tell  his 
friends  of  the  new  stock  of  tackle  to  be  found  in  your 
store  and  to  invite  them  to  come  in  and  look  it  over. 
Some  dealers  have  found  it  a  good  plan  to  get  in  touch 
with  the  resort  keepers  at  nearby  points  and  put  in 
with  some  of  them  a  small  stock  of  tackle  on  consign- 
ment, sharing  the  profits  Avith  them.  If  the  guests 
want  something  not  in  stock  with  the  hotel  man  he  can 
give  them  a  card  to  you,  and  you  can  look  after  their 
wants  to  your  mutual  profit. 

If  during  the  season  the  catch  of  a  phenomenally 
large  fish  is  heard  of,  get,  if  possible,  a  photograpli  of 


An  Interior  Displ 


it  and  the  story  of  how,  when  and  where  it  was  cap- 
tured, posting  all  tlie  information  possible  in  the  show 
window.  Every  fisherman  in  town  will  stop,  look  and 
read,  giving  a  fine  opportunity  for  a  notice  telling  that 
you  have,  inside  the  store,  a  complete  line  of  tackle 
I'or  the  capture  of  just  such  fish,  and  inviting  fisher- 
men to  look  over  your  assortment. 

AVitli  the  advent  of  steel  rods  and  the  placing  on 
till'  iiiiii  ki't  of  reasonably  priced  reels  of  good  quality, 
the  s|)()i't  of  bait  casting  has  i-eceived  an  enormous 
stinuihis.  I'.oth  of  these  articles  can  be,  with  very 
little  care,  can  ii  il  Dv.  r  IVoiu  season  to  season  witliout 
danger  of  their  delciiorating  or  becoming  dead  stock. 
The  same  is  ti-uc  of  practically  everything  needed  far 
fishing. 

Store  Space  Small. 
It  is  not  neccssaiy  to  give  over  a  large  amount  of 
Ktire  si)a('e  to  fisiiing  tackle,  in  order  to  display  it  ad- 
vantageously. A  simple,  home  made  rack  on  the  wall 
I'nr  rods  and  a  show  case  I'oi-  the  I'est  oi'  tlie  tackh'  will 
take  care  of  llie  rc(iuiremenf s  of  the  average  dealer. 


If  wall  space  is  not  available  an  inexpensive  stand 
for  the  rods  can  easily  be  made  by  anyone  handy  with 
tools.  Take  two  boards  four  feet  long  and  two  or  three 
feet  wide.  Bore  in  one  of  these  a  number  of  holes  large 
enough  to  allow  the  biggest  rod  to  go  through  them. 
Cut  four  pieces  of  woor  two  inches  square,  three  feet 
long,  and  nail  to  each  end  of  them  the  four  corners  of 
the  two  boards.  Set  the  resulting  stand  on  feet  six 
inches  high,  and  you  have  a  rack  or  stand  that  will 
accommodate  all  the  rods  you  need  to  carry  in  stock, 
without  danger  of  injury. 

^  Know  the  Game. 

Whoever  looks  after  the  fishing  tackle  end  of  the 
business  should  make  it  a  point  to  talk  with  the  local 
experts  and  find  out  from  them  what  baits,  both  arti- 
ficial or  natural,  are  most  effective  at  different  times  of 
the  year,  so  that  when  the  stranger  comes  in  to  buy 
tackle  you  will  know  what  to  tell  him  about  local  con- 
ditions.   This  sort  of  friendly   interest   and  expert 


J^ivi.'  Fish   in  Xew  Brunswick  Winduw. 


knowledge  will  often  pave  the  way  for  a  larger  pur- 
chase than  would  otherwise  be  the  case. 

Some  Canadian  Displays. 

"Catchy  Fishing  Tackle"  was  a  striking  Avindow 
card  used  in  a  fine  disjilay  of  fishing  tackle  in  RussilTs 
HardAvare  Store,  Toronto,  a  fortnight  ago. 

Rods,  sinkers,  floats,  lines,  bait  cans,  nets,  etc.,  Avere 
shown  in  a  splendid  display,  made  by  Rice  LeAvis  & 
Son,  Toronto. 

The  W.  W.  ChoAvn  Co.,  Belleville,  in  a  display  of 
s])()rting  goods,  featured  fishing  tackle  and  baseball 
goods  chiefly.  A  couple  of  dozen  rods  Avere  suspended 
from  the  ceiling,  Avhile  in  the  background  lines,  etc., 
Avere  shoAvn  on  a  sample  board.  Baseball  goods,  stacks 
of  bats,  balls,  gloves,  masks,  etc.,  Avere  arranged  on 
the  windoAV  floor. 

The  accompanying  i)h()to  ol'  a  lisliing  goods  ti-ini. 
|)iit  together  liy  Stei'ling  .MolVatt,  for  the  Connely- 
l-'aiiweat  hei-  TTardwave  Co..  Sussex,  NeAV  Brnnswiclc. 
last  month,  was  a  verv  ingenious  arrangement, although 
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tlie  plioto  does  not  show  to  the  hcnt  advantage.  TIh' 
window  had  a  large  pond,  with  upright  pipe  in  the 
centre,  with  a  sprinkler  throwing  a  spray  of  water 
over  the  pond.  Moss  was  used  around  the  pond,  the 
pipe  also  having  asparagus  entwined  around  it.  On 
the  left  a  deer's  head  overlooked  the  pond,  while  in 
the  haekground  a  large  saiiii)le  board  was  used  to  dis- 
play rods,  twine,  etc. 

The  Connely-Pairweather  Co.  are  offering  a  special 
two-tip  split  bamboo  rod  for  the  best  average  half 
dozen  trout  caught  in  tlie  lakes  around  Sussex.  Tlie 
sportsmen  are  taking  a  keen  interest  in  the  competition 
and  no  less  than  42  trout  were  put  into  the  window 
pond  during  the  two  weeks  before  May  24.  The  fish 
in  tlie  pond  have  proved  a  live  attraction  and  brought 
a  lot  of  iKnv  trade  to  the  store. 

The  James  Walker  Hardware  Co.,  St.  James  street, 
Montreal,  had  a  fine  fishing  tackle  trim  in  two  windows 
the  last  week  in  May,  nets  being  strung  across  the  top 
part  of  the  wjndow.  l>oxes  of  flies,  lines,  etc.  A  dozen 
pictures  of  various  kinds  of  fish  were  shown  on  the 
curtain  at  tlie  ])nck  of  the  windows. 


lot  of  attention  and  helping  to  sell  a  great  many  razors. 
The  trim  included  an  exhibition  of  Gillette  safety 
razors  and  the  parts  that  enter  into  their  construction. 
In  the  center  of  the  window  a  coil  of  blade  steel  was 
shown  in  the  form  it  appears  before  being  run  through 
the  stamping  machine.  A  pile  of  untempered  blades 
was  also  shown,  while  still  another  feature  was  a  pile 
of  hardened  blades,  some  of  them  being  broken  to  il- 
lustrate the  severe  test  the  steel  gets  in  the  tempering 
and  sharpening  process.  Next  was  a  display  of 
polished  blades  bearing  the  Gillette  trade  mark,  printed 
on  the  steel  by  an  acid  process.  At  one  end  of  the 
window  was  a  display  board  showing  all  the  parts  of 
the  Gillette  in  the  various  stages  of  manufacture. 

"Buy  at  lull's— Quality  tells,"  said  the  central 
show  card,  while  a  second  read:  "One  of  our  daily 
pleasures  is  showing  our  goods."  About  a  dozen  Gil- 
lette window  cards  were  also  used  effectively  in  the 
background,  behind  the  pyramids  of  safety  razor  gift 
boxes. 

Bell's  have  a  continental  reputation  for  good  win- 
dow trims,  and  this  one  was  no  exception  to  the  rule. 


Lariviere,  Incorporated,  Montreal,  featured  sport- 
ing goods  in  three  of  their  windows  last  week.  One 
trim  was  entirely  of  fishing  rods,  tackle,  etc.,  the  cen- 
tral feature  being  a  steel  rod  bent  almost  double 
across  the  front  of  the  window,  this  demonstrating 
the  strength  of  the  rod.  A  second  window  displayed 
roller  skates  and  baseball  goods,  while  a  third  was 
draped  with  hammocks,  a  bicycle  being  mounted  in  the 
center,  with  croquet  sets  in  the  foreground.  Fred  C. 
Lariviere  states  that  they  have  taken  up  bicycles 
again  and  will  feature  motor  cycles  during  the  com- 
ing year. 

l\Tc  Kinley  &  North  wood,  Ottawa,  in  one  of  their 
fine  large  windows,  displayed  fishing  goods.  Ham- 
mocks were  hung  in  the  background,  and  Seine  and 
minnow  nets  on  the  wall.  Rows  of  wire  and  canvas 
pails,  fishing  baskets,  glass  minnow  traps,  etc.,  were 
shown  on  raised  steps,  whih"  a  collection  of  floats, 
hooks,  sinkers,  leaders,  reels,  lines,  spoons,  wooden 
miiuiows,  etc.,  were  neatly  arranged  in  the  fore- 
ground, a  screen  work  of  bamboo  and  steel  rods  se- 
parating the  upper  and  lower  portion  of  the  window. 


Seasonable  Hardware  Advertising 

Readers  of  the  Journal  are  requested 
to  forward  samples  of  their  Ads., 
Circulars,  etc.,  to  the  Editor. 


NOVEL  SAFETY  RAZOR  WINDOW. 

R.  P.  Bell  recently  trimmed  a  novel  shaving  goods 
window  for  A.  M.  liell  &  Co.,  Halifax,  it  attracting  a 


' '  Selling  goods  at  cost, ' '  is  a  display  line  seen  in  too 
many  retail  ads,  and  in  the  opinion  of  a  writer  in  "Printers' 
ink,'"  it  is  a  serious  mistake  to  use  tlie  argument,  no  matter 
how  true  the  statement  may  be. 

In  the  first  ]ilaee,  the  merchant  who  advertises  to  sell  at 
cost,  anil  really  does  sell  at  cost,  gives  away  his  profits  in  a 
double  sense;  he  nut  only  loses  his  profits  (which  may  be  just 
the  thing  to  do)  but  he  lets  his  customers  know  his  percentage 
of  profit  on  the  articles  so  sold  (which  certainly  is  not  just 
the  thing  to  do). 

If,  for  instance,  a  customer  who  priced  the  article  before 
the  price  was  cut,  responds  to  the  "at  cost"  ad.  and  prices  it 
again,  that  customer  knows  what  your  regular  profit  has  been 
on  that  particular  thing.  If  it  ha])pcns  to  be  a  thing  on  which 
the  profit  is  large,  he  will  immediately  conclude  that  your  other 
profits  are  in  proportion,  juit  you  down  for  a  robber  and  kee]> 
away  from  you  except  when  you  cut  prices.  If,  on  the  other 
hand,  it  happens  to  be  an  article  that  is  sold  on  a  very  close 
margin,  he  will  just  as  quickly  put  you  down  for  a  liar  and 
keep  away  from  you  all  the  time. 
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It  is  I'erfectly  safe  and  entirely  fair  to  say  "at  cost  and 
below,"  then  print  the  old  and  new  prices  without  specifying 
which  are  "at"  and  which  "below."  And,  by  the  way,  it  is 
also  well  within  the  truth  to  say  "below  cost,"  if  the  cost 
marked  on  your  goods  is  the  price  at  which  you  were  billed  by 
your  jobber  or  manufacturer,  for  your  real  actual  cost  includes 
freight,  cartage,  clerk-hire,  rent,  heat,  light  and  a  lot  of  fixed 
charges  that  most  merchants  do  not  take  into  account  in  mark- 
ing costs,  though  they  may  be  figured  into  the  margin  for  ]iro- 
fit.   In  a  "below  cost"  ad.  talk  like  this: 

' '  Hero  are  these  refrigerators — ^brand  now,  this  season 's 
goods,  every  one  of  them,  and  they'll  be  just  as  good  next  sum- 
mer as  they  are  now.  But  I  can't  afford  to  keep  them,  and  if 
you'll  take  one  of  them  off  my  hands  now,  I  can  well  afford 
to  give  up  all  my  profit  and  more,  too.  I  have  $425  in  these 
refrigerators.  If  I  don't  get  it  out  of  them  now,  they  will  lay 
in  my  store-rooms  all  winter  and  not  make  a  cent  for  me.  If 
I  can  get  say  $400  out  of  them  now,  I  can  put  that  money  into 
some  winter  goods  that  will  turn  over  before  the  first  of  De- 
cember, and  then  I'll  have  the  ready  cash  to  put  into  some- 
thing else  that  will  sell  and  pay  a  profit  before  the  refrigerator 
season  comes  around  again.  In  fact,  I  might  be  able,  by  my 
quick  sales  and  small  profits  method,  to  turn  that  money  over 
three  times,  before  I  could  sell  these  refrigerators.  That's  the 
secret  of  my  success — spot  cash  buying  and  no  dead  stock — 
and  that's  why  you  can  now  buy  "This  Season's  Best  Makes 
of  Kefrigerators  Below  their  Actual  Cost  to  Me. '  ' ' 

That  isn 't  necessarily  a  model  ad.  of  its  kind,  but  it 's  a  line 
of  argument  that  ought  to  convince  people  and  sell  goods.  It 's 
absolutely  frank  and  above-board;  the  reasoning  will  hold 
water,  the  general  policy  would  be  approved  by  most  good 
business  men,  and,  not  the  least  important,  it  takes  your  cus- 
tomer into  your  confidence  in  a  way  that  will  make  him  trust 
you,  and,  more  than  this,  your  methods. 

A  large  Vancouver  store  used  a  good  line  of  talk  in  featur- 
ing refrigerators  and  screen  doors  in  one  of  their  ads.  They 
said: 

BUY  YOUR  REFRIGERATOR    NOW— HAVE  THE 
FULL  SUMMER'S  USE. 

Considering  that  summer  weather  is  only  just 
commencing,  it  was  very  gratifying  to  us  to  experience 
such  a  splendid  response  to  our  invitation  to  buj^ 
refrigerators  early.  But  the  right  weather  for  "turn- 
ing" food  quickly  was  in  our  favor.  How  much  food 
are  you  going  to  allow  to  be  spoiled  before  you  buy 
a  refrigerator?  Only  when  you  have  owned  one  will 
you  know  the  satisfaction  a  housewife  gets  from 
knowing  that  even  in  the  hottest  weather  food  that 
has  to  be  kept  from  day  to  day  is  all  right  and  whole- 
sninc.  Our  advice  to  you  is  to  buy  your  refrigerator 
now  and  have  the  full  summer's  use  of  it.  We  offer 
you  a  choice  of  manj'  styles. 

Which  will  3'ou  have? 


Crown  No.  1   $12.75 

Crown  No.  2    $15.75 

Crown  No.  3    $18.75 

Pacific  No.  1    $21.75 

Invincible  No.  1    $23.75 

liiviiii-ihio  \n.  4    $49.75 


HANG  SCREEN  DOORS  NOW. 

l)(]ii't  wait,  get  tlu'in  at  once  and  get  them  hung, 
for  it 's  a  mighty  sight  easier  to  keep  flies  out  of  a 
house  than  drive  them  out  after  they're  once  in. 
Screen  doors  will  save  their  cost,  too,  in  the  labor 
they  save  you,  as  well  as  keep  the  house  cool.  We 
have  many  styles  for  j'ou  to  choose  from,  and  our 
prices  are  below  competition — through  our  (|Uiiiiity 
buying. 

No.  20 — Screen   door,   strongly   constructed,     in  four 


sizes,     2.6x6.6,     2.8x6.8,     2.10x6.]  ()     and  :!x7. 

Price,  any  size    90c. 

No.  .'50 — Made  of  lir  and  varnished,  finished  with  fancy 
sawn  corners,  in  two  sizes  2.Sx6.S  and  2.10x6.10. 
Price,  any  size    $1.15 


No.  40 — A  fency  desigii  in  varnished  fir,  with  fancy 
sawn  corners  and  turned  spindles;  sizes  2.6x6.6, 
2.8x6.8,  2.10x6.10  and  3x7.    Price,  any  size.  .  .$1.35 

No.   52 — Finished  in   golden   oak;    a  very  attractive 


door;  sizes  2.8x6.8  and  2.10x6.10. 

Price,  any  size    $1.65 

No.  68 — A  handsome  door  with  a  solid  panel  base; 

sizes  2.6x6.8,  2.10x6.10  and  3x7. 

Price,  any  size    $1.95 

No.  72 — A  handsome  door  in  golden  oak  finish;  very 

attractive;   sizes  2.8x6.8,  2.10x6.10  and  3x7;  any 

size    $2.25 


WINDOW  SCREENS. 

We  have  them  in  cloven  different  sizes  and  styles. 
Well  made,  of  selected  hardwood  in  oil  finish.  The 
wire  cloth  is  the  best  made  and  well  secured  to  the 
frame.    Come,  according  to  size,  from  15c.  to  45c. 


Emerson  &  Fisher,  St.  John,  N.B.,  in  a  three  inch,  three 
column  ad.  featured  lawn  swings,  saying: 

DON'T  RUN  AWAY. 

with  the  idea  that  for  high  ciuality  you  must  alwa.ys 
pay  a  high  price. 

We  have  some  High  Grade  Lawn  Swings 
thoroughly  made  from  seasoned  hardwood,  the  up- 
rights in  natural  color,  cross  iiieces  painted  red. 

Just  the  thing  to  provide  enjoyment  for  Man, 
Maid  or  Child,  as  they  are  made  to  stand  wear  and 
tear  as  well  as  being  ornamental  to  the  lawn. 

A  low  i^rice  for  a  high  grade  article    $6.00 

Wo  are  headquarters  also  for  Lawn  Mowers,  Garden 
Hose,  etc. 

The  McLeod  Hardware  Co.,  Sydney,  N.S.,  in  a  timely  oil 
stoves  ad.  said: 

SUMMER  COMFORT  IN  THE  KITCHEN 

Why  shonl<l  you  broil  yourself  coolung  over  a  hot 
range  this  weather.  If  you  want  comfort  and  economy 
get  one  of  our 

NEW  PERFECTION. 
BLUE  FLAME  OIL  STOVES. 

It  will  bake,  broil,  roast  or  stow  bettor  than  a  coal 
stove.  Your  heat  is  ready  in  a  jiffy  when  you  want 
it.  You  turn  it  out  immediately  you  are  through. 
Easy,  safe  and  economical.  They  come  in  one,  two 
or  three  burner  sizes,  with  or  without  ovens  or  cabinet 
tops  to  suit  your  taste  or  the  length  of  your  pocket 

book.    Prices  run  from    $3.00  to  $22.50 

We  have  a  complete  line  of  smaller  lamp  style  Oil 
Stoves  in  one,  two  or  three  burners,  at  the  following 
low  prices: 

Victor  Oil  Stoves — 1  burner,  80c.;  2  burners,  $1.60; 
3  burners,  $2.25. 

Glass  Bottom  Oil  Stoves — 1  burner,  $1.25;  2  burners, 
$1.90. 

They  are  just  the  thing  this  weather  in  the  kitchen 
or  for  picnic  and  camping  purposes. 


The  Burk's  Falls  Hardware  Co.,  Burk 's  Falls,  Out.,  didn't 
say  much  in  a  large  ten  inch,  two  column  ad.  in  their  local 
paper,  but  what  thej'  said  was  to  the  point.    Here  it  is: 

THE  BEST  WAY  TO 
KEEP  COOL 
IS  TO  USE  PLENTY  OF 
WINDOW  SCREENS 

SCREEN  DOORS 

IIAIVOIOCKS 

VERANDAH  CH.MKS 

ICE  CREAiM  FREEZERS 
LEMON  JUICE  EXTRACTORS 

THE  BURKS  FaLLS  HARDWAIMC  C():\1I'ANY 
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Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Tlie  R('|iul)lii'  Motulvvaro  (!oni|iany,  Buffalo,  N.V.,  has  issuod 
catalogiio  No.  7~),  coiiimcniorating  tlip  seventy-fifth  aniiivorsary 
of  the  foiuKhition  of  the  business.  It  contains  400  jiages  de- 
voted to  kitelien  e(|uipinent  and  cool<ing  utensils. 

The  Yale  &  Towno  Mfg.  Company,  9  Murray  street,  New 
York,  and  Stamford,  (!onn.,  is  introducing  to  the  trade  a 
sample  board,  u])on  which  are  shown  four  of  the  company's 
leading  night  latches,  mounted,  com])letc  with  cylinders,  which 
show  through  on  the  op])osit(!  side,  with  brass  hooks  on  the 
cylinder  side  for  hanging  the  keys.  Brass  tags  are  provided, 
giving  the  list  number  of  each  latch.  A  bronze  plate  showing 
the  Yale  trademark  is  attached  to  both  sides  of  the  board  at 
the  top.  A  card  giving  suggested  retail  prices  is  sent  with  each 
board.  The  board  is  furnished  with  or  without  an  assortment  of 
stock.  Among  the  advantages  of  the  sami)le  board,  attention  is 
directed  by  the  company  to  the  following:  Being  hung  on  tlie 
upright  of  the  shehiiig,  it  is  in  good  position  to  be  seen  by 
customers,  who  can  opera t<'  tlic  key,  and  at  the  same  time  sec 
both  sides  of  the  hoard.  The  nosings  or  strikes  are  so  mounted 
as  to  show  their  a|i|)Ii(  ation.  The  necessity  of  removing  stock 
goods  from  boxes  to  show  them  is  obviated,  and  not  only  is 
valuable  time  saved,  but  unpacking  goods  often  results  in  keys, 
screws,  or  parts  becoming  lost. 

The  board  is  accompanied  l)y  a  ilis])lay  cabinet,  containing 
a  quantity  of  advertising  literature,  explaining  night  latches, 
which  are  among  the  Vale  products,  being  advertised  in  full 
]iages  ill  2.")  of  tlie  |i(ipular  magazines. 


Razor  Strop  Stand. 


During  .hnic  Lewis  Bros.,  Limited,  Montreal,  are  offering 
a  razor  strop  stand  free  witli  every  order  for  razor  strops 
amounting  to  !|!20  or  over.  The  stand  is  made  of  oak,  mission 
finished,  is  21  1-2  inches  wide  and  30  inches  high.  Screw 
hooks  accomjianying  each  stand,  which  is  packed  in  a  heavy 
corrugated  cardboard  box  to  ensure  it  arriving  in  good  condi- 
tion. The  stand  dis])lays  12  razor  strops,  which  may  be  easily 
takeu  down  and  examined.  A  solid  foundation  removes  danger 
of  the  stand  tijijiing  over  and  breaking  the  showcase. 


The  Gillette  Safety  Razor  Co.,  Montreal,  are  sending  a 
sample  postcard  to  the  retail  trade,  the  card  illustrating  the 
projier  angle  stroke  to  be  used  is  satisfaction  is  desired  with 
safety  razors.  There's  an  interesting  conversational  talk  under 
the  jiicture,  which  is  calculated  to  interest  any  live  blooded 
man  in  shaving  with  a  safety  razor.  And  there's  an  argu- 
mentative "retailer  to  customer"  talk  on  the  face  of  the  card, 
with  a  sjiace  below  to  be  filled  in  with  the  dealers'  name.  The 
(iillette  ('o.  offer  a  supply  of  the  cards  to  any  customer  who 
will  send  them  to  his  mailing  list. 

The  liissell  Carpet  Sweeper  Co.,  Niagara  Falls,  Ont.,  are 
sujijilying  Jajjancse  fans  to  customers  for  advertising  purposes 
during  the  hot  season.  Fifty  of  the  fans  are  given  with  each 
order  of  one  dozen  ball  bearing  sweepers,  shipped  before 
August  10. 

The  Metal  Shingle  &  Siding  Co.,  Preston,  have  issued  a 
conveniently  sized  catalogue,  illustrating  their  complete  line 
of  sheet  metal  building  goods.  Steel  ceilings,  exterior  sheet 
metal  building  goods,  shingles,  sidings  and  corrugated  sheets, 
etc.,  are  illustrated. 

The  Pike  Manufacturing  Co.,  Pike,  N.IT.,  associated  with 
the  (ioodell  Co.,  Antrim,  N.II.,  manufacturers  of  household 
specialties,  and  the  White  Mountain  Freezer  Co.,  Nashua,  N.H., 
ha\e  begun  the  publication  of  a  series  of  monthly  folders  for 
distribution  by  retailers.  A  fine  fishing  scene  is  pictured  on  the 
cover  of  the  first  folder. 

"Paints  and  Varnishes"  is  the  title  of  a  handsomely 
bound  dealers'  descriptive  catalogue  of  paints,  stains,  enamels, 
varnishes,  etc.,  just  published  by  the  Martin-Senour  Co., 
Chicago  and  Montreal.  The  64  pages  in  the  book  are  ex- 
ceedingly well  printed  and  illustrated,  besides  being  replete 
with  information  about  the  varied  line  of  quality  paint  goods 
m;inufactured  by  this  company. 

I'inchin  Johnson  &  Co.  (Canada),  Limited,  Toronto,  are 
Idaiiing  to  customers  a  handsome  cabinet  in  which  to  hold 
a  sujiply  of  the  handsome  sjiecialty  color  cards  issued  by  that 
I'ompaiiy.  A  series  of  about  twenty  of  these  cards,  each 
;i  1-2x6  1-4  inches,  have  been  printed  and  are  ready  for  ais- 
triliution.  One  in  particular  deserves  special  mention, 
"Minerva  Art  and  Craft  Stain,"  the  colors  being  shown  on 
slips  which  reproduce  in  most  realistic  fashion  the  grain  of  the 
Wddil  and  the  ajipearance  of  the  various  stains  on  different 
kinds  of  wood.    Ask  for  a  sample  of  this  folder. 

.\s  ill  previous  seasons  the  Sherwin-Williams  Co.,  Montreal, 
.lie  sup]ilying  a  series  of  wimlow  trims  to  customers,  the  me- 
i  liaiiiial  "little  paint  ni.in''  being  an  important  feature. 

All  effective  selling  help  is  being  supjdied  to  customers  by 
the  ('anada  Paint  Company,  it  being  a  booklet  giving  advice 
to  amateur  painters  as  to  how  to  get  the  best  results.  Copies 
will  be  sent  on  request. 

The  Dominion  Cartridge  Co.,  Montreal,  have  published  a 
new  calendar,  jiicturing  a  young  lad  who  has  just  shot  "His 
First  Duck."  The  calendar  will  interest  any  lover  of 
shooting. 

The  Carborundum  Co.,  Niagara  Falls,  N.Y.,  have  issued  a 
new  catalogue  featuring  carborundum  razor  strops. 

Lewis  Bros.,  Montreal,  are  supplying  customers  with  a 
useful  "Want  Book,"  comprising  260  pages  and  cover.  Each 
alternate  jiage  contains  some  interesting  advertising  or  reading 
matter,  while  a  practical  quotation  or  motto  tops  each  "want" 
]iage. 


SEND  FOR  THIS  BOOK. 

The  Martin-Senour  Co.,  are  supjilying  agents  with  an  in- 
structive booklet,  by  C.  B.  lleckel,  author  of  "A 
Paint  Catechism."  The  book  is  a  jdea  for  conservation,  en- 
titled "Paint  Economy,"  and  the  following  paragraph  is  in- 
dicative of  the  forceful  arguments  it  contains. 

"The  property  owner  who  neglects  to  keep  his  property 
adequately  jirotected  by  paint,  acts  strictly  after  the  manner 
of  him  who  neglects  to  throw  a  pail  of  water  on  an  incipient 
lire  in  his  house  or  barn." 

The  booklet  isn't  an  advertising  folder  in  any  sense — its 
educative  work,  which  will  repay  in  increased  selling  knowledge 
the  time  and  postage  spent  in  writing  for  a  co]>y.  Take  this 
tip,  hardware  merchants  and  clerks,  and  get  a  copv.  The 
Alartiu-Senour  Co.  will  seud  it  on  request. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


E.  T.  Wrij;lit  \  Co.,  Hamilton,  have  began  the  manufacture 
of  a  high  class  Hue  of  galvanized  tubs  and  buckets,  very 
smooth  in  finish  and  fitted  with  large  wooden  handles. 

The  Solderall  Co.,  143  Liberty  Street,  New  York,  are  put- 
ting on  the  market  a  new  form  of  solder  in  paste  form,  packed 
in  a  soft  metal  tube,  whicli  it  is  claimed  can  be  made  to  mend 
kitchen  utensils,  join  wires,  etc.,  by  merely  squeezing  out  some 
paste  and  heating  it  with  a  match  or  soldering  iron. 

The  Humphreys  Mfg.  Comi^any,  Mansfield,  Ohio,  are  in- 
troducing a  line  of  ratchet  top  pumps  designed  for  strength  and 
ease  of  operation,  and  at  the  same  time  to  give  the  operator 
absolute  protection  from  having  his  fingers  caught  between  the 
ratchets  while  resting  one  hand  on  the  pump  and  pumping  with 
the  other  one. 

The  Taylor  Instrument  Co.,  Eochester,  N.Y.,  are  introduc- 
ing several  new  types  of  thermometers  and  supply  display 
sample  boards  to  customers. 

Eealizing  the  field  for  a  low  price,  short  key  cylinder  rim 
night  latch,  to  replace  that  of  the  long  tubular  style  with  long 
keys,  the  Miller  Lock  Company,  Frankford,  Philadelphia,  has 
developed  the  Miller  Cylinder  rim  night  latch.  The  particular 
feature  of  the  lock  is  its  patent  adjusting  bar,  by  which  it  is 
possible  for  practically  any  one  to  fit  the  lock  to  the  door. 

The  J.  E.  Porter  Company,  Ottawa,  111.,  is  placing  on  the 
market  a  barn  door  hanger,  known  as  the  Tornado  Tandem,  con- 
taining a  number  of  exclusive  points  of  merit. 

The  Kee-no  door  securer,  bottle  stoj)per,  remover  and 
screwdriver  is  being  introduced  to  the  trade  by  the  Tyler 
Specialties  Company,  Eome,  N.Y.  This  ingenious  device  is 
three  tools  in  one  and  is  handily  carried  in  the  pocket  or  on  the 
key  ring. 

The  favorite  strainer  holder,  being  offered  to  the  trade  by 
the  Goodell  Company,  Antrim,  N.  H.,  is  a  device  for  kitchen 
use  in  making  jelly,  etc. 

A  new  revolving  case  manufactured  by  the  American  Bolt 
&  Screw  Case  Company,  Dayton,  Ohio,  is  designed  for  stores 
that  desire  to  carry  a  stock  of  screws  and  bolts  in  one  case. 
Each  case  is  provided  with  a  substantial  card  holder. 

Tlie  Cleveland  Galvanizing  Works  Company,  Cleveland, 
Ohio,  lias  recently  brought  out  a  new  line  of  chain  designated  as 
Samson  Porch  Swing  Chains.  The  chains  are  made  uj)  into  i'- 
slia]ie  i)ieees  from  Samson  Pattern  Weldless  chain  which  is 
said  to  have  exceptionally  high  tensile  strength. 

The  "4  in  1 "  opener  is  being  offered  to  the  trade  by  J.  C 
Forster  &  Son,  Third  avenue  and  Eoss  street,  Pittsburg,  Pa. 
rt  is  a  jar  wrench  and  can  opener,  jelly-glass  opener  and  bottle 
opener  attachment. 

Acme  complete  screen  door  sets  are  being  offered  the  trade 
by  the  Acme  Steel  Goods  Company,  Chicago,  111.  The  com- 
bination sot  is  most  practically  and  durably  made,  the  hinges 
being  loose  ]iiii. 


NEW  BASEBOARD  REGISTER. 

The  Tuttlc  &  Bailey  Mfg.  Co.,  of  Canada,  whose  plant  is  at 
Bridgeburg,  Ontario,  are  now  manufacturing  an  all  steel  base- 
board register.  It  is  having  a  large  sale  by  reason  of  its  being 
of  very  liglit  weight  but  strong  construction.  It  is  designated 
to  give  the  largest  ])Ossible  air  capacity  consistent  with  a  good 
appearance,  and  this  Company  makes  a  specialty  of  a  fine 
f|uality  of  electric  ])lating.  It  allows  of  a  supply  pifio  ap- 
proxiiiiatoly      iiiclics  deoi>er  than  the  stu<lding. 


NEW  JEWEL  GAS  RANGES. 

The  Burrow,  8t(^\vart  &  ^lilue  Co.,  Tlainilton,  are  featuring 
an  elevated  oven  gas  range  (No.  210)  for  manufactured  or 
natural  gas  this  year.  It  is  made  in  various  stylos  and  can  be 
fitted  witli  n  two  Imlc-  extension  to  the  four  burner  top  if  do- 


sired.  Like  other  Hamilton  Jewel  gas  ranges,  it  is  fitted  with 
a,  jewel  adjustable  needle  valve.  No.  240  is  another  leader, 
it  being  a  six  burner  top,  with  high  oven,  boiler  and  plate 
shelf. 


NEW  IDEA  SINK  STRAINER. 

The  McClary  Mfg.  Co.,  London,  are  introducing  a  new  sink 
strainer  which  will  appeal  to  most  housewives  as  a  removable 
device  which  can  be  kept  thoroughly  sanitary.     The  ■ '  New 


Idea"  Sink  Strainer  is  so  constructed  that  it  can  be  placed  over 
the  strainer  in  the  sink  and  all  the  water  is  so  directed  that  it 
flows  directly  into  the  waste  j^ipe  and  does  not  spread  all  over 
the  sink,  as  with  other  strainers. 


NEW  POPULAR  PRICED  STEEL  TAPE. 

The  Lufkin  Eule  Co.,  of  Canada,  Windsor,  are  introducing 
this  year  the  ' '  Marvel ' '  36  inch  pocket  steel  tape,  on  which  they 
have  set  a  retail  selling  price  of  25  cents,  both  jobber  and  re- 
tailer being  assured  a  satisfactory  margin  of  profit  on  the  spe- 


cialty. It  is  being  marketed  m  dozen  lots,  displayed  in  a  gold 
embossed  leatherette  display  box,  and  because  of  its  attrac- 
tiveness and  quality  seems  destined  to  supersede  the  cheaper 
linen  tapes  now  being  sold  for  ten  and  fifteen  cents. 


THE  PIKE  STROP-HONE. 

To  meet  the  ilemand  foi'  a  practiral,  moderately  priced 
razor  sharpener,  combining  all  the  good  points  of  a  razor  hone 
and  strop  in  one  article,  the  Pike  Mfg.  Co.,  Pike,  N.  II.,  have 
originated  a  device  which  will  be  marketed  under  the  name 
of  Pike  Strop-Hone.  This  article  is  a  combination  of  an  extra 
fine  quality  razor  hone  and  a  specially  selected  strop.  These 


two  articles  are  held  together  by  a  simple  mechanical  con- 
trivance which  retains  both  articles  in  position  rigidly,  either 
side  being  ready  for  instant  use.  It  is  an  ideal  article  for  the 
self-shaver  and  one  that  should  give  satisfaction  under  all 
conditions.  The  Pike  Strop-llone  is  extremely  neat  and  tasty 
in  apjiearancc,  and  is  put  up  in  handsome  individual  telescope 
l)oxes.  Tlio  manufacturers  will  be  glad  to  answer  all  inquiries 
regarding  this  new  article. 
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COST  OF  HANDLING   BINDER  TWINE. 

By  Frank  E.  Goodwin,  Author  of  the  "Cost  Accounting 

Pathfinder."  p:, 

Kvery  dealer  who  has  tried  to  keej)  any  record  of  his 
hinder  twine  sales  i<nows  that  they  never  can  account  for  every 
bale  handled.  This  is  due  to  the  season's  rush  of  business,  and 
carelessness.  Once  in  a  while  a  farmer,  his  son,  or  a  hired  man, 
will  drive  u])  to  a  store,  take  a  bale  or  two  of  twine,  and  drive 
off  without  a  word  to  the  proprietor  or  clerk.  Not  that  this 
individual  intends  to  take  the  twine  without  i)aying  for  it 
sometime.  But  things  are  rushing  back  on  the  farm,  and  in 
running  off  with  the  twine  he  fully  expects  to  tell  the  dealer 
when  he  next  goes  to  town,  and  have  the  self-made  sale  put 
on  the  books. 

liut  somcdiow  or  other  men  have  a  habit  of  forgetting — 
not  wilfully,  but  honestly  forgetting  to  do  their  part.  They 
may  firmly  believe  in  their  own  minds  that  the  charge  has  been 
made.  And  as  they  do  not  settle  for  their  goods  very  often, 
by  the  time  settlement  is  made  the  twine  is  forgotten  entirely. 

One  dealer  who  sold  a  carload  of  twine  last  year  says  that 
31  bales  were  not  accounted  for  at  the  end  of  the  selling  sea- 
son. Those  31  bales  lost  wiped  out  what  little  profit  the  dealer 
expected  to  make  upon  his  twine,  and  left  him  with  a  deficit. 

Clerk's  Thoughtlessness. 

Clerks  have  an  unhap|iy  faculty  of  forgetting  to  make 
charges  of  twine  going  out  when  they  were  extremely  busy. 
They  don't  mean  to  be  thoughtless.  But  when  they  allow  six, 
or  eight,  or  ten  bales  of  twine  to  slip  away  during  the  season 
without  making  the  proper  charge,  it  whittles  off  quite  a  slice 
of  the  boss's  net  profits  on  binder  twine. 

There  isn't  much  profit  in  twine  at  best.  A  great  many 
dealers  sell  twine  at  a  positive  loss,  while  some  manage  to 
break  even,  and  once  in  a  while  a  dealer,  with  a  stiff  spinal 
column,  and  scjuare  set  jaw,  will  make  a  little  money  to  add  to 
his  suriilus. 

Suppose  a  <lealer  this  year  will  handle  10,000  pounds  of 
Sisal  and  5,000  pounds  of  Manila  twine.  He  ought  to  figure  in 
advance  just  what  he  must  ask  for  his  twine,  and  account  for 
every  pound  of  it,  to  make  a  mere  trifle  of  five  per  cent,  net 
jirofit.  The  average  cost  of  doing  business,  as  every  reader 
of  this  department  knows,  is  18  per  cent,  of  the  sales.  But 
there  are  some  who  still  insist  that  they  can  do  business  for 
less,  so  for  the  sake  of  argument  I  will  say  that  it  costs  18 
per  cent,  above  delivered  cost  of  stock  to  sell  goods. 

Suppose  Sisal  is  quoted  6  3-8  cents  a  pound  in  lots  of  10,000 
pounds;  Manila  is  7  3-4.  This  will  make  Sisal  stand  the  aver- 
age dealer  at  least  6  3-4  cents  delivered  and  Manila  8  cents. 
Let  us  see  what  a  dealer  has  got  to  figure  on: 

10,000   pounds    Sisal   $(37.5.00 

Cost  of  doing  business    12 J. .50 

Cost  to  sell   .l!796.50 

Net  ]>rofit,  5  ]ier  cent   39.84 

Total   sales   .$836.34 

.5,000   pounds  Afanilla   .$400.00 

Cost  of  doing  business    72.00 

Cost  to  sell   .$472.00 

Net  ]irofit,  5  per  cent   23.60 

Total  sales   $495.60 

A  few  balls  of  this  twine  is  bound  to  come  back  on  the 
claim  that  it  is  imperfect,  and  the  dealer  will  have  to  make 


good.  So  if  every  bale  and  ball  of  twine  is  accounted  for,  he 
cannot  sell  a  i)Ound  of  Sisal  twine  under  8  1-2  cents,  or  Manila 
for  less  than  10  cents  per  j)Ound. 

^  It  will  cost  the  dealer  $1,075  to  buy  the  twine  and  pay 
freight  upon  it.  ft  will  cost  an  additional  $193.50  to  handle, 
"and  above  all  of  these  costs  he  will  add  the  munificent  sum 
of  $63.44  for  his  net  profit. 

A  shrewd  business  man  would  take  $1,200  ($68.50  less 
than  the  dealer  uses)  and  make  $63  in  one  day  buying  grain. 

Every  bale  of  Sisal  that  gets  away  without  being  charged 
and  paid  for  will  lessen  the  net  profit  by  $4.25.  Every  bale  of 
Manila  means  a  loss  of  $5.  Now  how  much  carelessness  can  a 
dealer  stand  before  his  whole  season's  twine  profits  arc  wiped 
out?  And  how  much  of  a  cut  in  price  can  he  stand  to  lose  all 
of  that  measley  little  $63.44  and  encroach  upon  his  cash? 

A  Fatherly  Advice. 

Let  the  writer  give  every  dealer  who  handles  twine  a  word 
of  fatherly  advice:  At  the  beginning  of  the  selling  season  get 
some  slips  printed  from  the  local  printer,  which,  when  filled 
out,  shows  that  so  many  pounds  of  twine  has  been  delivered 
to  the  buyer.  Make  every  person  who  takes  out  twine  sign 
that  receipt. 

Tell  every  clerk  who  has  anything  to  do  with  the  selling 
of  binder  twine  that  j'ou  will  hold  them  personally  responsible 
for  the  failure  to  account  for  every  pound  of  twine  which  goes 
out  and  is  not  settled  for — and  mean  it. 

Take  a  sheet  from  the  Perpetual  Inventory  and  Stock 
Record,  fill  it  out  in  proper  form  for  listing  and  entering 
stocks  and  sales  of  iill  kinds  of  binder  twine,  and  every  night 
gather  in  the  signed  slips.  Count  the  number  of  bales  and  balls 
sold  during  the  day  and  enter  the  amounts  in  the  Perpetual 
Inventory. 

It  can  be  done  during  a  temporary  lull  of  business  during 
the  day  just  as  well    because  these  entries  are  not  dated. 

At  night,  or  the  first  thing  every  morning,  have  a  trusted 
clerk  quickly  cast  his  eye  over  the  Perpetual  Inventory  and 
see  how  many  bales  and  broken  bales  of  twine  ought  to  be  on 
hand.  He  can  easily  count  u])  the  stock  and  ascertain  if  the 
required  number  are  there.  If  the  figures  balance  and  cor- 
resjiond  with  each  other,  the  clerk  can  OK  the  figures.  If 
some  stock  is  missing,  hold  a  consultation  with  the  clerks  and 
try  to  find  out  what  has  become  of  the  missing  twine. 

Go  over  the  tickets  and  eliminate  the  sales  as  each  clerk 
remembers  the  deliveries.  When  they  are  all  accounted  for 
one  clerk  will  sheepishly  acknowledge  that  "Sam  .Tones  took 
away  two  bales  an  1  was  in  such  a  hurry  he  would  not  stop 
to  sign  the  slip. 

At  any  event  it  is  a  heap  easier  to  remember  who  got  the 
twine  that  day  or  the  day  before  than  to  wait  until  the  har- 
vest season  is  over  and  then  try  to  locate  the  shortage. 


OLD  DEBTS  AND  PUBLICITY. 

Letters,  threats  and  collection  agencies  had  failed  to  bring 
in  settlements  or  acknowledgment  on  a  California  grocer's  old 
debts.  And  so  threatening  did  the  condition  of  his  own  busi- 
ness become  that  he  was  forced  to  use  radical  collection 
methods. 

On  tlie  next  Saturday  evening  the  local  dailies  printed  in 
a  ten  inch  box  s]iace  an  announcement  from  the  grocer  read- 
ing somewhat  as  follows: 

"Two  weeks  from  to-night  all  persons  owing  this  store  ac- 
counts of  six  months'  standing,  who  have  not  settled  in  full, 
will  find  their  names  and  indebtedness  pasted  on  the  show 
window  of  my  store." 

The  grocer  was  not  obliged  to  publish  any  names. — 
' '  System. ' ' 
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Business  Methods  that  Win  Success 

Some  of  the  out-of-the-ordinary  plans  adopted 
by  retailers  tn  bring  trade  to  their  stores. 


DISPLAYING  GOODS  ON  SIDEWALKS. 

Pow  and  Wik-ox,  Tillsonburg,  Out.,  pride  themselves  on 
having  as  neat  a  hardware  store  and  as  live  window  displays 
as  can  be  found  in  Ontario.  The  accompanying  photo  does  not 
show  as  neat  a  display  as  they  usually  have,  but  it  does  show 
a  tlioroughly  modern  store  front,  with  an  illuminated  sign,  at- 


Fine  Stoi-e   Front  at  Tillsonburg. 

tractive  awning  and  board  signs,  and  an  arrangement  of 
prism  and  plate  glass,  which  ensures  a  well-lighted  store  and 
cellar. 

' '  We  do  not  believe  in  putting  too  many  goods  on  the 
sidewalks,  as  it  detracts  from  the  view  of  your  window,  and 
certainly  spoils  some  goods;  however  at  certain  seasons  it 
seems  your  windows  are  at  a  premium,  and  you  must  show 
certain  goods,  and  in  such  cases  it  is  necessary  to  place  same 
in  front  of  the  store  windows." 

Opinions  vary  regarding  the  value  of  sidewalk  displays. 
The  trouble  is  that  many  merchants  take  a  yard  if  given  an 
inch,  and  the  whole  sidewalk  is  sometimes  blocked  with  goods. 

Writing  from  Orillia,  S.  Mullett,  of  the  Orillia  Hardware 
Co.,  saj's  that  the  evil  became  so  bad  in  that  town  that  a  by- 
law was  passed  proliibiting  the  use  of  the  sidewalk  for  dis- 
playing goods.  "The  people  now  look  into  the  windows  in- 
stead of  at  the  goods  on  the  sidewalk,''  said  Mr.  Mullett. 

Tlic  W.  W.  Chown  Co.,  Belleville,  on  the  other  hand,  adopt 
the  jilan  of  placing  a  milk  can,  a  wheel  barrow,  a  lawn  mower, 
and  similar  goods  on  the  outside  of  the  sidewalk,  so  that  tlie 
view  of  tlie  window  is  not  obstructed.  They  recently  received 
a  shipment  of  wheelbarrows  from  the  Percival  Plow  &  Stove 
Co.,  Merrickville,  the  barrows  costing  about  .$2. .50.  They  were 
placed  on  the  sidewalk  near  the  curb  and  marked  "Special  for 
to-day,  $3.4y>,"  and  two  were  sold  the  first  day. 

Tlie  Stafford  Hardware  Co.,  Belleville,  have  a  simple  ar- 
ratigcmiMit  to  make  their  one  window  more  effective.  An  iron 
riiil  is  struiiLT  across  the  window  about  seven  feet  from  the 
w;ilk,  and  tiirec  inches  out  from  the  glass.  On  this  samples 
of  garden  rakes,  hoes,  etc.,  are  hung  without  detracting  from 
the  window  display. 

One  of  the  lines  shown  in  front  of  Pow  &  Wilcox's  store 
is  wicker  baskets.  The  line  has  not  ]]roven  a  satisfactory  one, 
however.  "We  consider  baskets  a  bad  investment,  as  we 
receive  so  many  broken  in  shipment.  They  arc  also  culled 
over  by  your  customers  and  sold  at  such  a  close  margin  of 
profit  that  by  the  time  you  take  half  price  for  the  culls  you 
break  about  even.  Were  it  not  for  the  goods  that  baskets 
help  to  sell,  such  as  ensilage  forks,  vegetable  scoops,  etc.,  we 
would  not  touch  them,"  writes  W.  G.  Pow. 


GUESSING  COMPETITION  IN  WINDOW. 

A  Toronto  photo  sujiply  house  created  a  lot  of  interest 
among  its  customers  in  May  by  placing  a  large  revolving  bar- 
rel-like cylinder  in  its  window.  On  the  cylinder  several  hun- 
dred ]iliutographic  views  were  displayed  and  ten  prizes  were 
olTereil  to  the  customers  who  made  the  ten  nearest  estimates 
of  the  number  of  photos  shown. 

The  idea  might  be  adopted  by  hardwaremen,  pocket 
knives,  hunting  knives  and  razors  being  shown  on  the  cylinder, 
which  could  be  connected  to  a  small  water  motor  in  the  cellar. 
Only  customers  buying  goods  should  be  allowed  to  guess, 
while  a  safety  razor  or  the  choice  of  any  knife  or  razor  shown 
might  be  offered  as  the  prize. 

A  moving  window  disj^lay,  and  one  containing  a  comjjeti- 
tion  of  this  sort,  will  draw  the  attention  of  scores  of  the 
curious-minded,  while  a  considerable  business  should  be  se- 
cured from  those  who  like  to  "take  a  chance." 


PICTURES  TO  PURCHASERS. 

T.  F.  Bovee,  hardware  merchant,  Craik,  Saskatchewan,  re- 
cently gave  away  100  framed  pictures,  which  when  purchased 
separately  were  sold  at  $2.00  each.  To  every  jiurchaser  buying 
$10  worth  of  goods  a  picture  was  given  without  extra  charge. 
With  a  $-5  purchase  the  picture  was  sold  for  50  cents,  and  with 
all  purchases  of  $2. .50,  the  picture  could  be  secured  for  $1.00. 


BATHROOM  IN  STORE  WINDOW. 

With  the  exception  of  the  larger  cities  the  })lumbing  busi- 
ness throughout  Canada,  is  usually  done  by  hardware  and 
stove  merchants,  who  have  capable  mechanics  in  their  tin- 
shops.  During  the  past  fortnight  two  Eastern  Ontario  hard- 
waremen havei  featured  plumbing  goods  windows. 

Taylor  Bros.,  Carleton  Place,  had  their  corner  window 
fitted  uj)  as  a  model  bathroom,  the  floor  and  wall  being  fitted 
up  in  a  realistic  manner.  The  window  brought  them  quite 
a  number  of  inquiries. 

Boyle  &  Son,  Najianee,  whose  window  trim  is  rejiroduced, 
had  a  display  which  would  do  justice  to  any  city  store,  the 
setting  of  the  fixtures,  the  tiling  and  matting,  being  ex- 
ceeding]}' well  done,  the  fixtures  being  "Standard  Ideal,"  sup- 
lilied  by  the  .James  Robertson  Co.,  Toronto. 

The  experience  of  Boyle  &  Son  is  that  their  plumbing  de- 
l)artment  is  a  profitable  branch,  and  it  brings  them  a  lot  of 
trade.  The  window,  according  to  Mr.  Boyle,  did  a  lot  of  good 
and  lirought  him  several  orders. 


Bathroom  Goods  in  Napanee  Hardware  Window. 


If  space  ])ermits  it  will  pay  merchants 
bathroom  in  their  store,  building  partitions 
and  enclosing  a  si)ace  of  about  6x7  feet, 
bath,  closet  and  lavatory-  can  be  set  up,  and 
is  available,  a  model  kitchen  might  be  set 
a  gas  range,  gas  heater  and  range  boiler, 
tubs.    A  display  of  this  kind  is  made  each 
Binns,  Newmarket,  and  he  says  that  many 
have  [)laced  orders  for  bathroom  and  kitchen 
of  this  dis^ilay. 


to  set  up  a  model 
about  4  feet  high 
In  this  a  sample 
if  additional  space 
up  alongside,  with 
sink  and  laundry 
summer  by  G.  A. 
of  his  customers 
outfits  as  a  result 
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Paint  and  Varnish  Trades 


FIGURING  PROFIT  ON  PAINT  SALES. 

If  you  sold  itill.")  vvortli  of  jiaints  ypstcrday,  or  $700  worth 
of  i)aints  last  weok,  liow  much  did  you  really  make?  Read  it 
a<;aiii — if  you  sold  $115  worth  of  paints  yesterday  or  $700  worth 
of  paints  last  week,  how  much  ilirl  you  make?  Can  you  turn 
to  your  records  and  state  accurately  the  amount  of  profit  you 
made  for  any  fjiven  day  or  weok. 

If  all  jiaint  dealers  knew  what  they  were  making  each  day, 
or  even  each  week,  there  would  j)rol)ably  be  fewer  men  rank- 
inj;-  as  unsuccessful  merchants.  And  yet,  all  merchants  could, 
without  much  trouble,  know  Just  how  they  stand.  They  coulil 
know  to  the  cent  every  night  just  what  amount  above  all  ex- 
jienses  and  dejireciation  of  stock  had  been  brought  to  them  by 
their  investment  in  a  retail  jiaint  business. 

Occasionally  we  hear  some  dealer  who  remarks  with  an 
expression  of  awe  that  so  anil  so  has  a  system  by  which  he  can 
tell  Just  how  inucli  he  makes  every  day.  Instead  of  one 
dealer  in  a  thousand  knowing  this,  why  shouldn't  every  jjaint 
merchant?  Why  shouldn't  a  man  know  exactly  how  much  he 
makes  every  day,  the  same  as  lie  knows  Just  how  much  he 
sends  down  to  the  bank  at  H.lio  in  the  afternoon?  There's 
but  one  answer — he  doesn't  or  will  not  take  the  time. 

Dealers  who  sweat  bodily  and  mentally  a  whole  y(»ir,  try- 
ing to  contiol  the  jiaiiit  liusiness  of  their  town;  scheme  and 
jilan  new  ways  of  getting  business;  work  twehe  or  sometimes 
fifteen  hours  each  day,  and,  at  the  end  of  twelve  months  find 
that  they  have  made  only  a  fraction  of  what  they  thought 
they  were  making.  Why  should  this  be  so?  Again  the  an- 
swer— because  they  don't  and  will  not  take  the  time  to  know 
every  day  or  week. 

Old  Method  of  Estimating. 

These  are  jiertiiient  (|Uestions  which  lia\e  been  asked  to 
impress  upon  you  the  imjiortance  of  ])resent-day  cost  account- 
ing. With  exjienses  increasing  at  every  turn;  with  an  advance 
here,  there  and  everywhere,  the  old  scale  of  gross  profit  esti- 
mating is  obsolete.  You,  as  a  merchant,  must  know  not  only 
the  gross  profit,  but  the  net  profit  as  well.  This  is  important. 
But  to  find  it,  it  is  absolutely  necessary  to  figure  in  every 
cent  that  enters  into  the  cost  of  selling.  Once  this  is  known, 
aihances  in  paint  prices  or  incr(>asing  expenses  will  not  alarm 
you,  because  you  know  exactly  how  much  to  add  to  the  total 
cost  of  doing  business,  to  get  a  jirofit  which  rightfully  belongs 
to  you,  and  which  we  have  reasons  to  beli<'ve  not  half  the 
jiaint  merchants  are  getting. 

Not  Difficult  to  Accomplish. 

To  find  the  actual  profit  or  loss  for  any  day  or  week  or 
month,  but  two  things  have  to  be  done.  First  find  the  average 
daily  expense  by  figuring  up  all  expenses  for  a  given  time;  a 
year  or  a  month.  Divide  this  total  expense  by  the  number  of 
business  days  and  you  have  your  average  or  fixed  exj>ense  for 
each  day.  The  gross  ])rofit  for  any  day  must  be  greater  than 
this  fixed  exjienso  to  show  a  net  profit.  Tlie  second  thing 
is  to  record  the  cost  of  each  can  of  jiaint  sold.  With  these 
two  amounts  yen  have  it  in  a  nutshell.  Add  to  the  total  Cost 
of  the  goods  sold  the  fixed  daily  expense  and  subtract  this 
sum  from  your  sales  for  the  day.  This  gives  you  the  actual 
|>rofit  or  loss  for  that  day,  a  thing  which  is  almost  necessary  to 
know  in  |)rcsent-day  paint  retailing. 

If  once  a  week  seems  often  enougli  the  jilan  can  be  modi- 
fie(l.  Find  the  cost  of  goods  sold  for  the  week,  which,  added 
to  the  average  or  fixed  weekly  expense  and  subtracted  from  the 
total  weekly  sales,  gives  you  the  i)rofit  or  loss  for  the  week. 

The  expense  sheets  are  prejiared  by  dividing  or  classify- 
ing all  expenses  into  six  prineii)al  heads,  each  of  which  are 
subdivided  so  that  every  cent  which  has  gone  out  of  the  busi- 
ness has  been  accounted  for.    The  yearly  expense  sheet,  in  ad- 


dition to  showing  how  the  average  daily  expense  is  obtained, 
presents  some  interesting  data  concerning  a  highly  successful 
Jiaint  business.  It  will  be  noted  the  stock  turns  4  1-6  times; 
that  the  average  gross  profit  is  40  per  cent  and  the  expense 
jiercentage  is  21.04.  Eight  per  cent,  is  paid  for  clerk  hire, 
but  this  rather  high  rate  evidently  helps  to  turn  the  stock. 
Advertising  also  amounts  to  considerable,  as  3.2  per  cent,  is 
somewhat  above  the  average  advertising  appropriation.  An- 
other ])<)int  worth  noting  is  that  6  jier  cent,  interest  on  a  stock 
turning  4  1-6  times  amounts  to  but  1.44  per  cent,  of  the  sales. 
B.y  taking  the  total  yearly  expense  of  $5,260  and  dividing  it 
by  the  312  business  days  of  the  year,  it  is  found  that  the 
average  exjiense  per  day  is  $16.85.  Now  this  store,  in  order  to 
show  a  profit,  must  make  the  gross  profit  more  than  $16.85. 
Tn  other  words,  the  first  $16.85  gross  profit  made  during  the 
day  ]>ays  expenses.  Any  amount  over  this  is  net  profit  or  velvet 
for  the  Jiaint  dealer. 

The  Expense  Record  for  the  Month. 
The  cxjiense  sheet  for  the  month  is  made  out  on  the  same 
blank  as  the  yearly  sheet.  For  last  month  the  total  business 
was  $2,233;  the  total  cxjsense  was  $44'i  .96.  By  dividing  this 
latter  amount  b.y  27,  the  number  of  business  days  in  the  month, 
the  fixed  cxjiensc  of  $16.59  is  found.  This  is  a  few  cents  lower 
than  the  fixed  exjiense  for  the  previous  year.  This  $16.59  are 
the  figures  used  during  the  month  of  April,  and  a  gross  jirofit 
of  more  than  this  amount  must  be  made  if  any  net  profit  is 
obtained. 

While  it  is  not  at  all  dillicult  to  find  how  much  real  money 
is  made  every  day,  a  great  many  merchants  make  mistakes 
in  figuring  the  fixed  exjiense,  because  they  do  not  take  into 
consideration  all  items  which  are  expense.  Those  most  com- 
monly omitted  are,  the  salary  of  the  projirietor  or  manager; 
rent  for  the  store  owned  by  the  firm,  contributions,  and  a  few- 
others.  Every  owner  of  a  store  should  figure  in  a  salary  for 
himself.  Some  men  claim  that  they  should  not  charge  a  salary 
for  themselves  to  their  business,  because  their  salary  appears 
in  the  jirofits.  This  is  true,  but  it  is  not  a  business-like  way 
of  conducting  a  store.  If  the  proprietor  were  to  leave  for 
any  length  of  time,  he  would  have  to  secure  someone  else  in 
his  place  and  jia.y  them  a  salary.  For  this  reason  he  should 
deiiiaiiil  a  salary  from  his  own  business — take  it  out  of  the 
business  every  week  or  mouth;  the  same  as  the  rest  of  the 
clerks.  A  dealer  should  pay  himself  equal  to  or  greater  than 
that  of  his  best  clerks,  because  he  gives  better  attention  to  his 
ow-n  business  than  he  could  secure  from  his  best  clerk.  If 
there  are  jiartners  in  the  business,  each  one  should  be  given  a 
salary  equal  to  the  work  they  accomplish.  Where  a  building 
is  owned  by  a  firm  it  is  ridiculous  for  the  dealer  to  assume  that 
he  g(>ts  his  rent  for  nothing,  because  he  has  money  invested 
in  this  building  which  would  bring  an  income  in  the  form  of 
rent  if  it  were  occujiied  by  some  other  party.  If  dealers  are 
not  charging  uj)  rent  for  their  building  they  should  find  out 
what  similar  buildings  in  the  same  location  are  renting  for 
and  charge  the  liusiness  with  the  same  amount. 

The  Advantage  of  System. 

The  classified  exjienses  shuwii  in  the  two  exjiense  sheets 
cover  jiractically  all  the  exjienses  occurring  in  the  average 
Jiaint  store.  By  following  this  table  and  jiutting  down  all  the 
exjienses  under  the  different  heads  the  total  exjiense  can  be 
obtained,  and  by  dividing  this  by  the  number  of  business  days, 
the  fixed  expense  of  doing  business  is  found. 

Now,  with  the  actual  cost  of  doing  business  known  every 
da_y  or  every  week,  a  merchant  is  not  going  to  pass  through 
a  very  long  jieriod  of  doing  business  at  a  loss.  He  im- 
mediately discovers  that  he  is  losing  money  and  he  takes  stejis 
to  rectify  any  errors  in  business  mauagement.    In  recording  the 
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cost  of  each  can  of  paint  sold,  the  merchant  can  put  down  tlio 
cost  price  of  the  paint  on  the  sales  slips  and  figure  the  total 
cost  of  goods  sold  at  the  end  of  the  day.  If  you  use  a  cash 
register  and  do  not  use  sales  slips,  small  tabs  of  paper  carrying 
the  sale  price  and  the  cost  price  of  each  can  of  paint  will  serve 
as  a  record.  These  tabs  of  paper  can  be  filed  on  a  spindle  and 
the  total  cost  of  goods  sold  for  the  day  or  week,  if  preferred, 
can  be  obtained  from  them  at  leisure. — Profitable  Paint. 


THE  MAN  BEHIND  THE  BRUSH. 

Retailers  having  small  sized  windows  in  which  to 
display  their  paints  can  get  a  pointer  or  two  from  the 
accompanying  picture  of  the  second  prize  window 
display  arranged  by  E.  A.  Whitten,  Bracebridge,  in 
the  window  of  the  Best  Stove  &  Hardware  Co.,  at 
Peterboro  during  the  Retail  Hardware  Convention. 

As  a  central  piece  Mr.  Whitten  used  one  of  the 
wrapping  paper  and  color  board  display  stands  given 


Prize  Winning  Window  at  Peterboro  Convention. 


to  customers  by  the  j\Iartin-Senour  Co.,  arranging 
pyramids  of  cans  on  either  side,  and  making  a  neat 
arrangement  of  smaller  cans  and  brushes  on  the  floor 
of  tlie  window  in  the  foreground.  The  background 
was  covered,  as  will  be  seen,  l)y  cheese-cloth,  on  which 
a  large  "The  iMan  Behind  the  Brush"  poster  was  used, 
tlie  rest  of  the  back  being  relieved  by  labels  bearing 
the  words  "Martin-Senour  Paint,  100  per  cent,  pure." 


A  PAINT  RENOVATOR  DISPLAY. 

Taylor  Bros.,  C'arleton  Place,  demonstrated  the  possibili- 
ties of  "Maple  Leaf"  paints  and  enamels  in  a  window  display 
a  fortnight  ago,  using  a  child's  go-cart  and  a  kitchen  chair  to 
show  how  the  Imjierial  \'arnish  and  Color  Co. 's  "Floorglazc" 
i-an  transform  an  old  piece  of  furniture  into  a  useful  and 
liandsome  article.  Boeckh 's  "'steel  grip"  brushes  and  "Ala- 
bastine"  was  included  in  the  trim. 

Taylor  Bros,  feature  wall  iia])er  and  find  it  one  of  their 
most  profitable  lines.    A  largo  stock  is  kept  in  the  warehouse 


above  the  store,  while  a  room  about  1.5  x  20  feet  in  size  is 
fitted  up  as  a  sample  room  for  this  class  of  stock,  it  being 
also  used  as  a  room  which  traveling  salesmen  can  show  samples 
of  their  goods  to  "Frank"  Taylor,  who  buys  for  the  three 
stores  at  Carleton  Place,  Almonte  and  Lanark. 

A  large  stock  of  tools  and  shelf  hardware  is  stored  up- 
stairs, the  stock  being  kept  clean  by  cotton  curtains,  which  also 
hide  the  stock  from  customers  who  go  upstairs  to  the  wall 
paper  room. 

A  specially  built  cutlery  stock  cabinet  is  another  feature 
of  the  store.  Taylor  Bros,  job  considerable  cutlery  and  keep 
a  card  containing  a  sample  of  each  line  of  pocket  cutlery  they 
handle.  Practically  every  article  carries  a  "dutchman's" 
profit. 

Taylor  Bros,  originally  specialized  upon  blacksmiths'  sup- 
plies, and  had  accounts  on  their  books  all  over  the  Ottawa  Val- 
ley. Finding  that  the  trade  was  risky,  owing  to  blacksmiths 
not  carrying  much  fire  insurance,  the  firm  began  jobbing,  but 
about  three  years  ago  selected  the  branch  store  i^lan  of  dis- 
posing of  the  "quantity"  purchases  they  make  from  manu- 
facturers. And  they  are  more  than  pleased  with  their  branch 
store  experiment. 

At  Lanark  a  store  and  warehouse  have  been  u'ed,  the  lat- 
ter being  totally  destroyed  by  fire  on  May  15,  about  .$4,000 
worth  of  stock,  and  tinners '  equipment  being  destroyed.  ^  The 
tinshop  will  be  located  under  the  store  in  future,  while  the 
ujipcr  story  will  be  used  as  a  warehouse. 


EASY  MONEY  FOR  THE  RETAILER. 

About  the  middle  of  last  month  a  paint  traveler  called 
upon  a  hardware  man  in  a  town  north  of  Toronto  and  solicited 
an  order  for  his  line  of  ready  mixed  paint.  The  hardware 
man,  however,  had  never  been  very  keen  on  mixed  paint,  pre- 
ferring to  carry  a  stock  of  lead  and  oil. 

"I  saw  three  new  houses  going  up  down  street,"  said  the 
traveler,  ' '  have  you  got  the  order  for  the  ])aiut  they  '11  need  ? ' ' 

"I  quoted  one  of  them  a  price  on  white  lead  about  a 
week  ago, ' '  replied  the  retailer. 

"Let's  go  down  and  try  and  sell  some  mixed  paint'?"  sug- 
gested the  traveler. 

At  the  new  houses  the  griii-man  did  most  of  the  talking, 
the  result  being  an  order  for  22  gallons  of  ready  mixed  paint, 
on  which  the  hardwaremau  netted,  at  25  ])er  cent.,  about  $14 
profit. 

"Now,  what's  the  matter  with  you  doing  that  yourself,  in 
future?"  suggested  the  traveler,  "you  can  easily  keep  track 
of  the  new  buildings  going  ujj  and  get  orders  for  the  jiaint  re- 
(|uir('il.  And  if  you  stock  a  good  reliable  line,  such  as  ours 
is,  you'll  have  your  customers  coming  back  for  more,  as  you 
will  be  the  only  one  who  will  have  our  agency  in  this  place. 
And  if  the  customer  gets  into  the  habit  of  coming  to  you  for 
paint  he'll  buy  other  goods  here.  When  you  sell  a  man  white 
lead  and  oil  you  haven't  got  this  hold  on  his  trade,  as  he  can 
get  those  lines  in  any  hardware  store." 

The  hardware  man  saw  the  point  and  an  order  for  40 
gallons  was  followed  in  about  a  week  with  two  sorting  orders 
of  eight  and  five  gallons  each. 

It's  safe  to  say  that  the  hardware  man  will  push  ready 
mixed  paints  in  future. 

The  hardware  man  who  doesn 't  is  neglecting  one  of  the 
most  ])rofitab]e  oi>portunities  in  the  hardware  trade  to-day. 


PAINT  TRADE  NOTES. 

Amongst  the  selling  liclps  being  supplied  customers  by  the 
Martin-Senour  Co.,  Montreal  and  Toronto,  this  season,  is  a 
large  paint  can  fitted  with  an  electric  high-low  attachment. 
When  used  as  the  center-piece  in  a  window  display  it  is  a 
splendid  means  of  attracting  the  attention  of  passers-by. 

A  "Chi-Namel"  lady  demonstrator  drew  large  crowds 
to  W.  W.  Chown  &  Co. 's  store  at  Belleville  on  May  20  and  22. 

The  Stafford  Hardware  Co.,  Belleville,  who  have  the  Mar- 
tin-Senour agency  for  that  city,  sold  over  3,000  gallons  of  paint 
last  season.  They  re|iort  a  record-breaking  sale  during  April 
and  May. 

The  Bond  llar<lware  Co.,  Guelph,  used  three  step-ladders 
very  efTectively  in  a  ])aint  window  display  the  last  week  in 
JtLay.    Cans  of  paint  were  set  on  the  rungs  of  the  ladders. 
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BUSINESS  MEN  HONOR  JOHN  McCLARY. 

"London's  fircatcst  Ciqitain  of  Industry,"  ;is  President 
II.  'I\  Reason,  of  the  London  Bo;ird  of  'Priido,  eiillod  Jolin  Me- 
Chiry,  the  82-year  old  doan  of  the  Canadian  stove  foundry 
business,  was  honored  at  a  coniiiiiinentary  banquet  tendered  to 
him  on  May  !),  wlien  lie  was  presented  with  the  followiiif^  ad- 
dress, after  Sir  Georf;e  Gibbons,  Mayor  Beattie,  and  other 
s])eakers  had  paid  tribute  to  what  Mr.  McClary  liad  done  for 
the  "Forest  (Jity. " 

John  MeClary,  Estjuire,  I'residcnt  The  McClary  Manu- 
faeturiuf;-  Coinj)any : 

Dear  Sir, — We,  tlie  nicnibers  of  the  London  Board 
of  Trade,  consider  it  a  ]>ri\ile^e  to  have  you  as  our 
guest  to-day  to  gi\e  us  an  o]i])ortunity  to  ])lace  on 
record  an  expression  of  our  sincere  re;;ard  for  you, 
and  our  sense  of  the  great  l)enefits  that  have  accrued 


.liiliii    MiClary,    (':iiit:iiii    iif  Ilulu>try. 


1o  fjondon  tlirougli  your  energy,  enterprise,  and  fore- 
sight. 

'I'our  name,  which  is  known  throughout  the  length 
and  breadth  of  this  Dominion,  and  far  beyond  its 
boundaries,  is  synonymous  with  business  ability,  suc- 
cess, and  integrity. 

It  was  fortunate  indeed  for  London  that  you 
chose  it  as  the  birthplace  and  seat  of  your  great  un- 
dertaking. 

You  lunc  never  wavered  in  your  loyalty  to  this 
city  and  it  has  had  the  full  advantage  of  the  marvelous 
devcloi)ment  of  your  industry. 

Beginning  in  1848  in  a  humble  way,  you  laid  the 
foundation  broad  and  deep,  and  have  reared  a  gigantic 
industrial  fabric,  the  most  extensive  of  its  kind  under 
the  British  flag.    Your  establishment,  which  now  covers 


()\  or  1.")  acres  and  em]jloys  over  l.HOU  peojde,  has  been 
tlu!  greatest  single  factor  in  making  London  the  im- 
])ortant  industrial  centre  that  it  is. 

There  is  no  public  honor  which  your  fellow  citi- 
zens would  not  have  bestowed  ui)0n  you  had  you  not 
])referrc(l  to  concentrate  your  great  abilities  on  your 
business.  Nevertheless  you  have  always  taken  a  deep 
interest  in  the  public  affairs  of  this  city  and  it  has  had 
tlie  benefit  of  your  wise  counsel  in  many  emergencies. 

We  rejoice  that  you  have  lived  to  sec  the  wonder- 
ful results  of  your  own  handiwork,  and  we  sincerely 
hope  you  will  long  be  spared  to  enjoy  the  fruits  of 
your  labor. 

A  copy  of  this  address  will  be  entered  on  the 
records  of  the  board  as  a  testimony  of  the  esteem  and 
warmest  good  wishes  of  your  brother  members. 

Signed  on  behalf  of  the  London  Board  of  Trade. 

HARRY  T.  REASON,  President. 
.JOHN  1.  A.  FFUNT,  Vice-President. 
JOHN  A.  NELLES,  Secretary. 
Mr.  Mc('lary  reiilied  feelingly  to  the  address,  remarking 
that   he    hardly   recognized   himself   from   the   glowing  word- 
|ii(  ture  drawn  of  him  by  the  different  speakers. 

After  reviewing  conditions  in  Western  Ontario  prior  to 
the  building  of  the  great  Western  railway  and  telling  of  various 
features  of  the  development  of  the  country  during  the  past 
(id  years,  Mr.  McClary  referred  to  present  cond'tions  as  fol- 
lows : 

The  Situation  in  Canada." 

"How  ilo  we  stand  today.'  After  being  in  the  back- 
grournl  for  many  years,  Canada  to-day,  is  the  most  prosperous 
and  wealthy  country  in  the  world,  in  jjroportion  to  our  popula- 
tion. Our  undcvelo])ed  wealth  is  our  greatest  asset,  in  un- 
occupied agricultural  lands,  minerals,  timber,  etc.  These  are 
the  assets  which  should  be  developed  to  build  up  great  cities 
and  centres  of  trade  in  our  country,  adding  vastly  to  the 
wealth  of  the  agricultural  interesty  and  markets. 

"We  are  now  hearing  the  cry  from  the  Western  farmers 
that  w.is  heard  in  years  past  from  the  American  West.  They 
are  coninianding  the  lowering  of  our  tariff,  and  recommending 
fri'e  trade  with  the  highest  i)rotccted  country  in  the  world. 
We  may  also  look  for  the  railway  interests,  especially  the  Hill- 
Morgan  interests  (understood  by  their  peculiar  methods  to 
control  a  large  jjercentage  of  the  railways)  to  strengthen  the 
Western  f  ..:ners'  cry,  through  their  powerful  influence  and 
I  ast  wealth,  by  subsidizing  the  press  and  other  methods. 

"Free  trade  with  the  United  States  would  wipe  out  the 
largest  ]iortion  of  our  manufacturers,  and  our  country  would 
beconie  a  feeding  ground  for  the  creation  of  wealth  and  the 
building  of  additions  to  the  American  cities  and  manufactur- 
ing centres. 

"Our  tariff  maintained,  we  are  destined  to  build  uj)  great 
and  pros])erous  cities,  through  the  legitimate  development  of 
(uir  own  resources,  and  to  the  advantage  and  benefit  of  all 
classes. 


FINDLAY  BROS.'  NEW  RANGE. 

Findhiy  Bros.,  Carleton  Place,  who  installed  several  molding 
machines  in  their  stove  foundry  last  year,  have  since  added  a 
large  staff  of  molders,  and  now  have  a  factory  capacity  of 
]irobal)ly  twenty  per  cent,  larger  than  ever  before.  The 
l)lant  is  as  busy  as  a  bee  hive,  and  customers  will  be  interested 
to  know  that  orders  for  their  new  "Regal  Favorite"  range  are 
so  heavy  that  the  plant  will  be  kept  busy  for  many  months 
to  come. 
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ECONOMY  IN  HANDLING  OH.. 

S.  F.  Bowsor  it  Co.,  Toruutu,  are  now  offering  to  Canadian 
liardwarenien  a  i)aint  oil  system  which  enables  the  retailer  to 
handle  all  of  his  oils  mechanically.  The  barrels  can  be  un- 
loaded bj^  the  truckman,  and  from  that  time  until  it  is 
onii)tied  and  ready  for  return,  it  can  be  handled  with  different 
mechanical  devices  of  the  system,  thus  eliminating  all  the 
drudgery  and  dirt  accomjjanying  all  the  old  method  of  re- 
tailing oil. 

Fine  systems  installed  in  the  stores  of  George  Eeclestone, 
Bracebridge,  Ont.,  Peart  Bros.,  Regina,  and  O.  B.  Manville, 
Prince  Albert,  have  been  pictured,  and  another  fine  installa- 
tion is  reported  in  the  new  store  of  the  Cochrane  Hardware  Co., 
Sudbury.  In  tliese  stores  the  funnels,  measures,  etc.,  com- 
monly seen  around  oil  barrels  are  done  away  with,  the  pumps 
measuring  and  discharging  the  oil  into  the  customer's  can,  as 
well  as  computing  the  charge  at  the  same  operation. 

Nowadays  a  hardware  store  is  not  considered  up-to-date 
unless  it  is  fitted  up  with  modern  silent  salesmen,  cash  regis- 
ters, account  keeping  systems,  oil  systems,  and  other  de- 
vices available  to  the  retailer  who  aims  to  conduct  his  business 
in  accordance  with  modern  cost  accounting  principles. 


A  SPRING  STOVE  DEMONSTRATION. 

To  sell  several  coal  and  wooil  ranges  in  two  days  is  early 
May  is  "going  some,"  but  that's  what  Mclntyre  &  Edge,  Sea- 
forth,  Ont.,  did  on  May  5  and  6,  they  being  assisted  by  the 
"  Gurney-Oxf  ord "  demonstrators.  The  event  was  well  ad- 
vertised in  the  local  papers,  and  one  of  the  new  ' '  Gurney- 
Oxf  ord"  window  trims  was  used.  Lunch  was  served,  while  a 
player  piano  provided  music.  A  large  crowd  attended,  the  net 
result  being  several  sales,  the  gross  results  including  a  good 
sized  list  of  prospective  customers,  to  whom  sales  may  be 
made  later  in  the  season. 


SOLD  200  WATER  FILTERS. 

McKinley  &  Northwood,  Ottawa,  have  been  featuring 
water  filters  in  their  local  paper  advertising,  taking  advantage 
of  the  typhoid  scare  in  that  city.  So  far  this  season  they  have 
sold  over  200  filters,  ranging  in  price  up  to  $20.  Mr.  Trudel, 
formerly  with  Graves  Bros.,  is  now  managing  McKinley  & 
Northwood 's  store. 


The  Wire  Goods  Comi)any  of  Canada,  J.  II.  Williams, 
Secretary  and  Manager,  has  taken  over  the  business  of  the 
Canadian  Sales  Co.,  152  McGill  Street,  Montreal,  and  will 
manufacture  all  kinds  of  wire  specialties  for  household  use. 


Henry  Disston  &  Sons,  saw  manufacturers,  have  com- 
menced the  manufacture  of  cross  cut  saws  at  their  Canadian 
|)hint  on  Fraser  Avenue,  Toronto,  and  these  saws  are  now 
being  billed  to  Canadian  customers  f.o.b.,  Toronto,  instead  of 
I'.u.h.,  Philadelphia. 


WASHING  MACHINES  SELL  THEMSELVES. 

Last  year  the  W.  \V.  Cliowii  Co.,  Belleville,  took  up  the 
sale  of  wasiiing  machines  for  the  first  time,  and  sold  about 
three  dozen,  tliey  handling  J.  TI.  Connor  &  Son's  line.  This 
year  ti)ey  have  already  beaten  last  year's  mark,  and  expect  (o 
sell  100  before  Ciiristinas.  "The  machines  practically  sell 
tliemsel  ves, "  said  Russell  Chown,  "as  we  have  not  adopted  any 
special  plans  to  dis|)o.se  of  them.  A  customer  buys  a  maclii:ie 
;ini|,  finding  it  a  labor  saver,  she  talks  about  it  to  her  frie-ids 
with  the  result  th:it  the  friends  come  and  buy  themselves.' 

I'ut  in  a  stock  (jf  washing  machines  if  you  haven't  done  so 
alreaily. 


A   VACUUM   CLEANER  OPPORTUNITY. 

I'l-din  \iiri(ius  pnits  nf  Onlni-ie  reports  are  received  of 
vacuum  cleaner  chilis  being  organized  by  women's  institutes, 
on  the  |irinciple  of  the  "beef  rings"  so  popular  in  many  parts 
of  Ontario.  The  idea  in  tlie  |)resent  instance  is  to  save  labor 
ill  tlie  lioiiies  of  the  women  members,  aud  this  idea  is  most 
(•oninieiidal)le.  Each  woman  jiays  ^1  into  a  fund  to  buy  a 
vacuum  cleaner,  and  in  return  has  the  right  to  use  the  cleaner 


once  each  month  so  long  as  the  machine  lasts.  A  secretary 
looks  after  the  dates. 

The  idea  suggests  opportunities  for  hardwaremen.  If  the 
club  idea  is  to  grow  why  shouldn't  the  local  hardware  mer- 
chant supply  the  machines,  and  why  cannot  he  suggest  the 
sale  of  other  machines  to  small  groups  of  customers  living 
near  together,  where  he  considers  it  impossible  to  sell  a 
cleaner  to  each  customer. 

Get  the  women  interested  in  vacuum  cleaners  and  each 
will  soon  want  one  of  her  own — just  as  they  have  their  own 
washing  machines.  Encourage  the  sale  of  labor  saving 
machines — they  make  hardware  stores  pojiular. 


CANADIAN  FOUNDRY  TRADE  NEWS. 

James  N.  Bell,  secretary  and  sales  manager  of  the  Pease 
Heating  Co.,  Toronto,  has  accepted  the  management  of  the 
Pease-Waldon  Co. 's  business  at  Winnipeg.  F.  .J.  McKinnon 
is  now  president  of  the  Pease  Heating  Co.,  .J.  L.  Ross,  vice- 
l)resideut  and  treasurer,  and  R.  B.  McKinnon,  secretary  and 
sales  manager. 

The  Guelph  Stove  Co.,  Gueljih,  are  to  enlarge  their  plant. 

The  Chatham  Malleable  Steel  &  Iron  Co.,  Chatham,  Ont., 
are  to  erect  a  new  factory,  40  x  100  feet  and  two  stories  in 
height. 

The  Charles  Fawcett,  Ltd.,  has  been  incorporated  at  Sack- 
ville,  N.B.,  with  a  cajjital  stock  of  $500,000,  to  take  over  busi- 
ness of  Charles  Fawcett  Mfg.  Co.  They  manufacture  furnaces, 
stoves,  ranges,  boilers,  lavatories,  baths,  basins,  etc. 

The  New  Brunswick  Foundry,  one  of  Fredericton 's  big- 
gest industries,  was  destroyed  by  fire,  on  May  23.  The  loss 
is  estimated  at  $30,000,  insurance,  $16,500. 

The  Calgary  Stove  &  Furnace  Co.,  propose  to  erect  a 
$35,000  plant  at  Calgary  if  given  certain  inducements  by  that 
growing  Alberta  city. 

Chas.  Stewart,  of  the  James  Stewart  Mfg.  Co.,  Woodstock, 
Ont.,  has  been  ill  since  returning  from  a  trip  through  Western 
Canada.  It  is  expected  that  after  a  few  weeks'  rest  he  will 
be  fully  recovered  and  able  to  resume  his  office  duties. 

The  Down  Draft  Furnace  Co.,  Gait,  is  building  an  addi- 
tion to  their  plant  to  keep  pace  with  their  increasing  trade. 
A  building  40  x  40  feet,  with  a  triangular  extension  of  85 
feet  is  now  in  course  of  erection,  and  as  soon  as  this  is  com- 
pleted they  intend  enlarging  the  moulding  shop.  The  com- 
pany are  adding  several  new  attractive  lines  this  season  iu 
ranges  and  furnaces. 

E.  Holt  Gurney,  sales  manager  of  the  Gurney  Foundry 
Co.,  Toronto,  accompanied  by  Mrs.  Gurney,  left  on  June  3  on 
a  six  week 's  trip  to  England  and  Norway. 

The  Butterworth  Foundry  Co.,  Ottawa,  are  introducing  this 
year  two  new  medium  priced  cast  ranges  for  city  and  town 
use,  the  "Fairy  Diamond,"  and  the  "Beauty  Diamond." 
They  will  also  introduce  the  "Maple  Leaf  Diamond"  furnace, 
having  some  entirely  new  features. 

The  office  staff'  of  the  Gurney  Foundry  Co.,  Toronto,  held 
their  annual  picnic  at  Toronto  Island,  on  May  27,  there  being 
46  present. 


SECURE  FURNACE  CONTRACTS  EARLY. 

Now  that  building  is  at  its  height  is  the  time  for  hardware 
men  to  make  a  canvas  of  their  locality  for  furnace  work. 
Later  on  the  stove  department  and  the  tinshop  will  be  more 
busy  than  at  present,  so  every  effort  should  be  put  forth  to 
land  as  many  orders  for  heating  systems  as  possible  before  the 
rush  arrives.  Get  close  to  the  local  architects  and  builders  and 
]ioint  out  that  better  work  can  be  done  if  the  order  is  placed 
in  plenty  of  time. 


PUSH  CAMP  SUPPLIES  IN  JUNE. 

June  is  the  time  to  bring  camp  su|i|ilies  to  the  front. 
Tents,  camp  stoves,  enameled  ])lates,  frying  ])ans,  galvanized 
refrigerators,  hunting  Uni\-es,  safety  razors,  and  the  hundred 
and  one  handy  things  the  iiardware  man  has  in  his  house- 
furnishing  and  sjiortiiig  goods  deiKutmeuts  for  vacation  time. 
Put  in  a  cami)ing  scene  window  this  month  and  ask  your  local 
editor  to  write  an  item  about  it  in  the  local  pa[ier. 
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STANDARDIZING   FURNACE  HEATING. 

Address  by  W.  W.  Macon  before  the  Federal  Furnace  League, 
May  9,  1911. 

'I'lic  I''o(1im;i  I  Puriiace  Lcajiue  became  of  great  promise 
iroiii  tlic  (■n;^iii('('rinfi;  standpoint  when  it  gave  publicity  last 
year  to  tlie  jilan  for  standardizing  furnace  heating,  for 
standardizing  tiie  rating  of  warm  air  furnaces,  and  for 
standardizing  if  j)ossible  tlie  method  of  contracting  for  work. 
There  is  no  question  that  warm  air  heating,  as  i)erformod  by 
the  use  of  the  warm  air  furnace,  has  l)een  regarded  witli  in- 
difference  too  widely  by  engineers,  architects  and  contractors, 
because  of  the  apparent  aljsence  of  anything  very  scientific  in 
its  ])ractice. 

Tlie  iiidi\'i<lual  installation  ihies  not  entail  great  money 
cost  and  cannot  of  course  ho])e  to  engage  commensurate  en- 
gineering attention.  This  is  equally  true  of  the  average  resi- 
dence and  small  building  heating  plant  employing  the  steam  or 
liot  water  boiler,  lli'ic,  luiwevci-,  tliere  has  been  what  ma\-  he 
called  a  cgllectixe  treatment  of  tlie  subject,  and  rational  rules 
worked  out  on  an  engineering  basis  have  been  ajiplied  and  a 
high  degree  of  confidence  has  been  insj  ired  for  the  benefit  of  all 
concerned — maker,  installer,  jirchitect  and  owner.  Furnace 
manufacturers,  by  their  associated  effort  to  establish  the  col- 
lective treatment  of  furnace  heating,  bid  fair  to  jilace  warm 
air  furnace  heating  on  the  same  common  foundation  of  e.xact- 
uess  as  exists  with  steam  and  hot  water  heating. 

Publicity  for  Engineering  in  Furnace  Heating. 

What  warm  air  furnace  lieating  neeils  is  not  extended 
claims  of  its  good  jioints;  these  are  pretty  well  known  anil  are 
often  overbalanced  by  sliortcomings  which  the  publii'  lias  lieen 
led  to  believe  are  the  trouble  with  furnace  lieating.  A  general 
publicity  cani])aign  dwelling  on  the  results  of  ]d  icing  furnace 
heating  on  an  engineering  basis  is  needed.  Too  long  has  .lolin 
been  satisfied  with  doing  not  only  as  his  fatlier  did  in  furnace 
lieating,  but  as  his  grandfather,  lie  either  does  not  know  or 
has  forgotten  how  his  ])rogenitors  by  force  of  coni]ietition  w-ere 
led  to  modify  the  pro])ortions  of  the  furnace  heating  system 
until  makers  of  other  forms  of  heating  a])paratus  had  the  oji- 
portunity,  in  talking  with  the  buyer  of  heating  apparatus,  to 
claim  deficiencies  of  the  warm  air  system.  The  theory  of  the 
How  of  warm  air  under  the  force  of  gravity  has  never  been  dis- 
|iro\ed  and  yet  the  i)ractieal  application  of  the  theory  is  sur- 
l)risingly  at  variance  with  a  large  ])erecntage  of  the  warm  air 
furnace  heating  plants  installed  to-day.  There  must  certainly 
be  a  change  in  the  rules  and  methods  jiromulgated  for  the  use 
of  furnacemen  if  a  great  cliange  is  expected  in  the  warm  air 
furnace  industry. 

One  of  the  reasons  why  the  need  of  a  change  lias  been  slow 
in  manifesting  itself  is  the  short  periods  of  a  heating  season, 
during  which  for  the  larger  ]iart  of  the  country  there  is  very 
severe  weather.  Another  reason  is  that  during  these  cold  snaps 
the  majority  of  the  tenants  of  re.sidences  have  been  educated  by 
custom  to  believe  that  they  must  expect  to  suffer  some  in- 
convenience. Another  reason  is  that  they  are  willing  to  suffer 
inconvenience  for  the  sake  of  conserving  the  eoal  pil(!.  They 
jirefer  liuddling  in  a  few  rooms  of  the  house  in  the  very  cold 
weather  rather  than  to  attemjit  to  maintain  the  entire  building 
interior  at  the  desired  tem])erature.  This  attitude  of  the  occu- 
jiant  is  just  as  true  with  the  building  warmed  by  direct  radia- 
tion as  it  is  with  the  building  having  the  warm  air  plant,  and 
the  same  lack  of  cajiacity  for  severe  weather  has  been  shown 
in  the  heating  equi])ment  by  the  other  methods,  with  the  added 
discrepancy  tliat  these  plants  have  nothing  of  the  overload 
capacity  of  the  warm  air  system  and  cannot  be  pushed  much 
above  their  normal  capacity,  while  the  warm  air  furnace  can  be 
made  to  burn  coal  at  a  high  rate  and  heat  air  to  a  high  tem- 


|ieratiire  and  provide  for  room  warming  very  much  over  the 
normal  capacity. 

Consideration  in  Rating  of  Warm-Air  Furnaces. 
This  brings  up  the  subject  of  the  rating  of  heating  ajipara- 
tus.  It  is,  of  course,  higlily  desirable  to  install  apparatus 
ca|ial)le  of  warming  a  building  for  severest  weather  witliout 
undue  att<mtion  on  the  jiart  of  the  caretakers.  It  is  also  de- 
sirable that  this  severe  weather  capacity  of  the  heating  system 
sliall  be  based  on  a  combustion  of  fuel  as  large  as  j)racticable, 
attendance  and  other  things  considered,  in  order  that  the  size 
of  the  jilant  shall  not  be  too  great  for  the  general  average  of 
the  heating  season.  Tt  is  not  very  wise  to  install  apparatus 
easi]\^  ca|)able  of  meeting  severe  weather  demands  and  entailing 
the  use  of  large  sizes  when  the  real  work  to  be  done  demands 
on  the  average  only  one-third  or  one-half  of  the  severe  weather 
requirements.  This  is  an  engineering  question  and  one  which 
the  Federal  Furnace  League  is  attempting  to  solve,  and  it  may 
be  emphasized  again  in  passing  that  the  relation  of  the  average 
demand  to  the  maximutn  demand  is  one  more  favorable  to  the 
warm  air  furnace  than  to  the  ether  general!}''  accepted  methods 
of  heating. 

Engineers  who  lia\e  had  some  insight  into  the  purpose  of 
the  Federal  Furnace  L<>ague  have  looked  forward  to  the  jiro- 
duction  by  the  League  of  a  national  and  practical  scheme  of 
furnace  rating.  One  will  always  find  efforts  to  ascertain  tlie 
capacity  of  a  furnace  in  terms  of  the  amount  of  its  heating 
surface  and  its  grate  surface.  It  is  questionable  if  it  is  easily 
possible  to  apjiortion  values  on  the  basis  of  the  ratio  of  heat- 
ing surface  to  grate  surface.  It  is  probable  that  for  one  type 
of  construction  this  may  be  safely  adojited,  but  even  then 
a  few  tests  would  be  necessary  to  establish  the  eflFective  rela- 
tions of  lieating  and  grate  surface,  and  if  tests  are  needed  for 
this  i;urpose  they  might  just  as  well  be  thus  made  the  basis  of 
denominating  the  rating  of  a  furnace.  Moreover,  it  does  seem 
that  the  methods  of  conducting  the  tests  should  all  be  uniform, 
else  it  will  be  dillicult  to  compare  furnaces  even  wit!i  the  com- 
parison in  terms  of  the  value  of  the  heating  surface. 

In  respect  to  its  plans  for  testing  furnaces,  all  under  uni- 
form conditions  and  in  a  testing  plant  made  for  the  puri)ose, 
the- League  is  performing  a  decided  service.  It  is  one  which  to 
the  outsider  seems  fraught  with  diplomacy.  It  is  easy  to  be- 
lieve that  some  manufacturers  have  an  exalted  opinion  of  their 
constructions.  It  may  be  that  some  are  not  aware  of  the  larger 
])ossibilities  of  other  constructions.  Such  tests  as  have  been 
made,  conducted  under  no  generally  accepted  system,  have  been 
calculated  to  lead  astray.  A  harmonious  backing  up  of  the 
League  in  the  standardizing  of  furnace  cajiacities  is  un- 
questionably the  most  necessary  thing  in  extending  the  fur- 
nace heating  business.    On  it  the  system  of  design  is  dependent. 

Sanitary  Side  of  Sizes  of  Warm-Air  Piping. 
The  proportions  of  the  warm  air  piping  and  otlnT  iletails 
of  tlie  warm  air  system  does  certainly  need  considerable  atten- 
tion, if  one  m;iy  judge  from  comparing  actual  installations  with 
the  tiieory  as  it  should  be  applied.  In  too  many  cases  the  warm 
air  is  expected  to  travel  through  pipes  of  such  small  size  that 
the  air  must  be  warmed  too  much  to  deliver  the  proper  amount 
of  lieat  to  the  rooms.  Generous  volumes  warmed  not  too  much 
will  meet  with  one  of  the  requirements  of  indoor  heating  lately 
given  a  good  deal  of  credence  by  the  sanitary  engineer.  They 
ought  to  act  moreover  to  assist  the  system  to  offset  inleakage 
on  the  windward  side  of  buildings.  The  lower  temjterature  of 
the  air  su|>]dy  to  the  room  means  additional  volume  of  air  to 
su])i)ly  warmth;  this  means  an  added  degree  of  ventilation,  and 
is  calculated  to  lead  one  to  believe  that  it  will  increase  the  cost 
of  operation.  The  adaptability  of  the  warm  air  furnace  to 
substantially  automatic  control  with  variation  in  the  outside 
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temperature  works  to  offset  tlie  added  cost  of  operation  of  tlie 
system  when  contrasted  with  direct  radiation,  and  it  does  not 
suH'er  periodic  overheating  which  impels  the  opening  of  windows 
particularly  in  moderate  weather  with  the  direct  radiation  sys- 
tem. The  minimizing  of  the  temperature  of  the  air,  so  far  as  is 
practicable,  is  important  in  the  eyes  of  the  sanitarian  in  that  it 
reduces  to  a  minimum  extent  the  amount  of  dust  which  may  be 
disintegrated  or  decomposed  and  which,  in  the  decomposed  state 
may  deliver  small  amounts  of  ammonia  and  other  gases  more  or 
less  irritating  to  the  mucous  membranes  of  the  throat  and  nose 
and  giving  the  stuffy  feeling  esptecially  noticeable  with  direct 
radiation  where  the  hot  radiator  is  constantly  disintegrating 
the  dust  falling  on  it. 

Finally  it  is  probable  that  with  regard  to  the  running  of 
air  pipes  and  the  like  in  the  warm  air  furnace  system,  the 
League  ought  to  put  its  stamp  of  approval  on  one  particular 
type  or  method,  but  its  capacity  ratings  for  furnaces  ought  to 
be  equally  applicable  to  modified  systems  with  regard  to  inside 
or  outside  air  intake  and  schemes  of  jDroviding  exhaust  air  pas- 
sages. While  a  movement  through  a  building  of  a  maximum 
amount  of  air  is  likely  to  bring  the  interior  condition  of  the 
air  into  close  similarity  to  the  air  without,  it  does  not  ap]>ear 
that  volume  of  air  alone  is  essential  for  health  conservation 
but  that  such  matters  as  the  minimizing  of  dust  distillation  are 


up  of  a  range  and  a  large  testimonial  card  signed  by  the 
manager  of  one  of  Canada's  largest  restaurants.  Still  another 
"selling  help"  is  booklet,  "Sense  and  Si^itiment  About 
Stoves,"  illustrating  the  company's  complete  line,  a  supply 
of  the  booklet  bejng  given  to  each  local  agent. 

Friday  and  Saturday  afternoons  were  spent  in  looking  over 
the  Gurney  Foundry  Co. 's  plants  at  Toronto  and  West  Toronto, 
while  the  social  side  included  a  dinner  at  the  National  Club, 
on  Friday  evening,  and  a  theatre  party  on  Saturday  evening, 
a  group  photo  being  taken  outside  the  Toronto  offices  on 
Saturday. 


PATTERNS  FOR  ELBOWS. 

The  following  demonstrations  and  explanations  are  for  de- 
veloping the  i^atterns  for  two,  three,  and  four  p)iece  elbows. 

There  are  many  rules  and  jump  rules  used  in  making  el- 
bow patterns,  but  they  cannot  be  relied  upon  if  a  perfect  pat- 
tern is  required.  The  methods  here  shown  are  absolutely  true 
if  the  pattern  is  properly  developed.  Elbow  patterns  are  the 
most  frequently  used  of  any  class  of  patterns  in  sheet  metal 
work,  and  for  this  reason  special  care  should  be  taken  to  have 
the  i^attern  accurate,  also  prop)erly  marked,  the  size,  also  the 
number  of  pieces  required.  Then  the  pattern  can  be  hung  up 
in  a  convenient  place  for  future  use.    Making  an  elbow  is  one 


AT  GURNEY  FOUNDRY  COMPxVNY'S  CONFERENCE. 
From  left  to  right:     L.  Tuck,  J.  Ward,  J.  Willis,  R.  Oaten,  C.  Roberts,   A.  J.  Ross,   A.  A.   Wilson,  A.  W.   Lamoutague,   W.   L.  Helliwell, 
C.  Gurne.v,  E.  H.  Gurney,  F.  F.  Skinner,  T.  B.  Alcock,  E.  T.  Wingate,  E.  C.  Hancock,  H.  W.  Martin,  R.  W.  Williams,  A.  E.  Swoeting,  W.  A. 
Berry,  F.  H.  Smith,  D.  W.  Rose,  W.  S.  Jury,  G.  G.  Johnson,  A.  W.  Fairbairn,  H.  H.  D.  Burk,  P.  W.  Spry. 


iiii|icirtaiit.  The  system  passing  large  volumes  of  air  over  the 
runiiicc  surfaces,  warmed  to  a  mederate  degree  would  seem 
lii  iii'lp  iiwitcrially  in  meeting  this  requirement. 


GURNEY  SALESMEN  GET  TOGETHER. 

The  Eastern  soiling  stall'  of  the  Clurney  Foundry  Co.,  To- 
rontd,  anil  the  Gurney- jNIassey  Co.,  Montreal,  met  in  convention 
at  the  licail  (jllicos  at  Toronto,  on  May  12  and  13,  about  thirty 
lii  ing  in  attendance. 

l-'riilay  and  Saturday  mornings  were  spent  in  conferences, 
ill  wliich  the  comjiany's  advertising  campaign  was  carefully 
discussed,  so  that  both  the  "inside"  and  "outside"  staff's 
would  lia\o  a  tlioniugh  grasjj  of  what  is  being  done  to  help 
dealers  wlio  sell  "  Gurney-Oxford' '  stoves.  All  of  these  sell- 
ing plans  arc  exi)]ained  in  a  large  bulletin  entitled  "Sight 
Drafts  on  Suim-css,"  wiiicli  will  be  sent  to  any  stove  dealer  on 
request.  In  addition  to  tlie  publicity  campaign  to  the  trade, 
including  tlic  four  jiage  colored  insert  in  the  Hardware  and 
Stove  Jiinrnal.  large  advertisements  are  being  run  in  two  dozen 
of  the  leading  magazines  and  farm  periodicals,  with  good  sized 
ads  in  the  local  newspapers,  where  Gurney-Oxford  agencies 
I'xist.  Thi'n  there's  a  window  display,  a  series  of  lithographs 
to  he  used  in  the  corners  of  a  windnw,  while  a  center  is  made 


of  the  first  steps  in  sheet  metal  pattern  cutting,  and  as  long  as 
the  elbow  holds  such  a  prominent  place  in  sheet  metal  work. 
The  apprentice,  which  is  to  be  the  future  pattern  cutter,  will 
become  interested  in  the  mysteries  of  the  trade  through  the 
elbow.  Although  the  writer  realizes  that  the  majority  of  the 
mechanics  are  thoroughly  conversant  with  this  work.  He 
presents  these  problems  for  those  who  do  uot  know  but  wish 
to  learn,  the  beginners,  who  through  this  article,  may  become 
interested  in  other  articles  appearing  in  this  journal,  and  thus 
become  sufficiently  interested  in  the  good  work  this  paper  is 
doing  to  look  forward  from  month  to  month  for  the  appearance 
of  each  new  issue. 

Fig.  No.  1.  Shows  the  plan,  elevation,  and  pattern  for  a 
square  two-jiiece  elbow.  First  draw  1-2  plan  for  the  size  el- 
bow required,  then  draw  elevation,  placing  miter  line  as  shown 
by  A  B.  Space  1-2  plan  iii  'any  convenient  number  of  equal 
S])aces,  place  T  square  ])arallel  with  line  C  B  and  draw  lines 
from  spacings  in  1-2  plan  intersecting  miter  line  A  B,  draw 
stretch-out  line  D  and  place  spacings  from  1-2  plan  1  to  12  on 
stretch-out  line  as  shown  1  12  1,  being  twice  the  number  of 
spaces  sh()\vn  in  1-2  plan,  which  is  equal  to  the  full  diameter  of 
the  elbow.  I'lacc?  T  s(|uarc  at  right  angles  to  stretch-out  line 
D  erect  lines  from  all  s[iaeings  indefinitely.    Place  T  square 
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parallel  witli  stretch-out  line  and  draw  linen  from  intersections 
in  rniter  line  A  B  to  lines  of  correspondiiif^  numbers  in  stretch- 
out, draw  lines  throu<;h  the  intersecting  points  will  give  the 
[)attern  required. 

Fig.  No.  2.    Shows  tlie  olcxatinn,  iiiid  jiatteni  of  a 

three-])iece  elbow.  To  make  an  elbow  of  three  or  more  piec(!S, 
first  draw  lines  A  B  ('  shown  in  elevation  by  dotted  lines,  if 
the  maker  wishes  an  elbow  with  a  long  sweep  in  the  throat  he 
should  ))lace  the  radius  point  A  the  re(piired  distance  from 
throat  of  elbow  to  give  the  sweep  desired.      When  radius  A  is 


same  into  any  convenient  number  of  equal  spaces.  Erect  lines 
from  spacings  in  1-2  jdan  intersecting  miter  line  A  E,  draw 
stretch-out  line  (J  and  place  spacings  on  same  as  shown  1,  12,  1, 
erect  lines  indefinitely  from  stretchout  line,  jdace  T  square 
jiarallel  with  stretch-out  line  and  draw  lines  from  intersections 
iti  miter  line  A  E  to  lines  of  corresponding  numtjers  in  stretch- 
out, draw  lines  through  the  intersecting  jioints  in  stretch-out 
will  give  pattern  required. 

Fig.  No.  3.  Shows  the  plan,  elevation,  anrl  pattern  for  a 
four-piece  elbow.    This  elbow  liaving  four  jiieces  it  is  necessary 


Patterns  for  Layinj;  Out  Two,  Three  and  Four  I'ieee  Elbows.     By  G.  L.  Gray. 


determined  draw  1-4  circle  H  (',  shown  by  clotted  lines,  to  ob- 
tain the  miter  lines  for  an  elbow  ha\iiig  tliree  or  more  pieces 
always  s])ace  1-4  circle  H  ('  into  one  less  equal  than  pieces  re- 
quired in  the  elTlOW.  In  this  case  three  pieces  are  re(|uired,  so 
tluit  1-4  circle  B  C  should  be  sjiaced  in  two  ecpial  parts,  as 
shown  by  B  D  C,  mark  half  a  s]iace  from  each  end  of  1-4  circle 
B  C,  as  shown  by  C  F  and  K  B,  draw  lines  E  A  and  F  A,  which 
give  the  miter  lines  recjuired,  miter  line  A  E  is  all  that  is  re- 
quired to  make  the  pattern.  The  balance  of  the  work  is  the 
same  as  explained  in  Fig.  No.  1,  by  drawing  1-2  plan  and  space 


to  space  1-4  circle  into  three  ecpial  spaces,  shown  by  B  F'  G  C, 
jilace  half  a  space  at  each  end  of  1-4  circle  B  C,  as  shown  by 
1)  ('  and  B  K.  which  leaves  two  full  spaces  between,  as  E  H  D, 
draw  lines  1>  A.  11  .V  and  E  A,  which  are  the  correct  miter 
lines,  miter  line  A  K  being  located,  proceed  to  develop  pattern 
by  same  methods  as  explained  in  Fig.  Xo.  1  and  2. 

One  sweep  is  all  that  is  required  to  make  any  common 
])ieced  elbow,  the  other  pieces  are  obtained  by  reversing  the 
pattern  as  many  times  as  pieces  required  in  elbow,  allowing 
the  same  distance  between  miter  lines  as  elevation  shows. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


49 


HARDWARE  BUSINESS  OPPORTUNITIES. 

Ads.  inserted  under  this  head  one  cent  per 
word,  each  insertion.  Each  Journal  subscriber 
is  allowed  to  insert  one  25  word  ad.  free 
each  year. 

WANTED — Tinsmiths  and  press  hands  at  all  times.  Correspond- 
ence  invited.     E.  T.  Wright  &  Co.,  Hamilton.  

FOR  SALE — Three  counter  Show  Cases;  also  a  few  tinsmith's 
tools  in  good  repair.     Apply  W.  W.  Chown  Co.,  Limited,  Belleville. 

TINSMITHS"WANTED  for  Western  Canada  towns.  Apply  The 
McClary  Mfg.  Co.,  Winnipeg,  Man.,  who  will  furnish  list  of  towns. 

WANTEt) — Tinsmith  with  about  $1,000  to  invest  in  good  hard- 
ware and  tinsmith  business  in  Western  town.  Splendid  prospects. 
Apply   McClary   Mfg.  Co.,   Winnipeg,  Man. 

FOR  SALE — Retail  Hardware  business,  or  may  take  working  part- 
ner with  some  capital,  one  who  understands  the  business.  For  fur- 
ther particulars,  apply  W.  J.  Lawson.  27  Howland  Ave.,  Toronto. 

WANTED — An  experienced  and  thoroughly  capable  man,  able  to 
take  charge  of  tlie  manufacturing  end  of  a  Stove  Plant.  Apply  with 
references  and  full  information  to  The  Enterprise  Foundry  Co.,  Sack- 
ville,  i\'.B.  

FOR  SALE — Excellent  Hardware  Business  in  Alberta,  will  stand 
the  closest  investigation  by  anyone  looking  for  an  established  business 
with  a  future.  Satisfactory  reasons  for  selling.  Recent  inventory 
shows:  Stock  of  Hardware  and  Farm  Implements,  $12,000;  Fixtures, 
$1,500;  Turnover.  $41,000;  Gross  Profits,  $11,000.  Will  sell  or  lease 
premises.     Address  Box  549,  Hardware  &  Stove  Journal,  Toronto. 

HARDWARE  AND  STOVE  SALESMEN — We  have  a  proposition 
which  will  interest  every  hardware  salesman  open  to  add  to  his  present 
income,  without  conflicting  in  any  way  with  his  present  employment. 
In  fact  it  will  extend  your  connection.  Write  us  to-day  stating  wliat 
territory  you  cover,  and  particulars  will  be  sent  you.  Address  Box  117, 
Canadian  Hardware  and  Stove  .Journal,  44  Agnes  Street,  Toronto. 

POSITION  WANTED — Hardwareman,  twenty  vears'  exnerienee,  no 
family,  wants  position  as  traveler  or  manager  of  retail  store.  Ex- 
perienced in  heating  and  tinsmithing  work.  Box  123,  Hardware  & 
Stove   .Journal.  Toronto. 

MANAGER  WANTED — Owner  of  hardware  specialty  store  in  large 
Ontario  city,  wants  capable  and  energetic  young  man  to  manage  retail 
store.     State  experience.     Box  124,  Hardware  &  Stove  Journal,  Toronto. 

BUSINESS  FOR  SALE — In  most  progressive  city  in  Saskatchewan. 
Clean  stock  of  about  $5,000  includes  hardware,  harness  and  traveling 
goods.  Growing  district  where  business  can  be  doubled.  For  particu- 
lars write  Box  118,  Canadian  Hardware  cS;  Stove  Journal,  Toronto. 


JENKINS  &  HARDY 

Assignees,    Chartered  Accountants,    Estate  and  Fire 
Insurance  Agents 

15  '2  TORONTO  ST  ,  TORONTO         52  CANAOA  LIFE  BLDG.,  MONTREAL 


ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for 

the  assured 
67  Victoria  Street,  Toronto 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire 
msurance  that  does  insure.  We  act  for  the  people  only,  assisting  in 
the  adjustment  of  fire  losses.    Wire  us  when  your  loss  occurs. 


ORNAMENTALS 

IRQ^WORK 

WIRE  GOODS 


Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  Goods  Mf^.  Co. 
HAMILTON,  ONT. 


1: 1i(oAoX<:>X'^A  K^K<^KoK^; 


The  so-called  Equals 


of 


66 


QUEEN'S  HEAD 


99 


CANADA 


Galvanized  Iron 

will  not  ^ive  either 
'QUEEN'S   HEAD"    satLsfact  ion,  or 
"QUEEN'S  HEAD"  wear 


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  &  CO.,  Limited, 

Makers,  MONTREAL. 

Bristol,  Newport  Managers  Canadian  Branch 


Desk  Weary? 
Get  a  Gun 


From  breakfiust  tci  Uu'  ortico  and  fidm  tlie  (iflice  bac'k  to  suppov. 
day  after  day — a  monotonous  grind.  Get  back  to  nature — back  wliere 
the  air  is  100  per  cent,  pure  and  fairly  reeks  with  health.  Get  away 
out  where  you  can  watch  the  sun  rise  over  the  marsh — wliere  you  can 
spend  glorious,  healthful  hours  punting  slowly  through  the  reeds  in  a 
bit  of  a  flat  boat  for  some  shots  at  a  biinch  of  fat  mallards. 

To  reach  Nature's  wild  things  you  must  get  wliere  civilization 
isn't — and  when  you  lose  yourself  in  such  a  place  with  mind  and  eye 
constantly  on  the  alert,  and  every  muscle  in  play,  you'll  forget  that  you 
were  ever  in  an  office — you'll  be  nearer  to  the  or  ginal  man  animal — 
nearer  jihysical  betterment  and  mental  rest.  This,  a  gun  will  do  for 
yon.  and  the  best  for  solid  satisfaction  you  can  get  is  the 


Simplex:  Guns 


Made  right  here  in  Canada — every  bit  of  it.  from  muzzle  to  butt- 
plate — it  leads  all  others  and  we  give  you  this  added  advantage:  be- 
cause we  know  what  goes  into  the  making  of  a  Tobin  Simjilex.  wo 
guarantee  it  with  a  i)ositive  ''money-back''  guarantee  that  plaoe.s  us 
under  an  obligation  to  return  you  the  full  purchase  price,  if  we 
cannot  give  you  satisfaction  in  every  way.  Priced  from  .$'20.00  to 
•$'210.00.  Let  us  send  you  our  new  catalogue.  It  contains  good  news 
for  sportsmen. 

The  Tobiii  Arms  Mfg.  Co.,  Limited 


Woodstocli,  Ontario 
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HARDWAEE  BUSINESS  CHANGES. 


Beiseker — McCullonh  Bros.,  sold  out. 
I  ilot  Mound — Chalmors  &  Watson,  sold  to  .Jas.  Winram. 
Lethbridf^e — Western    Heating    &    Sheet    Metal  Works, 
ojicning. 

British  Columbia. 

Xortli  \  anrouver — Benwell  Bros.,  ojiening  store. 


Quebec. 

St.  Tjainl)erts — A.  Dion,  new  store. 

Ontario. 

Pnrkhill — A.  W.  IIum|ilirips,  sold  to  J.  B.  Lindsay,  Wator- 
ford. 

St.  Catharines — I.  Simon  &  Co.,  oiicnini^-  lianlvviirc  and 
specialty  store. 

Ottawa — Gil.  Julicn,  sold  to  E.  Gland<'. 

Alvinston — J.  E.  Tlusscy  succeeds  .John  &  Minors. 

Fort  William — Hockiiifj;  TTardwaro  Co.  succeed  llaniilton  & 
Hocking. 

Carleton  Place — D.  G.  Thompson  opened  paint  store. 

Toronto — Fenn  &  Co.,  sporting  goods,  selling  out. 

Thornbury — M.  Ilartman  suffered  loss  by  fire. 

Lanark — Taylor  Bros,  suffered  loss  by  fire. 

Colborne,  Barfett  Bros,  succeed  S.  McCracken,  whose 
store  was  recently  burned,  in  hardware  business.  Mc(Jracken 
and  Mordcn  establish  stoves  and  tinware  ])usiness. 

Toronto — Freek  &  Clark,  establishing  new  ]mild(M-s'  hard- 
ware store  at  10  Adelaide  Street  west,  distributing  "  Ifusswin" 
hardware. 

Mildmay — .Tosopli  Kunkel,  opening  store. 
Windsor — Rorison  &  Williams,  new  stoie. 

Manitoba. 

Naj)inka — J.  M.  Hughes,  selling  out. 

Grandview — S.  Mitchell,  sold  to  G.   L.  Challimci-. 

Starbuck — T.  Tessier,  new  store. 

Winnipeg — Warnken  Hardware  Co.,  succeeded  by  (^uinn, 
('olhan  Hardware  Co. 

(Lirberry — Wm.  Atkins,  opening  store. 

Winnipeg — Manitoba  Sheet  Metal  Works,  commencing. 

Winnipeg — McGavin,  Lennox  Hdw.  Co.,  succeed  J'"'raser, 
Lennox  Hardware  Co. 

Saskatchewan. 

Simpson — M.  McLean,  opening  business. 
Silton — H.  James  and  W.  L.  Thomas,  new  stores. 
Saskatoon — W.  Hopkins,  sold  to  Burnett  Bros. 
Rheim — Mengering  &  Kinzel,  new  business. 
Yellow  Grass — Baker  Bros.,  succeed  A.  S.  Baker. 
Herschel — Ripley  &  Brake,  opening  business. 
Graham — Hamilton  Bros.,  late  of  Fort  William,  new  store. 
Elston — Caffery  &  Chaplin,  starting  in  business. 
(Jraik — R.  J.  McNaughton,  succeeded  E.  H.  Insull.    T.  F. 
Boyce  sold  to  E.  H.  Insull. 

Indian  Head — Pratt  Hardware  Co.,  commencing  business. 
Weyburn — Hoshal  Carmichael  &  Co.,   opening  new  store. 
I'reeceville — B.  G.  Kelly,  opening  new  store. 
Stoughton — R.  F.  Cornell,  commencing  business. 
Saltcoats — T.  Bradford,  liuilding  addition   to  store. 
Alberta. 

Taber — Tabor  Hardware  Co.,  incorporated. 

Penhold — Stewart  Bros,  succeed  Wilson  Bros. 

Innisfail — E.  S.  Nelson,  Wetaskiwin,  forms  partnershij) 
with  N.  E.  Snider.  Innisfail  Hardware  and  Saddlery  Co.,  ojien 
business. 

Blackie — Blackie  Hardware  Co.,  new  store. 
Red  Hcer — Victor  Day  succeeds  F.  H.  Tallman. 
Edmonton — Western  Hardware  Co.,  opening  store. 
Kinsella — R.  B.  Sharpe,  Viking,  opening  brancli  store. 
Clive — W.  J.  Ross,  sold  to  Fulthorj)e  Bros. 
Manville — Johnston  &  Everest,  new  store. 
Strome — Ellison  &  Bradley,  erecting  store. 
Edmonton — Bunting  &  Co.,  Ltd.,  ojiening  business. 
Cheadle — Cheadle  Hardware  Co.,  sold  to  A.  A.  Cook. 
Medicine  Hat— Western  Heating  &  Sheet  Metal  Works, 
commencing. 

Eyley — P.  J.  Kjossness,  building  new  store. 
Edmonton — J.  McArthur  &  Co.,  oi)ening  tinshop. 


HARDWARE  TRADE  HAPPENINGS. 

The  Winniiic;;  Ceiling  iV  Roofing  ('(j.  lia\f'  comi.leted  the 
erection  of  a  large  factory  building  at  St.  Boniface,  Man. 

The  W.  W.  Chown  Co.,  Belleville,  have  recently  added  to 
their  store  equipment,  three  Bowser  oil  pumps  and  two  silent 
salesmen. 

Wm.  R[c(;hic,  stove  dealer,  Belleville,  has  been  suffering 
from  an  attack  of  blood  poisoning  resulting  from  a  scratch  on 
his  hand. 

The  Canada  Metal  Co.,  Toronto,  have  removed  from  Wil- 
liam Street  to  their  new  factory  and  offices  on  Fraser  Avenue, 
Toronto. 

The  P.  L.  Robertson  Manufacturing  Co.,  Milton,  are  to 
enlarge  their  plant  to  increase  the  out[)Ut  of  socket  head 
wood  screws. 

The  Dominion  Roofing  Co.,  Toronto,  are  to  erect  a  factory, 
250  X  120  feet,  at  Mimico,  to  supply  the  increasing  demand 
for  "Malthitc"  roofing. 

The  Maritime  Nail  Works,  St.  John,  X.B.,  has  been  dis- 
posed of  by  K.  L.  Johnston  to  Toronto  interests  for  about 
.$200,000,  the  transfer  to  be  made  June  1. 

W.  D.  Beath  &  Son,  Toronto,  manufacturers  of  steel 
kegs  and  other  hardware  specialties,  are  to  erect  a  large  new 
plant  to  handle  the  growth  of  their  business. 

The  Springer  Lock  Manufacturing  Co.,  Belleville,  have 
comj)leted  a  large  two-story  addition  to  their  factory,  the  new 
wing  commanding  a  fine  view  over  the  Bay  of  Quinte. 

The  Belleville  Hardware  &  Lock  Manufacturing  Co., 
Belleville,  have  appointed  R.  B.  Coulson  as  their  sales  repre- 
sentative in  Ontario,  Quebec  and  the  Maritime  Provinces. 

McFarlane  &  Douglas,  metal  roofing  manufacturers,  Ot- 
tawa, are  to  erect  a  large  factory,  135  x  180  feet  in  size,  to 
make  fireproof  steel  doors  and  windows,  metal  desks,  filing 
cabinets,  etc. 

The  Martin-Senour  Co.,  paint  manufacturers,  Chicago  and 
Montreal,  have  let  the  contract  for  their  new  paint  factory  at 
St.  Boniface,  Winnipeg,  the  cost  to  be  $50,000. 

McFarlane  &  Douglas,  sheet  metal  manufacturers,  Ottawa, 
are  just  completing  the  copper  roofing  and  interior  metal 
work  contracts  on  the  new  Chateau  Laurier.  Ottawa,  amount- 
ing to  about  $100,000.  Their  plant  is  running  at  its  fullest 
(•a]iacity. 

J.  A.  Demars,  the  dean  of  Lewis  Bros.'  staff  of  traveling 
salesmen,  died  at  Quebec  City,  on  May  29,  after  a  year's  ill- 
ness. Mr.  Demars  had  hundreds  of  friends  in  the  hardware 
trade  who  will  mourn  his  death. 

J.  E.  Penfound,  formerly  with  F.  U.  McBrien,  Toronto, 
is  now  representing  Brandrani-Henderson,  Limited,  in  Toronto 
and  suburbs. 

On  May  29th,  St.  Catharines  carried  a  by-law  granting  to 
the  Canadian  Yale  &  Towne  Lock  Company  nine  acres  of  land, 
free  water,  and  excmj)tion  from  taxation  for  ten  years.  The 
vote  stood  1,468  for  and  7  against.  The  company  already  has 
a  force  of  men  at  work  making  dies  for  the  manufacture  of 
Yale  locks  and  other  articles  for  which  the  eomi>any  hold 
]iatents.  This  is  the  second  large  factory  to  locate  in  St. 
Catliarinos  this  year,  the  other  being  Steel  &  Radiation. 
Limited,  who  will  occupy  the  site  adjoining  Yale  &  Towne. 

The  Ijufkin  Rule  Co.,  Saginaw,  Mich.,  and  Windsor,  Ont.. 
iiave  established  a  European  factory  at  Leipsig,  Germany. 

Wells  &  Emmerson,  Port  Arthur,  Ont..  are  contemplating 
the  erection  of  a  four-story  factory  for  the  m.-vnufacture  of 
builders'  sheet  metal  goods. 

The  National  Hardware  Co.,  Orillia,  will  build  an  addition 
to  their  plant,  100  x  45  feet,  doubling  their  present  capacity. 

The  Holland  Varnish  Co.,  ^lontreal,  who  recently  succeeded 
the  Thorp  Varnish  Co.,  Montreal,  are  running  to  full  capacity 
at  the  present  time  in  their  new  concrete  and  brick  building. 
They  are  manufacturing  eighty  different  lines  of  varnish, 
under  the  ''Hvke"  brand. 
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The  YANKEE 


(MADE  IN  ENGLAND) 


The  Sensation  in  England 


Retails 

at 
$1.50 


13.20 
Per  Dozen 
Delivered 


Put  the  best  known  $5 
Safety  Razor  on  a  counter 
with  this  YANKEE  outfit 
and,  two  to  one,  the  cus- 
tomer will  choose  the 
YANKEE  at  $5  in  prefer- 
ence to  the  other  every 
time.  You  can  sell  the 
YANKEE  because  every 
store  has  an  opportunity 
to  make  sales  on  *' better" 
sets  that  people  buy  for 
gifts  and  for  looks,  as  well 
as  for  practicability. 


As  it  is  the  custom  of 
the  International  Distrib- 
uting Company  to  give 
the  trade  the  biggest  pos- 
sible value  at  the  least 
price  and  at  all  times  pro- 
fitable, quick  sellers,  we 
are  prepared  to  market 
the  new  YANKEE  outfit 
under  a  positive  guarantee 
of  long  service  and  perfect 
shaving  safety  razor  at 
$13.20  per  dozen,  de- 
livered. 


INTERNATIONAL  DISTRIBUTING  CO. 

MONTREAL,       -       -  CANADA 
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CONSOLIDATION   OF  PAINT  COMPANIES. 

Kollowin{i  the  tallt  of  a  iiicijxcr  of  sovon  Montreal  liiir<l- 
ware  j()l)bing  houses  rumors  ha\c  rcci'iiMv'  been  (■irc\ihit<'il  <it 
a  |)ro|)ose(l  merger  of  ])aint  inainif'actnriiig  firms.  'I'hc  iiaiiu's 
of  all  the  well  knowii  Montreal  paint  romi)anies  have  lj<i'n 
eonneeted  with  tlie  rumor,  l)Ut  tlie  faets  arc  that  instead  of 
a  merger  there  is  to  he  but  a  cotisolidation  of  two  large  ('ana- 
dian  eomjianies  into  one,  witli  a  branch  factory  in  England. 

Walter  II.  Cottingham  ;ind  (;.  ('.  Ballantyne,  the  former 
being  j)residcnt  of  the  Sherwin-Williams  Co.,  of  America,  and 
the  latter  managing  director  of  the  Sherwin-Williams  Co.,  of 
('anada,  both  of  whom  are  Canadian-bred  jiaint  men,  have  pur- 
chased the  Sherwin-Williams  Comj)any 's  Canadian  and  Kngli-<li 
businesses,  and  lia\<'  also  secured  control  of  the  Canada  I'aint 
Co.. 

The  Sherwin-Williams  Co.  of  ('anada,  will,  in  future,  be 
0])erated  entirely  indejiendent  of  the  j)arent  com]jany  in  Cleve- 
land, although  Mr.  (Jottinghain  will  be  ])resident  of  both  eom- 
l)anies.  Mr.  Ballantyn(»  will  be  vice-president  and  managing 
director  of  the  C;yiadian  comjiany,  which  will  own  and  direct 
the  policies  of  Lewis  Berger  &  Sons,  London,  England,  and  the 
Canada  Faint  Co.,  Montreal,  each  of  the  three  companies  being 
ojierated,  however,  under  the  same   names  as  heretofore. 

Lewis  Berger  &  Sons,  Ltd.,  London,  England,  have  be(>n 
owned  by  the  Sherwin-Williams  Comj)any  of  America  since 
1008.  The  old  firm  has  been  in  continuous  existence  since 
176(1,  and  last  year  celebrated  their  L50tli  anniversary.  It 
occujiies  the  foremost  |)lace  in  the  British  paint,  oil  and  varnish 
trade,  .and  lias  br.anclies  in  Australia,  India,  France,  China  and 
.ra]ian. 

The  Canada  I'aint  (Joinpaiiy  has  plants  at  Montreal,  St. 
Mall),  Toronto  an<l  Winnipeg,  ami  lias  been  for  twenty  years 
miilrv  the  successful  ma nagi'mciit  of  Robert  Munro,  who,  al- 
though he  has  been  in  pom-  licalth,  has  consented  to  act  in 
an  advisory  capacity  in  the  management  of  the  new  com- 
pany. S.  r.  McKinnon,  Toronto,  has  been  president,  and  Sir 
ilenry  Pellatt,  secretary  of  the  Canada  Paint  Company. 

The  Sherwin-Williams  Co.,  of  Canada  have  been  manufac- 
turing at  Montreal  since  189.5,  having  taken  over  Mr.  Cotting- 
ham's  i)aint  manufacturing  business  in  that  year.  In  1898 
Mr.  Cottingham  was  called  to  Cleveland  as  general  manager, 
Mr.  Ballantyne  succeeding  to  the  management  of  the  Canadian 
business.  The  comjiany  have  large  paint,  varnish  and  linseed 
oil  ))lants  at  Montreal  and  Winnipeg. 

The  cajdtali/ation  of  the  consolidation,  including  the  Bri- 
tish com])any,  with  its  world-wide  connection,  will  be  five  or 
se\('n  million  dollars.  The  stock  has  been  over-subscribed  by 
underwriters,  who  will  offer  the  seven  per  cent,  preferred 
stock  to  the  public  at  !••"),  with  a  bonus  of  20  per  cent,  of 
common  stock.  Although  1910  was  not  a  favorable  paint  year 
the  Canada  I'aint  ('ompany  paid  1.5  per  cent,  on  a  $7.50,000 
capitalization. 

Mr.  Ballantyne,  as  one  of  Montreal 's  three  Harbor  Com- 
missioners, and  as  ex  president  of  the  Canadian  Manufacturers' 
Association,  is  one  of  the  best  known  men  in  Canada.  Sir 
Wilfrid  Laurier,  it  is  undeistood,  invited  him  to  enter  the 
Dominion  Cabinet,  but  .Mr.  Ballantyne  has  preferred  to  devote 
liis  energies  to  building  u|>  the  business  under  his  manage- 
ment. And  his  success  is  evidenced  by  the  big  Empire-wide 
consolidation  now  rejiorted. 


MERGER  NEARING  COMPLETION. 

The  proposed  mi'riiei-  of  seven  wholesale  li.aiihvare  lirms 
111  Montreal,  particulai's  of  wliicli  were  given  in  the  l-'ebruary 
issue  of  the  .lournal,  is  Hearing  coiiiplef inn,  npiiiinns  taken  on 
the  various  businesses  having  been  exteiiil<'d  until  .Inly.  The 
details  of  the  merger  have  been  decided  upon,  but  tln'  pnililem 
yet  to  be  solved  is  the  financing  of  the  deal,  rpon  how  the 
deal  is  financed  deiiends,  it  is  understood,  who  tln'  ollicers  of 
the  new  consolidation  will  be. 

I'\  Orr  Lewis,  of  Lewis  Bros.,  Col.  Win.  Starke,  of  Starke, 
Seybold  &  Co.,  Frank  Newman,  of  Caverhill,  Learmont  &  Co., 
and  Harry  Newman,  of  the  McClary  Mfg.  Co.,  IMontreal,  are 
all  in  England  to  attend  the  Coronation  festivities.  It  is  un- 
derstood,   however,    that    business    will    be     combined  with 
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pleasure,  and  on  Mr.  Frank  Newman's  return  imjiortant  an- 
nouncements will  be  made. 

The  staffs  of  some  of  the  wholesale  houses  have  been  ad- 
\  isert  to  be  on  the  watch  for  openings,  and  a  general  feeling 
of  unrest  is  evident.  Holidays  are  likely  to  be  short  with 
many,  though,  as  stocktaking  in  the  midst  of  summer  will 
jirovide  plenty  of  work  and  excitement. 


WESTERN  CANADA  HARDWARE  NEWS. 

K.  A.  Nicoll  has  recently  moved  into  new  and  larger 
ipiarters  on  Fourth  Ave.,  Vancouver.  Mr.  Nicoll  was  formerly 
with  N".  A.  Webb,  Chilliwack,  B.C.,  before  opening  in  \'an- 
couver. 

E.  Bigelow,  who  for  four  years  was  in  charge  of  the  hard- 
ware and  sjiorting  goods  dept.  of  J.  F.  Cairns,  Saskatoon,  is  now 
<'onnected  with  W.  R.  Owen  in  Vancouver. 

Wood,  Vallance  &  Leggatt,  hardware  jobbers,  Vancouver, 
have  purchased  a  site  90  x  320  feet,  on  which  they  intend  to 
erect  a  brick  and  steel  building  four  stories  high,  costing 
$300,000.  A  private  siding  will  be  installed  by  the  C.  P.  K. 
and  also  by  the  B.  C.  Electric  Railway  running  into  the  ware- 
house. At  the  present  time  the  firm  have  a  warehouse  on  the 
opposite  side  of  the  street  to  the  new  building. 

McLennan,  McFeeley  &  Co.,  wholesale  hardware  men,  Van- 
couver, who  now  occupy  a  five  story  and  basement  warehouse, 
with  several  smaller  warehouses,  intend  erecting  a  new  build- 
ing, giving  them  eleven  acres  of  floor  space  and  yard  room. 

The  Munro  Steel  &  Iron  Works,  Winnipeg,  are  to  erect 
a  wire  fence  factory  at  Vancouver.  The  new  plant  will  cost 
about  $.50,000  and  will  be  ready  by  September. 

McCallum  &  Co.,  recently  sold  their  hardware  business  at 
Cranbrook,  B.  C,  to  F.  Parks  &  Co.,  and  Mr.  J.  G.  McCallum 
has  moved  with  his  family  to  Vancouver,  where  he  will  reside 
in  future.  He  does  not  intend  going  into  business  again  at 
(iolden,  as  reported,  but  may  at  some  later  date  establish  a 
hardware  business  at  Vancouver. 

The  J.  H.  Ashdown  Hardware  Co.,  Winnipeg,  arc  putting 
two  new  display  windows  in  their  retail  store.  Winnipeg 
citizens,  same  as  the  people  of  other  cities  and  towns,  buy 
more  from  window  displays  than  from  any  other  means  of 
advertising.  Ashdown 's  are  therefore  endeavoring  to  secure 
more  of  this  good  trade  by  adding  the  additional  displa.v 
windows. 

The  business  men's  trip  through  Western  Canada  this 
season  is  now  being  taken  by  a  number  of  Winnipeg's  most 
prominent  business  men.  Their  report  upon  conditions  and 
]irospects  for  fall  trade,  will  very  materially  affect  the  pur- 
chasing and  credit  giving  during  the  balance  of  1911. 


NEW  GILLETTE  RAZOR  FACTORY. 

The  Gillette  Safety  K'a/or  Co.,  of  Canada,  have  began 
work  on  the  construction  of  their  new  olHce  and  factory  build- 
ing at  Montreal,  adjoining  their  present  works  on  St.  Alex- 
ander Street.  The  new  building  will  have  105  feet  frontage, 
by  67  feet  depth,  with  lanes  and  streets  on  all  four  sides.  The 
building  will  be  five  stories  in  height  and  constructed  of  reiur 
forced  concrete  throughout.  The  site  is  just  below  the  large 
block  jiurchased  for  the  Canadian  Northern  tunnel  and  station 
terminal.  The  day  after  the  site  was  purchased  Mr.  Bittues 
was  offered  $15,000  premium  if  he  would  resell. 


TWO  FINE  HARDWARE  STORES. 

The  !Mills  Hardware  Co.,  Ilaniilton,  have  jiurchased  a  site 
X  137  feet  in  size  on  King  Street  east,  near  .John.  Hamilton, 
where  thev  will  erect  a  modern  store  building  with  a  front 
of  English  glazed  terra  cotta,  there  being  no  column  supjiorts 
ill  the  store.  The  comjiany 's  store  on  Barton  Stn^et  is  34  x  100 
feet  in  size,  so  the  new  store  will  be  considerably  larger  in 
area.  When  the  King  Street  store  is  comi>leted  the  branch 
store  on  John  Street  will  be  closed  uj>  and  the  ^Nlills  Com|>any 
will  have  two  of  the  finest  hardware  stores  to  be  found  in 
Canada. 


The  Imj^erial  ilanufacturing  Comjiany.  Warren,  Pa.,  have 
Jiurchased  a  site  at  Welland,  and  will  erect  a  factory  for  the 
manufacture  of  saddlery  hardware  and   hardware  sjiecialties. 
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J.  M.  T.  VALVES 


A  Hardwareman's  Experience 

In  an  Eastern  Ontario  town  is  a  hardwareman  who  says  he 
won't  buy  cheap  brass  goods  any  more.  He  took  a  contract 
for  a  plumbing  job  and  when  buying  his  supplies  price,  rather 
than  quality  was  his  object.  But  when  he  installed  the  fixtures 
they  gave  trouble,  and  investigation  showed  that  the  brass 
goods  were  at  fault.  "  I'll  send  them  back  to  the  manufacturer," 
he  said,  but  he  couldn't  as  they  bore  no  trade  mark  and  he  had 
bought  cheap  unbranded  goods  from  two  or  three  makers. 

The  lost  time  and  annoyance  cost  him  more  than  the  saving 
on  the  purchase,  so,  in  future,  trade  marked  and  advertised 
quality  goods  will  be  specified  by  him. 


J.  M.  T.  Valves  have  been  upon  the  market  for  15 
years.  Their  popularity  and  reputation  as  a 
strictly  high  grade  article  is  universally  recognized. 
The  Trade  mark  is  on  every  valve. 

We  also  manufacture  Plumbing  Supplies,  Lighting  Fixtures, 
High  Grade  Steam  Specialties,  Iron  and  Brass  Pipe  and  Fittings, 
Pipe  Fitters'  Tools,  etc.  ::::::: 

The  James  Morrison  Brass  Mfg.  Co., 

93.97  Adelaide  St.,  West, 


TORONTO 


ONTARIO 


Trade  Mark  on  every  Valve 


Your 
Immediate 


Profit  May 
Be  Lar^e 


if  you  handle  an  inferior  brand  that  offers  a  larger  percentage  of  pro- 
fit, but  it  is  poor  business  sense  to  be  influenced  by  alluring,  quick- 
return  propositions.  The  paint  or  varnish  that  offers  a  fair  margin 
of  profit  and  a  high-class  reputation  that  means  repeat  orders  is  the 
kind  that  eventually  brings  the  best  returns. 

MINERVA 

PAINTS  AND  VARNISHES 

can't  be  made  any  better.  They  have  attained  that  degree  of  perfection  beyond  which  brains,  science 
and  modern  manufacture  have  been  unable  to  make  any  advance.  For  76  years  Minerva  Brands 
have  been  manufactured  in  England,  and  are  to-day  the  very  highest  class  of  paint  and  varnish  made. 
A  thoroughly  modern,  fully  equipped  Canadian  factory  is  now  supplying  a  rapidly  growing  demand. 
Are  you  getting  your  fair  share  of  paint  business— paint  profits? 

The  largest  steamship  and  railroad  companies  and  prominent  decorators  all  over  the  world  use  Min- 
erva Brand.  Mr.  Dealer,  you  have  a  profitable  proposition  waiting  for  you.  If  you  haven't  already 
looked  into  the  Minerva  plan,  write  us. 

PINCHIN,  JOHNSON  6;  CO.  (Canada),  Limited 


Established  in  England  in  1834 


377-387  Carlaw  Ave.,  Toronto,  Can. 


54 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


Market  Situatio 


METAL  MARKETS. 

The  volume  of  trade  in  metals  during  tlie  past  month  has 
been  about  the  average,  trade  having  been  disturbed  some- 
what by  the  heavy  speculation  in  tin,  and  by  the  break  in 
]irice  in  steel  bars,  etc.,  in  the  United  States  market.  It  is 
not  expected  that  the  price  cutting  in  steel  plates  and  sheets, 
lilack  and  galvanized  sheets,  structural  steel,  billets  and  bars, 
etc.,  will  have  very  much  effect  on  the  Canadian  market,  al- 
though there  is  certain  to  bo  an  easier  feeling  here  as  a  result 
of  the  shading  in  ])rice  across  the  line.  So  far  local  prices  have 
held  quite  firm. 

Tngot  tin  has  for  many  months  been  in  the  control  of 
speculators  on  the  London  market,  and  during  the  past  month 
they  have  been  able  to  reduce  the  stock  available  to  such  a 
point  that  prices  have  jumped  up  from  45  to  50c.  per  lb.  for 
])resoiit  delivery.  Prices  are,  however,  about  45c.  for  future 
delivery. 

Pig  iron  is  moving  in  very  satisfactory  quantities,  and  a 
considerable  trade  is  going  to  importers  of  English  and  Ameri- 
can iron  because  of  the  pick  up  of  output  of  Canadian  foun- 
dries. No.  1  Canadian  Foundry  is  quoted  at  $19.00  per  ton, 
and  No.  2,  $18.50.  Middleboro  No.  3  is  quoted  at  $19.50.  Bar 
iron  is  still  quoted  at  $2.05  and  no  changes  are  reported 
locally  ill  merchants'  steel,  sleigh  show  iron,  etc. 

(;opi)er  has  been  featureless  during  the  month,  prices  re- 
maining unchanged  at  13  l-2c.  per  lb.  Lead  and  spelter  are 
also  unchanged,  domestic  lead  being  (juoted  at  $3.75,  and 
foreign  spelter  at  $6. 

Tmjiorters  are  still  experiencing  considerable  difficulty  in 
securing  delivery  of  orders  for  tin  plates  and  galvanized 
sheets  from  the  mills  in  England.  Stocks  are  very  low  on 
the  Canadian  market,  and  with  ingot  tin,  held  at  figures  which 
apjiroach  the  record  set  about  three  years  ago,  buying  is  not 
likely  to  be  very  heavy. 


HARDWARE  MARKETS. 

May  has  been  a  phenomenal  month  for  hardware  jobbers 
and  manufacturers.  Trade  began  to  liven  up  toward  the  end 
of  April,  and  numerous  orders,  which  should  have  been  placed 
in  A])ril,  were  held  until  May,  and  these  with  the  natural 
growth  in  business  has  resulted  in  making  the  volume  of  trade 
in  May  reach  unprecedented  figures  in  most  of  the  jobbing 
houses.  The  heavy  business  has  more  than  made  up  for  the 
loss  of  trade  in  March  and  April,  and  business  for  the  first 
five  months  of  1911  has  shown  a  material  increase  over  the 
first  five  months  of  last  year. 

Western  Canada  reports  arc  even  brighter,  the  volume  of 
trade  in  the  West  being  ahead  of  any  previous  year.  The 
outlook  for  the  crops  are  very  bright,  and  merchants  generally 
nic  looking  forward  to  a  very  prosperous  fall  trade. 

Builders'  hardware  has  been  in  heavy  demand  on  account 
of  the  large  volume  of  building  going  on  in  various  parts  of 
the  country,  particularly  in  the  larger  towns  and  cities,  where 
new  industries  are  being  established.  The  importation  of 
builders'  hardware  from  the  old  country  has  resulted  in  a  re- 
dui  tiiiii  ill  the  ))riee  of  some  lines  manufactured  in  Canada. 

S| Milting  goods  have  been  lively  sellers,  fishing  tackle, 
baseball  ami  lacrosse  goods  being  the  most  active  lines.  Hard- 
ware men  in  all  parts  of  the  Dominion  are  now  taking  the 
lead  in  s(>lling  sporting  goods,  ana  the  result  is  a  steadv  in- 
(•reas(>  in  this  department  of  the  wholesale  trade. 

Kefrigerators  have  had  an  enormous  sale,  and  already 
manufacturers  and  wholesalers'  stocks  are  practically'  bare. 
The  spell  of  hot  weather  early  in  May  encouraged  hundreds 
of  buyers  to  jiurehase  refrigerators,  hammocks,  lawn  mowers, 
freezers  and  other  hot  weather  goods  much  earlier  than  usual, 
and  the  result  is  that  jobbers  and  manufacturers  have  been 
deluged  with  repeat  orders,  shipments  of  which  have  been  de- 
laycMl  owing  to  the  scarcity  of  manufactured  stock  in  hand. 

Stoves  and  furnaces  have  been  booked  in  large  quantities 


by  retailers.  In  fact  bookings  more  than  cover  the  stocks 
which  foundrymcn  expect  to  have  available  for  delivery  this 
year.  Retailers,  therefore,  who  follow  up  their  early  book- 
in;,s  with  speculatior.s  for  early  delivery  will  be  the  ones  who 
will  be  most  certain  of  securing  their  supply.  The  Journal 
representative  looked  over  the  stock  and  order  sheets  of  a 
large  stove  foundry  this  week  and  noted  that  on  yiractically  all 
the  most  used  sizes  of  both  stoves  and  furnaces  orders  in  hand 
are  twice  as  large  as  stocks  available  for  shipment.  This  con- 
dition presages  trouble  in  getting  delivery  in  the  way  of 
retailers  who  fail  to  order  until  the  early  fall. 

Camp  goods,  gas,  oil,  and  gasoline  stoves  and  enamelware 
have  all  been  ex])eriencing  a  satisfactory  trade,  the  early  warm 
weather  having  enabled  retailers  to  make  disjilays  of  their 
goods  and  disjiose  of  the  first  stocks  ordered  from  jobbers. 

Heavy  goods  such  as  screws,  nails,  bolts  and  nuts  are 
moving  in  seasonable  quantities  and  the  outlook  for  trade 
in  this  line  is  very  satisfactory.  The  same  applies  to  miners' 
and  railway  sup[)lies,  orders  for  shipments.  Wheelbarrows, 
explosives,  etc.,  are  also  being  received  in  very  satisfactory 
(juaiitities  for  this  season. 


PAINT  AND  OIL  MARKETS. 

Turjientine,  which  dropped  from  $1.40  to  $1.10  during 
April,  has  now  droi)i)ed  to  85  to  87  cents,  with  plenty  of  this 
year's  stocks  available  to  sujiply  the  demand.  Linseed  oil, 
however,  has  held  quite  firm,  the  month  resulting  in  very  little 
change.  Raw  oil  is  variously  quoted  in  Toronto  from  $1.07  to 
.$1.10,  and  boiled  from  $1.10  to  $1.13. 

White  lead  is  now  attracting  attention,  importations  of 
English  lead  having  had  a  weakening  effect  on  the  Canadian 
market.  Some  brands  quoted  at  $6.65  have  been  dropped  to 
$6.40,  with  similar  reductions  in  other  grades.  The  change 
is  considered  to  be  but  temjiorary,  as  the  price  of  white  lead 
in  Canada  is  much  lower  than  in  the  United  States. 

Ready  mixed  paint  trade  this  season  has  been  very  large 
in  spite  of  the  feeling  by  many  retailers  that  buying  would 
ho  curtailed  by  the  higher  cost  of  the  raw  materials  entering 
into  the  manufacture  of  mixed  paints.  With  hardly  an  ex- 
ception manufacturers  report  considerable  increases  in  the 
volume  of  their  sales. 

Varnishes  have  also  been  in  large  demand,  this  helping 
materially  in  settling  the  price  problem.  Prices  are  now  hold 
very  firm. 

S))ecialties,  such  as  floor  wax,  wall  coverings,  stains, 
enamels,  etc.,  have  sold  better  this  year  than  ever  before, 
while  brushes  have  been  featured  by  retailers  to  better  a<lvan- 
tage  than  in  any  previous  season.' 

Glass  and  putty  are  coming  more  into  demand  as  building 
work  progresses,  and  the  outlook  is  for  a  very  active  season. 
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Do  you  believe 
in— 

The^^Hopse  Shoe^' Fairy  Tale? 


Miracles  do  not  happen  in  business,  yet — lots  of 
otherwise  sensible  men  believe  in  Luck. 

They  will  tell  you  that  things  happen — that  the  suc- 
cessful man  is  the  lucky  man.  But  getting  down 
to  brass  tacks,  you  know  perfectly  well  that  nothing 
happens. 


You  know  that  success  is  the  result  of 
causes — 


certain 


Causes  so  obvious  that  believers  in  the  "Horse 
Shoe''  fairy  tale  pass  through  life  without  noting 
them. 

90  per  cent,  of  the  successful  Hardware  Merchants 
do  not  believe  in  luck — 

They  use    "Buying  Sense"  instead, 

And  stock  the  lines  which  mean  profit  and  reputa- 
tion for  them — International  Varnish  Products. 

"ELASTICA"  Floor  Finish — the  one  perfect  floor 
finish — the  durable,  beautiful,  waterproof  finish  that 
never  turns  white  or  cracks. 

"LACQUERET" — the  Household  Beautifier — a  prime 
necessity   in   every  home. 

"SATINETTE"  Wliite  Enamel — the  enamel  tliat  stays 
white — iTinili-   IDi'  both  interior  and  e.xterior  work. 
FLATTINE  FINISH — the   finish   that  produces   a  full 
(lead  or  flat  apiii-iirance  without  the  labor  and  expense 
of  rubbing. 

KLEARSTONE  Stains  (Acid  or  Oil) — the  perfect  wood 
stains, 

Kvcry  International  product  you  soil  adds  to  your 
reputation  and  increases  your  bank  balance  at  the 
same  time. 

N.B. — All  International  Varnish  Products  are 
sold  in  full  Imnerial  Measure  cans. 


TORONTO 


WINNIPEG 


M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floor^laze 

Is   the    floor    finish    most  people  want.  Easy  to 

sell    it    because    it's  so  hard   to  excel  it.  Ten 

pleasing-  shades.  In  pints  and  quarts,  also  half 
gallon  and  gallon  sizes. 

Elastilite  Varnish 

Is  the  most  brilliant  and  durable  for  inside  or  out- 
side use.     Best  to  sell — best  to  use. 


You'll  find  it  pays  to  carry  the  com- 
plete line.      Get  particulars  from— 

Imperial  Varnish      Color  Co. 

Limited 

8  io  24  Morse  St.,  Toronto 


108  Princess  St.. 
Winnipeg 


524  Beatty  St. 
Vancouver 


Roofing 

Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Go. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


AGENTS 


WANTED 
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SORTING  UP  ORDERS 

For  Brushes  should  be  placed  at  once. 

Examine  your  stock  now  ;  do  not  wait  until  your  stock  of  the  best  selling  lines  is  depleted, 
but  order  right  away  and  thus  avoid  missing  sales.  Remember,  brushes  will  be  much  in 
demand  during  the  month  of  June,  and  particularly 

BOECKH'S  BRUSHES 

We  are  decidedly  busy  now,  but  our  large  well  assorted  stock  and  large  manufacturing 
facilities   make  it    possible   for  us  to   give  prompt   attention   to   your  requirements. 

THE  BOECKH  BROS.  COMPANY,  Ltd. 


Head  Office 
80  York  Street 


TORONTO,  CANADA  Factories 

ESTABLISHED  1856  IS^  to  i68  Adelaide  Street  West 


high-grade: 

Builders'  Hardware 

We  are  headiiuarters  for  the  best-grade  builders"  hardware  on  the  market 
— the  hardware  that  never  fails  to  prove  itself  to  be  durable,  efficient  and  a 
satisfaction  giver. 

VVe  handle  a  full  line,  including  Butts,  Hinges,  Hasps,  Staples,  Nails,  etc. 
Remember,  the  quality  is  guaranteed.    Write  at  once  for  catalogue. 

COWAN  &  BRIXTON,  Ganarwoque,  Ont. 


Gray's  School  Of  Sheet- 
Metal  Pattern  Drafting 


This  is  the  most  thorough,  practical  and  advanctd 

course  in  SluH't  Metal  Patti'ni  nrallins;  Id  hi-  liail,  aiul  ci'sis 
less  than  any  other. 

Our  sciiolars  make  rapid  ,ui\ ,l lucjui-nt  ln'causi'  uc-  leacli 
patlcrn  iliafling  only,  using  shorl,  iiuick  ihoIIuhIs,  .uuI  iii>  iiol 
lake  up  ilu'ir  time  with  arithmetic  or  any  other  pre  = 
liminary  study. 

An  education  is  not  necessary  in  order  lo  lu'i  onu'  a 
good  patli-rn  cutter.  If  you  are  ambitious  ami  practical, 
that  is  all  that  is  necessary.  Write  for  lull  inl'orniation,  and 
lull  size  school  drawing. 


GRAY'S  SCHOOL 


3537  Third  Ave. 


NEW  YORK  CIIY 


Monarch     che}(/nff  ojaii 

rwy  .  .  Wniing 

1  ypewriters  j^achmes 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


THE  MONARCH  TYPEWRITER  CO.,  Limited 

46  ADELAIDE  STREET  WEST 

TORONTO.    ■  ONT. 
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PREVAILING  MARKET  PRICES. 

Toronto,  June  7th,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots    0  20 

Antimony,  per  lb  0  09 

Brass  rods,  V2  to  1  inch...  0  21 
Slieets,  up  to  20  gauge..  0  22 
Tubing,    1   inch,   base....  0  23 

Copper  ingots,  casting....  131/2 
Sheets,  plain,  14  oz.  base  0  22 
Sheets,  tinned,  14  oz.  base  20 1/2 
Sheets,    plenished,    14  oz. 

base    0  28 

Sheets,  braziers    0  23 

Bars,  round  %  to  2  in. .  .  0  21 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Jlontreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,  52  sheets....  4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....   4  45  435 

60    4  70  4  60 

20x28x80    8  90  8  70 

20x28x80     ....    9  40  920 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....   3  30 

Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)..  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base,  1  inch..   6  35 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron.  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 ;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots — 

( 'an.'idian   foundry,   No.   1  19  00 

Miildlcsboro,   No.   3   19  50 

li.-idnor    (cliarcoal)     ....   32  50 

Lead,  Canadian  pig   3  75 

Imported   pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sliects,  base,  2%  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,  half  and  half,  lb. ..23  25 
Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,  iim-r.ts.  101)  111. ..45  00  50  00 
Tin  Plates,  charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I    C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I  X   X,   14x20  base    ....  750 
".Allnway's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    4  60 

I  X,   14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Cokes,  Bessemer  Steel. 

I  C,  14x20  base                     4  35 

Terne  Plates. 

I  C,   20x28,   112  sheets..   7  50 

I  X,  Terne  Tin                      9  00 

Charcoal   Tin   Boiler  Plates. 
I   X   X,    14x60,    50  sheet 

bxs                                          7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots                     7  25     7  35 

72x30    up    to     26  gauge, 

case  lots                               7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  copper  and  wire  lb.  0  11 

Light  copper  bottoms    ...   0  09 

Heavy  red  brass                   0  10 

Heavy  yellow  brass                0  08 

Light    brass                            0  06 

Tea  lead                               0  02 

Heavy  lead                            0  02 

Scrap    zinc                              0  04 

No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap, 

No.  1   14  50 

Stove    plate   13  00 

Malleable                                 9  00 

Miscellaneous  steel                6  00 

PAINTS  AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of   copper  (blue 

stone)    0  07 

Litharge,   ground    0  05 

Litharge,  flaked    0  051/2 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of    Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,   pure    ...   0  18 

Golden  ochre,   pure    0  11 

French  ochre,  pure   0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — - 

Toronto 

Barrels,    550    lbs  0  17 

Drums,  50  and  100  lbs.  0  18  Vi 

Packets,   1-lb   0  20% 

Tins,   1-lb.,   100  in  case  0  21% 

Petroleum — • 

Can.    Prime   white,    gal.  0  121/.', 
U.S.   Water  white    ....   0  14  " 
U.S.  Pratt's  astral  ....  0  16 
Castor   oil,    per   lb.,  in 

bbis   0  08     0  09 

Motor  Gasoline,  single 

bbls   0  171/2 

Benzine,  per  gal,  single 

bbls   0  151/2 

Putty — 

Bulk    in    casks    2  20 

Bulk  100  lb.  drums....  2  55 
Bladders   in   barrels    ....   2  75 

Ready  Mixed  Paints — 

Pit  gallon,  (|t.  tins.  1  50     2  00 

Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5  gallon  buckets   0  75 

Turpentine   and  Linseed   Oil — 
Pur(>      Turpentine,  single 

b:iiT,-ls    0  84     0  8(i 

Linseed  Oil,  single  barrel, 

y;i\v    1  07     1  (li) 

Lin.seed  Oil,  single  barrel, 
boiled    1   10     1  12 


50 

50 
00 
50 
00 
20 

0  95 

1  85 

2  00 
1  60 

1  35 

2  50 
1  40 
1  50 

0  85 

8  00 

1  75 
1  70 

7  40 

6  40 


Rosin,  "G''  grade,  bbl.  lots, 
100  lbs  

Varnishes,  per  gal.  cans — 

Carriage,  No.  1   

Pale   durable  body   

Finest    elastic   gearing    .  . 

Elastic  Oak   

Furniture,    polishing  .... 

Furniture,  extra   

Furniture,  extra  No.  1   .  . 

Light   oil  finish   

Gold  size  japan   

Turps  brown  japan  .... 
Baking  black  japan  .... 

Crystal  Damar   

Pure  asphaltum   

Oilcloth   

Lightning  dryer   

Stovepipe       varnish,  % 

pints,,  per  gross   

Pure  white  shellac  var- 
nish,  in  barrels   

Pure  orange  shellac  var- 
nish,  in  barrels   

White  Lead,  ground  in  oil — 

B.  B.  genuine   

Other   brands    ....   6  15 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  071/2 

Pure,     in     25-lb.  irons 

(in  oil)    0  08 1/2 

Window  Glass — 

United  Inches  Star  D.D. 

Under   26    4  25       6  25 

26    to    40    4  65       6  75 

41   to   50    5  10       7  50 

51   to    60    5  35       8  50 

61    to    70    5  75       9  75 

71    to    80    6  25     11  00 

81    to    85    7  00     12  50 

86    to    90    15  00 

91    to    95    17  50 

96    to    100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,    per   lb  0  40 

Orange    mineral,     100  lb. 

kegs    0  091/2 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster  of  Paris,  bbl.    .  .  2  30 

Paris  white,  bbls  0  90 

Whiting,  gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 

Anvils,  Taylor  Forbes  .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  '  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10 ;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  414  c  per 
lb.  olif. 

Nuts,  hexagon,  all  sizes,  4  %c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  ^4 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  V2 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50 ;  cow  ties,  40 ; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
liammock  chains,  galvanized,  35 
and  5. 

Forges — ■ 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No. .  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85:  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
nil  sizes,  $6.00. 

Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     251b.  boxes. 


Wire  Nails,  base    2  35 

Cut  nails— Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.'35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    131/2,    $4.10;    No.  14, 

$4.25;    No.      15,      $4.50,  in 

lengths  6  ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25 ;  No. 

12,  $2.40,  Montreal. 
Pine  Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  Prom  stock, 

f.o.b.    Montreal — 100   lbs..  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.    mesh,  19 

w.g..  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,    %,   $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet   f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--'  'Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2  %  p.c. ;  Centre  Fire  Pistol 
Cartridges,  25  and  2 1/2  p.c. ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12 1/2  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
''Crown"  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 
less Powder,  ''Imperial''  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%:  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,  track,   1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh    bells,    shaft    and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells,  No.  1,  $1.65. 
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Bolts  and  Nuts — 

( ';ii  i  iiige  liolts,  coiiimoii  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 
70  p.c. 

Carriage  Bolts,  710  and  up, 
70  p.c. 

Carriage  Bolts,  Xorwaj'  Iron  ($3 
list),  60  p.c. 

Machine  UoUs,  %  and  less,  (iO, 
10  &   10  p.c. 

Machine  liolts,  7-lG  and  up. 
GO  p.c. 

Plough   Bolts,   55,   5   &   10  p.c. 

r.lanlv  Bolts,  60  p.c. 

Bolt  Ends,   6  Op.c. 

Sleigh  .Shoe  Holts,    •%   and  less, 

60  and   10  p.c. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,   r>r>   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4V^c  jicr 
lb.  off. 

Nuts,  he.xagon,  all  sizes,  4V4<; 
per  lb.  off. 

Stove  rods,  per  lb.,  5  %c  to  6c. 


Stove    Bolts,  80, 
Building  Paper,  Etc. — 

'I'arred  slater's  paper,  per 

roll    0  70 

O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   Fibre,    No.    1,  per 

400  ft.  roll    0  55 

Tarred  Fibre  Cyclone,  25 

lb.,  per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Hesin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  i)lain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool   roofing  felt, 

per  100  lb   1  80 

Pitch,   Boston   or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  05 

Heavy  Fibre,  32  &  60,  p-.u- 

100  lbs   3  00 

2  ply  lieady   Hoofing,  per 
square    0  70 

3  ply  lieady   Koofing,  per 
square    0  95 

2  ply  complete,  per  roll.   1  15 

3  ply  comi)U'te,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Koofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  pur  barr.  l  3  50 
Refined  Coal  Tar,  tins,  p^r 

doz   1  25 

Refined  ('o;il  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,      bovver     barff  & 
nickel,  45  p.c. 


Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose,  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,   70  p.c. 
Cement — Portland,   bags  per 


bill  1   55     1  65 

Cold  Chisels,  5  x  6  in.,  doz.  2  20 

r.i'vrl  cMlfjc,  1  inch,  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..   3  30 

3  "              "            . .   4  00 

4  "  "  ..528 

5  "              "            . .    7  26 

6  "  "  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 


Door  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls.   60   per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,   eacli    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  0  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..   2  90 
10  "  "  .  .  3  15 

12  "  "  .  .  3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimiiiings,     75  and 
121/^  p.c. 
Files  and  Rasps — • 

Disston's,  tireat  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Faglo,  McClel- 
lan,  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 


oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1   lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,  10  oz., 

doz   5  60 

Tinners    setting,     %  lb., 

doz  4  50 

Machinists,  lb.,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,   up  to  2 

lbs   0  09 


Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and  stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50   per  cent. 

Heavy   T   and   strap,   4-in..  100 
lbs.   "net.    .$7.25 ;    Heavy    T  and 
strai),   lo  in,  and  larger,  $6.25. 
Liglit  T  and  strap,   65  p.c. 
Screw   hook    and    hinge,  $3.50, 
.f4.50. 

Crate  hinges  and  b  ick  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.5.S:  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  g.ite  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coit  wire,  60 
per  cent. 

Stove   pipe    eyes,    kitchen  and 
s(|uare   hooks,   60  p.c. 
Ladders — 3    to    G    feet.    12c.  per 
foot;  7  to  11  ft.,  J 3c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Mingle  Plain, 
per  doz.,  $5.00. 

.Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',    2  V4  x 

51/2  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6    in   1  95 

Lignum    Vitae,     round,  5 

inch    2  40 

Caulking.   No.   8.   oak.... 15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,   6  to  7  lb.,  4.65  doz. 
I'ick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3%    cents   per  lb. 
Oilers — Kemp's  Tornado   and  Mc- 
Clary's  Model  galvanized  oil  can, 
with   pump,   5   gallon,   per  doz., 
$10.00. 

Davidson    oilers,   40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered    oilers,    50  p.c. 
Brass  oilers.  50  p.c. 
Malleable.    75  p.c. 
Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per 


cent. 

Rope  and  Twine — 

Sisal  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
■  British"    Manilla    ...   0  08% 


Cotton,   3-16    inch  and 

larger    0  24 

Russia    Deep    sea    ....  0  16 

.lute    0  09 

Lath    Yarn,    single....  0  08 
Lath   Yarn,   double    ...   0  08 '/4 

Sisal    bed    cord,    48  feet, 

per   doz   0  65 

Sisal    bed    cord,    60  feet, 

per   doz  0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 
t^vine    0  30 


Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 
Rivets    and    Burrs — Iron  Rivets, 
black    and    tinned,    60,    10  and 
10. 

,    Iron  Burrs,   60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12 '/4   per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,   per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  eacli.  per  100  lb.  ...  2  25 
Sectional,  1/,  lb.  each,  per 

100    lbs.    .7   2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Card — Xo.  8.  per  lb.  .0  32 
•Screws — Wood,    F.H.,  bright 

and  steel   8')  and  10 

Wood,  li.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set,    ease   hardened..  60 

Square  cap   50  and  05 

Hexagon    cap   4  5 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4  25. 
Screws   (Machine)  — 

I'liit    hc;id,    iron    and   brass,  35 

J)P1'  Cl'tlt. 

Fillister   head,    iri-n.    30;  brass, 
25   per  cent. 
Shovels  and  Sprdes — 

Canadian.  No.  1  and  2  grade,  CO 
and    21/,  p.c. 

No.  3  and  4  grade,  50  and  2% 
per  cent. 
Soldering  Irons — 

Base,   per   lb.,   28  cents. 
Sap  Spouts — 

Bronzed   Iron   with  hooks, 

per    1,000    7  50 

Eureka  tinned  steel,  hooks, 

per    1,000    8  00 

Staples — 

Poultry  netting.  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ....   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  — 

5  i:  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable.  40  per  cent. 
5   and   6-inch   elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles,  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned.  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  Hi  weights.  60; 
Swedes  cut  tacks,  blued  and  t  n- 
ned,  bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10:  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tKCks,  35;  leather  car- 
pet tacks,  35;  copper  tacks.  4'>; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10:  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails.  35  and  10;  patent 
brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;    saddle  nails,   in  papers,  10; 


saddle  nails,  in  bulk,  15;  tufting 
buttons,    22    line   in   dozens  only, 
GO;     zinc     glaziers'     points,  5; 
double   pointed   tacks,   papers,  90 
and  10;  double  pointed  tncks,  bulk, 
55;    clinch   point   shoe    rivets.  45 
and   10;   cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry, 7.')  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  p«r  cent. 
i'lajii    and     rctinned,     75  and 

121.2. 

Traps    (steel    game) — Ncwhoose, 

30  per  cent. 

Hawley  i:  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    .Tump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — - 

.Vavvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.   rolls,   $1.65  per  100  sq. 

ft.;    in    50  ft.    rolls,    $1.70  per 

100    sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 
$9.00. 

HOUSEFURNISHINGS. 

Stoves  and  Ranges — 

Gas  ranges.  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70   to   75   per  cent. 

Range  Boilers — 30-gallon,  Stan- 
dard. $4.75:  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16x24, 
$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks,  15x24, 
$2;   ISx  IO.  $2.35;  18x36,  $3.50. 

Enameled  Ware — White  ware,  75 
per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel,  50  and   10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
2.5  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street   signs,   40  per 

cent. 

Copper  Ware — Copper  boilers,  ket- 
tles, 50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts.   40  per  cent. 

Galvanized    Ware — Dufferin  pat- 
tern pails.   AO  per  cent. 
Flaring  p:ittern.   50  per  cent. 
Galvanized  w^aslitubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Coi)per  bottom   tea   kettles  and 
boilers.   35  p.c. 
Coal  hods,   40  per  cent. 
Boiler  and  tea  kettle  pitts,  35 
per  cent. 

Stamped  Ware — Plain,     75  and 
12%  per  cent. 
Retinned.  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware, 40  and  10. 

Churns — Xo.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16:  f.o.b.  Toronto, 
Hamilton.  London  and  St. 
Marys.  40  per  cent.;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal, 
37%  and  10  per  cent. 

Washing  Machines— 

New  Ontario    41  25 

Round,  re  acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  1 12  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Royal    Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge,  3  year,  11  inch  53  25 
Ottawa.  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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By  permission  of  the  Specimen  of  Catalogue  Illustration. 

Hcirrislon  Stove  Conpany.  Photograph,  Retouching  and  Half-tone  Engraving  complete, 

the  product  of  our  works. 

We  photojirapli  and  make  the  plates  for  any  nature  of  advertising  or  publicity 


Lej^^  Bros.  Eii^ravin^  Co. 

5  Jordnii  St.  -  ■  TORONTO.  CAN. 
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AND    STOVE  JOUJiNAL. 


Whetstones 


THE  "  GEM  " 
WASHER 

HIGH  SPEED  FI.Y  WHEEL. 
RAPID     ACTION  DASHEI^. 


For  smooth  ruiitiinj;, 
easy  w  o  f  k  i  n  p  and 
rapid  ai:tion  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
tlie  water,  anil  the 
clothes  are  cleansed 
very  quickly. 

"Gem"  VV  a  s  h  e  i 
tubs  are  made  of  best 
i|uality  red  cypress, 
and  all  castings  are 
aluniinum  bronzed. 


Manufactured  by 


J.  H.  CONNOR  &  SON.  Ltd. 

OTTAWA,       -  ONTARIO 


Vour  store  is  not  complete  without  one  of  our  Stock  and  Display 
Cabinets 

W'l  ilc  tor  particuliirs  rcf^'arding  free  offer  to  Hardware  Dealers. 

PIKE  MANUFACTURING  CO.,pike,n  h..u.s.a 

Evcrytliing  in  Ahrimivi's. 


IN  CASE  OF  FIRE 

The  insurance  adjuster  will  make  you  prove  your  loss  before  he  will  recom- 
mend payment  on  your  policy  if  your  store  burns. 

Are  you  m  shape  to-day  to  prove  the  value  of  your  stock  of  merchandise  ? 
You  must  do  something  to  prove  its  value,  your  statement  is  not  enough.  What 
records  have  you  ? 

If  you  are  not  one  of  the  seventy  thousand  users  of  the  McCaskey  Gravity 
Account  Register  System,  the  chances  are  you  have  none. 


Only 
One  Writing' 


M^Caskev 

SYSTEM  « 


First  and  Still 
the  Best 


with  one  writing  will  handle  every  detail  of  your  business  from  the  time  you  buy  your  goods  nntil 
the  money  for  them  is  in  the  bank,  it  will  cut  your  useless  bookkeeping.  Every  time  you  copy 
an  account  you  add  to  chances  for  making  mistakes.  It  will  prevent  disputes  with  customers  over 
their  accounts  because  each  customer  has  the  same  record  of  his  account  as  has  the  merchant,  and 
in  the  same  handwriting.  It  prevents  forgetting  to  charge.  It  is  an  automatic  collector  and  brings 
money  into  the  store  faster  than  any  human  agency  can.  It  is  an  automi-tic  credit  limit,  and  in 
case  of  fire  puts  you  in  position  to  prove  your  loss. 

There  is  no  need  to  wail  to  see  what  the  "other  fellow  "  thinks  of  the  McCaskey  System. 
Ask  us  and  we'll  send  you  hundreds  of  letters  from  users,  merchants  in  your  locality,  who  tell  us 
it  pays  for  itself  several  times  in  the  course  of  the  first  year  it  is  installed. 

A  letter  or  postal  will  bring  you  information  without  obligation  on  your  part  to  purchase. 
Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and  address.    We  II  know 
you  want  information. 

DOMINION   REGISTER   COMPANY.   LIMITED.  Toronto.  Canada 

Manufacturers  of  Surety  Duplicating  and  Triplicating  Sales  Books  and  Single  Carbon  Pads  in  all  varieties. 
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'(/FKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

Tlie  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  tlie  great 
variet)'  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers. 

TNE/UFK/NRULEtJo.  OfQaNADAUtD. 
W/ND30/tONT, 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


BRYAN'S  BRUSHES 
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It  will  pay  you  as  a  Hardware  Dealer  to  stock  this  line.  We 
manufacture  a  full  assortment  for  all  purposes  and  especially  for 

PAINTERS,  DECORATORS  AND  FINISHERS 

Order  from  your  wholesale  house  or  direct. 

SEND  FOR  191  1  CATALOGUE 

THOMAS  BRYAN,  Limited, 
LONDON,  -  .         -  CANADA 


WESTERN  REPRESENTATIVES 

WINNIPEG  PAINT  &  GLASS  CO.,  Limited, 

Winnipeg  and  Edmonton 

CALGARY  PAINT  &  GLASS  CO  ,  Calgary,  Alta. 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  ^  Lock  Mfg.  Co.,  Ltd. 
BELLEVILLE.  CAN. 


You  get  whai  you  want 
when  you  want  it ! 

Depend  on  us  for  prompt  shipments  of  any  of 
the  many  specialties  we  malie.  For  we  carry 
stocks  at  both  our  factorie'^  tliat  are  big 
enough  to  take  care  of  your  orders  QUICK. 
And  that  ought  to  count  with  you. 


ACORN 


GALVANIZED 
SHEETS 


We  can  now  make  you  a  better  offer  on  these 
top-notch  goods  than  you  can  get  on  import 
orders  of  the  usual  kind.  You  can  bank  on 
the  quality  of  "Acorn  Quality."  Every  sheet 
is  dead  flat,  soft  and  easy  working  and  so 
rolled  and  galvanized  as  to  meet  the  difficult 
conditions  of  the  British  Government.  Specifi- 
cations. Write  us  for  particulars  NOW  — 
before  it  slijis  your  mind. 


THE 


Metal  ST^\\\  Co.,  Ltd. 

PRESTON,  ONT. 


FACTORIES 


MONTREAL,  QUE. 


Pii<<iii|[J  a  Receipt  in  Every  Parc<'l 
15eiiefits  the  Customer 

It  prevents  disputes.    Prevents  overcharging. 

Prevents  mistakes  in  change.  Stops  mistakes  in  charge 
accounts. 

Insures  a  proper  record  of  money  paid  on  accotmt. 

Gives  information  about  special  sales  and  new  lines  of  goods 
handled  by  the  merchant. 

Protects  children  and  servants  by  giving  them  a  receipt  to 
take  home. 

Shows  which  clerk  waits  on  each  customer,  and  in  case 
goods  are  exchanged  proves  the  price  paid  and  date 
purchased. 


Putting  a  Receipt  in  Every  Parcel 
Benefits  the  Merchant 

It  stops  mistakes.  Stops  losses.  Removes  temptation. 
Increases  trade.    Increases  profits. 

BECAUSE  It  enforces  a  correct  record  of 
All  Cash  sales.       All  credit  sales. 
All  money  received  on  account  and   all  money 
paid  out. 

It  wins  the  confidence  of  the  public.  Makes  every  sale 
advertise  your  business.    Satisfies  customers. 

Makes  each  clerk  responsible  for  the  way  he  serves 
customers. 

Every  merchant's  success  depends  on  whether  his  methods 
of  handlmg  his  business  give  the  above  results. 


National  Cash  Register 
Receipts  protect  millions  of 
customers  daily  against 
mistakes   and  carelessness. 


Considering  the  material,  work- 
manship and  what  they  do. 
National  Cash  Registers  are  the 
lowest    priced    machinery  made. 

They  sell  from  $13  00  to  $870.00. 


National  Cash  Register 
Receipts  protect  hundreds 
of  thousands  of  merchants 
daily  


Ask  for  complete  information  about  the  "Get  a  Receipt"  plan.  Write 

NATIONAL  CASH  EEOISTEM  CO. 


r.  E.  MUTTON.  Manager  for  Canada 


258  YONGE  ST.,  TORONTO 


WESTERN  STOVE  NUMBER- SPECIFY  EARLY  SHIPMENT. 


.J 


M  O  Ni  T^^^  U 


July,  1911 


TORONTO 


Vol.  3.   No.  7. 


Ke^ina 


THE  NATURAL 
DISTRIBUTING 
CENTRE  OF 


AND  THE  LOGICAL  PLACE  TO  PURCHASE 

Shel£  and  Heavy  Hardware  and  Metals 


All  roads  lead 
to 

REGINA 

for  the 
DOMINION 
FAIR 

July  31st  to 
August  13th. 


W  e  want  every 
hardwareman  i  n 
Saskatchewan  to 
make  our  office 
his  headquarters. 
The  time  of  our 
travellers  is  at 
your  disposal 
during  the  exhi- 
bition. 


We  take  pride  in  our  complete  stock  of  GUNS,  RIFLES  and  AM- 
Ml'NITION  and  will  consider  it  a  favor  if  you  will  hold  open  your  orders 
until  you  see  us. 


'EAHT  BROS.  HA^DWA^E 

REGINA,  SASKATCHEWAN 


u 


ITEID) 
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"Long  Live  The  King" 


Tliou^li  um  niuiiL'cl,  King  C.  (Gillette's  inventi(m,  the  Gillette  Razor,  reigns 
to-(l;i\  o\(.r  an  Iviiipire  even  w  ider  tlirin  that  whieli  acclaims  His  Most  Excellent 
Majesty  (ieoige  the  I'"ifth,  by  the  draee  of  (k)cl,  of  the  United  Kingdom  of  Great 
r>ritaiii  and  Iiehuid,  and  ot  all  the  Hritisli  Dominions  beyond  the  seas.  King, 
l)eten(ler<ii  the  h'aith,  lunperor  of  India. 

King  Gillette's  hnnible  and  most  hearty  thanks  are  extended  to  the  five 
million  men  whose  loyalty  and  allegiance  ha\e  made  snch  a  magnificent  suv.cess  of 
the  (j.  k.,  "The  Razor  of  To-daw" 


The  princeh'  niotti 
than  the  Gillette  Razor, 
use^  il. 


,  "leh  I)ien"ll  serve  I,  could  have  no  better  exponent 
It  rnles  su])reme  becanse  it  ser\"«s  best  every  man  who 


The  Gillette  is  the  only  razor  adjnstable  for  a  light  or  close  shave,  a  soft  or 
\\ir\-  beard,  ri  firm  or  tender  skin.  Tiie  three-minute  Ciillettc  sha\"«,  clean,  cool 
and  eomtort able,  is  known  and  appreciated  the  \v(jrld  over. 

The  subjects  of  King  C.  (iillette  enjoy  a  freedom  from  the  annoying  delays 
and  constant  exi)ense  of  the  barber  slioji,  and  from  the  discomforts  of  sliaving  at 
lionie  with  the  old-style  razor  or  a  make-shift  safet\-,  which  more  th.an  justifies  their 
oath  of  allei'iance. 


Buy  a  GILLETTE  and  enjoy  it. 


At  your  Druggist's, 
Jeweler's  or 
Hardware  Dealer's. 
Standard  Sets  $5.00 
Pocket  Editions  $5.00  to  $6.00 
Combination  Sets  $6.50  up. 


Gillette  Safety  Razor 
Co.  of  Canade^  Limited 

Office  and  Factory  : 
63  St.  Alexander  St.,  Montreal. 

Factories  also  in  Boston, 
Leicester,  Berlin  and  Paris. 


In  our  advertisin^i  as  in  our  inventing-  and  manufacturing',  we  always  try  to  be  right  up  to  the  minute. 

Tile  Coronation  advertisement  reproduced  above,  which  appeared  in  C  anadian  papers  on  Coronaticn  Day 
or  the  day  previous,  attracted  a  great  deal  of  attention — attention  of  a  kind  thatsends  men  to  your  store  to 
buy.  It  recalled,  in  its  timeliness,  the  "  (il  LLK  I  TE  ELECTED"  advertisement  which  appeared  the  day 
following  the  last  General  Elections. 

Are  you  so  identifying  your  store  with  the  tilLLKTTE  that  you  reap  the  results  of  advertising  like  this? 

The  Gillette  Safety  Razor  Co.  of  Canada,  Limited 


Office  and  Factory 


63  St.  Alexander  Street,  Montreal 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Hot  Weather  Specialt 

That  Will  Help  Your  Profits 

We  ask  you  to  get  particulars  and  prices  of  such  articles  as  are 
advertised  below  before  placing  your  orders  elsewhere.  Our  stocks 
are  varied  and  extensive  and  your  enquiries  will  receive  prompt  and 
careful  attention. 

Ice  Cream  Freezers 

The  Gem,  capacity  i  qt.  to  14  qts. 
The  Blizzard,  capacity  i  qt.  to  14  qts. 
Jumbo  Lightning  with  fly  wheel,  capacity 
20  qts. 

American  Twin  Freezer  freezes  2 
flavors  of  Ice  Cream  or  Sherbet  and 
Ice  Cream  at  one  and  the  same  time 
in  one  Freezer.  Capacity  2  qts.  to 
1 2  qts. 

Ice  Cream  Dishers,  Ice  Picks,  Ice 
Chisels,  Ice  Grinding  Machines  for 
table  use,  etc.,  etc. 


"COMFORT"  PORCH  CHAIRS 

Combine  the  Comfortable  Features  of  the  Ordinary  Porch  Chairs,  Hammocks  and  Swings 

There  are  two  kinds  of  these  chairs — the  one  as  illustrated  is  called  the  Comfort  Swing  Chair, 
the  other  is  called  the  Comfort  Reclining  Chair- 

Their  advantages  over  other  Porch  Chairs  are  many — you  can  sit  in  them  as  in  an  ordinary 
chair,  you  can  recline  as  on  a  couch  or  in  a  hammock  or  you  can  swing  as  in  a  swing  seat  or 
settee  and  all  can  be  done  in  about  the  same  space  as  used  for  an  ordinary  Rocking  Chair.  When 
changing  from  a  sitting  to  a  reclining  position  the  Comfort  Chairs  automatically  adjust  themselves 

to  the  movement  of  the  body.  They  are  perfectly  simple 
and  rest  the  entire  body  thoroughly. 


FULPER  FILTERS 

are  Absolutely  Germ  Proof 

These  Filters  can  be  confidently  recom- 
mended. Water  may  be  "clear"  and  yet  not 
"  pure  "  as  is  the  case  when  it  has  passed 
through  the  Fulper  Stone  the  pores  of  which 
are  so  minute  that  nothing  in  the  shape  of 
bacteria  or  any  impurity  can  pass. 

ASK  FOR  BOOKLET 


FULPER  FIITES. 


RICE  LEWIS  &  SON,  LIMITED 

Toronto  -  Ontario 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Russwin  47-11 
Food  Choppers  Pocket  Cutlery  and  Butcher  Knives  Razors 


The  reason  for  our  success  is  the  service  we  give  cus- 
tomers. Try  our  "Same  Day"  Mail  Order  Service.  You 
will  like  it. 


The 


KENNEDY   HARDWARE  COMPANY 

Limited 

51-53-55  Colborne  Street,  TORONTO 


Exclusively  Wholesale 


Everything  in  Hardware 


WESTERN  TOOL  GRINDER 

For  Durability,  Efficiency  and  Economy  no 
machine  will  give  better  satisfaction  than  the 

WESTERN  TOOL  GRINDER 

This  machine  is  noiseless,  dirtless,  chainless,  lightest  run,  longest  lived 
grinding  machine  on  the  market.  The  friction  is  reduced  to  a  minimum. 
It  has  cut  gears  encased.  The  wheel  is  a  corundum  grinder,  7x1. 
Every  part  of  the  machine  is  made  of  the  finest  iron  and  is  very  easy  to 
handle. 

Our  grinders  are  packed  in  a  box  and  only  weigh  20  lbs. 
There's  money  in  it  for  you.    Write  to  us. 

THE  TAYLOR     FORBES  COMPANY.  LIMITED 

GUELPH,  ONTARIO 


RERRESENTro  BY 


H.  C.  ROGKRS.  nock  Street.  St.  John.  N.B. 
J.  H.  H.  RICKABV,  Victoria,  B.C. 


W.  .\.  MacLENNAN.  Vancouver.  B.C. 

HARRY  F.  MOULPEN.  Travellers'  Bldg.,  WinnipeR. 


CANAPIAN  UNITKI)  MKK.S'.  AGENCY.  London.  Enff. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  II,->rdware  and  Stove  Journal 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


3 


THE  HOWL  AND  POLICY 


We  shall  keep  hammer- 
ing away  at  this  fact 
until  every  dealer,  big 
and  little,  thoroughly  un- 
derstands it : 


Fundamental  Values  ; 
Quality  in  Everything, 
and  in  Every  Part  of 
Everything.  And  Ab- 
solute Satisfaction  to 
Customers  at  what- 
ever  cost. 


We  are  never  satisfied 
unless  you  are  satisfied. 
We  give  our  customers 
the  best  that  is  in  us, 
and  we  are  making  new 
friends  every  day. 


H.  S.  Rowland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 


We  Ship 
Promptly- 


TORONTO 

GRAHAM   NAILS  ARE  THE  BEST. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  jdMnal. 


Our  Prices 
are  Rig-iA 
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The  Hatch  Parlor  Door  Hanger 


EASY 
TO 

PUT 
UP 


NOISE- 
LESS 
IN 

ACTION 


Combines  all  the  beit  features  in  Door  Hanger  Con^trudlion.  Quickly  adjusted.  An  abso- 
lutely new  line.  Better  than  the  be^t  American  goods  and  at  a  more  reasonable  price. 
Leave  your  money  in  Canada.    Apply  for  agency. 


Steel 
Neckyokes 

28,  34.  36,  40,  44.  48  inch. 


^teel 
fletrees 

36,  40  inch. 


We  make  all 
kinds  and  sizes  of 

Brackets 
Hangers 
Hinges 
Butts 

Hasps 
Staples 
Gate  Hooks 
Harness  Hooks 
Foot  Scrapers 
etc.,  etc.,  etc. 


L  GOODS  COMPANY,  Limited 

'AMILTON,  CANADA 


writine  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Axes,  Adzes 
Chisels,  Draw  Knives 

Hammers 
Lumbering  Tools 


Carried  in  stock  by 
Hardware  Jobbers 


Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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TIu 


Ili^h  S|><>(>d 
A  1 1  unci  I>ovor 
Hall  Hcnriii^ 


WASHER 


Built  up  to  a  Standard. 
Not  down  to  a  Price. 

Large  and  well  balanced  fly  wheel  carries 
the  action  along  when    in  action. 

Easy   Movement — No  Lost  Power. 

Entire  gear  is  attached  to  cover  and 
lifts  easily  with  it. 

IT'S  A  GOOD  ONE 


MADE  BY 


CUMMER-DO WSWELL,  limited.  Hamilton.  Ont. 


Eastern  Agents : 

W.  L.  HALDIMAND  &  SON 
Montreal,  Que. 


Western  Agent : 

H.  F.  MOULDEN 

Winnipeg,  Man. 


Are  You  Getting  Your  Share 

of  the  Profitable  Trade  in  Wire  Rope  ? 

In  every  locaTity  wire  ropo  is  in  l  oiistaiit  aiul  increasing  use,  and  it  is  a  line  to  which  every  hardwaren^an 
should  give  prominence. 


WIRE  ROPE 

is  the  standard  of  t|uality  for  every  purpose  \nd  tliere  is  an  immense  range  of  Greening's  Wire  Rope 
to  select  from. 

Catiiloir  No.  lo  7i<ill  g-ive  yoii  some  valuable  points  on  the  ■zvtre  rope  business. 
Write  us  for  your  copy. 

THE  B.  GREENING  WIRE  CO..  LIMITED 


Hamilton 


Montreal 


i9  v  . 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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The  Hardwareman  with  the 

"  EASTLAKE  " 

STEEL  SHINGLE 

Agency  gets  the  cream  of  the  roofing  business. 

WHY?  Because  the  Shingles  "MAKE  GOOD"  from  year  to 
year  and  generation  to  generation.  That's  the  whole  thing  in  a 
nutshell. 


THE  'EASTLAKE  -  STEEL  SHINGLE 


METALLIC 

SHARP  EMBOSSING 


"Metallic"  is  the 
Ceiling  material  of  the 
present  and  the  future. 

For  the  hardware- 
man  it  is  a  line  afford- 
ing- a  quick,  profitable 
turnover. 


CEILING 

ACCURATE  FITTING 


When  you  go  in  for 
the  Metallic  Ceiling 
business,  write  to  the 
firm  that  heads  the 
list  for  reputation. 

The  address  is  at  the 
bottom  of  this  page. 




■\mm.m   ii         ■  .  i.    ■  — ~  '  ^  

'J'" 

 -~^> 

Metallic  Sidings 

Metallic  Lath 


Corrugated  Iron 

Is  no  longer  a  Specialty. — It  is  a  Staple. 

Our  corrugated  sheets  are  thoroughly  galvanized  and 
properly  corrugated.  We  carry  a  large  stock  and  can 
always  ship  promptly.     Get  in  touch  with  us  to-day. 

SOME  OF  OUR  OTHER  LINES: 

Galvanized  Cornices  Metallic  Skylights  Ventilators 

Fire  Proof  Windows  and  Doors  Eavetrough  and  Pipe 

Zinc  Ornaments 

WE  SPECIALIZE  ON  CURVED  TROUGH 


THE  METALLIC  ROOFING  CO.  of  canada 

LIIVIITED 

WINNIPEG.  MAN. 


TORONTO,  ONT. 


MANUFACTURERS 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  auci  Stove  Journal. 
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No.  16-58 


66 


Canada''  Gas  Raii^e 


42  inches  wide  and  60  inches  high,  all  valves,  pipes  and 
operating  parts  are  in  front  ;  visible  oven  burners.  The 
broiler  oven  is  made  to  fit  a  large  roast  or  fowl.  The  heat 
can  be  applied  either  to  the  top  or  bottom  of  broiler  oven. 
The  lower  warming  oven  is  heated  and  lighted  by  a  gas  jet. 

FOR  NATURAL  OR  ARTIFICIAL  GAS 

The  Most  Compact,  Powerful  and 
Kcoiiomical  Ran^e  in  America 

MADE  ONLY  BY 


End  view  of  l«-58 

Showing  deep  ovens, 
roomy  top  and  canopy  shelf. 

AW  designs  are  registered. 


No.  16-o7 

Same  as  16-58  but  without  the  lower 
warming  oven. 

Can  also  be  had  with  tile  back  and 
glass  oven  door. 


The  MOFFAT  STOVE  CC 


Winnipeg 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Top  Plan 
of  the 
"Canada  B" 

Out  of  50,000  Steel  Tops 
of  the  above  pattern  we 
have  never  yet  had  an 
order  for  repairs.  Com- 
pare this  with  your  re- 
pair list  and  railway 
breakages. 


Moffat's 
"Canada  B" 
Steel  Ran^e 

Coiifiiiiies  to  be 
The  Standard 
for  Canada 


The  above  cut  shows  full  nickel  finish,  with  English  Tile,  Fire-resisting 
Glass  Door,  Bevel  Plate  Mirror. 

The  fall  nickel  is  finished  like  silver  plate — no  dead  spaces  or  corners  to 
collect  dust.  Can  be  wiped  oft  and  cleaned  with  an  ordinary  duster.  We  are 
the  only  firm  in  the  world  who  are  finishing  nickel  in  this  manner.  This  costs 
more  and  requires  high-grade  materials,  but  the  best  is  none  too  good  for  our 
customers. 

The  Special  Tile  can  be  had  in  'yellow  or  green  tints,  with  trade  mark  in 
colors.    All  parts  protected  by  registration  or  patents. 


Limited   -   WESTON,  ONT. 

Vancouver 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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The  Famous  MAXWELL  Line  of 

Hardware  Specialties 

Will  Give  Impetus  to  your  Hardware  Trade 

Our  long- experience,  ability  and  factory  equipment  and  the  resultant  excel- 
lence of  the  "MAXWELL"  line  all  help  to  make  satisfied  customers  and  so 
benefit  your  trade  as  well  as  ours.  The  Dealer  who  handles  the  "MAX- 
WELL "  line  has  the  advantage  right  through. 

The  following'  of  our  business  winners  sliould  interest  you — 


CHftlVIPION  HIGH  SPEED  WASHER 

PURITAN  morOR  WftSHER 

MAXWELL  ELECTRIC  WASHER  and  WRINGER 


'FAVORITE"  CHURN 
'BLUE  BELLE"  WASHER 
ROYAL  MANGLE 


LAUNDRY  KING  WRINGER 
GARDEN  BARROW 
MAXWELL  LAWN  MOWER 


"  Champion  " 
High  Speed  Washer 

'I'lic  ''Champion''  High  Speed 
Wiishpr  has  also  the  same  tub 
and  rubbing  mechanism  as  the 
old  ' '  I'uritan. ' '  but  a  new  and 
improved  drive.  The  feature  of 
it  is  the  lieavy  balance  wheel, 
wliich  revolves  several  tinies  for 
every  stroke  of  the  lever,  mak- 
ing the  "Champion"  work 
with  wonderful  ease  and 
smoothness. 


Maxwell  "  Favorite  "  Churn 


Maxwell's  ''Favorite"  is  used  all  over 
the  world — in  Denmark,  the  butter  coun- 
try of  the  world —  in  the  United  States, 
in  spile  of  lii«li  tariffs — and  in  every  sec- 
tion of  Canada.  Our  .\gricultural  Colleges 
and  Government  Inspectors  recommend  it, 
because  it  is  the  finest  butter  maker  in 
the  world. 

The  roller  bearings — and  hand  and  foot 
levers — make  churning  an  easy  task,  even 
for  a  child. 

All  sizes  from   Vs,  to  :iO  gallons. 


Wringers 


We  illustrate  "Laundry  King,"  the 
latest  type  which  we  have  placed  on  the 
market.  This  is  a  large  wringer,  with 
rolls  14  inches  by  2%  inches,  and  can  be 
attached  to  laundry  tubs  of  any  descrip- 
tion. We  manufacture  a  line  of  wringers 
embracing  between  50  and  60  different 
machines  from  10  to  14  inches  in  width 
and  from  one  to  five  years'  grade,  with 
and  without  ball  bearings  or  covered 
gear.  A  variety  to  suit  the  wants  of  all 
customers.  j 


The  MAXWELL  Line  Pays  Good  Profits 


Wn'fe  for  Catalogue 


David  Maxwell  and  Sons 

St.  Mary's,  Ont. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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DAVIDSON'S  "Premier  Marathon" 


Steel  Range 

Represents  an  achievement 
of  the  2oth  Century 


and 

Has  a  reputation  for  dura- 
bility and  practicability. 

Allow  us  to  draw  your  attention 
to  some  of  the  most  impor- 
tant selling  features  of  this 
high  class  range. 

Finely  finished  Wellsville  steel 
body. 

Well  proportioned  fire  box 

with  new  style  fire  back 
which  is  practically  inde- 
structible. 

Strongly  reinforced  oven  will 
not  buckle  or  warp. 

Front  lift  key  plate  for  broil- 
ing and  toasting. 

Duplex  draft  keeps  the  fire 
bright  and  even  at  both 
ends  of  the  fire  box. 

All  cast  back  smoke  flue. 

Ventilated  base. 

Easy  attachment  of  reser- 
voirs. 

Extra  heavy  tops  and  covers. 

All  these  points  combined  with  the  bright,  plain,  smooth  and  easily-cleaned  nickel 
trimmings  embody  a  Range  giving  absolute  satisfaction  for  long  wear  and  good  service. 

Don't  fail  to  order  a  sample  stove  at  once.  You  will  find  it  a  profitable  line  and  an 
exceptionally  good  seller. 

MADE  IN  FOUR  SIZES  AND  SEVERAL  STYLES 


THE  THOS.  DAVIDSON  MFG.  CO.,  Limited 

Montreal  and  Winnipeg 


When  writing  to  advertisers,  kindly  nientiou  tlie  Canadian  Hardware  and  Stove  Journal. 
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Sanitary  Washboards 


"All 
Metal 


The  "All  Metal."  will 
weal'  longer  than  five 
wood  11  washboards. 
They  are  hii'hly  sani- 
tary and  will  not  rust 
or  corrode.  No  smell 
a  f  t  e  r  washing-.  Iso 
nails  or  torn  metal 
facing  to  tear  clothing 
or  cut  hands — it's  all 
in  one  piece. 

Branches  : 

MEAKINS  &  SONS 
Winnipeg 

MEAKINS  &  SONS 
Toronto 

MEAKINS  BRUSH  CO. 
Montreal 


No  Dirt  Can  Lod^e 
in  the  "All  Metal  " 


MEAKINS  &  SONS 

SOLE  MANUFACTURERS 


Hamilton, 


Ont. 


This    new    line  has 
caught  on  in  surprising 
fashion. 

Large  orders  coming 
f  r  o  m  all  jjarts  o  f 
Canada. 

Ask  your  hardware 
jobber  for  the  "All 
Metal  "  washboard. 


Nova  Scotia  Agents 
C.  E.  CREIGHTON 
Halifax,  N.S. 

British  Columbia  Agents 
F.  Q.  EVANS  &  CO. 
Vancouver,  B.C. 


Ask  Your  Jobber  for  "J.  H.  Still" 

Axe,  Fork  and  Shovel  Handles 

Horse  Pokes,  Hockey  Sticks,  etc. 

The  name  "J.  H.  Still "  stands  for  the  very  best  values  obtainable  in 
wood  handles  for  Axes,  Hammers,  Forks,  Shovels,  Picks  and  other 
tools  and  for  a  very  extensive  range  of  other  wood  turned  products. 

Our  experience  shows  that  one  of  the  most  important  features  of 
this  line  of  business  is  accurate  grading.  And  we  accordingly  pay 
great  attention  to  this  feature. 

Our  range  of  grades,  sizes  and  shapes  is  one  of  the  largest  made ;  and 
each  article  we  produce  represents  the  very  best  value  for  the  money. 

As  we  are  specialists  in  our  lines,  our  methods  are  so  economically 
organized  that  we  can  naturally  quote  the  lowest  prices  obtainable. 

W rite  us  for  complete  catalogue  and  trade  discounts. 

J.  IL  Still  Manufacturing  Co.,  I^iniited 

ST.  THOMAS  CANADA 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Decarbon  Steel  Stoves  and  Ranges 


SUPERB  FAVORITE 

69-19  Crated,  weight  605  lbs.;  369-20,  615  lbs. 


PREMIER  FAVORITE 

6,  Crated,  weight  470  lbs. :  9-18.  490  lbs.;  9-20,  510  lbs. 


SOLAR  FAVORITE 

6,  Crated,  wcij^ li  t  470  lbs. ;  918,  490  lbs. ;  9  -20,  510  lbs. 


1 


RIVAL 

9-12,  Crated,  weight  135  lbs. 
9-14,       *'  **      160  lbs. 

9-16,       "  •*       195  lbs 


Dear  Mr.  Dealer : — 

What  shall  it  profit  you  to  sell  your 
usual  number  of  ranges  this  season,  if 
the  margin  you  make  about  covers  ex- 
penses? Many  are  doing  it.  Why? 
Because  they  think  they  must  keep  on 
buying  lines  they  have  always  bought. 
Keep  up-to-date,  and  handle  the  line 
that  is  up-to-date. 

Doherty  Stoves  and  Ranges  are  not 
cheap,  but  they  are  moderate.  We  of- 
fer you  something  extra :  —  Large 
Ovens,  Big  Flues,  Well  Proportioned 
Fire  Boxes,  Drawout  Duplex  Grates, 
and  Heavy  Blue  Polished  Steel.  You 
can  sell  more  of  these  at  more  profit 
than  you  ever  experienced. 

If  your  territory  lacks  a  Doherty  re- 
presentative, it  will  pay  you  to  order 
a  sample  and  clinch  the  agency. 

ARE  YOU  WITH  US? 


STAR  FAVORITE 

9-16,  Crated,  weight,  450  lbs.;  9-18,  470  lbs.: 
9-20,  490  lbs. 


NOVEL  FAVORITE 

9-18,  Crated,  w  eight  300  lbs. 


GLEN  FAVORITE 

9-16,  Crated,  weight  250  jbs 


The  Doherty  Mfg.  Co.,  Limited   ■   SARNIA,  ONT. 

MacKENZIE  BROS..  Western  Agents,  WINNIPEG. 

When  writing  to  advortisors,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal.  .^;  ._! 
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Get  Profit  from  Vacuum  Cleaning 

Stock  up  the  RECINA 


Also  made  to 
operate  by 
electricily. 


VACUUM  CLEANER 

The  wonderful  double-pump  principle  of  the 
KEGINA  V'ACUUM  CLEANER  puts  it  in  tlio 
c  lass  of  the  $175  to  $200  machines,  yet  any  hard- 
ware dealer's  customers  can  afford  to  buy  it.  The 
REGINA  CLEANER  makes  vacuum  cleaning-  by 
a  real  machine  possible  in  any  home  anywhere. 
It  is  a  good  source  of  profit  for  a  hardware  dealer. 
The  price  is  low  enough  to  make  it  easily  saleable. 

The    REGINA    pays   for   itself   in    a  single 
season,  because  it  makes  the  equally  costly  house- 
cleaning  unnecessary  in  any  home.    This  cleaner 
fakes  up  dirt  in  and  under  a  mat  or  carpet  by  its 
continuous,   powerful  double-pump 
suction.     It   is   light,   and  may  be 
carried  upstairs  in  one   hand,  or 
easily  moved  around  the  house.  A 
child  can    use    it    by   moving  the 
handle    back  and  forth,  it    is  so 
simple  and  easy. 

Carry  a  small  stock  of  these 
REGINA  CLEANERS.  You  can 
sell  everyone  quickly,  for  it  sells  at 
sight  to  housewives.  Write  for  our 
proposition  and  see  how  excellent  a 
machine  this  is  for  selling. 

Which  PAGE  Goods  Do  You  Carry  ? 

Page  goods  are  just  a  little  better  and  quality  is  just  a  little  higher,  yet  the  prices  are  standard.  This 
kind  of  a  line  helps  the  hardware  dealer  make  more  sales  and  get  a  local  reputation  for  qualit}-.  It  is  a 
good  line  to  sell. 

Page  poultry  netting  and  poultry  fence,  strong  enough  to  turn  stock,  fence  building  specialties,  such 
as  staples,  fence  wire  locks,  coiled  (elastic)  fence  wire,  pesthole  diggers,  anchors,  gates,  concrete 
reinforcing,  etc. ,  are  each  the  best.  In  addition  you  may  have  37  kinds  of  ready-built  fence  to 
select  from. 

Write  us  for  the  comprehensive  Page  catalogue  of  fences  and  material.  Remember,  "Page  t'ences 
Wear  Best." 

THE  PAGE  WIRE  FENCE  COMPANY,  Limhed 

WALKERVILLE,  ONT. 

Branches:  Toronto,  King  Street  West  au<l  Atlantic  Avenue. 
Montreal:  SOS-SIT  Notre  I>aine  Street  West. 
St.  .lohn  :  :i7  l>ork  Street. 


Some  W orf liy  Kxamples  of  the  Hi^  I'AGK  Line. 


ZJi 

1 

i 


niiiiiiuH 


ACMF-WHITC  OWN 
FENCE 


7  \P 


•  <V.iif  rito 
I!r!ilfiiri  i  riir  (i( 


rilGH  CARBON  WIR£ 
R-EINFORCEMENT 


37  VARIETIES  OF  PAGE 
FENCE  JN  WEIGHTS 
ANDMESH  TOSUIT 
ALL  NEEDS 


VICTOR    POULTRY  FENCE 


FENCE  STAPLE? 


COILED  WIBE 


WINDOW  GUARDS 


PAGE   IRON  FENCING 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE  KELSEY  WARM  AIR  GENERATOR 
THE  HEATER  THAT'S  DIFFERENT 


The  TROPIC  is  our 
latest  effort  and  is 
made  in  three  sizes, 
viz.  :  ig  in.,  21  in., 
and  24  in.  It  is 
well  made  and  when 
introduced  the  sales 
have  rapidly  increas- 
ed. 


THE  TROPIC 

THE  CANADIAN  AIR  WARMER 

for  hard,  soft,  Souris  or  lig^nite  coal,  coke  or  wood. 
A  powerful,  economical  and  durable  heater.  Note 
carefully  the  long  down  fire  travel.  A  few  distinctive 
features  are — The  straight  fire  pot,  double  reversible 
smoke  flues,  large  double  fuel  doors,  single  back  pipe, 
Souris  grate  for  soft  coal,  triangular  grates  for  hard 
coal.     l'\ill  particulars  and  prices  promptly  furnished. 

W  E  ALSO  MANUF.ACTURE  A 
COMPLETE  LINE  OF  REGISTERvS. 


Our  line  of  Warm  Air  Heating 
Goods  including  the 

Kelsey  Warm 
Air  Generator 

is  Unequalled  and  Unapproachable. 

Consider  the  Kelsey  record — j  sold  in  i88g,  over  40,000 
in  use  to-day.  With  the  exclusive  Kelsey  Agency  a  deal- 
er does  not  have  to  enter  into  competition  with  the 
cheaper  furnaces. 


THE  TROPIC  RADIA- 
TOR is  of  good  depth  and 
so  constructed  that  all 
parts  of  it  are  quickly 
heated  after  lighting  the 
fire. 

Although  sold  at  a  low 
price  it  is  a  durable  and 
effective  heater. 


THE 


Jas.  Smart  M£^.  Co. 


LIMITED 


Winnipeg,  Man, 


Brockville,  Ont. 


THE  CANADIAN  AIK  WARMER 


Wlicn  writine  to  advertisers,  kindly  mention  the  C.in.idi.m  H.ardware  and  Stove  Journal. 
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A  Profitable  Way  to  Handle  Paint  Oils 

Do  You  Know  That  Paint  Oils  Can  Be  Handled  Without  Waste? 

The  Bowser  Paint  Oil  Systems 

do  away  with  measures,  funnels,  dirt  and  loss.     They  measure  the  oil,  count  the  gallons  pumped  and 
show  the  amount  to  charge  for  it. 


They  put  every  cent  of  paint  oil  profit  into  your  pocket. 

Think  of  the  convenience  of  simply  hanging  the  can  on  the  nozzle  to  get  one  or  ten  gallons 
pumped  directly  into  the  can. 

It's  no  work  to  handle  paint  oils  with  a  Bowser.     It's  easy. 


This  is  a 
photograph  of 
an  installation 
made  for 

J.  H.  Ashdown 
Hardware  Co., 

Calgary 


IVe  will  repro- 
duce another  in- 
stallation in  the 
next  issue. 


This  System 
handles 
Kerosene 
Boiled  Linseed 
Raw  Linseed 
Turpentine 
Machine  No.  1 
Machine  No.  2 
Profitably. 


HOW  MUCH  WOULD  IT  IMPROVE  YOUR  TRADE  TO  INSTAL  A  SYSTEM  LIKE  THIS 

Notice  how  neat  and  clean  everything  appears,  and  this  is  an  actual  photograph. 

If  you  could  invest  some  of  your  money  so  it  would  return  20  to  30%  clear  profit  you  would  do  it. 
That  is  what  an  investment  in  a  Bowser  pays —  That's  how  we  sell  them — That's  why  this  system 
was  bought. 

We  want  to  show  you  how  a  Bowser  will  pay  YOU — we  will  give  you  complete  information 
without  prejudice  on  our  part  or  obligation  on  yours. 

Ask  for  book  No.  5N — It  is  full  of  pointers  and  free. 

S.  F.  BOWSER  &  CO.,  LIMITED 

66-68  ERASER  AVE..  TORONTO.  ONT. 
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Prepare  For  a  Big  Fall  Trade 

The  ground  is  full  to  overflowing  and  prospects  are  bright  for  a  bumper  crop.  BE 
OPTIMISTIC.     Measure  up  to  your  opportunities  by  putting  in  a  stock  of 

FAVORITE  STOVES  and  RANGES 

They  are  a  profitable  and  easy  line  to  sell  and  one  sold  means  the  sure  sale  of  a 
number  of  others  in 
the  same  neigbor- 
hood,  besides  bring- 
ing a  lot  of  other 
business  to  your 
store. 

The  Universal 
Favorite,  as 

shown,  is  our  leader 
and  we  build  it  the 
best  we  know  how. 
The  Dea.lers  who 
b  u  y  them  —  the 
People  who  use 
them  —  our  Com- 
petitors who  see 
them  —  all  admit 
that  it  is  Canada's 
Greatest  Family 
Steel  Range. 
Keep  a  sample  on 
your  floor.  It  will 
prove  the  Silent 
Sadesman  of 
your  stove  business. 

We  make  a  full  line  of  Steel  and  Cast  Ranges  and  Stoves  of  every  description. 
Our  new  Catalogue  will  be  ready  for  distribution  about  the  first  of  August. 


BEAUTIFUL 
INLAID  TILED 
HIGH  CLOSET 


H   H.  DRVDEN 

Sussex,  N  B. 


FINDLAY  BROS.  CO..  LIMITED 

Head  Office  and  Works  :  CAKLETON  PLACE,  ONT. 
Branch   ITounc  :  260    PIUNCESS   ST.,  WINNIPEG, 

DISTRIBUTING  AGENCIES: 
STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS..  Lid. 

Toronto,  Ont.  Calgary.  Alta.  Edmonton,  Alta. 


GEO.  D.  HORSMAN 

Vancouver,  B.C. 
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Your  sales  depend  to  a  great  extent  upon 
the  quality  of  your  illustrated  literature. 


help  to  make  good  selling  publicity. 


iB  '  ai 


Get  a  house  that  makes  a  specialty  of  good 

STOVE  ILLUSTRATIONS 

in  black  and  white  or  colors,  for  any  class  of  Printing. 
Designers,  Engravers  and  Commercial  Photographers 

5  JORDAN  STREET  Phones  M.  957  and  958  TORONTO 
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WRIGHT'S 

Genuine  Original  and  Only  Cold  Blast 

LANTERN 


Lari^e    Rolled    Tin  Ring, 

stands  erect,  always  ready  to 
insert  fing-er. 


Dome,  se'  urf  ly  clinched  to  top 
of  inside  cj  Under. 


Ribbed  Tubes,  with  lock 
seams.  Perfectly  smooth  at 
elbows,  and  cannot  b-  bent  nor 
dinted. 


Inside  Cylinder  drawn  and 
spun  from  a  sing^le  piece  of  tin; 
not  seamed  nor  soldered 


Globe  Guard  grasps  globe 
firmly,  but  allows  for  heat  ex- 
pansion. 


Globe  Disc,  wired  edge,  and 
perforated  to  allow  entrance  of 
pure  air  to  secure  perfect  com- 
bustion. 


Air  Chamber,  large  space 
for  plentiful  supply  of  air  for 
admittance  to  burner. 


Killer  Openin;^,  large,  and 
covered  by  heavy  steel  cap  with 
broad  Hange,  easy  to  turn. 


Heavy  Bail  Handles,  with 
locking  device  to  hold  erect. 


Heavy  Clip,  holding  ring 
securely  to  dome. 


Outside  Cylinder,  drawn 
from  one  piece  of  tin,  reinforced 
on  inside. 


Top  Disc,  heavy  rolled  edge, 
fastened  secirely  to  tubes,  brac- 
ing them  together. 


Rubber      Crystal  Globe, 

made  of  special  grade  of  glass 
combining  clearness  and 
strength ;  top  and  bottom 
ground  perfectly  level. 


Inside  Globe  Lift,  locks 
securely  and  is  out  of  the  way. 


Lift  Lock,  made  of  heavy 
guage  steel,  and  clinched  on 
inside  of  tubes  ;  cannot  loosen 
or  break  off. 

Burner,  drawn  out  of  solid 
brass,  and  fitted  snugh"  to  font. 
Will  not  come  loo^e  when  globe 
is  raised.  Wicked  ready  to 
light. 

Font,  drawn  from  one  piece 
of  heavy  tin.  Bottom  spun  on, 
not  soldered.  Top  rounded  to 
shed  rain  and  melted  snow. 
Tested  by  compressed  air- 


The  Only  Lantern  Made  in  Canada  Constructed 
on  the   Gennine  Cold  Blast  Principle 

E.  T.  WRIGHT  &  CO. 

(II.  (i.  >Vriiili() 

HAMILTON,      -       -  CANADA 

FOR   SALK   ItY    ALL  .lOKItERS 
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NATIONAL"  LINE 


OF 


BUILDERS'  HARDWARE 


Design  No.  55 


Wrought  Metal  Door  Trim 

"y^^E  are  here  illustrating  in  half  .size  cut  one  of  our  new 
lines  of  house  trimming  in  wrought  metal.  It  is 
one  of  several  which  we  are  offering  for  the  summer  and 
fall  trade  and  a  sample  will  convince  you  of  its  selling 
qualities. 

Made  in  front  door  and  inside  sets,  sliding  door  sets, 
push  plates,  letter  box  plates,  etc. 

Steel  Rim  Locks 

^  POPULAK  line  is  our  Steel  Kim  Lock  No.  3800.  In- 
sist on  your  jobber  supplying  this  line.  It  has  less 
parts  than  any  other  make  and  cannot  go  wrong.  Both 
sides  exactly  alike.  No  rivets  to  mar  the  surface  and  is 
spaced  to  take  all  standard  escutcheons  and  knobs. 

This  is  a  splendid  line  made  u})  in  rim  sets,  complete 
with  knobs  and  escutcheon,  one  set  in  a  box.    Try  it. 


The  National  line  is  fully 
guaranteed  against  imperfect 
material  and  w  o  r  k  m  a  n  s  h  i  p 
and  has  proved  a  satisfactory  as 
well  as  profitable  line  to  handle. 

We  distribute  through  all 
the  leading  jol)bing  houses. 

Insist  on  the  National  Brand 
of  Hardware. 

Made  in  Canada. 


No.  3800 


NATIONAL  HARDWARE  COMPANY.  LIMITED 

ORILLIA.  -  .  -  ONT. 


Wlien  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


21 


BEACON  COLD  BLAST  LANTERNS 


No.  200  Jumbo  Pattern 

Can  be  filled,  lighted,  regulated  and  extinguished  without  removing  the  globe. 
The  simple  lever  or  crank  on  the  side  tube  raises  the  globe  to  light,  and  locks 
the  globe  down  to  the  burner.    Fount  holds  sufficient  oil  to  burn  48  hours. 


New 
Extinguishing 
Device 

SUPPLIED  IN 

Bright  Tin  Only- 
Packed  in  cases  of  one 
dozen  each. 


New 
Inside 
Lift 

FITTED  WITH 

No.  2  Burner 
One  Inch  Wick 
No  2  Globe 


PRICE  LIST  AND  DISCOUNT  SHEET  FURNISHED  ON  APPLICATION 

The  Sheet  Metal  Products  Co. 

OF  CANADA  SUCCESSORS  TO  LIMITED 

Kemp  Manufacturing  Company 

Montreal  Toronto  Winnipeg 
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Specialty  Manufacturing  Co. 

Manufacturers  of 

Oak  Stoves 


Grimsby       -        -  Canada 

SPECIAL  OAK 


We  make  a  specialty  of  this  one  stove  in  the  three 
popular  sizes,  numbers  12,  14  and  16,  all  ol'  which  are 
true  to  numbers  in  measurement. 

We  are  in  a  position  to  .tjive  you  the  lowest  price  Oak 
Stove  in  Canada,  weight  and  finish  being-  considered. 

]\'rile  us  for  /trices  and  full  licscrip/ioii 

SPECIALTY  MANUFACTURING  CO. 

Grimsby,  Ontario,  Canada 


When  writing  to  advertisers,  kindly  mention 


PEASE 

FURNACES 


Manufacturers  of 

Warm  Air 
Furnaces 

Combination 
Heaters 

Round  and 
Sectional 
Boilers  for 
Hot  Water 
and  Steam 

Registers 

Radiators 

Ventilating 

Systems, 

etc. 


We  are  in  a 

position 

to  quote 

prices  and 

make 

prompt 

shipments 

of  all 

materials 

required 

in  the 

installation 
of  Warm 
Air.  Hot 
Water  and 
Steam 
Heating 
Systems. 


Economy  Furnace— 300  — Series  B.    Cased,  with  Verlical  Shkker. 

Our  reputation  of  over  36  years 
in  the  manufacture  of  Warm  Air 
Furnaces  and  Heating  Systems 
affords  an  excellent  example  of  a 
TRIBUTE  TO  HONEST  EN- 
DEAVOR. 

Pease  Furnaces  are  constructed 
from  only  the  best  materials. 

You  make  a  friend  of  your  cus- 
tomer every  time  you  install  a 
Pease  Furnace  or  Heating  Sys- 
tem. 

Let  our  Expert  Engineering  Department  as- 
sist you  when  you  have  a  heating  or  ventilat- 
ing problem  to  solve. 

Have  you  received  a  copy  of  our  new  illuslrated 
catalogue  and  price  list  (No.  75)  of  our  furnaces 
and  boilers  ?    If  nol,  write  to-day  for  one. 

Pease  Foundry  company 

TORONTO  WINNIPEG  is 

Western  representatives,  Pease-Waidon  Co.,  Ltd.,  Winnipeg 
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BANNER"  1911 


TRAD6\\  MARtV,, 


Burns  15  hours  longer  than  any  other  ! 
Welcomes  hard  usag-e  ! 

AND 

We  Help  You  Sell  Them! 

Costs  no  more  than  inferior  Lanterns,  but  pleases  the 
customers  better  ! 

Just  compare  the   "Banner"   C.  B.    Lanterns  with 
any  other. 


Buy  Banner  Burners 

Bi^  Business  Brin^ers! 


These  burners  being  made  of  extra  heavy 
metal,  are  highh'  appreciated  by  the  public  ; 
whilst  the  Burner  Base,  being  covered,  re- 
duces danger  from  fire. 


von   SALE    in    ALL  JOBBERS 


Ontario  Lantern  and  Lamp  Co.,  Ltd. 

HAMILTON,  -  OmAUIO 
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Here's  a  Cracker-jack 


The  "Good 


Outfit . 


of  a  Heater 

Cheer"  Hard  Service 


There  has  always  been  a  continual  demand  for  a  powerful 
heater  of  ample  proportions  and  presentable  appearance.  One 
that  will  stand  the  racket  of  severe  usage  without  the  constant 
annoyance  of  repairing  and  cutting  of  bolts  in  the  replacing  of 
burnt  out  fire  pots  and  grates,  etc. 

Here's  where  we  again 
arrive  with  the  goods 

and  offer  you  the  "  Good  Cheer  "  Hard  Service  in  two  sizes,  17 
and  20  inch  firepots. 

No  need  of  four  men  and  a  boy  to  move  it  or  set  it  up  ;  it 
pyramids  in  cup-jointed  sections,  each  section  separate  from  the 
other. 

Heavy  sectional  firepot,  roller  grates,  high  ash  pit  and  big 
ashpan,  large  feed  door  and  gas  burning  ring,  imperative  in  the 
use  of  soft  coals. 

Radiates  heat  low  down  and  is  just  the  heater  for  stores, 
hotel  billiard,  bar  or  sitting  rooms,  small  churches,  school  and 
waiting  rooms. 

V'ou  will  need  some  of  these  this  fall — speak  now. 


THE  JAMES  STEWART  MF( 

Western  Warehouse:  156  Lombai 

DISTRIBUTING  AGENCIES  :-McLennan,  McFeely  &  Co.,  Vancouver,  I 
See  our  display  at  the  DOMINION  EXHIBITI 
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Did  YOU  Question 

the  humidity  feature  as  embodied  in 

The  "Good  Cheer"  Circle  Waterpan? 

Others  did— lots  of  them.    They  smiled  and  looked  wise, 
pooh  poohed  it  and  turned  it  down. 

But  note  the  situation 
NOW! 

Sanitary  Science  and  the  Medical  profession 
endorse  humidity  provision. 

City  and  state  authorities  specify  it  in  their 
buildingf  codes. 

"Good  Cheer"  Circle  Waterpan  Furnace 
users,  to  a  man  are  the  advocates  ot  humid- 
ity, and  they  know  its  benefits  by  actual 
experience. 

And  as  to  competitors,  well, 

They  Follow  in 
Our  Train 

and  you  are  now  offered  larger  pans,  double 
pans,  pans  and  troughs  of  various  shapes 
and  sizes — anything  to  warrant  humidity 


claims. 


BUT 


We  present  a  construction  which  in  shape, 
capacity,  location  and  mechanical  features, 
affords  the  logical  and  scientific  solution  of 
effective  humidity  distribution — 

The  "GOOD  CHEER"  Circle 
Waterpan 

(Patented  Canada  and  U.S.A.) 


lO.,  Limited.  Woodstock,  Ont 


Street  Winnipeg,  Manitoba 


^ood  Vallance  Hardware  Co.,  Nelson,  B.C.  Ross  Bros.,  Limited,  Edmonton,  Alta. 

REGINA.  SASK.,  August  1st  to  12th.  1911. 
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^  Champion  Grate 

A  vvoiiderful  invention.  Superior  to 
all  others.  Crosswise,  non-warping 
bars,  easily  shaken,  more  open  sur- 
face and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

ami  is  one  of  its  many  attractive  features 
which  appeal  to  every  housewife.  A  sample 
l  aiige  will  prove  to  you  what  an  easy  selliiif^ 
line  the  "  Chaimpion"  is. 

('■et  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


All  Known  Sizes  REGISTERS  Shapes  and  Finishes 


CAST  IRON 

Floor  and  Wall  Registers 
Faces 
Borders 

Baseboard  Registers 
Original  Design  Goods 


UNRIVALED  SELECTION 


SEMI-STEEL 

Floor  and  Wall  Registers 
Convex  Reversible  Wafers 


WROUGHT  STEEL 

Floor  and  Wall  Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Canadian  Ferrosteel  Company,  Ltd.,  Bridgeburg",  Ont. 


The  Best  Furnace  For  Western  Canada 


the  iMic  liiuin}^  the  largest  radiation  service,  thus  en- 
l  in-  I  he  .gj  catest  possihle  heat  with  the  minimum  of 


ii 


msm-nplion.      These  t|ualilies  are  found 

Canadian  Howard 
Double  Radiator  Furnace 

Built  low  down  on  the  down  draft 
prl|iciple  c\cry  ounce  of  value  is  con- 
siiiut  d  of  the  fuel  used. 

Two  radiators  encircle  the  furnace 
IN  int^  a  fire  travel  of  from  20  to  40 
kcl,  according  to  size  used  from  dome 
to  smoke  e.\it. 

The  deep  fire  pot  has  a  jacket  cast 
on  the  outside  of  the  fire  pot,  supply- 
ing hot  water  for  the  range  boiler  or 
radiator  piping,  when  this  is  wanted  or 
a  plain  pot  if  water  connection  is  not 
wanted.  The  cut  shows  how  conven- 
ient it  is  to  make  the  connections. 


HI 


Ik- 


Send  for  a  copv  oj  our  tiew  catalogue. 

THE  C.  Norsworthy  Co.,  Limited 

 ST.  THOMAS      -      -  ONT. 
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TO  STOVE  DEALERS: 

If  you  are  expcrieiiciiis*  any  trouble  with  your  Steel  Range  Trade 
put  iu  a  line  of  Sovereifjn  Treasures.    They  are  the  best  work- 
ing Range  on  the  market.    No  trouble  to  operate  them. 

ALWAYS   GIVE  SATISFACTION 


Six    H<»Ios.      Itiulit  or  lefi  hand   roserv€>ir.      Hiir<l  coal,   soft  coul   or  wood.      On   Ic6s  or  base. 

TREASURE  STEEL  RANtil<:S  MADE   IN  ALL   GRADES   TO    MEET  ALL  REQUIREMENTS 

iVIaniifacture<l  l>y 


Tiio       Moore  Company,  Limited 

Hamilton,  -  Canada 

WESTERN  AGENTS: 

MERRICK   ANDERSON   CO..  WINNIPE<i.  MAN.  .lOHN   Bl^RNS,  VAVCOITVER,  B.C. 
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The 

Sask-Alta" 
Ran^e 


IS 

The  Range  for  the 
West 

You  are  undoubtedly  familiar 
witli  its  many  features.  We 
have  just  introduced  a  new  one 
— the  enamelled  tile  back  shown 
in  illustration,  which  increases 
the  value  of  the  range. 

The  Sask-Alta  is  a  rani^fe  of 
feature.  It  constitutes  expert 
workmanship  and  qualitw 

Write  for  circular  on  the  En- 
amelled Tile  Back. 


The  "Sunshine" 
Furnace 

is  the  embodiment  of  scientific  knowledg-e. 
The  air  circulation  is  just  right.  The  fire 
pot  is  so  constructed  that  correct  combustion 
is  secured,  the  gas  damper  prevents  accidents, 
etc.  The  features  of  the  "Sunshine"  are 
innumerable.  'Tis  these  exclusive  features 
that  make  the  "Sunshine"  the  furnace  it  is 
— unequaled  on  the  Canadian  market. 


LONDON  TORONTO 
WINNIPEG  VANCOUVER 
HAMILTON  CALGARY 


MONTREAL 
ST.  JOHN 
SASKATOON 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Camp  "Comfort" 

A  Box  Stove  for  Camps,  etc. 

This  stove  is  atlniirably  adapled  to  campers'  and  lumber- 
men's needs. 

It  has  heavy  steel  plate  bodj-,  cast  front  and  stamped 
steel  back-end. 

Do  you  stock  this  stove 

LONDON      TORONTO  MONTREAL 
WINNIPEG    VANCOUVER  ST.  JOHN 
HAMILTON   CALGARY  SASKATOON 


Famous 
Base-Burner 

No.  300  Series 


19 


The  No.  300  Series  is  a  line  that 
has  made,  and  is  making,  for  itself 
a  name  wherever  Baseburners  are 
known. 

As  to  the  usefulness,  we  would  draw 
attention  to  the  fact,  that  care  has 
been  taken  to  make  the  No.  300 
Series  conform  to  the  designs  de- 
manded by  scientific  stove  construc- 
tion, thus  ensuring  large  flue 
capacity  with  commensurate  radiat- 
ing surface.  It  has  the  Famous 
Combination  Shaking  and  Duplex 
Grate,  the  Semi-Steel  Fire  Pot, 
easily  removed  through  the  large 
front  doors.  Large  Ash  Pan  and 
Coal  Magizine.  Also,  a  double 
heater  and  the  warm  air  can  be 
conducted  to  another  room. 


Circulars  on  Application 
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DOWN  DRAFT  FURNACES 

.Via<le  in  fivp  hixpn 

BANNER  FURNACES 

Made  in  five  aiy.en 


ACTIVE  FURNACES 


Made  iu  two  n'lAtsH 


We  offer  a  line  of  three  distinct  styles  of  furnaces  in 
twelve  sizes,  with  heating  capacities  ranging  from 
7,000  to  60,000  cubic  feet. 

SPECIAL  FEATURES 

Two  Piece  Fire  Pot         Lar^e  Ash  Pit 
Cast  Iron  Dome  Automatic  (ias 

Triangular  Grate  Bars  Damper 
Large  Water  Pan 

WHITE  FOR  CATALOGl'E 

The  Dow^n  Draft 
Furnace  Co.,  Ltd. 

GALT,      -       -  ONT. 


MADE  IN  CANADA 

STERNE'S 
STOVE 
PUTTY 


Odorless. 
Never  Cracks. 
Never  Crumbles. 
Never  Falls  Out. 
Makes  tight 
joints   and  pre- 
vents the  escape 
of  Qas  or  Ashes. 


ASBESTOS  FURNACE  CEMENT 

Bakes  Hard  as  the  Iron  Itself — Strictly 
Fireproof  —  Perfect  Non  •  Conductor. 

Try  a  sample  order  of  eitlier  or  both  ot  the  above,  and 
he  convinced  ol  tlieir  superiority.  If  you  are  not  satisfieil 
return  the  yoods  at  our  expense. 

Put  up  in  any  size  package  from  a  pound 
car.  to  a  800  pound  barrel. 


Write  us  for  prices  and  samples. 

G.  F.  STERNE  &  SONS 
BRANTFORD,      -  -  ONTARIO 


ACORN  EXHAUST 


Mr.  Dealer— Get  Out  After 
The  Ventilator  Trade 

Look  around  and  see  just  where  Ventilators 
could  be  used  advantageously  in  your  town. 
Get  I  he  ag'ency  for  Acorn  Exhaust  X'entilators, 
and  you'll  be  surprised  at  the  results. 
W  ith  fresh,  pure  air  in  the  factory,  employees 
will  be  able  to  do  better  work  and  more  of  it. 
The  .Acorn  Exhaust  Ventilator  will  take  care  of 
thai.  Then,  too,  pure  air  is  more  eas  ly  heated 
than  foul  air, 

Highly  recommertded  by  builders  and  contract- 
ors, Acorn  Exhaust  \'entilators  are  newest  and 
best.  For  factories,  churches,  etc.,  they  are  un- 
equalled. 

Give  this  suggestion  a  trial,  and  if  you  decide  to 
do  so,  just  write  us  and  we  will  furnish  )'ou  with 
full  details. 


FACTORY  ALSO  AT  MONTREAL,  QUE. 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Onward"  Automatic  Hand  Power 
Vacuum  Cleaner 

THE  MACHINE  WITH  THE  "DOUBLE  TANK" 

"Blows"  as  well  as  "Sucks" 

It  is  utterly  out  of  reason  to  attemnt  to  measure  this  machine 
by  any  other  hand  power  on  earth  because  it  is  different  in  every 
essential  and  is  infinitely  superior  in  every  particular. 

MOST  DURABLE,  because  it  is  built  entirely  of  malleable  iron 
and  steel   (others  use  tin  and  wood). 

AIR  DISPLACEMENT,  the  greatest;  because  the  pump  is  one- 
third  larger  than  any  otlver,  giving  it  a  much  more  powerful  suction 
and  a  string  blow   (uthi'r  hand  machines  have  no  blower). 

EASIEST  TO  EMPTY,  because  our  exclusive  double  tank  device 
for  separating  tlie  dust  from  the  air  catches  95  per  cent,  of  the  dust 
in  the  bottom  of  the  tank  without  screens,  bafHes  or  water.  Only  5 
per  cent,  is  screened  and  that  on  the  outside  of  one  canvas-covered 
cylinder  (others  screen  100  per  cent,  of  the  dust  in  complicated 
screens,   bags.  etc). 

EASIEST  TO  PUMP,  because  the  screening  device  mentioned 
above  offers  but  5  per  cent,  resistance  to  the  pump  (others  100  per 
cent.) 

EASIEST  TO  CARRY,  because  it  is  light,  compact  and  perfectly 
balanced. 

EASIEST   TO   USE,   because   slip   joints   are   used   on   all  connec- 
tions,  njakin;;'  tliem   instantly  detachable  and  interchangeable. 
This   machine  will    last   an   ordinary  lifetime. 

THE  AUTOMATIC  "HAND  POWER"  CLEANER  may  be  operated 
by  one  or  two  i)ei'sons. 

Send  Your  Orders  Early  for  Fall  Trade 

Retail  Price  $25.00 

"Onward"  Automatic 
Triumph  Electric  Vacuum  Cleaner 

The  Lightest  and  most  Powerful  Vacuum  Cleaner  made 

EA  ERY  single  desirable   element   in  an   Electric   Vaouuin   Cleaner  is 
found  in  this  machine — lightness,  power,  beauty  and  uoiselessness. 
In  ott'ering  to  the  public  an  Electric  Cleaner  embodying  all  of  these 
most  desired  and  sought  for  features  this  comj)any  has  practically  elim- 
inated ever^'  chance  of  competition. 

It  carries  a  positive  rotary  pump  insuring  an  even  suction.  This 
pump  is  the  most  ])o\verful  ever  put  in  a  Vacuum  Cleaner  at  anywhere  noar 
this  price,  whieli  moans  that  the  air  displacement,  and  therefore  the  suction 
is  much  greater. 

It  is  operated  with  an  one-eighth  horse  power  motor,  which  is  safely 
attached  to  your  regular  light  wire,  making  it  comply  absolutely  with  tlie 
insurance  regu  hit  ions. 

The  Automatic  Triumjjh  is  about  twenty  pounds  lighter  in  weight 
than  its  nearest  comjietitor,  it  is  the  only  one  that  can  be  carried  about  the 
liouse  by  a  woman. 

There  are  no  parts  about  the  Triumph  that  are  not  instantly  accessible, 
and  that  without  wrenches  or  screw  driver.s — ^.jnst  your  hands. 

The  dirt  is  caught  in  two  metal  se|)arating  tanks,  so  no  dust  can  reach 
and  ilestroy  tlie  motor  as  it  will  do  where  bags  are  used. 

Easiest  to  Use,  liecause  slip  joints  are  used  on  all  connections,  making 
Miem  iiistantlx-  detacliable  and  interchangealjle. 

MANUFACTURED  BY 

Onward  Manufacturing  Co.,  Berlin,  Canada 

Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada 


Weight  only  35  lbs. 
Retail  Price  $110.00 
(Complete  with  full  set  of  Tools) 
GUARANTEE 
"Automatic"   Vacuum  Cleaners 
are   guaranteed   for  a  year  against 
defective  material  and  workmanship. 
They  will  last  a  life-time  with  reason- 
able care. 

Write  for  our  free  Circular  ayid  liberal 
discounts. 


Wlieii  writing  to  advcrtiser.s,  kindly  mention  tlie  C.unulian  Ilartlware  and  Stove  Joiunal. 
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THE 

^'ENTERPRISE  BLAZER" 
HOT  AIR  EURNACE 

A  furnace  that  will  g-ive  more 
heat  with  less  care  and  fuel 
than  any  other  we    know  of. 

Used  in  every  Canadian  Province 

If  you  are  a  furnace  dealer,  and 
have  not  yet  investigated  the 
Blazer,  it  will  pay  you  to  do  so. 

The  Triangular  Revolving  Grale,  used  in  the  "BLAZER"  has  been  well 
tested  for  a  number  of  years,  and  is  conceded  to  be  the  best  and  most  practical  made. 

The  Patent  Fire  Pot  exclusive  to  the  "BLAZ- 
ER" is  of  unique  construction  and  great  weight. 
Note  these  figures  : 

No.  250  Fire  Pot  weighs  135  lbs. 
"    350        "         "          175  " 
'•    450        "         "         250  " 

"    540         "  •'  ,?50  • 

This  is  one  of  the  vital  points  where  GREAT  HEAT  RE- 
SISTING POWER  is  required.  The  pot  is  made  in  two  sec- 
tions, each  ribbed  to  add  to  its  strength. 

The  "  BLAZER"  also  has  large  and  heavy  radiator,  deep  ash  pit,  large  feed  doors,  direct  draft 
damper,  and  excellent  clean-out  doors  in  radiator. 

We  also  manufacture  a  full  line  of 

Enterprise  Monarch,   Majestic  and  Prince  Steel  Ranges 
Cast  Coal  and  Wood  Ranges  Oak  and  Hot  Blast  Stoves 

Hotel  Ranges       Camp  Steel  Ranges  and  Laundry  Stoves 

New  Line  of  Fireplace  Fixtures 

Including  ANDIRONS,  OPEN  GRATES  and  BASKET  GRATES 

THE  ENTERPRISE  FOUNDRY  CO.,  SACKVILLE,  N.B. 

Distributors  in  Western  Canada  : 
FRED.  J.  C.  COX  &  CO.,  Winnipeg,  Calvary,  Edmoiilon. 
TIIH  KNTKKPHISE  HARDWARE  CO.,  Saskatoon,  Sask. 
\S\  T.  McARTIllUt  &  CO.,  Vancouver,  B.C. 


PATENT  FIRE  POT 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Ran^e 

The  Range  of  Quality 


STYLE  R.F. 


Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  8i6,  916,  8i8,  918,  920  and 
922,  with  or  without  Reservoir,  and  with  any  equipment  of 
shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact  Reservoir  on  left 
end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  appear- 
ance and  easy  to  sell.  When  once  sold  it 
never  comes  back,  but  is  always  a  working 
advertisement.  One  sale  makes  another  and 
the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel 
Range  your  leader  and  you  are 
sure  of  the  best  stove  trade  in 
your  locality. 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ;  such 
as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  including 
the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the  country, 
including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels,  Jewel  Oaks, 
Fire  Kings,  Jewel  Triple  Heaters,  etc. 


THE  BURROW,  STEWART  &,  MILNE  CO.,  limited 

Head  Office  and  Factory  at  HAMILTON 
Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our  Winnipeg 

.    Branch,  No.  130  James  Avenue. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Satisfied  Customers  Mean  Future  Profits 


I  larclvvaremen  who  do  plumbini;  work  cannot  afford  to  use  cheap 
supplies.  Complaints  from  ciistomors  are  not  only  annoying  but  they 
l  ost  nionoy  in  lost  business. 

MORRISON'S 

BRASS  GOODS  AND  PLUMBING 
SUPPLIES 

are  known  throughout  Canada  as  the  best  expert  workmen  can  make 
with  the  highest  grade  of  materials. 

The  trade  mark  "J.  .M.  T."  on  a  valve  is  a  guarantee  that  your 
customer  will  be  satisfied  and  your  profits  assured. 

In  W.  C.  outfits  you  will  find  these  lines  to  be  thoroughly  satisfactory 

"  QUALITY,"   Closet  Combinations. 

"Elgin"  Washdown,  "Simplex"  Syphon  Jet, 

"Astoria"  Square  Back  Syphon  Jet. 

All  our  low-down  outfits  are  furnished  with  our  I'atent  Combination 
Ball  Cock  with  Shut-off  Cock.  This  is  the  simplest  and  most  efficient 
on  the  market,  with  fu-Il  weight  copper  lining. 

THE 

James  Morrison  Brass  Nfg.  Co., 

93-97  Adelaide  St,  West,  lirniied 
TORONTO  ONTARIO 


ASTORIA 


Our  New  Cast  Range 

For  City  and  Town  Trade 

We  want  yoii  to  investi- 
ijate  the  merits  of 

THE  FAIRY  DIAMOND 

Made  in  16  and  18  inch  ovens 


This  is  ati  up-to-date  range,  with 
drop  oven  atul  spring'  controlled 
door,  iieatl\-  nicUelled.  Looks 
riy^hl  and  works  riijht. 

It  sells  at  a  medium  price  and  is 
a  great  trade  catcher. 

Give  us  a  trial  order. 


Butterworth  Foundry 

Limited 
OTTAWA.  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Copp's  Stoves  and  Ranges 


COPP'S  SILVER  QUEEN-^Greatly  Improved  for  1911 


IT  WILL  PAY  YOU  TO  INVESTIGATE 


Silver  King 

Ready  1  August- 
18  in.  and  20  in. 
ovens. 
High  class 


COPP'S 


Silver  Queen 

Now  Ready 
16  in-  and  18  in.  ovens 
Fine  Value. 


All  Entirely  New  or  Improved  for  1911. 


Silver  Prince 

Ready  in  16  in-  and 
18  in.     14  in.  ready 
in  August- 
Great  Seller. 


The  Western  Stove  Makers 


*9 


Fort  William,  Winnipeg.  Vancouver, 


When  wilting  to  aclveitiseis,  kindly  mention  the  Cau.idian  Hardware  and  Stove  Journal. 
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Ol  H  Ni:W  KIXilSTKR 


Made  in  8  x  10  and  9  x  12  sizes. 


The  "Empire''  Special 

A  neat,  attractive  design,  especially  adapted 
where  a  large  opening  is  required. 


Sure  Results 
and 
Pleased 
Customers 

SPECIAL  FEATURES 


IS  A 
GRKAT 
SELLKR 


NEW 
EMPIRE 
KING 

FURNACE 


Large  Double  Feed  Door. 
Sectional  Fire  Pot. 
Large  Steel  Radiator. 
Triangular    Grate  Bars. 

(Kacli  pair  operated  separately.) 

Large  Waterpan. 

Cast  Iron  Shields  to  protect  the 
Steel  at  front  of  Radiator. 


Best  Value 
on  the 
Canadian 
Market 

SELLING  POINTS 


Efficiency. 
Durability 
Economy. 
Favorite  for  Western  Trade. 

Burns  Hard  Coal,  Soft  Coal, 
Coke,  Peat  or  Wood  with 
splendid  success. 

Moderate    in  price. 


No.  160.   Capacity  8,000  to  12,000  cubic  feet.    Specially  adapted  to  medium  sized  houses. 

Canadian  Heatin;^  &  Ventilating  Co. 

Owen  Sound       -  Ontario 


Limited 


CHRISTIE  BROS.  CO. 
Cor.  Park  and  Henry  Sts.,  Winnipeg. 


Western  Agents  : 


M.  C.  DREW  <a  SON 
Vancouver,  B.C. 


When  writing  to  advertisers,  kindly  meutiou  the  Canadian  Hardware  and  Stove  Journal. 
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Worth 
Watchini 


BETWEEN  SEASONS. 

By  the  time  this .  edition  of  the  Smoke  Pipe  reaches  you,  the 
reign  of  paints  and  lawn  mowers  will  be  about  over,  and  people 
will  he  talking  about  the  things  they  are  going  to  do  this  fall. 
The  town  people  will  be  telling  you  about  the  old  heater  that 
won't  last  another  winter,  and  the  man  from  the  country  will 
be  asking  you  to  share  his  troubles  with  the  old  cook  stove  that 
should  never  be  moved  back  into  the  Avinter  kitchen  again. 

Are  you  in  shape,  Mr.  Dealer,  to  get  there  first?  Are  your 
stove  samples  "trimmed  and  sliining  brightly"?  Is  your  sample 
order  in  for  GURNEY  OXFORD  RANGES?  The  man  who  has 
first  innings  usually  lands  the  order,  other  things  being  equal, 
and  is  almost  sure  of  it  if  he  is  the  GURNEY  OXFORD  man. 
But  you  must  have  the  goods  to  sIioav. 

And  when  you  are  thinking  about  stoves,  remember  that 
the  greatest  publicity  campaign  ever  undertaken  by  a  stove 
concern  in  this  country  is  just  starting  in  to  tell  people  about 
the  GURNEY  OXFORD  line,  and  that's  half  the  battle. 

Then,  we  stand  behind  the  goods.  AA^e  know  just  how  much 
fuel,  for  instance,  the  Economizer  will  save.  Do  you?  AA^e'll 
demonstrate  it  to  you  if  you  say  so.  It  is  already  revolution- 
izing the  range  business.  Have  you  seen  it  Avorking  yet?  Do 
you  realy  know  that  it  enables  you  to  hold  a  baking  heat  in 
an  ordinary  range  for  eleven  hours  Avith  one  fire.  No  Avonder 
everv  one  is  talking  about  it.  And  this  is  only  one  GURNEY 
OXFORD  feature. 

Have  you  seen  the  1911  GURNEY  OXFORD  campaign  book? 

Drop  a  card  to-night  for  full  details  of  the  plan  Ave  have  for 
increasing  your  stove  business. 


AA'ork  and  you  may  win — if  you  don't  Avin  you  will  have  to 
woi'k  fiuvAvay. 

.Among  those  Avho  "never  come  back"  are  the  ones  Avho  stop 
advertising. 

*      »  * 

The  longer  you  put  oft'  doing  a  tiling  tlie  bigger  and  harder 
it  looks. 
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THE  SMOKE  PIPE 


Get  this  into  your  Stove  Talk,  Mr.  Dealer! 

It  means  Business  for  you. 


THE  GURNEY-  OXFORD  ECONOMIZER 

GURNEY  OXFORD  "Economizer"  will  save  20  per  cent,  of  the  fuel  and  will  make  it  possible  for 
the  housekeeper  to  have  the  fire  under  perfect  control;  from  a  quick  baking  heat  to  a  slow  fire  by 
simply  moving  the  handle  of  the  "Economizer"  on  the  dial.  This  is  a  fact  Avhich  will  sell  stoves 
better  than  anything  else  you  can  talk.  Figure,  too,  how  interested  the  good  housekeeper  will  be 
wlicn  you  point  out  that  this  same  device  will  ventilate  her  kitchen,  will  draw  the  smells  of  the  cooking 
up  the  chimney  instead  of  sending  them  through  the  house.  If  you  are  interested,  Mr.  Dealer,  ask  us 
more  about  this.  We  will  show  you  that  these  statements  are  facts,  and  you  as  a  good  business  man  will 
realize  that  these  facts  will  turn  lookers  into  buyers.  Remember,  too,  tliat  this  '"Economizer"  is  backed 
by  national  advertising.  People  will  come  to  your  store  asking  about  it.  Better  get  our  new  book  cov- 
ering our  wholesale  proposition  from  our  nearest  office. 

THE  GURNEY  FOUNDRY  COMPANY,  limited 

TORONTO 

MONTREAL  HAMILTON  WINNIPEG  CALGARY  VANCOUVER 
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THE  PARAGON  PENINSULAR 


The  latest  addition  to  our  line  of  Steel  Ranges. 


Brand  New 


Medium  Priced 


Made  in  Three  Sizes 


Body  of  best  Polished  Steel,  carefully  rivetted  and 
with  Asbestos  Lining-. 

HighlCloset  of  best  Polished  Steel  with  all  cast  iron 
parts  nickeled.  Can  be  furnished  with  tilted 
back  if  desired. 

Contact  Reservoir  is  not  a  loose  contact,  but  is  always 
held  tight  by  the  bolts,  thus  giving^  a  perfect  con- 
tact and  a  guarantee  that  the  water  will  always 
be  hot. 

Square  Oven,  securely  braced  to  prevent  warping. 
Aluminized  back,  making  it  a  daylight  oven. 

One  inch  air  space  in  oven  door  to  prevent  loss 
of  heat. 

Oval  Fire  Box,  no  corners  to  hold 
ashes.  Duplex  grates  are  re- 
versed for  burning  wood,  giv- 
ing room  for  a  24  inch  stick. 

Large  Flues,  designed  to  make  it  a 
free  working  range  and  easily 
accessible  for  cleaning.  Espe- 
cially advantageous  when  us- 
ing soft  coal. 

Back  Flue  of  cast  iron  which  can- 
not rust  or  burn  out. 

Top  in  four  sections  with  heavy 
covers  and  csntres.  The  20 
inch  and  18  inch  styles  have 
six  covers  and  the  16  inch  has 
four  nine  inch  covers.  Each 
Range  has  one  sectional  cover. 


Every  up-to-date  dealer  in  Canada  should  have  a  sample  on  his  floor. 
Our  new  catalogue  just  out.    Send  for  a  copy. 


CLARE  BROS.  &  CO.,  Limited 

PRESTON,  ONTARIO 

Distributors  in  Western  Canada  : 

Clare  ^  Brockest  Limited,  Winnipeg 
J.  M,  Kains  ®,  Co.,  Vancouver 


Reynolds  <ll  Jackson,  Calgary 
Race,  Hunt  ^  Giddy,  Edmonton 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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SOMETHING  ENTIRELY  NEW 

So£t  Coal  Burning  Fire  Pot 

Can  be  fitted  into  our 
HECLA  Line  of  Furnaces  ^tjtl'flWiii'H!tfl{»\ 

SUCCESS  Line  of  Furnaces  m  ^-(^^UjMWJ^^ 
STANDARD  Line  of  Furnaces 

For  use  in  districts  where  soft  coal  is  the  prevailing  fuel. 
This  is  a  sectional  pot,  the  upper  section  built  to  form  an 
annular  air  space  communicating  with  combustion  chamber  by 
means  of  openings  through  which  the  highly  heated  air  enters 
in  jets,  consuming  the  gases  and  to  a  great  extent  also  the 
smoke.  These  openings  are  formed  in  such  a  way  that  ashes 
will  not  penetrate  through  them  into  the  air  space  nor  will 
they  clog. 

A  HEAVY,  POWERFUL,  DURABLE  POT 


The  Standard 

our  latest  achievement  in  furnace  construction 
Especially    Arranged    for    Burning    Soft  Coal 

Fitted  with  heavy  triangular  grate  bars. 

Flanged  sectional  firepots  ensuring  durability. 

Heavy  corrugated  dome  with  large  fire  door 
opening  and  handy  arrangement  for  insertion  of 
pipe  coil. 

Double  Flue  Radiator,  with  large  flues  easily 
cleaned  through  front  and  rear  clean-outs,  the 
latter  independent  of  smoke  pipe. 

Full  front  with  new  device  for  easily  attaching 
galvanized  casing. 

When  Fitted  with  Our  Regular 
Firepot,  the  Standard  will  ^ive 
equally  good  results  with  Hard 
Coal. 


MANUFACTURED  BY 


CLARE  BROS.  &  CO..  Limited 


PRESTON 


ONTARIO 


Distributors  in  Western  Canada 

Clare  <II  Brockest  Limited,  Winnipeg 
Race,  Hunt  ®.  Giddy,  Edmonton 


Reynolds  ®.  Jackson,  Calgary 
J.  M.  Kams  ®.  Co.,  Vancouver 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Burns  Soft  Coal  Without  Smoke 


The  North  Star 


is  the  result  of  our  efforts  to  build  a  heating  stove  that  will 
burn  Soft  Western  Coal  with  as  satisfactory  results  as  a 
Baseburner  consumes  Hard  Coal.  B\'  the  judicious  com- 
bination of  Fire  Brick  Lining,  a  Hot  Blast  Ring  which 
surrounds  the  lire  and  a  Brick  Combustion  Chamber  we 
have  in  the  North  Star  given  results  that  are  ap- 
proached by  no  other  type  of  Soft  Coal  Burner. 

In  burning  soft  coal  in  ordinary  stoves  about  50%  of  the 
heat  value  escapes  through  the  chimney  in  the  shape  of 
soot  and  unburned  gases.  The  North  Star  consumes  the 
gas  and  soot  with  the  result  that  it  stops  the  waste  of  fuel, 
consumes  almost  all  the  smoke,  gives  a  clean  and  lasting  fire, 
and  prevents  filling  the  pipes. 


Made  in  Three  Sizes 
On  Le^s  or  on  Base 

The  North  Star  is  better  than  an  Oak  Stove,  more 
eff'^ctive  than  a  Tortoise  Heater,  and  will  give  better 
results  than  any  other  type  of  Soft  Coal  Burner  made. 


MADE  BY 

Clare  Bros.  &  Co.,  Limited 

PRESTON,  ONT. 

DISTRIBUTORS  IN   WESTERN  CANADA 


Clare  &  Brocket,  Ltd. 
Winnipeg 

Reynolds  &  Jackson 
Calgary 


Race,  Hunt  &  Giddy 
Edmonton 

J.  M.  Kains  &  Co. 
Vancouver 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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There  is  a  Safe  Profit  in  handling 

I^^^  Lanterns 

There  are  gfood  reasons  why  they  command  such  a  ready  sale : 

1 .  Most  Light  for  the  oil  consumed. 

2.  Stay  Lit  in  any  wind  or  rain. 

3.  Strong  and  Durable— made  to  last. 

Rayo  lanterns  are  known  everywhere  as  standards  of  quality  and  use- 
fulness. If  customers  cannot  get  them  in  your  store,  they  will  go  else- 
where. 

Rayo  Lanterns  ace  distinctively  American  goods.  There  is  a  Rayo  Lantern  for 
every  requirement;  all  styles,  sizes  and  finishes.  Equipped  with  selected  Rayo  globes 
clear,  red  or  green,  as  desired.    Wicks  inserted  in  burners  ready  for  lighting. 

Are  you  getting  your  share  of  Rayo  lantern  business? 
Best  quality,  moderate  prices. 

If  your  jobber  does  not  handle  these  goods  send  to-day  for  illustrated  catalogue  and 
price  list  at  the  nearest  agency  of 

The  Imperial  Oil  Company,  Limited 


Rayo  No.  92 

Tin  finish,  brass  bur- 
ner and  cone,  select- 
ed R.TVO  grlobe,  wick 
inserted,  ready  t  o 
light. 


AlONTREAL 
QUEBEC 
ST.  JOHN 


HALIFA.X 

WINNIPEG 

VANCOUVER 


Rayo  Driving  Lamp 

With  dash  clamp,  or  rigid  brac- 
ket; will  not  blow  or  iar  out.  4- 
inch  magnifying  lens  in  tront  : 
;-inch  rubv  lens  in  rear  door. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  aud  Stove  Journal. 
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Stop  that  Night  Work! 


The  daylight  hours  should  be  sufficient  in  which  to  do  your  bookkeeping.  And 
still,  many  nights  each  month  you  are  chained  to  your  chair  and  desk,  posting,  total- 
ing accounts,  making  out  statements,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your  business,  yet  you  are  going  the  long  way  around  to  get  it. 
The  short  way  is  the  one  adopted  by  more  than  70,000  merchants  in  all  parts  of  the  United  States. 
These  have  found  that  by  the  use  of  The  McCaskey  Gravity  Account  Register  System  their  posting  and 
totaling  are  done  at  the  time  the  sale  is  made.  They  have  no  statements  to  make  or  mail  at  the  end  of 
the  month  because  each  sales-slip  is  an  itemized  account  of  the  goods  purchased  and  each  shows  the 
total  indebtedness  to  date. 

Tlie  McCaskey  System  has  been  approved  by  ex-  accurate  records  ot  goods  boug-hl  and  sold,  mer- 
pert  auditors  and  accountants  as  the  natural,  logical  and  chandise  on  hand,  cash  on  hand  and  in  bank, 
most  scientific  accounts  pay- 
method  of  liandling                                        ^jlfl    ■  ¥L           It  jr                                            able   and  any 


accounts,  yet  is  so  ^  V/rV!3K"|^\  .  other  that 

simple  that  with  it     Qne  Writing:      i  ^  V^T-KT  li*^  ■        First  and  Still        ^  ^      '"^        ^  - 

any  one  can  keep  M.  M  ""^i^  Best  sired. 

The  McCaskey  S3  stem  cuts  out  useless  bookkeep-  You  owe  it  to  yourself  to  investigate  the  mer  its  of 

ing,  prevents  forgetting  to  charge,  prevents  errors  and  the  McCaskey  proposition. 

disputes  with  customers  over  tiieir  accounts,  acts  as  an  A  letter  or  postal  card  will  bring  3  0U  information 

automatic  collector,  is  an  automatic  credit  limit,  prevent-  without  any  obligation  on  your  part  to  purchtise. 

ing  over-buying  and  over-selling,  and  protects 'the  user  Or,  tear  out  this  advertisement,  sign  your  name  and 

against  loss  of  insurance  in  case  of  fire.  address,  when  it  reaches  us  we'll  send  you  information. 

Manulnctitrers  nf  Surety  Ihipliraliiiir  and  Triplica/ insr  Sa/cs  Rooks  and  Single  Carbon  Pads  in  u/l  varie/ies. 

Dominion  Register  Company,  Limited 

92  Ontario  Street,  Toronto,  Can.  519-521  Corn  and  Produce  Exchange,  Manchester,  Eng. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 


THE  OFFICIAL  PAPER  OF  THE  ONTARIO  RETAIL  HARDWARE  AND  STOVE  DEALERS  ASSOCIATION 


\'oLUMi-:  TuRKE  rOROXTO,  jl'LV,  191  i  Xlmbp;r  Skvf.n 


Published  the  First  week 
of   each    month    by  the 

Canadian    Trade  Press 

Toronto,  Canada 

42-44  Agnes  Street  Phone  Main  3589 

WESTON  WRIGLEY       -       Managing  Editor 
JOHN  A.  FULLERTON       -     Associate  Editor 
GEO.  H.  HONSBERGER  Business  Manager 

Subscription,         -         -         One  Dollar  per  Year 


The  growth  of  the  West  is  so  rapid  that  only  those 
traA^eling  from  the  Lakes  to  the  Pacific  at  least  once 
each  year  can  get  a  fair  idea  of  the  won- 
Western  derful  development  of  "the  last  great 
Progress  West."  An  indication  of  the  rapidity 
with  which  things  happen  is  sliown  on 
our  cover  this  month.  A  map  of  Kegina  and  its  rail- 
way connections  is  shown,  that  map  being  made  spe- 
cially for  this  issue.  But  before  that  map  is  printed 
word  comes  of  another  railway,  Jim  Hill's  Great 
Northern,  securing  an  entry  into  Regina  over  the 
(t.  T.  p.  line  to  the  south.  And  Avhat  is  happening  to 
Regina  is  happening  right  along  in  Calgary,  Edmon- 
ton, Saskatoon,  and  other  growing  Western  cities. 

Stories  are  frequently  heard  of  auction  sales  of 
town  sites  being  held  in  the  morning,  and  of  the  be- 
ginning of  construction  work  on  hai-dware  and  other 
stores  in  the  afternoon. 

Things  move  quickly  in  the  West. 


Six  months  ago  the  Hardware  and  Stove  Journal 
made  its  first  &pp(>aranec  under  its  present  name  and 
management,  and  the  steady  develop- 
Going  ment  which  has  marked  its  progress  dur- 

Some  ing  the  past  half  year  indicates  that  there 

was  need  for  the  Journal,  and  that  the 
knockers  who  said:  "It's  a  nice  paper  l)ut  won't  last 
long,"  were  a  bit  off  in  their  calculations. 

Tlic  jiublishers  of  the  Journal  are  aiminu'  t;)  serve 
subscribers,  by  keeping  them  informed  on  the  latest 
manufacturers'  selling  helps,  the  newest  goods  being 


introduced,  and  the  most  practical  suggestions  regard- 
ing store  management,  salesmanship,  advertising  and 
window  dressing. 

We  also  aim  to  give  advertisers  what  they  pay  for 
— well  printed  advertisements  on  good  paper  and  cir- 
culated amongst  the  retailers  in  every  part  of  Canada. 
To  this  end  we  have  a  staff  of  eight  subscription  can- 
vassers in  the  various  provinces. 

This  Western  Stove  Number  is  the  largest  and  best 
issue  yet  published,  and  we  express  our  appreciation 
of  the  support  given  us  by  the  hardware  and  stove 
manufacturers  who  have  helped  to  make  the  Journal 
the  interesting  number  it  is. 


Canadian  furnace  manufacturers  should  follow  the 
example  of  the  makers  of  warm  air  heating  apparatus 

in  the  United  States,  and  organize  an 
Warm  Air  association  to  iiplift  the  furnace  trade  in 
Heating        Canada.    Owing  to  imperfect  methods  of 

installation  and  other  causes  the  warm 
air  furnace  is  falling  into  disfavor  as  a  heating  agent, 
its  place  being  usurped  in  the  larger  cities  to  a  large 
extent  by  steam  and  hot  water  systems.  The  campaign 
that  The  Federal  Furnace  League  is  conducting  in  the 
United  States  for  the  uplift  of  the  furnace  system  of 
heating  is  already  showing  results,  and  the  warm  air 
furnace  is  destined  to  regain  in  a  large  measure  its 
lost  prestige. 

The  warm  air  system  possesses  many  advantages 
over  other  heating  systems.  If  properly  installed  it 
is  superior  in  every  way  to  steam  and  hot  water  heat- 
ing for  residences  and  small  buildings.  The  wide- 
spread agitation  in  favor  of  ventilation  is  having  its 
resultant  effect  upon  the  furnace  business,  and  many 
liardwai-e  dealers  who  in  the  past  have  not  given  much 
attention  to  pushing  the  sale  of  furnaces  are  now  going 
aft(n-  this  business  with  renewed  vigor.  There  is  every 
evidence  that  furnace  heating  is  again  coming  into 
its  own. 

But  whether  Canadian  makers  of  hot  air  furnaces 
organize  or  not  they  should  at  least,  in  their  adver- 
tisements published  in  the  daily  and  weekly  papers 
tlirougliout  the  country,  constantly  emphasize  the  ad- 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


vantages  of  warm  air  heating  if  properly  installed,  and 
attention  should  be  drawn  to  the  fact  that  the  warm 
air  system  should  not  be  condemned  by  the  poor  work 
done  by  speculative  builders  in  the  cheaper  houses  of 
Toronto  and  other  Canadian  cities,  where  furnaces  are 
h(>ii]g  installed  at  prices  ranging  from  $50  to  $75. 


All  along  the  line  the  tendency  is  to  shorten  terms 
of  credit,  and  the  movement  is  a  sign  of  the  more  in- 
telligent methods  of  doing  business  being 
Shorten  adopted  by  manufacturers,  jobbers  and 
Credits  retailers.  The  cash  system  of  doing  busi- 
ness is  undoubtedly  the  ideal  all  business 
men  should  strive  for  and,  failing  that,  to  shorten 
credits  to  the  briefest  possible  term,  taking  advantage 
of  every  opportunity  to  reduce  book  debts.  For  ex- 
ample, following  his  recent  fire,  J.  R.  Hambly,  Barrie, 
made  a  special  call  on  all  who  owed  him  money. 

Hardware  jobbers  have  several  times  discussed  the 
revision  of  their  credit  terms  to  "two  ofi'  ten  days  and 
net  sixty  days,"  compared  with  which  the  stove  manu- 
facturers' terms  of  "three  off  thirty  days  and  net 
ninety  days,  Avith  fall  dating  September  30,"  are  ex- 
ceedingly favorable.  In  some  cases  even  longer  terms 
have  been  granted,  so  it  is  not  surprising  that  an  effort 
is  being  made  to  "shorten  up." 

The  catalogue  house  is  menacing  both  manufactur- 
ers and  retailers  and  the  remedy  is  shorter  credits, 
quicker  turnovers  and  closer  profits. 

A  special  line,  which  has  brought  profit  to  a  good 
many  hardwaremen  during  the  past  few  years,  is 
sharpening  stones.  Where  formerly  a 
Profits  in  hardware  salesman  would  be  content  to 
Specialties  sell  a  razor,  an  axe  or  a  chisel  without 
suggesting  a  means  of  keeping  an  edge  on 
the  tool,  the  modern  salesman  is  being  rapidly  educated 
to  the  wisdom  of  endeavoring  to  sell  a  sharpening  stone 
with  every  tool  sold. 

Intelligent  salesmanship  counts  a  Avhole  lot,  but 
unless  a  stock  is  carried — and  displayed — the  sales  will 
not  be  made.  The  manufacturers  assist  the  retailer  by 
making  sharpening  devices  for  every  purpose,  one  of 
the  latest  being  a  round  sportsmen's  stone,  Inmdreds  of 
which  are  being  sold  to  prospectors  by  Northern 
Ontario  hardwaremen.  And  they  help  also  by  sup- 
plying display  cases  in  which  the  goods  can  be  shown 
to  the  l)est  advantage.  Advantage  should  be  taken  of 
these  "helps." 

jMcNal)  Bros.,  Orillia,  are  one  firm  who  are  building 
up  a  large  trade  in  shai-pening  stones,  i;heir  turnover  in 
this  line  being  several  times  what  it  was  a  couple  of 
years  ago.  A.  AV.  ^Moore,  St.  Catharines,  is  another 
whose  tr;\(\'-  li;is  shown  a  big  increase,  partly  as  a  re- 
sult ol'  tlir  use  of  one  of  the  display  cases  supplied  by 
iiKuui I'jict ufcrs,  he  selling  more  goods  from  the  display 
case  during  the  first  fortnight  than  he  had  dui-ing  the 
whole  year  before. 

Every  mechanic  who  l)iiys  an  edged  tool,  every 
sportsman  who  enters  the  woods,  every  boy  who  buys 
a  razor,  and  i  \eiy  liousewifc  who  has  a  kitchen,  is  a 
possible  customer  for  this  profitable  specialty. 

Call  the  clerks  together  and  impress  upon  them  the 
opportunities  for  making  sales  if  they  but  use  judgment 


in  suggesting  a  stone  as  a  necessary  companion  piece 
to  every  edged  tool  sold  over  the  counter. 


"Would  you  advise  us  to  place  our  trade  mark  on 
all  the  goods  we  manufacture?"  asked  an  Ontai-io 
manufacturer  of  the  Journal  editor  a 
Trade  fortnight  ago.    "We  sell  only  to  the  job- 

Brands  a  bers,  and  some  of  them  have  brands  of 
Big"  Asset  their  own,  which  they  ask  us  to  place  on 
the  goods  they  purchase." 

"Just  as  you  insure  your  business  against  fire  so 
should  you  insure  it  against  loss  by  competition,  by 
placing  your  trade  mark  upon  every  article  of  quality 
you  manufacture,"  was  our  reply. 

Jobbers  who  buy  in  large  quantities  and  use  their 
own  brand  of  quality,  are  attractive  customers,  and  a 
percentage  of  the  factory's  output  can,  in  the  opinion 
of  many,  be  safely  disposed  of  in  this  manner.  But 
it  is  in  building  up  a  reputation  for  the  maker's  own 
trade  mark  that  the  manufacturer  is  insuring  the  fu- 
ture of  his  business. 

The  experience  of  a  large  Canadian  paint  manufac- 
turer affords  an  illustration  of  the  value  of  branding 
the  products  of  a  factory.  A  few  years  ago  the  paint 
manufacturer  entered  into  an  agreement  with  a  Win- 
nipeg jobber  to  market  his  line  of  paints.  A  large 
trade  was  built  up,  when  suddenly  the  jobber  found 
it  convenient  to  take  up  an  altogether  different  line. 
As  the  paints  had  been  marketed  under  the  manufac- 
turer's brand  names,  the  paint  manufacturer  found 
it  fairly  easy  to  establish  a  branch  of  his  own,  he  hav- 
ing the  benefit  of  the  good  reputation  built  up  for  his 
brands  during  the  years  the  jobber  had  handled  the 
line. 

Another  instance  of  the  value  of  well  advertised 
trade  brands  is  the  big  valuation  placed  upon  the 
various  brands  of  lead,  paints,  etc.,  sold  by  the  paint 
manufacturers  concerned  in  the  recent  consolidation. 

The  leading  jobbers,  and  some  retailers,  have  shown 
enterprise  in  adoiiting  brand  names  for  many  lines 
they  have  manufactured  esi^ecially  for  them  by  manu- 
facturers. And  the  success  which  has  attended  their 
efforts  *is  but  another  argument  why  manufacturers 
should  brand  their  quality  lines,  and  retailers  should 
show  preference  in  their  purchases  to  the  goods  which 
carry  the  makers'  or  jobbers'  guarantee  of  quality  in 
the  form  of  a  private  brand  or  trade  mark. 


It  is  refreshing  to  hear  if  an  increasing  number  of 
Canadian  towns  and  cities  where  the  hardware  men 

have  gumption  enough  to  get  together 
Price  and  arrange  reasonable  selling  prices  on 

Cutting         lines  which  bear  no  profit  for  the  retailer. 

From  a  Western  Ontario  town  comes  the 
story  that  the  hardware  men  arranged  a  price  on  lawn 
mowers,  and  at  the  close  of  the  season  a  year  ago  one 
of  the  dealers  had  a  few  left  over.  "Why  don't  you 
clear  them  out  at  a  cut  price?"  asked  a  traveler.  "If 
1  (lid  the  other  fellow  Avould  hear  of  it  in  half  an  hour 
and  it  would  be  hard  for  us  to  arrange  prices  on  any 
other  line,"  was  the  far-seeing  reply.  In  another 
Western  Ontario  town,  where  a  similar  arrangement 
existed,  one  of  the  hardware  men  adopted  the  subter- 
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fuge  of  giving  a  customer  a  rake  with  a  mower,  in  order 
to  make  a  sale. 

Another  example  comes  from  Eastern  Ontario.  In 
one  city  milk  cans  are  sold  by  all  the  dealers  (they  are 
Association  members),  at  $7.50  each,  wliile  in  a  near-by 
town  tl)e  dealers  won't  get  together,  and  $7  is  the  rul- 
ing price.  One  dealer  in  the  city  referred  to  sold 
seven  cans  at  $7.50  each  one  Saturday  in  May. 

There  is  no  sense  (or  dollars,  either)  in  price  cut- 
ting, and  retailers  should  take  a  lesson  from  the  .job- 
bers and  manufacturei's.  It  pays  tlie  latter  to  arrange 
pi'ices  which  guarantees  eacli  a  fair  profit — and  it  will 
pay  retailers  crpially  well.  If  an  agrctMncnt  is  made, 
keep  it. 


For  some  time  past  there  has  been  a  growing  ten- 
dency amongst  retailers  to  buy  direct  from  maniifac- 
tui-ers,  instead  of  from  their  job})ers,  in 
Buying  spite  of  the  fact  that  very  frequently  it 
Direct  costs  more  to  secure   a  small  shipment 

from  a  manufacturer  than  along  with 
otlier  goods  from  the  jobl)ing  house. 

Some  jobbers,  it  must  be  admitted,  are  largely  re- 
sponsible for  the  growth  of  tlie  "buying  direct"  idea, 
not  so  much  by  their  failure  to  give  the  retailer 
prompt  service  in  the  sliipping  department,  as  by  lack 
of  enterprise  in  the  sales  and  buying  departments. 

A  Pacific  coast  jobber  not  long  ago,  for  instance, 
was  called  iipon  by  the  sales  manager  of  a  specialty 
manufacturer.  The  salesman  had  called  on  several 
retailers  and  had  booked  up  a  large  order  on  the  un- 
derstanding that  shipment  was  to  be  made  through  the 
jobber  in  question.  "Leave  your  order  sheets  with  me 
while  I  check  over  our  stock,"  the  jobber's  buyer 
asked,  "and  I'll  have  an  order  ready  for  you  in  the 
morning."  Next  morning  the  salesman  received  iden- 
tically the  same  order  he  had  worked  up  from  the  re- 
tailer. The  jobber  had  copied  it  and  expected  to  ring 
in  for  a  good  percentage  of  profit  by  merely  letting  the 
order  pass  through  his  books  and  withoiit  carrying  any 
of  the  goods,  a  very  staple  and  saleable  line,  in  stock. 
The  manufacturer's  representative  declined  to  be  im- 
posed upon,  and  tlie  order  w(>nt  tliroiigh  tlie  books  of 
a  more  business-like  wholesaler. 

Another  instance  is  related  of  an  Eastern  wliole- 
sale  house.  A  manufacturer's  representative  worked 
up  a  good  order  from  a  retailer  and  booked  the  order 
through  tlie  customer's  j()bl)er.  Through  an  error  at 
the  factory  the  shipping  clerk  filled  the  order  in  dupli- 
cate, one  shipment  going  to  the  retailer  and  the  second 
to  the  jobber.  The  latter,  though  agreeable  to  ac- 
cepting his  per  cent,  on  the  order  passing  through  his 
books,  refused  to  accept  delivery  and  take  into  stock 
the  shipment  addressed  to  him. 

In  l)oth  of  the  cases  cited  the  manufacturers'  sales- 
men pi'oved  to  the  jobbers  that  Inisiness  could  be  se- 
cured for  their  line,  yet  the  wholesalers  would  not 
put  in  stocks.  A  few  such  experiences  encoui'age  tiie 
manufacturers  to  make  slii]unents  direct  to  retailers. 

The  jobliing  house  has  a  function  to  perform  in  the 
economics  of  the  hai-dware  trade.  It  can  undoubtedly 
assemble  goods  chcajxT  than  local  retailers  can  hoiie  to 
do.  But  if  jobbers'  selling  staffs  leave  the  door  open 
for  manufacturers'  salesmen  to  come  along  and  secure 


orders  in  neglected  lines,  and  the  buyers  in  the  jobbing 
houses  will  not  purchase  the  goods  for  their  salesmen 
to  sell,  it  isn't  hard  to  see  that  the  tendency  to  deal 
direct  will  continue  to  grow. 


"Yes,  that's  one  of  the  best  accounts  on  our  books," 
said  an  Ontario  hardware  manufacturer  the  other  day 
when  referring  to  a  Western  jobber. 
Pays  to  be  whose  name  is  a  household  word  west  of 
Honest  the  liakes,  "and  there's   an  interesting 

story  in  how  I  came  to  get  our  goods  into 
his  catalogue. 

"A  competing  manufacturer  formerly  had  the  ac- 
count and  their  representative  had  led  the  buyer  of  the 
house  to  believe  that  he  was  the  only  Canadian  manu- 
facturer who  did  more  than  assemble  his  goods  in  this 
country.  After  many  efforts  I  succeeded  in  getting  the 
buyer  to  look  over  my  line  and,  expressing  his  sur- 
prise at  its  completeness,  asked  how  much  of  it  we 
really  manufactured.  Learning  that  we  produced  the 
entire  line  ourselves,  and  remembering  what  the  com- 
peting salesman  had  said,  he  lost  faith  in  the  traveler 
who  had  secured  orders  by  misrepresentation  and  can- 
celled the  orders  he  had  placed  for  the  next  season, 
giving  a  good  order  to  our  firm." 

Misrepresentation  is  poor  salesmanship,  and  the 
man  who  adopts  such  a  policy  is  certain  to  lose  in  the 
long  run.  It  pays  to  be  honest. 


A  Canadian  manufacturer  of  builders'  hardware, 
wlio  recently  visited  "Western  Canada,  tells  of  finding 
large  stocks  of  imported  locks  in  Western 
Builders'  hardware  stores,  it  being  possible  to  buy 
Hardware  goods  of  ecpial  or  lietter  equality  for  less 
money  from  Canadian  manufacturers. 
Locks,  for  instance,  which  are  listed  at  $5.10  per 
dozen  by  Canadian  makers,  are  imported  (duty  in- 
cluded) at  $6.30,  while  lines  costing  $14.50  in  Canada 
cost  $16.10  laid  down  when  imported. 

Possilily  the  reason  for  this  state  of  affairs  is  the 
fact  that  the  Canadian  make  is  not  an  advertised  line, 
the  imported  goods  being  more  aggressively  pushed  by 
the  foreign  makers. 

A  New  Westminster  correspondent  of  the  Hardware 
and  Stove  Journal  reports  a  similar  state  of  affair.s  in 
fhe  coast  cities,  the  call  there  being  for  builders'  hard- 
ware made  by  the  large  United  States  manufacturers, 
who  are  liberal  advertisers,  and  help  retailers  to  sell 
them  by  providing  window  display  helps. 

An  example  of  a  lost  opportunity  on  the  part  of  a 
Canadian  manufacturer  occurred  during  the  recent 
convention  at  Peterboro.  A  liardAvarc  retailer  from  a 
distant  province  visited  a  factory  and  asked  to  be 
shown  certain  lines.  He  was  rebuffed  by  being  told 
that  the  line  Avas  shown  in  fhe  firm's  catalogue  and  the 
goods  could  be  obtained  flu'ough  the  jobbers.  .\  liettcr 
policy  would  have  been  to  have  shown  the  goods  and,  if 
possible,  taken  the  order,  asking  the  retailer  tlirough 
which  jobber  tlie  shipment  should  be  billed. 

There  has  been  a  gratifying  improvement  in  the 
(piality  of  Canadian  made  hardware  during  the  past 
fcAV  years,  and  the  trade  througliout  the  Dominion  Avill 
do  well  to  assist  in  the  further  development  of  the  in- 
dustry by  securing  samples  and  prices  before  buying  in 
quantities. 
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CANADIAN   TRADE  ASSOCIATIONS. 

Caniuliaii  Wliok'sale  Hardware  Association — President,  S.  H.  Alex- 
ander, Wood  Vallanoe  &  Co.,  Hamilton;  Vice-President,  A.  Jeanotte, 
Montreal;  Secretary-Treasurer,  James  Hardy,  Toronto;  Executive,  S.  R. 
Kennedy  and  \V.  ,1.  Lawson,  Toronto,  Joseph  Lemieux,  Quebec,  P.  Ross 
Newman  and  A.  Prudhomme,  Montreal.  Next  convention,  Hamilton, 
October. 

Maritime  Wholesale  Hardware  Association — President,  Percy  Sim- 
mons, Dartmouth;  Secretary,  H.  H.  Dalton,  Halifax.  Next  convention, 
Halifax,  July. 

Ontario  Retail  Hardware  &  Stove  Dealers'  Association — President, 
R.  C.  Chown,  Belleville;  Vice-Presidents,  M.  S.  Madole,  Napanee,  and 
H.  Occomore,  Guelph;  Secretary,  Weston  Wrigley,  Toronto;  Treasurer. 
John  Caslor,  Toronto;  Executive,  W.  W.  Bennett,  Gananoque,  R.  H. 
Blackmore.  St.  Thomas,  C.  W.  Conn,  Tillsonburg,  W.  F.  Macpherson, 
Prescott,  D.  A.  Macnab,  Orillia,  and  Wm.  Magladery,  New  Liskeard; 
Insurance  Committee,  D.  Brocklebank,  Arthur  (convenor)  ;  Joint  Com- 
mittee. J.  K.  Harably,  Barrie  (Convenor);  Lien  Note  Committee,  S.  L, 
Adolphe,  Listowel  ("Convenor)  ;  Auditors,  J.  W.  Peacock  and  S.  M. 
Burt.  Toronto.     Next  convention.  Guelph.  February,  1912. 

British  Columbia  Hardware  Merchants'  Association — President, 
Harry  Martin,  Vancouver;  Vice-Presidents,  J.  B.-  Paine,  North  Van- 
couver, George  Blakely,  New  Westminster;  Secretary-Treasurer,  R.  D. 
Dinning;  Directors.  C.  K.  Snell,  G.  Moscrop,  C.  Kennedy,  J.  P.  Fortier, 
Vancouver,   and   C.   Bryson,   New  Westminster. 

Montreal  Hardware  Section,  Retail  Merchants'  Association — Pre- 
sident. Arthur  Leger;  Secretary.  A.  Raymond. 

Winnipeg  Retail  'Hardware  Merchants'  Association — President, 
Charles  Mulvey;   Secretary,   J.   E.  McRobie. 

London  Retail  Hardware  Association — President.  Thomas  Jones; 
Secretarv,   W.   A.  O'Dell. 


A  DOMINION  ASSOCIATION  FAVORED. 

By  Charles  Mulvey,  President  Winnipeg  Retail  Hardware 
Association. 

I  have  been  considering  the  matter  of  a  Dominion 
Retail  Hardware  Association  for  some  time  past.  The 
AVestern  Retail  Association,  Avith  head  office  in  Win- 
nipeg-, which  Avas  formed  about  a  year  ago,  and  to 
wliich  the  Winnipeg  Retail  Hardware  Merchants'  As- 
sociation is  affiliated,  has  about  three  hundred  mem- 
bers, comprising  all  the  retail  trades,  and  amongst 
these  are  hardware  merchants  in  Portage  la  Prairie, 
Brandon,  Regina,  Moosejaw,  Calgary,  Edmonton  and 
Saskatoon.  So  far  there  has  not  been  very  much  ac- 
complished l)y  the  country  members  other  than  getting 
a  list  of  bad  accounts  and  a  credit  report. 

I  intend  to  bring  the  matter  of  a  Dominion  Asso- 
ciation before  the  executive  of  the  Hardware  Asso- 
ciation and  the  Western  Retail,  and  see  what  can  be 
done  to  get  them  in  line.  Owing  to  the  fact  that  the 
Retail  Hardware  &  Stove  Dealers'  Association  in  these 
tlirce  provinces  went  defunct  about  two  and  a  half 
years  ago,  it  makes  it  very  much  liarder  to  get  them 
interested  in  an  association. 

I  will  be  pleased  to  give  you  any  assistance  pos- 
si])le  in  your  efforts  to  form  a  Dominion  Association 
and  rci  i'ive  any  pointers  from  your  experiences  in  your 
Ontario  Association. 

[Note.— The  Ontario  Retail  Hardware  &  Stove 
Dciiln  s'  .Association  is  keeping  in  close  touch  Avith  the 
Doiiiiiiion  Retail  IMerchants'  Association.  Sooner  or 
later  some  sort  of  affiliation  Avill  be  arranged,  but  dis- 
sensions in  tlie  Ontario  liranch  of  the  R.  M.  A.  make 
any  sort  of  affiliation  impossible  until  a  reorganization 
takes  place.  In  the  meantime  a  provisional  Dominion 
Conmiittee  might  be  formed,  composed  of  tlie  presi- 
dents jind  secretaries  of  the  Retail  HardAvare  Associa- 
tion in  tlic  different  provinces,  the  committee  to  deal 
Avith  matters  relating  particularly  to  the  hardAA'^are 
trade  throughout  the  Dominion. — W.  AVi-igley,  Secre- 
tary Ontario  Association.] 


TRADE  ORGANIZATION  IN  ALBERTA. 

By  W.  J.  Illsey,  Winnipeg. 

AA^estern  trade  organizations  are  as  a  Avhole  in  good 
condition.  Merchants  are  finding  that  by  concentrated 
effort  they  obtain  better  residts  than  by  individual. 

HardAA^aremen,  Avith  other  classes  of  mer*chants, 
have  formed  a  general  retailers'  association,  their  ef- 
forts being  more  particularly  given  to  the  adjusting 
and  keeping  right  of  retail  prices,  the  fighting  of  cata- 
logue house  selling  and  the  keeping  of  all  members 
posted  on  poor-pay  customers.  The  organization  is 
good  and  Avill  do  a  lot  of  beneficial  Avork  if  all  stick 
to  it. 

The  results  of  the  old  Retailers'  Association,  Avhich 
Avas  in  force  years  ago  in  the  AVest,  Avere  bad,  due  to 
poor  management  rather  than  from  the  merchants' 
part  in  it.  Ncav  organizations,  hoAvever,  throughout 
all  the  AA^est  appear  to  be  in  a  prosperous,  healthy  con- 
dition, and  they  will  do  lots  of  good  to  the  trade  if  pro- 
perly conducted.  Tlieir  prime  object,  hoAvever,  should 
be  to  help  along  the  liardAA^are  merchant,  whether  in  a 
smaller  or  larger  capacity,  by  making  him  knoAV  and 
feel  in  his  heart  at  all  times  that  each  and  every  mem- 
ber is  receiving  the  same  treatment  as  the  other,  by 
keeping  him  posted  on  conditions  and  credits,  and 
finally  in  fostering  that  good  felloAvship  which  is 
needed  to  make  any  business  a  real  success. 

Regarding  the  forming  of  a  Provincial  Associa- 
tion as  an  outgroAvth  of  the  AVinnipeg  body,  there 
does  not  seem  to  be  any  amount  of  enthusiasm.  A 
recent  small  eauA^as  for  such  a  formation  did  not  prove 
a  big  success,  and  from  present  indications  does  not 
seem  likely  to  materialize.  One  thing  Avhieh  someAvhat 
interferes  is  the  "Good  Times"  feeling  AA'hich  makes 
a  merchant  inclined  to  independence,  and  another  is 
that  the  smaller  man  outside,  is  somcAvhat  shy  of  the 
city  man.  Possibly  there  Avill  be  a  Provincial  Associa- 
tion but  not  at  once. 


TRADE  ORGANIZATION  IN  ALBERTA. 

Tiie  l)usy  rush  of  AA^estern  life  leaves  hardAvare 
mercliants  Avith  little  time  to  dcA'ote  to  matters  outside 
their  business,  and  this,  coupled  Avith  the  local  jealous- 
ies between  rival  cities,  and  the  great  distances  to  be 
traveled  to  couA^entions,  makes  organization  Avork 
difficult. 

There  is  no  reason  Avhy  there  should  not  be  thi-(>e 
strong  provincial  retail  hardAvare  associations  in  Alani- 
toba,  SaskatchcAvan  and  Alberta.  The  country  is 
groAving  rapidly  and  there  are  many  questions  Avhieh 
could  be  dealt  Avith  to  the  advantage  of  the  retail  trade 
by  associations  in  the  three  proAnnces,  in  co-operation 
Avitli  tlie  Retail  HardAvare  Associations  in  Ontario  and 
British  Cohunbia. 

Tlie  failure  of  the  Wcstei-n  Canada  Association 
three  years  ago  is  not  an  ai'gument  against  trade  or- 
ganization in  the  AVest.  Rather  is  it  an  arguinenl  in 
favor  of  the  provincial  associations,  the  old  association 
having  endeaA^ored  to  cover  too  much  territory — more 
than  its  officers  could  give  pi'oper  attention  to. 
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Alhorta  sooiiis  to  be  most  likely  to  lead  the  way  in 
tlio  work  of  reorganization,  the  views  of  three  well 
known  Alberta  harrlwaremen  being  reproduced  below. 

J.  C.  Dowsett,  Ross  Bros.,  Ltd.,  p]dinonton,  writes. 
"My  idea  is  that  it  would  be  necessary  to  have  an 
organizer  go  all  over  tlie  province  and  discuss  the  mat- 
ter with  the  principal  dealers.  A  nu'cting  could  then 
be  called  at  some  central  point,  and  the  association 
comph'ted.  I  am  of  tlu'  opinion  that  it  would  require 
a  good  deal  of  work  to  get  an  association  into  running 
shape  in  this  province." 

R.  \j.  rjaetz,  Smith  &  Caetz,  Red  Deer,  Alberta, 
writes:  "In  a  new  country,  where  history  is  being 
made  every  day,  and  where  every  man  is  trying  to  do 
his  little  part  in  the  making,  his  own  particular  work 
or  calling  is  often  neglected,  and  he  never  does  any- 
thing thoroughly.  I  shall,  however,  be  glad  to  support 
any  movenuMit  towards  organizing  the  retail  hardware 
trade,  and  shall  be  pleased  to  be  called  upon  for 
financial  assistance  wlien  it  is  rerpiired." 

Charles  II.  Marshall,  Nanton,  Alberta,  writes: 
"AVe  are  all  agreed  that  such  an  organization  would 
probably  accomplish  much  good,  but  so  far  nothing  of 
a.  ])ractical  nature  has  been  consummated.  There 
seems  unfortunately,  in  this  province,  to  be  consider- 
able jealousy  between  the  north  and  south  as  repre- 
sented by  th(>  territory  tributary  to  the  rival  cities  of 
Calgary  and  Edmonton,  and  this  has  tended  to  retard 
efforts  in  the  way  of  organization.  We,  in  the  south, 
tried  to  organize,  but  feeling  that  the  Avhole  province 
sliould  be  in  it,  took  some  steps  in  this  direction,  but 
receiving  no  encouragement  from  the  north  the  matter 
has  been  let  drop.  I  hope,  however,  that  these  diffi- 
culties will  be  overcome  in  time,  and  that  the  hardware 
iiu>n  of  Alberta  will  all  see  the  wisdom  of  an  associa- 
tion similar  to  the  ones  in  the  other  Provinces." 


RETAILERS  ASK  FOR  PROTECTION. 

The  i-ctail  hardware  men  of  Tjondon  have  organized 
a  local  association  and  are  talking  of  affiliating  in  a 
body  with  the  Ontario  Retail  Hardware  &  Stove 
Dealers'  Association.  Complaints  of  imfair  competi- 
tion have  l)een  discussed  by  the  local  association,  a 
local  jobber  being  accused  of  selling  to  consumers  at 
wholesale  prices.  The  provincial  association  may  be 
asked  to  bring  the  matter  to  the  attention  of  the  Cana- 
dian Wholesale  Hardware  Association,  it  being  held 
that  unless  the  retail  trade  is  protected,  jobbing  prices 
should  not  be  extended  to  the  wholesale  house  in  ques- 
tion. 

The  point  raised  by  the  London  Association  is  one 
of  the  most  important  yet  taken  up  in  Canadian  hard- 
ware association  circles,  and  if  the  matter  is  referred 
to  the  joint  committees  of  the  wholesale  and  retail 
associations,  the  outcome  will  he  watched  with  interest 
by  all  in  the  trade. 

LOCAL  ASSOCIATIONS   MAINTAINING  PRICES. 

The  iiai'<l\vare  iiierelumts  in  auotlier  AVestern 
Ontario  city  have  organized  a  local  association,  and 
have  ari-anged  a  schedule  of  prices  on  staple  lines,  in- 
cluding nails,  white  lead,  linseed  oil,  turpentine,  eave- 
troughing,  etc. 

In  the  past  ])rices  have  been  very  badly  cut  by 
some  firms  in  this  city,  one  of  the  biggest  cutters  hav- 
ing recently  gone  out  of  business. 

There  still  remains  quite  a  lot  of  suspicion  amongst 
the  retailers,  each  looking  upon  the  other  fellows  as 
unworthy  to  be  trusted.    If  they  have  sense  they  will 


drop  this  suspicious  feeling  and  each  determine  that 
regardless  what  the  other  firms  do,  they  will  hold  out 
for  the  minimum  price  set  by  the  a.ssociatlon.  Honesty, 
like  charity,  should  begin  at  home. 

Be  like  the  hardware  merchant  at  Guelph  who, 
rather  than  cut  the  price  on  lawn  mowers,  as  adviscfl 
by  a  traveler,  who  saw  a  few  stickers  on  display  last 
fall,  replied:  "Why,  if  I  cut  the  price  on  those  ma- 
chines the  other  hardwaremen  would  probably  know 
it  in  half  an  hour,  and  what  faith  would  they  put  in 
my  word  afterward."  The  machines  were  carried  over 
all  winter,  the  hardware  man  valuing  his  word  more 
than  the  loss  of  profit  on  the  slow  turnover. 

St.  Thomas  hardware  men  should  follow  the  good 
example  set  by  the  Tk)nd  Hardware  Co.,  Guelph. 


Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  Ac  Wright, 
Adjusters  for  the  Assured,  Toronto,  and  Advisors 
to  the  Insurance  Department  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association. 


Editor,  Insurance  Advisory  Department : 

As  you  are  no  doubt  aware  a  large  number  of  firms, 
many  of  them  wholesale  houses,  add  "carrying 
charges"  to  the  invoice  price  to  make  up  their  costs, 
that  is  they  add  say  3  per  cent,  as  interest  on  the 
money  locked  up  in  the  goods  during  the  period  they 
are  on  the  shelf.  I  am  advised  to  adopt  this  system, 
what  do  you  think?  Am  I  entitled  to  collect  this 
should  I  have  a  loss?  DEALER. 

Toronto,  June  15. 

Note. — In  our  opinion  the  charge  is  entirely  unwar- 
ranted, in  the  case  of  a  retailer  or  other  dealer,  not  a 
manufacturer.  The  goods  lying  on  the  shelves  do  not 
depreciate  in  value.  They  can  be  replaced  any  day  at 
the  market  price  without  any  such  charge,  and  while 
we  are  aware  that  this  system  has  been  adopted  by 
some  acountants,  it  is  certainly  not  a  legitimate  cost 
charge  as  against  a  fire  insurance  company. 


HAVE  YOUR  POLICIES  MADE  UNIFORM. 

What  the  Insurance  Advisory  Department  is  doing 
for  members  of  the  Ontario  Association  is  shown  by 
the  experience  of  W.  P.  Macpherson,  Prescott. 

Mr.  Alacpherson  is  carrying  fire  insurance  in  seven 
companies  and,  after  the  association  arranged  with 
Ross  &  AVright,  Toronto,  to  examine  policies  and  adjust 
losses  for  association  members,  he  sent  his  policies  to 
Ross  &  Wright  for  examination,  the  fee  being  50  cents 
per  policy  examined.  .Acting  on  their  advice  Air.  Afac- 
pherson  retjuested  the  various  companies  to  make  vari- 
ous corrections  and  strike  out  all  red  ink  variations. 
Considerable  trouble  was  experienced  in  inducing  one 
of  the  companies  to  agree  to  the  changes  desired,  but 
all  have  now  done  so,  and  all  of  Air.  Alacpherson's  poli- 
cies are  now  concurrent  and  free  from  red  ink 
variations. 

Tiie  accompanying  letters  show  how  one  of  the  com- 
]ianies  tried  to  side-step  the  request  for  uniform 
policies. 

Letter  from  Insurance  Company. 

"Dear  Sir, — AVe  are  in  receipt  of  your  favor  enclos- 
ing new  forms  which  you  wish  us  to  attach  to  the  above 
l)olic.v,  and  note  that  these  new  forms  cancel  all  varia- 
tions to  the  policy  conditions  other  than  those  contained 
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on  the  policy  itself,  and  before  agreeing  to  this  we  shall 
be  interested  to  learn  which  of  these  variations  you 
take  exception  to.  AVe  might  say  that  these  variations 
are  placed  there  in  the  main  part  merely  for  the  pur- 
pose of  rendering  Statutory  Conditions  more  clear  and 
intelligible  and  to  bring  the  attention  of  the  assured  to 
other  important  matters,  Avhich  although  not  referred 
to  in  the  policy  conditions  themselves  are  covered  by 
tlie  common  law  of  the  country.  We  do  not  think,  there- 
fore, that  any  iiseful  purpose  would  be  served  by  can- 
celling them  entirely,  but  if  there  is  any  particular 
variation  to  which  you  take  exception,  we  shall  be 
pleased  to  consider  the  question  of  cancelling  it." 

Mr.  Macpherson's  Reply. 

"Gentlemen, — In  regard  to  the  clause  in  my  sched- 
ule of  insurance  wliich  cancels  all  variations  to  the 
policy  conditions,  I  may  say  that  I  have  a  large  nuiiiber 
of  policies  on  my  premises,  including  stock  and  fix- 
tures and  that  I  wish  to  have  all  policies  subject  to  the 
Statutory  Conditions  only.  While  there  may  be  no  ob- 
jections to  the  variations  of  your  policy,  and  while  it 
may  be  quite  true  that  the  variations  in  that  policy 
are  "there  in  the  main  part  merely  for  the  purpose  of 
rendering  the  Statutory  Conditions  more  clear  and  in- 
telligible," and  while  these  may  all  be  "covered  by  the 
common  law  of  the  country,"  still  some  of  the  compan- 
ies have  variations  which  are  neither  just  nor  reason- 
able, and  which  I  am  not  desirous  in  case  of  loss  to  have 
to  prove  unjust  and  unreasonable  in  court.  There  are 
a  number  of  companies,  including  the  Union,  Commer- 
cial Union,  Acadia,  Nova  Scotia,  and  I  believe  the  Nor- 
wich Union,  which  are  issuing  policies  without  any 
variations. 

"I  am  informed  on  good  authority  that  practically 
all  companies  are  waiving  these  variations  upon  re- 
quest made  similarly  to  my  own.  I  may  say  that  I  am 
perfectly  satisfied  with  insurance  in  your  company.  I 
trust  you  may  see  fit  to  do  as  the  other  companies  on 
my  risk  have  done,  and  accept  the  schedule  forwarded 
you." 


REDUCTION  OF  FIRE  INSURANCE  RATES. 

The  rates  paid  for  fire  insurance  interests  the  mer- 
chant more  than  any  other  phase  of  the  question.  He 
may  take  a  cursory  glance  at  his  contract,  he  may  in- 
sist that  his  companies  are  all  tariff  (as  if  that  insured 
ideal  insurance),  he  may  even  carry  plenty  of  insur- 
ance, but  on  the  reneAval  of  every  policy  he  is  almost 
sure  to  complain  of  the  excessive  cost  and  consider  the 
advisability  of  either  buying  cheaper  insurance  or  not 
renewing  at  all.  Now  cheaper  insurance  can  be  ob- 
tained in  the  end  by  only  one  means  and  that  is  reduc- 
tion of  fire  waste.  That  fire  insurance  in  Ontario  is  in 
a  bad  way  is  proved  bya  table  published  in  Saturday 
iVight  on  ".Tune  28th,  which  shows  that  over  $1,600,000 
has  l)een  lost  by  shareholders  in  companies  promoted  in 
Ontario  in  the  last  fifteen  years,  and  that  only  one  of 
these  companies  has  made  a  profit,  and  that  of  $65.00. 

The  Hardwarenian  is  vitally  interested  in  this  ques- 
tion, for  rates  on  hardware  establishments  rule  higher 
tlian  on  many  other  lines  and  besides  every  means  that 
r;in  l)e  used  to  reduce  chances  of  fire  is  that  much 
greater  chance  for  final  success  in  business.  All  losses 
are  finally  paid  hy  the  public. 

Some  of  the  hazards  of  the  hardware  business  that 
particularly  effect  the  rate  and  the  hazard  may  well  be 
considered  and  so  far  as  possible  mitigated  or  removed. 


Gasoline. — We  doubt  that  one  hardware  store  in 
twenty  is  handling  this  profitably.  Kept  in  the  build- 
ing with  a  permit  in  quantities  over  one  gallon,  it  adds 
twenty-five  cents  to  one  dollar  per  Imndred  to  the 
rate ;  kept  without  a  permit  it  avoids  the  insixrance. 
We  strongly  urge  that  it  be  kept  entirely  outside,  pre- 
ferably underground  or  in  a  small  shed  for  that  pur- 
pose only,  and  that  it  be  handled  entirely  outside  the 
building. 

Oils. — Any  quantity  over  five  gallons  of  coal  oil  re- 
cpiires  a  permit  from  the  insurance  companies.  Wher- 
ever possible,  oils  of  all  kinds  should  be  kept  in  a  se- 
parate fire  proof  section,  or  kept  outside  and  under- 
ground. The  oil  hazard  is  a  great  one.  The  practice 
of  keeping  oils  in  cellars  cannot  be  too  strongly  con- 
demned. The  oils  soak  the  floor,  are  gathered  up,  on 
sawdust  or  other  inflammable  absorbents  and  ignite 
from  spontaneous  combustion;  in  case  of  fire  they  are 
intensely  inflammable  and  almost  inextinguishable,  and 
the  smoke  of  cellar  oil  fire  ruins  hardware  stocks.  The 
most  up-to-date  hardware  men  are  completely  chang- 
ing their  system  of  handling  oils,  are  discarding  the 
wasteful,  dirty,  costly  tapped  barrel  and  installing  the 
underground  separate  annex  building  pump  systems. 

Glass. — The  handling  of  glass  in  cellars  and  litter- 
ing them  Avith  straAv  should  be  avoided. 

Sawdust. — Never  use  it  as  an  absorbent  for  oils, 
spontaneous  combustion  is  sometimes  sIoav,  but  it  is 
just  as  effective  as  the  good  old  mice  and  matches. 

Gunpowder. — Only  tAventy-five  pounds  are  per- 
mitted on  the  premises  by  law  without  voiding  the 
policy.  Keep  as  small  a  quantity  as  possible  but  be 
sure  to  get  a  permit  IN  WRTTINOI  from  the  insurance 
companies  for  the  maximum  quantity  you  may  ever 
haA'e  at  one  time. 

Gasoline  Fire  Pots. — Keep  them  outside ;  but  if  you 
do  use  them  see  that  you  get  a  permit. 

Open  Stairs,  Well  Holes,  Elevators  and  Sky  Lights. 
— These  are  the  finest  means  in  the  Avorld  for  increas- 
ing fire  waste,  they  are  excellent  at  increasing  insur- 
ance rates.  They  can  nearly  ahvays  be  made  safe  by 
economical  methods. 

Fire  Buckets. — Superior  to  any  other  system  of  fire 
protection,  except  perhaps  automatic  sprinklers ; 
cheap  ;  AA'hen  properly  installed,  cleanly  and  attractive  ; 
wonderfully  effective.  If  the  public  could  only  grasp 
the  great  economy  of  the  fire  bucket,  there  would  l^e  a 
statute  enacted  and  rigidly  enforced  requiring  its  in- 
stallation in  every  mercantile  office  or  manufacturing 
biiilding.  One  liarrel  or  tank  and  three  pails  to  cA^ery 
2,500  feet  of  floor  area  under  the  specific  tariff'  reduces 
rates  5c.  per  hundred.  Figure  it  out  and  you  will  find 
they  pay  for  themselves  every  year  in  reduced  rates, 
ancl  you  have  them  and  their  protection  for  your  invest- 
ment. They  are  before  all  the  other  fire  apparatus,  fool 
proof. 

Specific  Rating. — If  your  toAvn  is  specifically  rated, 
ask  your  agent  to  get  you  a  copy  of  the  detail  of  rat- 
ing, you  Avill  be  surprised  to  learn  hoAv  that  rate  is  made 
up,  you  will  find  many  charges,  the  justice  of  Avhich  you 
AA'ill  recognize,  but  the  folly  of  not  rectifying  the  con- 
ditions resulting  to  the  charges  Avill  appeal  to  you  at 
once  if  you  compute  the  annual  extra  rate  and  treat 
it  as  interest  on  the  money  invested  in  tli(>  iiiiiirove- 
ments. 

The  Advisory  Department  Avill  be  pleased  to  consult 
Avith  you  on  this  and  all  otlier  features  of  your  insur- 
ance. 
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A  Year's  Progress  in  the  Stove  and  Heating  Trades 

Review  of  the  conditions,  the  changes,  the  new  features,  and  the  outlook  for  the  Canadian  Stove  and 
Furnace  trades.    Prices  are  firm,  the  foundries  busy,  stocks  light  and  every  prospect  of  a  shortage  this  fall. 


IJovievvin^'  the  stove  ;iinl  licatin<i  Irjulos  for  the  jiast  year, 
it  is  clearly  seen  that  conditions  are  f^reatly  improved  and 
the  outlook  is  much  brighter  for  manufacturers  than  a  year  or 
two  ago. 

Prices  are  firm,  with  no  thouf^ht  of  a  reduction,  while 
there  have  been  some  small  advances  on  certain  lines.  J'i^ 
iron,  sheets  and  other  materials,  have  held  firm  in  price 
throuffoiit  the  year,  while  laljor  conditions  have  imj)roved. 
Wafjes  have  not  been  lowered,  and  they're  not  likely  to  be, 
but  more  molding  machines  are  being  used  and  the  labor 
strikes,  which  caused  stove  manufacturers  so  much  trouble 
during  the  past  year,  have  passed  away,  most  foundrymen  now 
having  a  fairly  complete  staff  of  molders.  More  men  could  be 
used,  of  course,  but  with  strong  outside  competition,  higher 
wages  canot  be  paid  to  meet  the  wishes  of  the  members  of 
the  trades  unions. 

Some  com])laint  is  heard  from  stove  manufacturers  about 
workings  of  the  mergers  controlling  the  iron  and  steel  trades 
in  Canada.  Foundrymen  are  not  averse  to  trade  organization. 
They  have  a  stove  association  themselves.  But  they  point  out 
that  the  iron  furnace  men  are  charging  "all  the  traffic  will 
bear,"  and  by  so  doing  are  placing  a  heavy  handicap  upon 
Canadian  foundrymen,  who  have  to  compete  with  United  States 
stove  makers,  who  are  favored  with  cheaper  raw  materials  and 
a  larger  outjiut.  The  Canadian  price  for  pig  iron,  they  point 
out,  is  the  U.  S.  price  plus  the  duty,  and  as  the  blast  furnace 
men  c;in  bring  in  their  raw  ore  free  of  duty  they  can  afford 


to  sell  to  Canadian  manufacturers  at  a  closer  j.rice  than  they 
are  now  doing.  Stove  manufacturers  are  willing  to  pay  a  fair 
price  to  Canadian  iron  producers,  but  when  the  latter  take 
full  advantage  of  the  protective  duty  and  bounty,  they  put 
themselves  into  the  i)osition  of  forcing  foundrymen  who  pre- 
fer to  use  Canadian  iron  to  buy  from  United  States  furnaces. 

This  raw  material  question  is  one  of  the  handicaps  Cana- 
dian stove  makers  have  to  overcome  in  their  effort  to  hold  the 
growing  western  market  for  Cjinadian  made  goods. 

Co-operative  Selling  Plan  Suggested. 

Selling  ])rices  to  retailers  are  considered  satisfactory  to 
stove  manufacturers,  but  selling  expenses  are  too  high,  par- 
ticularly in  the  Western  Provinces.  This  need  of  economiz- 
ing has  caused  manufacturers  to  give  serious  thought  to  the 
shortening  of  selling  terms.  The  manufacturers  have  to  pay 
for  their  material  in  .30  days,  and  tney  see  no  reason  why  they 
should  give  from  three  to  six  months'  credit  to  retailers. 
United  action  could  not  be  decided  upon  this  year,  but  it 
seems  probable  that  stove  makers  will  shorten  their  terms  to 
■'two  oft'  30  days,  and  60  days  net"  next  season. 

The  high  costs  incidental  to  selling  in  the  West  has  led 
to  the  suggestion  that  a  number  of  the  smaller  stove  and  fur- 
nace manufacturers  might  to  advantage  co  operate  in  selling  in 
Winnipeg  and  other  Western  cities. 

"It  costs  us  between  $.30,000  and  $35,000  to  maintain  our 
five  warehouses  and  selling  staff  in  Western  Canada,"  said 
one  manufacturer,  "while  if  we  were  to  enter  into  an  arrange- 
ment with  say  five  other  stove  foundrymen,  and  co-operate  in 
maintaining  joint  warehouses  and  selling  staffs,  our  combined 
selling  expenses  of  over  $200,000  could  be  reduced  probably  40 
per  cent.,  and  the  savings  would  enable  us  to  compete  more 
successfully  with  the  larger  producers  in  the  U.  S. " 

This  i>lan  would  not  interest  the  larger  concerns,  making 
full  lines  of  hot  water  boiler,  radiators,  enamelware,  etc.,  but 
it  deserves  the  serious  consideration  of  the  smaller  foundry- 
men. 

Carload  orders  for  stoves,  etc.,  are  still  being  received 
from  Western  retailers,  particularly  in  the  Crows  Nest  Pass 
and  other  districts  where  freights  on  small  shipments  are  very 
high.  In  Ontario,  however,  the  day  of  carload  shijiment  seems 
to  have  passed,  and  the  new  era  of  smaller  and  more  frequent 
orders  has  advantages  for  both  manufacturers  and  retailers. 

Furnace  Heating  Shows  Increase. 

In  Ontario  and  in  Western  ('anadn  there  has  been  a  steady 
growth  in  warm  air  furnace  heating,  and  manufacturers  are 
improving  the  quality  of  their  output,  taking  advantage  of 
the  many  arguments  given  out  in  favor  of  scientific  methods 
of  ventilation  by  Boards  of  Jlealth  oftieials. 

Steel  ranges  are  the  po])ular  sellers  in  the  Western  prov- 
inces, although  a  large  number  seem  to  be  still  prejudiced  in 
favor  of  malleable  ranges.  The  steel  ranges  seem  to  have 
all  the  good  qualities  of  the  malleable,  besides  being  much 
lighter  in  weight. 

Combination  coal  and  gas  ranges  are  now  being  manu- 
factured by  a  number  of  foundrymen,  the  success  of  the 
luoneers  in  this  field  having  encouraged  greater  competition, 
(ias  ranges  have  had  an  enormous  sale  in  Western  Ontario 
towns  and  cities,  as  well  as  in  the  neighborhood  of  !N[oncton, 
X.B.,  JNFedicine  Hat  and  Edmonton,  where  natural  gas  fields 
exist.  The  gas  manufacturers  in  the  large  cities  have  also 
created  a  big  market  for  this  line,  but  by  adopting  the  policy 
of  selling  ranges  at  low  prices,  in  order  to  sell  larger  quanti- 
ties of  gas,  they  have  made  the  trade  unprofitable  for  stove 
dealers.  They  have  also  adojited  the  policy  of  making  regular 
insjiections  of  the  ranges  sold,  and  the  most  progressive  stove 
retailers  arc  using  the  same  method. 

The  increase  in  furnace  heating  is  reducing  the  market 
for  baseburners,  but  Oak  and  Quebec  heaters  seem  to  be  in 
increasing  demand.    Oil  stoves  and  heaters  have  experienced 


MAY  BE  A  SHORTAGE  OF  STOVES. 

With  hundreds  of  thousands  of  new  settlers  pour- 
ing into  Canada  this  year,  and  with  another,  and 
probably  several  more  year's  prosperity  in  sight, 
conditions  are  favorable  for  a  shortage  in  stoves  and 
ranges  this  fall,  and  the  JOURNAL'S  advice  to  stove 
dealers,  particularly  in  Western  Canada,  is  to  specify 
their  requirements  for  early  shipment. 

Stove  manufacturers,  remembering  the  .shortage 
last  fall  and  the  bareness  of  stocks  in  retailer's  hands 
throughout  Canada,  are  endeavoring  to  build  up  their 
warehouse  stocks  to  be  able  to  care  for  the  rush  when 
it  comes  a  month  or  six  weeks  hence.  Stock  sheets 
seen  by  the  Journal,  however,  indicate  that  some  of 
the  largest  manufacturers  enjoyed  such  a  satisfactory 
o  trade  during  the  spring  months  that  they  have  been 
unable  to  build  up  sufficient  stocks  of  the  most  used 
styles  and  sizes  of  ranges  to  care  for  the  orders  in 
hand.  One  stove  manufacturer  reports  a  big  increase 
over  last  year's  record  figures,  and  showed  a  letter 
saying  their  Winnipeg  warehouse  would  be  bare  of 
stock  in  August.  In  both  ranges  and  furnaces  more 
orders  were  in  hand  early  in  July  than  had  yet  been 
manufactured. 

This  means  that  some  retail  dealers,  ones  who  are 
slowest  to  take  delivery,  are  likely  to  have  difficulty  in 
having  their  orders  filled.  It  would  seem,  therefore, 
the  course  of  wisdom  for  retailers  to  go  over  their 
stove  requirements  as  soon  as  possible  and  give  manu- 
facturers instructions  to  ship  next  month  before  the 
rush  comes  on.  The  goods  will  be  bought  at  fall  dat- 
ing, anyway,  so  better  take  early  delivery  than  run 
chances  of  not  having  the  goods  when  the  customers 
want  them. 

Have  the  goods,  know  the  goods  and  then  push  the 
goods,  and  it's  safe  betting  that  you  will  sell  the 
goods. 
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a  100  per  eeut.  increase  during  the  past  year,  as  a  result  of  a 
])rogressive  advertising  campaign  by  the  manufacturers. 
Hotel  and  restaurant  ranges  have  also  been  sold  in  largely 
increased  quantities,  retailers  paying  more  attention  to  this 
line. 

A  more  even  trade  is  evident  throughout  the  year  also. 
Times  are  better  and  weddings  are  more  frequent  than  several 
years  ago — and  nearly  every  wedding  means  a  stove  wanted. 
Tlie  enormous  immigration  into  the  country  also  accounts  for  a 
large  number  of  sales,  while  the  fact  that  dealers  are  adopting 
more  jn'ogressive  selling  ])lans  is  also  a  factor  in  encouraging 
farmers  niid  householders  to  jmrchase  new  find  up-to-date 
equijimont   in   pl.-ire  oi'  the  ohler  stoves  in   their  kitchens. 

Changes  in  the  Trade. 

Some  important  changes  have  taken  place  in  the  Canadian 
stove  trade  during  the  year,  the  mor.t  impoitant  of  these  beiug 
the  reorganization  of  the  Gurney-Tilden  Company,  under  the 
name  of  the  Hamilton  Stove  and  Heater  Co.,  with  Mr.  W.  H. 
Carrick  as  managing  director,  Mr.  Cromwell  Gurney  succeed- 
ing Mr.  Carrick  as  vice-president  and  general  manager  of  the 
Gurney  Foundry  Co.,  Toronto.  The  death  of  Mr.  John  H.  Til- 
den  followed  soon  after  the  transfer  was  made.  There  was 
much  talk  of  a  merger  of  the  four  Hamilton  stove  foundries 
into  one  concern,  but  the  deal  did  not  mature.  During  the  past 
month  it  has  been  reported  that  the  Hamilton  Stove  &  Heater 
Co.  had  absorbed  Bowes,  Jamieson  &  Co.,  the  report  arising,  no 
doubt,  because  of  the  taking  over  by  the  former  company  of  the 
patterns  of  some  ranges  which  will  in  future  be  made  solely 
by  the  Stove  and  Heater  Co. 

There  have  also  been  some  important  changes  in  the  staff 
of  the  Pease  Foundry  Co.,  Mr.  D.  J.  McKinnon,  well  known  to 
the  trade  for  liis  many  years  connection  with  the  Pease  Com- 
pany, but  for  about  three  years  engaged  in  other  work,  having 
assumed  control  again  in  succession  to  J.  T.  Sheridan.  J.  L. 
Koss  is  now  vice-president  and  Mr.  Boss  McKinnon,  secretary 
and  sales  manager.  The  Pease-Waldon  Co.,  Winnipeg,  is  now 
under  the  management  of  James  N.  Bell. 

C.  Norsworthy  Co.,  St.  Thomas,  have  entered  the  heating 
trade  during  the  year  by  taking  over  the  patterns  of  the 
Howard  Furnace  from  the  Shantz  Foundry  Co.,  Berlin.  They 
are  also  making  a  hot  water  boiler,  and  may  add  stoves  to 
tlicii'  line. 

Dominion  Stove  &  Foundry  Co.,  Pentanguishine,  was  or- 
ganized last  fall  to  manufacture  stoves  and  ranges,  but  they 
are  not  yet  producing  goods. 

Butterworth  Foundry  Co.,  Ottawa,  now  under  the  niauage- 
nieiit  of  Mr.  G.  A.  Connor,  are  making  some  improvements  to 
their  line,  besides  adding  two  new  cast  ranges,  the  "Fairy" 
and  the  "Beauty  Diamond,"  particularly  adapted  for  city  and 
town  trade,  being  medium  price  and  thoroughly  up-to-date. 
The  "jNIaple  Leaf  Diamond"  furnace  is  another  addition  to 
tlii-ii-  lini'. 

James  Stewart  Mfg.  Co.,  Woodstock,  are  bringing  out  a 
new  furnace,  the  "Equator,"  of  circle  waterpan  construc- 
tion, and  are  also  featuring  the  "Good  Service"  heater,  both 
being  ada])ted  for  Ontario  and  Western  trade.  They  also  have 
a  new  medium  priced  steel  range  under  construction. 

Thomas  Davidson  Mfg.  Co.,  Montreal,  are  featuring  their 
"  I'remier  Maratiion,"  a  medium  priced  steel  rauge,  which  is 
ljuiit  for  the  Ontario  and  Western  trade. 

Hamilton  Stove  &  Heater  Co.,  Hamilton,  amongst  other  new 
lines,  lia\('  a  combination  coal  and  gas  range.  The  grates  are 
not  interchangeable,  there  being  four  gas  cooking  holes  behind 
tlie  two  coal  holes,  making  six  in  all,  which  can  be  used  with  a 
coal  fire.  The  oven  is  fitted  for  both  coal  and  gas,  and  the  range 
is  made  in  both  decorated  and  jilain  styles. 

D.  Moore  Co.,  Hamilton,  have  a  new  range  in  their  "I  X  L 
Trcasurr, '■  a  n  asonably  ]iriced  combination  range,  built  to 
assist  retailers  in  meeting  the  dejiartmental  store  trade.  Other 
new  linos  will  lio  announced  later. 

Burrow,  Stewart  &  Milne,  Hamilton,  have  added  a  new 
jiattern  ".lewd,''  low  furnace  to  their  full  line  of  coal  and 
gas  ranges,  furnaces,  etc.  They  liavc,  also  established  a  Win- 
ni]i(>g  warehouse  in  order  to  l)etter  serve  their  Western  cus- 
tomers, their  line  having  been  handled  in  the  jiast  by  ^Merrick, 


Anderson  &  Co.,  Winnipeg.  The  Winnipeg  branch  is  under  the 
management  of  J.  Haney. 

Tuttle  &  Bailey  Manufacturing  Co.,  Bridgeburg,  are  bring- 
ing out  some  new  styles  of  registers,  and  are  pre[  aring  plans 
for  a  large  new  plant. 

McClary  Mfg.  Co.,  London,  have  perfected  a  new  style  of 
decorating  the  backs  of  ranges.  Instead  of  using  a  tile  back 
they  are  fitting  their  ranges  with  a  beautifully  enameled  steel 
sheet,  which  they  claim  is  cleaner  and  more  durable  than  tile, 
there  being  no  bolt  holes  or  cracks  to  gather  dirt  or  become 
broken.  In  their  gas  ranges  they  also  use  white  enamel  trays, 
liruiler  ])ans,  etc.,  and  supjily  with  a  glass  oven  door  when, 
desired. 

Gurney  Foundry  Co.,  Toronto,  are  introducing  this  year 
amongst  other  lines  the  "Compact  Cabinet"  gas  range,  a 
very  handsome  range  taking  up  only  .3  feet.  4  inches  of  floor 
space,  and  containing  all  the  advantages  of  ranges  taking 
4 1-2  feet  floor  space,  having  cast  iron  sections  instead  of  a 
coil,  being  modeled  after  the  Gurney-Oxford  hot  water  boiler, 
is  another  addition  which  has  great  promise.  A  new  line  of 
oak  heaters  is  also  being  introduced  and  some  other  additions 
will  be  announced  later. 

Moffat  Stove  Co.,  Weston,  have  brought  out  a  new  gas 
range  to  compete  with  the  ranges  sold  by  the  gas  companies. 
It  is  fitted  with  an  all  glass  oven  door  and  can  be  connected 
with  a  coal  and  wood  attachment.  They  have  also  built  a 
considerable  addition  to  their  plant  during  the  year. 

Enterprise  Foundry  Co.,  Sackville,  N.B.,  have  made  exten- 
sive additions  to  their  line  this  year,  including  the  "Enter- 
jirise  Prince,"  a  moderate  priced  and  attractive  steel  range. 
The  "Enterprise  Camper,"  a  large,  heavy  and  serviceable 
steel  range,  with  an  oven  24  x  26  x  15  inches,  is  another  new 
line.  There  are  also  two  new  laundry  stoves,  the  "Joy"  and 
the  "Charm,"  weighing  40  and  62  pounds  respectively.  The 
"New  Comfort"  furnace,  No.  150,  is  still  another  addition,  it 
being  intended  as  a  cheaper  line  than  their  leader,  the  "  En- 
terjorise  Blazer."  One  more  new  line  taken- up  is  fire  place 
fixtures,  this  including  a  large  variety  of  open  and  basket 
grates  and  andirons.  The  "Enterprise  Monarch"  steel  range, 
is  fitted  this  year  with  a  glass  oven  door. 

Findlay  Bros.,  Carleton  Place,  have  a  new  cast  range,  the 
"Regal  Favorite,"  built  from  the  wood  in  their  own  works, 
with  a  long  and  very  large  fire  box,  particularly  suited  to  coun- 
try trade.  They  have  added  to  their  plant  during  the  year, 
and  their  capacity  is  much  greater  than  before. 

James  Smart  Mfg.  Co.,  Brockville,  have  two  new  sizes  of 
their  "Tropic"  furnace  this  season. 

Down  Draft  Furnace  Co.,  Gait,  are  introducing  two  new 
steel  ranges,  one  a  high  grade  and  the  other  a  medium  priced 
range,  both  of  which  are  intended  for  both  Ontario  and  West- 
ern trade.  The  "Art  Banner,"  a  new  cast  range  is  a  model  ' 
of  simple  but  thorough  construction.  A  large  addition  has 
been  made  to  their  plant  this  season. 

Doherty  Mfg.  Co.,  Sarnia,  have  brought  out  several  new 
steel  ranges  this  season,  adapted  to  Western  trade,  and  made 
to  sell  at  prices  suited  to  different  classes  of  trade.  In  order 
of  price  the  new  line  are:  "Solar  Favorite,"  "Novel  Favor- 
ite," and  "Glen  Favorite."  The  special  features  of-  these 
lines  are  the  large  ovens  and  flues,  well  proportioned  fire  boxes, 
drawout  duplex  grates,  and  heavy  blue  X'olished  steel. 

Canadian  Heating  &  "Ventilating  Co.,  Owen  Sound,  amongst 
other  things,  have  a  new  side  wall  register,  the  "Empire  Spe- 
cial," made  in  8  x  10  and  9  x  12  sizes.  Their  No.  160  "Em- 
pire King"  furnace  is  also  being  featured  this  year,  it  being 
specially  made  for  medium  sized  houses,  -wdiere  a  moderate 
priced  furnace  is  required. 

W.  J.  Copp,  Son  &  Co.,  Fort  William,  have  made  important 
imjirovements  to  their  "Silver  Queen"  range,  while  the  "Sil- 
ver King,"  a  high  class  range,  with  18  and  20  inch  ovens,  and 
the  "Silver  Prince,"  now  readj^  in  16  and  18  inch  sizes,  with 
14  inch  ready  in  August  arc-  iie-n'  ailditions. 

The  Canada  Malleable  Range  Co.,  formerly  of  Toronto,  are 
now  manufacturing  at  Oshawa,  they  still  following  the  policy  of 
selling  direct  to  consumers  instead  of  through  the  trade. 

Adam  Hall,  Limited,  Peterboro,  moved  into  a  fine  new 
foundry  early  tliis  year,  and  are  s|iecializing  on  hotel,  res- 
taurant, logging  and  lumbering  (■.•imp  ranges. 
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D.  J.  Barker  &  Co.,  Picton,  is  featuring  the  Chami)ion  Grate 
in  tlie  "rc;irl  Clininpion, "  cast  iron  range  this  year. 

The  Pirrin  Plow  &  Stove  Co.,  Smith's  Falls,  have  no  ad- 
ditions to  their  line  this  year. 

Vulcan  Stove  Works,  London,  and  Tremblay  Bros.,  I'em- 
lirokc,  ;ir('  two  otlirr  new  loin  crns,  the  latter  making  a  Quebec 
heater  fitted  with  a  grate. 

Modern  Malleable  Range  Co.,  removed  from  Leamington  to 
(,'liathain,  and  their  output  is  now  ))eing  sold  largely  by  the 
Marsliall-Wells  Co.,  Winnipeg. 

Lee  Mfg.  Co.,  Pembroke,  are  broadening  out  into  stove 
manufacturing,  making  a  line  of  "Peerless"  steel  ranges, 
"Crown  Acorn"  ranges,  steel  shanty  ranges  and  "Peerless" 
cook  stoves. 

National  Mfg.  Co.,  Ottawa,  have  also  established  a  plant  at 
Brockville,  and  intend,  it  is  understood,  to  sell  more  through 
the  trade  and  less  through  ]iedlars. 

Aylmer  Pump  &  Scale  Co.,  Aylmcr,  Ont.,  are  entering  the 
stove  business,  and  will  have  a  staff  of  salesmen  selling  to  far- 
mers in  the  Western  Provinces  during  the  coming  winter. 

Guelph,  Grundy  and  Griffin  foundries  at  Guelph,  are  not 
now  active,  with  the  exception  of  the  Guelph  Stove  Co.,  who 
are  producing  cheap  stoves  for  departmental  store  trade. 

Supreme  Heating  Co.,  Welland,  are  now  under  the  manage- 
ment of  .Tames  .T.  lliekey,  in  succession  to  .John  T).  Meister. 
They  hav(>  brought  out  new  -gas  and  coal  ranges,  and  are  talk- 
ing of  enlarging  their  plant  to  go  into  the  furnace  field,  their 
capacity  for  ranges  being  booked  U]1  for  this  season,  owing  to 
a  large  order  from  a  jobbing  house. 

Specialty  Mfg.  Co.,  Grimsby,  is  a  new  concern,  under  the 
management  of  Mr.  Woolverton  and  Hugh  Walker,  formerly 
of  the  Walker  Steel  Knnge  (!o.  Tliey  manufacture  sprayers, 
ladders,  Quebec  heaters  and  Oak  heaters,  the  "Special  Oak" 
lieing  made  in  12,  14  and  16  inch  sizes. 

Hall-Zryd  Foundry  Co.,  Grimsby,  will,  it  is  understood,  re- 
move to  ITespeler  next  winter,  having  secured  the  firie  large 
]>lant  of  the  Parkin  Elevator  Co. 

Brantford  Steel  Eange  Co.,  Brantford,  started  in  business  a 
little  over  a  year  ago  manufacturing  a  special  line  of  double 
oven  steel  range,  but  this  season  have  added  several  new, 
single  ()\  ('n  lines  ]>art  ic\ilarly  suited  to  Western  trade. 

Wilkinson  Plow  Works,  Toronto,  who  were  making  a  warm 
air  furnace,  but  not  advertising  it,  liavo  gone  out  of  business. 

Chas.  Fawcett,  Limited,  Sackville,  N.B.,  have  succeeded 
the  Charles  Fawcett  Mfg.  Co.,  the  capitalization  of  the  new 
com|iany  being  ijioOO.OOO. 

Thompson  &  Sutherland,  North  Sydney,  N.S.,  successors  to 
A.  C.  Thompson,  Limited,  are  featuring  two  new  steel  ranges, 
this  year,  the  "Alaska"  and  the  "Bonanza."  They  are  also 
making  a  complete  line  of  cast  ranges,  four  styles  of  "Ideal" 
furnaces  and  the  "Reliance,"  a  soft  coal  hot  water  boiler. 

Calgary  Stove  and  Furnace  Co.,  Calgary,  is  a  new  com- 
jiany  being  establislied  at  Calgary  to  manufacture  stoves  and 
furnaces,  the  manager  being  Mr.  Fleming,  formerly  su[)crin- 
tendent  of  the  Butterworth  Foundry,  Ottawa. 

Clare  Bros.  &  Co.,  Preston,  have  increased  the  caj)acity 
of  their  plant  during  the  year  and  added  several  new  lines 
with  im])rovements  to  their  Stoves,  Ranges  and  Furnaces. 
They  have  just  issued  one  of  the  mos ,  handsome  catalogues 
illustrating  their  goods  ever  produced  in  Canada.  In  Steel 
Ranges  their  new  "Western  Hero"  meets  the  growing  demand 
for  a  range  that  is  well  finished,  perfect  in  operation,  riglit 
in  appearance  and  at  the  same  time  low  in  price.  It  is  made 
in  16  and  18  inch  sizes,  with  reservoir  and  high  closet.  The 
"Paragon  Peninsular"  is  another  new  steel  line,  with  guaran- 
tee of  good  material,  workmanship  and  operation,  and  up-to- 
date  features.  The  "Royal"  and  "Monarch"  steel  ranges  are 
now  equipped  with  steel  base,  with  higher  legs  than  formerly. 
Their  well  known  "Hilda"  furnace  comes  out  this  season, 
with  a  new  dress  and  featuring  a  horse  shoe  water  pan  ex- 
tending around  the  furnace  from  one  side  of  front  door  to 
other  to  give  every  register  its  share  of  evaporation.  A  soft 
coal  furnace.  The  "Standard,"  for  Western  trade  is  placed 
on  the  market  this  season  equipped  with  smoke  consuming  fire 
])ot,  double  return  flue  type  of  radiation,  which  it  is  claimed 


burns  soft  coal  very  satisfactorily.  A  new  furnace  cataloj^e 
will  be  issued  about  a  month  with  full  particulars. 

Wm.  Buck  Stove  Co.,  Brantford,  have  added  this  season 
two  new  steel  ranges,  "Victor"  and  "Coronation,"  in  plain 
design,  with  drop  oven  door,  high  closet  and  selling  at  moderate 
price.  They  have  also  brought  out  a  new  base  burner,  the 
"Radiant  Home,"  made  to  burn  anthracite  stove  coal. 

PROSPECTS  NEVER  WERE  BRIGHTER. 

By  H.  H.  Piggott,  Credit  Manager  J.  H.  Ashdown  Hardware 
Co.,  Winnipeg. 

I  have  much  jileasure  in  giving  the  Journal  a  s'lort  state- 
ment of  present  conditions  as  I  see  them  throughout  the 
West. 

Naturally,  the  drought  of  last  year,  which  reduced  the 
crop  very  decidedly,  caused  a  halt  in  the  development  which 
had  been  going  on  in  the  country;  that  is  to  say,  in  the  amount 
of  business  which  was  being  done,  though  of  course  it  did  not 
stay  the  railways  in  their  extensions  nor  to  a  great  extent  did 
it  hinder  immigrants  coming  in.  At  the  same  time,  un- 
doubtedly it  affected  business  as  a  whole.  The  result  was  that 
from  such  information  as  we  can  get,  the  experience  of  the 
wholesale  houses  has  been  that  their  sales  since  the  first  of 
tlie  year  have  been  about  the  same  as  during  the  same  period 
in  1910,  whereas  if  we  had  had  a  good  crop  last  year,  they 
would  have  been  much  larger.  On  the  other  hand,  the  pros- 
pects for  the  future  never  were  brighter,  and  if  the  crop  comes 
off  a  comi)arison  of  the  last  six  months  of  1911  with  1910  will 
show  a  big  increase  in  sales. 

So  far  as  collections  are  concerned,  we  have  no  complaint 
to  make.  Obviously  there  is  not  so  much  money  in  the  country 
this  year  as  last.  More  accounts  had  to  be  carried  over  at 
the  first  of  the  year,  and  the  banks  are  giving  us  very  little 
help.  On  the  other  hand,  the  railway  building  brings  in  a  lot 
of  cash;  settlers,  who  have  been  coming  in  in  fair  quantities, 
help  collections  and  in  many  districts  these  have  been  as  good 
or  almost  as  good  as  last  year. 

The  crop  prospects,  as  is  universally  known,  never  were 
better.  The  great  drought  of  last  year  in  most  parts  of 
the  country  made  it  necessary  that  we  should  have  a  lot  of 
rain  so  as  to  bring  up  the  normal  average  of  moisture  of  tlie 
ground  and  this  is  exactly  what  the  weather  bureau  has  fur- 
nished us.  Indeed  at  isolated  points  there  is  some  comi)laint 
of  too  much  rain,  but  taking  the  country  as  a  wohle  the  con- 
ditions have  been  ideal.  Doubtless  from  one  cause  or  another, 
jtarticular  neighborhoods  may  suffer  to  some  extent,  but  in  my 
judgment  the  future  is  the  very  brightest. 

I  believe  that  as  a  result  of  this  year's  business  the  de- 
velopment of  the  country  will  be  accelerated  and  that  we  will 
continue  in  the  wonderful  progress  which  we  have  made  in 
the  West. 


IMPORTATIONS  OF  U.  S.  STOVES. 

By  W.  L.  Helliwell,  Managing  Director  Gurney  North  West 
Foundry  Co.,  Winnipeg. 

I  do  not  consider  there  are  quite  as  many  steel  furnaces 
coming  in  from  the  other  side  as  formerly.  However,  certain 
jobbers  are  starting  u|)  in  the  furnace  business,  importing  and 
handling  American  furnaces  exclusively,  so  that  if  it  is  down 
in  one  line,  it  is  up  in  the  other,  but  generally  speaking  I 
think  the  Canadian  manufacturers  in  the  furnace  business  are 
holding  their  trade  well. 

There  are  just  about  as  many  malleable  ranges  coming  in 
from  the  United  States  as  formerly.  The  Canadian  Malleable 
ranges,  we  hoped,  ■would  counteract  this,  but  they  never  will 
until  they  make  a  much  better  article.  The  finish  and  work- 
manship on  it,  is  not  in  it  as  compared  with  the^  American 
goods.  I  am  sorry  to  have  to  say  this,  but  I  know  it  is  a 
fact. 

Regarding  American  stoves,  I  think  if  anything,  they  are 
decreasing  due  to  the  Canadian  manufacturer  recognizing  that 
on  some  of  these  cheap  lines  if  he  wants  to  meet  them,  he  has 
to  practically  put  in  his  goods  at  cost.  This  of  course  is 
ruinous  business,  but  as  long  as  the  Government  continues  to 
allow  the  American  manufacturers  to  dump  their  stoves  in 
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here  at  any  old  price,  they  see  fit,  it  will  continue.  The 
"Dumping"  clause,  in  my  opinion,  is  of  no  more  use  than 
a  fifth  leg  to  a  cow.  It  is  so  easily  gotten  over  that  it  is  almost 
a  farce.  The  only  thing  that  tue  Eastern  foundrymen  can  do 
to  stop  the  U.  S.  manufacturers  putting  their  goods  in,  is  to 
see  that  the  Government  make  the  Americans  invoice  their 
goods  for  duty  purposes  exactly  the  same  as  they  are  sold  in 
the  regular  way  In  the  States,  and  from  all  appearances  this 
seems  not  worth  while  trying. 

Stove  and  heating  business  at  present  is  not  very  brisk, 
as  most  of  the  merchants  in  these  lines  are  buying  very  eon- 
ser\-atively,  whi''h  is  a  good  thing,  and  will  not  do  anything 
until  the  crop  is  assured.  The  crop  prospects  never  looked 
brighter,  and  unless  something  unforeseen  happens,  we  should 
have  the  biggest  fall  trade  that  this  country  has  ever  seen. 


BLANK  FOR  STOVE  REPAIRS. 

The  hardware  concern  that  takes  up  the  stove  repairing 
business  must  be  prepared  for  snags,  one  of  which  is  the  order- 
ing of  parts  for  customers  who  fail  to  call  for  them.  The  fol- 
lowing has  proved  to  one  firm  an  admirable  way  in  which  to 
keep  track  of  repairs.  It  is  most  convenient  when  printed  on  a 
slip  about  five  by  six  inches  in  size: 

Date  or  order,  1911. 

Name  of  Stove   

Name  of  manufacturer   

No.  of  stove  Date  of  last  imtent   


Freight  or  express 
Amount  deposited 

Who  for   

Address   

Kemarks   


Beneath  the  above  there  should  be  an  explanation  as  to 
why  the  deposit  was  asked  for,  even  from  well-known  cus- 
tomers whose  accounts  are  O.K.    Something  like  this: 

"We  maintain  a  Stove  Repair  Dejoartment  largely  for  the 
benefit  of  our  customers.  As  parts  ordered  and  not  called  for 
become  in  most  cases  a  dead  loss  to  us,  we  ask  a  deposit  on 
all  such  orders.  This  is  a  rule  that  we  cannot  break,  and 
jdease  do  not  ask  us  to  do  so.  Always  ask  for  copy  of  your 
order,  wiiich  also  serves  for  a  receipt  for  the  amount  de- 
j)osited.  " 


PUSHING  THE  FURNACE  TRADE. 
By  A.  E.  Karges,  Manager  James  Stewart  Mfg.  Co.,  Winnipeg. 

i  just  received  two  copies  of  the  Hardware  and  Stove 
.lounial,  and  they  looked  so  attractive  I  had  to  read  them 
before  going  to  bed.  You  have  been  building  up  the  journal 
very  rapidly,  and  I  do  not  see  why  a  good  live  paper  should 
not  receive  the  support  of  the  merchants  and  the  manufac- 
turers. I  will  try  and  send  something  of  interest  to  you  from 
time  to  time,  and  will  mention  the  Journal  to  any  not  already 
subscribing. 

The  demand  for  furnaces  in  the  West  is  growing  very 
rapidly,  and  our  merchants  do  not  lack  interest  along  this  line, 
and  the  competition  is  very  keen.  In  the  larger  places  the 
furnace  business  is  well  represented,  either  by  the  hardware 
merchant  or  the  tinsmith  and  furnace  man. 

In  the  cities  a  great  many  houses  are  built  for  specuhxtive 
purposes,  and  the  contractor  invariably  chooses  the  cheapest, 
this  having  a  tendency  to  hurt  the  hot  air  business.  Where  it 
is  possible  to  get  in  touch  with  a  party  that  is  building  a 
home,  the  verj'  best  at  a  fair  price  is  easiest  to  sell.  Mer- 
chants representing  a  high  grade  furnace  make  a  great  mis- 
take by  not  keojiing  a  furnace  display  on  their  floor,  and  ae- 
casionally  devoting  a  window  to  this  end  of  their  business, 
because  the  numlier  of  high  grade  furnaces  is  limited,  and  the 
average  buyer  is  practical  enough  to  notice  the  difference  be- 
tween a  first  grade  furnace  and  one  , of  the  ordinary  type.  In 
catering  to  tlie  best  trade  it  is  also  necessary  to  give  the  pur- 
cliaser  an   oiitliiio  of  the  pii'C  construction,  arnl   :i    few  boxes 


and  elbows  properly  placed,  will  help  considerably  along  this 
line. 

The  range  trade  is  much  different  to  furnaces.  A  great 
many  ranges  are  on  a  par  as  far  as  construction,  and  a  large 
amount  dejjends  on  the  style  of  ornamentation  that  appeals  to 
the  purchaser,  and  in  this  way  there  is  a  great  scope  for  the 
designer. 

The  mail  order  competition  is  not  felt  to  any  great  ex- 
tent by  the  hardware  trade  in  the  larger  places,  where  the 
merchant  can  afford  to  keej)  a  well  assorted  stock,  and  make 
an  effort  to  display  it  projjerly,  and  the  attractive  store  will 
do  more  to  hold  trade  than  anything  else.  In  the  smaller 
towns,  where  the  general  merchant  is  supposed  to  carry  every- 
thing, there  are  cases  where  he  cannot  afford  to  buy  a  good 
assortment  in  all  lines,  and  the  particular  line  of  his  business 
that  he  neglects,  the  mail  order  house  gets,  and  once  the  pub- 
lic get  educated  to  buying  by  mail  their  list  gradually  grows 
until  all  lines  are  affected. 

USE  SYSTEM  ON  FURNACE  CONTRACTS. 

By  E.  H.  Roberts. 

The  natural  tendency  of  a  pedestrian  is  to  travel  in  a 
circle;  as  business  men  we  are  apt  to  do  the  same  thing.  We 
start  out  at  the  first  of  the  year  with  a  determination  to 
accomplish  great  things.  We  make  splendid  resolutions  and 
map  out  a  fine  programme,  but  one  by  one  the  resolutions  are 
quietly  laid  away  where  they  cannot  disturb  our  slumbering 
conscience  and  little  by  little  our  intended  programme  be- 
comes a  fading  memory  until  at  the  beginning  of  the  suceed- 
ing  year,  we  wake  up  to  find  that  we  are  back  again  at  the  old 
starting  point  with  little  that  is  tangible  to  show  for  the  year's 
grind. 

This  is  in  a  measure  true  of  all  lines  of  trade,  but  par- 
ticularly so  in  the  heating  business.  Where  one  dealer  suc- 
ceeds, nine  find  on  investigation,  or  would  find  if  they  did  in- 
vestigate, that  their  losses  in  this  department  very  nearly 
offset  their  profits;  but  right  here  is  the  difficulty.  Compara- 
tively few  hardware  or  furnace  dealers  have  a  system  which 
enables  them  to  determine  the  actual  cost  of  their  heating 
work,  and  so  they  go  on  year  after  year,  eternally  pegging 
away,  but  never  making  any  real  progress. 

General  Causes  of  the  Trouble. 

Of  course,  in  trying  to  get  at  the  root  of  this  almost  uni- 
versal complaint  among  heating  men,  we  are  bound  to  realize 
at  the  outset  that  there  are  numberless  causes  whieli  contri- 
bute to  success  on  the  one  hand  and  failure  or  lack  of  success 
on  the  other,  but  that  there  are  certain  general  causes  which 
account  for  a  large  proportion  of  the  trouble  there  can  be  no 
doubt  in  the  minds  of  those  who  have  taken  the  trouble  to 
study  the  situation.  In  a  general  way  these  causes  may  be 
classified  under  the  following  heads: 

First — Underestimating  the  actual  cost  of  heating  ma- 
terials, labor,  freight,  etc.,  due  to  lack  of  plans  to  estimate 
from. 

Second — Hit  or  miss  methods  of  installation,  leaving  much 
or  all  to  the  discretion  or  indiscretion  of  workmen  with  limi- 
ted experience. 

Third — Promising  and  attempting  to  do  impossible  things, 
with  the  idea  that  it  will  work  out  all  right  somehow,  or  that 
the  dealer  will  not  be  held  strictly  to  the  guarantee  by  his 
customer. 

Fourth — Making  verbal  agreements  in  lieu  of  regular  con- 
tracts, with  no  stipulations  in  regard  to  payments  and  no 
stipulations  covering  the  materials  to  be  used. 

Secure  Plans  and  Estimates. 

Before  attempting  to  find  a  remedy  for  these  business 
ailments,  it  is  well  to  consider  first  that  few  hardware  dealers 
can  spare  the  time  to  lay  out  heating  plans  even  if  they  have 
the  facilities  and  necessary  materials,  but  without  plans  the 
dealer  is  almost  wholly  dependent  upon  his  workmen  so  far 
as  installation  is  concerned  and  completely  at  sea  as  regards 
the  cost  of  materials  required.  There  are  tables  published  for 
the  purpose  of  enabling  the  dealers  to  approximate  the  cost  of 
residence  work  it  is  true,  but  without  plans  these  tables  are 
comparatively  useless,  for  what  would  be  the  advantage  of 
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ostiin.'iting  the  fost  of  niateriala  needed  to  instal  a  plant  one 
way,  when  it  may  be  put  in  in  a  way  entirely  different. 

Jt  would  seem  therefore,  that  the  best  and  most  practical 
solution  of  the  difliculty  for  the  average  dealer  is  to  secure 
jtlans  and  estimates  for  every  job,  or  at  least  every  one  that 
is  at  all  out  of  the  ordinary,  and  to  order  materials  in  accord- 
ance with  the  ))lans.  Jn  this  way  the  dealer  knows  exactly 
liovv  much  the  ])lant  will  cost,  even  to  the  freight,  and  it  is  not 
uecc^ssary  for  liim  to  tie  up  money  in  a  stock  of  heating 
materials. 

Another  feature  of  this  method  is  that  the  dealer  can 
turn  tlic  work  over  to  his  foreman  with  tlie  assurance  that  the 
|)laiit  will  go  in  according  to  the  latest  and  most  a[>i)roved 
metliods  and  with  the  knowledge  that  the  possibilities  of 
sul)se<|uent  trouble  and  exjiense  due  to  imperfect  installation, 
is  reduced  to  a  minimum.  Moreover,  there  is  not  much  danger 
of  such  ;i  plant  falling  down  when  put  to  the  test,  for  if  the 
engineer  who  lays  out  tlie  work  lias  the  necessary  information 
regarding  the  character  of  tli<!  building,  wall  exposure,  glass 
surface,  etc.,  he  is  not  apt  to  recommend  too  small  a  heater 
or  insufficient  connections,  nor  will  he  deliberately  attem)>t 
what  lie  knows  by  experience  is  not  likely  to  give  perfect 
satisfaction  to  the  user. 

Contract  Form  is  Necessary. 

The  necessity'  for  sonic  kind  of  a  contract  form  will  be- 
come more  and  more  apparent  as  the  volume  of  heating  busi- 
ness increases.  This  contract  should  specify  in  a  general  way 
at  least,  the  materials  to  be  used  and  the  labor  to  be  per- 
formed. Usually  the  owner  jirovides  for  the  carpenter  work, 
guarantees  a  good  flue  and  sometimes  furnishes  foundation  for 
furnace.  All  this  should  be  specified  in  the  agreement.  In 
large  school  or  church  heating,  all  carjienter  and  masonry  work 
should  be  included  in  the  general  contract  instead  of  in  the 
heating  contract,  and  in  all  contracts,  the  terms  of  payment 
should  be  specifically  stated,  as  well  as  the  price. 

Armed  with  heating  plans,  estimates,  and  contract  forms, 
the  dealer  is  prepared  to  go  after  the  heating  business  with  at 
least  a  fair  chance  of  winning  out. 

HINTS  ON  FALL  FURNACE  WORK. 
R.  W.,  in  the  Metal  Worker. 

This  is  the  time  of  the  year  wIumi  the  man  sent  out  to  lio 
furnace  repair  work  is  asked  many  questions.  If  he  has  not 
been  properly  prepared,  he  will  be  at  a  loss  to  satisfy  some  of 
the  customers  and  thereby  lose  their  good  will  and  his  em- 
ployer wil  suffer  accordingly. 

Too  many  furnacemen  fail  to  realize  that  one  of  the  com- 
])laints  from  a  furnace  when  it  is  first  ignited  up  in  the  fall 
is  the  result  of  leakage  from  the  combustion  chamber  into  the 
air  flues.  This  can  invariably  be  remedied  by  cementing 
around  where  the  coal  chute  comes  up  against  the  feed  door 
frame  or  the  front  of  the  furnace.  Some  men  go  so  far  as  to 
cement  carefully  this  and  then  take  a  hammer  and  pound  the 
cement  all  around  the  opening  to  drive  it  in  tight.  They 
then  re-cemented  it  so  there  will  be  no  crevice  or  crack  that 
is  not  filled  to  prevent  any  leakage  of  gas  at  this  point. 

It  is  useless  to  use  the  very  heavy  guages  of  sheet  iron 
for  making  the  smoke  ])ipe.  We  have  found  that  No.  24 
gauge  galvanized  material,  whether  it  is  steel,  open  hearth, 
Bessemer  or  so-called  iron,  gives  about  as  good  satisfaction  as 
if  a  much  heavier  grade  is  used.  In  our  city,  which  is  near 
the  sea  coast,  it  is  useless  to  expect  the  smoke  pipe  on  a  fur- 
nace or  boiler  to  last  more  than  two  years  unless  particular 
care  is  taken  to  burn  occasionally  during  the  summer  season 
a  large  bundle  of  paper  in  the  jiipe  to  dry  it.  The  object  is 
to  get  a  current  of  dry  air  through  the  pipe  to  absorb  the 
moisture  which  would  otherwise  collect  in  it  and  would  unite 
with  the  soot  and  form  creosote,  which  is  hard  on  the  material 
when  aided  by  the  flux  that  is  used  in  applying  the  gal- 
\aniziug. 

Some  furnacemen  have  not  as  much  faith  as  they  should 
have  in  burning  zinc  in  the  fire  the  first  time  that  a  good  coal 
fire  is  going.  The  fumes  of  the  zinc  have  the  effect  of  dislog- 
ing  the  soot  all  along  the  flue  from  its  walls  and  causing  it  to 
drop  down  to  the  bottom  of  the  chimney,  where  it  can  be 
readily  taken  out,  providing  the  flue  is  straight  from  top  to 


bottom.  If  the  flue  has  an  offset  at  any  point  this  is  likely 
to  cause  the  soot  which  falls  from  the  walls  to  lodge  on  the 
offset  and  choke  the  flue,  making  it  necessary  to  remove  it  by 
some  other  means.  However,  when  zinc  is  burned  in  the  chim- 
ney the  soot  will  fall,  clearing  the  flue.  The  full  efficiency  of 
the  heating  apparatus  consequently  can  be  derived  from  hav- 
ing the  full  benefit  of  the  draft  of  a  clean  chimney. 

Another  hint  that  is  heli)ful  to  the  people  whether  in  re- 
ference to  their  uncovered  plumbing,  steam,  hot  water,  smoke 
or  hot-air  pipes  is  to  keej)  the  windows  of  the  cellar  closed 
during  the  daytime  and  open  one  in  each  end  at  the  night 
during  the  summer  or  hot  season.  The  ordinary  atmosj)here  in 
summer  contains  considerable  moisture,  and  if  brought  into  the 
cellar  is  sure  to  condense  on  the  walls  or  the  heating  apiiaratus 
or  anything  else  that  is  colder  than  the  atmosphere.  By  keep- 
ing the  windows  closed  during  the  daytime  there  is  no  possi- 
bility of  this  warm,  moist  outside  air  getting  into  the  cellar, 
and  if  the  windows  are  opened  at  night  ventilation  will  be 
afforded  to  keep  the  cellar  clean  and  sweet.  The  air  entering 
them  is  as  cool  as  the  various  articles  that  are  in  the  cellar 
and  in  consequence  there  will  be  no  condensation.  The  walls, 
the  floor  and  everything  else  will  appear  to  be  perfectly  dry 
when  the  windows  are  closed  again  in  the  morning.  Of  course 
the  ventilation  of  the  cellar  is  important,  but  if  over-ventila- 
tion from  having  the  windows  open  continually  is  accom- 
jianied  with  a  dampness  that  leads  to  decomposition,  mold  and 
general  destruction  it  is  well  worth  while  to  try  the  experi- 
ment of  ventilating  at  night  only.  Some  people  entertain  an 
entirely  erroneous  idea  that  night  air  is  to  be  avoided,  but 
whatever  the  basis,  it  does  not  apply  to  cellar  ventilation. 


HOW  TO  MAKE  A  HYGROMETER. 

There  is  an  economic  as  well  as  a  healthful  side  to  the 
matter  of  having  the  proper  degree  of  moisture  in  our  indoor 
life,  says  E.  R.  Pritchard,  secretary  of  the  Chicago  Department 
of  Health.  It  is  a  well  known  fact  that  a  room  is  more  com- 
fortable at  a  temperature  of  68  degrees  and  a  relative  hu- 
midity of  65  per  cent,  than  it  is  at  a  temperature  of  72  de- 
grees and  a  relative  humidity  of  only  .30  per  cent.  In  fact, 
it  has  been  determined  that,  as  a  rule,  indoor  air  contains  far 
too  little  moisture,  probably  40  per  cent,  less  than  that  found 
out  of  doors.  This  means  that  the  air  in  most  of  our  homes 
is  dryer  than  the  dryest  climate  to  be  found  anywhere  on 
earth. 

When  the  air  in  our  homos  or  working  places  is  lacking 
in  moisture  it  tends  to  produce  pneumonia,  catarrh,  bronchitis 
and  other  diseases  of  the  respiratory  tract.  The  dry  atmos- 
phere absorbs  the  moisture  from  the  lungs  and  membraneous 
linings  of  the  air  passages,  thus  causing  irritation  and  disease. 
With  a  hygrometer  it  will  be  easy  to  tell,  approximately  at 
least,  when  the  air  is  too  dry,  and  with  just  a  little  care  and 
attention  much  more  healthful  conditions  may  be  maintained. 

How  to  Test  Air. 

While  it  is  coniparatixely  an  easy  matter  to  provide 
means  of  moistening  our  indoor  air,  it  has  not  been  so  easy 
to  determine  the  degree  of  humidity;  that  is,  to  tell  whether 
the  air  is  too  dry  or  too  moist.  This  is  determined  by  an  in- 
strument called  a  hygrometer.  An  instrument  of  this  kind 
that  is  thoroughly  accurate  can  be  made  by  using  the  follow- 
ing formula: 

Cobalt   chloride    5  drams 

Sodium   chloride   150  grains 

Calcium    chloride    40  grains 

Gum   arable    80  grains 

Water    2  ounces 

Dissolve  carefully,  and  then  soak  thin  white  muslin  in  the 
solution  and  wring  dry;  when  dry,  cut  into  strips  for  use  and 
hang  up  in  rooms  where  indications  are  desired.  The  muslin 
strips  when  dry  are  blue;  when  moist  they  are  pink  or  red. 
If  the  air  in  your  room  contains  70  per  cent,  humidity,  the 
muslin  indicator,  prepared  as  directed,  would  show  pink.  If 
there  be  only  60  per  cent,  or  less,  the  color  will  be  blue.  If 
the  strip  assumes  a  greyish  color,  inclining  to  pink,  it  would 
indicate  a  temperature  ranging  from  68  to  72  degrees,  with 
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a  normal  and,  therefore,  healthful  degree  of  humidity  in  the 
air. 


STANDARDS  OF  VENTILATION. 

In  a  paper  read  before  the  American  Society  of  Heating  and 
\'eutilating  Engineers,  Dr.  Evans  said  that  there  should  be 
humidity  standards.  Air  which  is  too  wet  or  too  dry  is  un- 
healthy and  uncomfortable.  If  it  is  too  dry  it  dessicates 
mucous  membranes;  hence  it  determines  infections.  If  it  is  too 
moist  its  conductivity  is  too  high  and  it  determines  infections. 
To  hold  the  humidity  fairly  uniform  permits  of  comfort  under 
wider  ranges  of  temperature.    It  permits  of  more  air  currents. 

Suggested  standard:  60  to  80  relative  humidity,  or  10  to 
20  degrees  maximum  difference  between  inside  and  outside  hu- 
n.idity.  The  method  of  determination  is  by  the  wet  and  dry 
bulb  thermometer. 

He  also  stated  that  probably  a  temperature  standard  is  the 
most  imperative  of  all.  It  is  also  the  most  easily  inspected  and 
judged. 

Whenever  the  temperature  of  the  air  of  a  room  mounts 
higher  than  70  degrees,  the  air  of  the  aerial  envelope  of  the 
human  body  and  the  air  of  the  breathing  zone  has  j^ractically 
no  tendency  to  displace  itself.  It  is  therefore  both  unhealthy 
and  uncomfortable. 

If  fresh  air  can  be  blown  against  the  body  or  into  the 
breathing  zone  with  sufficient  force  to  displace  the  air  of  these 
locations,  higher  temperatures  are  harmless.  In  other  words, 
the  body  purges  itself  of  the  harmful  contents  of  exhalation 
and  expiration  by  heating  the  air  in  which  they  are  discharged. 
This  as  a  force  is  ample  so  long  as  the  environment  is,  say  6.5 
to  68  and  below. 

If  the  temperature  of  the  environment  passes  this  point 
harm  results,  unless  currents  of  the  same  or  greater  jiower 
are  substituted  therefor. 


ENAMELED  WARE  SPECIAL  SALES. 

Modern  merchants  have  developed  the  special  sale  into  an 
established  institution.  Every  store  needs  a  sales  stimulant  at 
times.  There  are  some  merchants  who  make  a  practice  of  put- 
ting on  some  special  stunt  twice  a  year,  in  the  spring  and  in 
the  fall  as  a  sort  of  tonic  for  their  business. 

A  sale  of  enameled  ware  can  usually  be  carried  out  suc- 
cessfully in  a  hardware  store  for  the  reason  that  at  any  sea- 
son of  the  year  there  is  sure  to  be  a  demand  for  enameled 
ware.  The  housewife  needs  it  for  scores  of  everyday  duties 
and  she  is  always  ready  to  buy  when  a  special  inducement  is 
offered. 

For  the  purpose  of  bringing  farmers  to  the  store  to  see 
other  lines  of  fall  merchandise,  such  as  stoves,  ranges,  lamps, 
lanterns,  horse  blankets,  carriage  robes,  etc.,  there  is  no  better 
plan  than  to  put  on  a  special  sale  of  enameled  ware. 

Prices  need  not  be  greatly  sacrificed.  Advertising  will 
bring  the  people  in  if  prices  are  mentioned  freely. 

SOME  STOVE  SELLING  SUGGESTIONS. 
By  G.  H.  Dirhold. 

In  order  to  get  the  best  and  most  profitable  results  from 
his  stove  business,  it  is  essential  that  the  hardware  dealer 
tlioroughly  master  the  line  of  ranges  he  sells,  so  as  to  be  able 
to  talk  and  present  them  to  his  trade  in  such  a  confident 
manner  as  will  enable  him  to  overcome  any  and  all  other  range 
competition  in  his  town.  I  have  frequently  found  a  hardware 
dealer  with  ranges  in  his  store  who  could  not  make  any  com- 
parison whatever  between  what  he  had  for  sale  and  what  his 
competitor  had.  I  have  seen  clerks  who  were  showing  ranges 
who  said:  "This  range  is  the  best  made.  We  sell  more  of 
these  ranges  than  our  competitor  does  of  the  kind  he  has." 
And  relying  upon  a  general  statement  he  is  not  sure  is  correct 
to  influence  and  make  the  sale. 

Tlie  hardware  dealer  should  be  able  to  tell  his  customer 
and  show  him  that  every  range  statement  he  makes  is  true. 
Kanges,  more  so  than  any  other  sj)ecialtj',  have  an  individu- 
ality of  their  own,  and  the  question  of  reputation,  as  well  as 
meritorious  and  exclusive  features  are,  therefore,  most  potent 
factors  in  tlieir  sale.    The  hardware  dealer  who  aims  to  be  a 


successful  range  salesman,  will  study  his  line  and  strive  to 
have  a  thorough  knowledge  of  his  range  and  at  the  same  time 
be  thoroughly  familiar  with  the  ranges  he  meets  in  competi- 
tion, yet  never  referring  to  a  competitor 's  line  unless  abso- 
lutely obliged  to  do  so.  And,  under  no  circumstances,  speak 
of  a  competitor 's  goods  in  a  mean,  disparaging  manner. 

The  successful,  observant  hardware  dealer  handling  ranges, 
through  coming  in  contact  with  a  large  number  of  customers 
and  their  peculiarities,  will  pick  up  ideas  which  will  greatly 
assist  him  in  the  sale  of  his  particular  range.  He  will  gain 
the  good  will  and  friendship  of  his  customers  by  imparting 
knowledge  thus  acquired  besides  taking  pains  to  explain  fully 
and  in  every  detail  the  strong  features  of  his  range,  especially 
the  new  points  as  they  are  brought  on  the  market  from  time  to 

Tell  Customers  Specific  Things. 

If  the  range  has  a  large,  roomy  oven,  tell  your  customers 
so  and  dwell  upon  the  convenience  of  the  open  door  as  a  handy 
shelf  in  basting,  etc.  Next  call  attention  to  the  lining  and 
finish  of  the  oven.  If  it  has  an  oven  thermometer  and  is  es- 
pecially strong  in  quick  baking,  attention  should  be  called  to 
this.  If  the  range  can  be  taken  apart  and  put  together  easily, 
dwell  on  that  point,  too.  Show  how  easy  it  is  to  insert  repairs 
that  may  be  needed,  for  any  range  will  wear  out  in  time. 
Cover  the  general  construction,  make  your  customer  familiar 
with  all  of  its  good  points  and  then  show  her  how  easy  it  is 
to  start  and  regulate  the  fire,  for  that  indicates  one  of  the 
important  features  of  the  range,  as  much  as  anything  else. 
And  be  sure  to  call  attention  the  different  drafts  and  how 
they  regulate  the  fire  and  control  the  heat  of  the  oven.  Also 
point  out  the  grate  and  ash  pan  and  how  easily  they  are 
removed,  and  if  the  grate  is  for  wood  or  coal,  or  for  both, 
and  how  easily  cleaned,  harp  on  that. 

Go  Into  Details  Fully. 

Little  things  count  in  showing  up  ranges,  as  much  as  the 
greater  ones.  If  you  have  a  copper  reservoir,  show  the  ad- 
vantage, or  if  your  range  is  not  equipped  that  way,  show  why 
it  is  not  needed.  If  you  have  a  water  front  for  pressure  boil- 
ers, one  of  the  kinds  that  are  sold  in  all  of  the  large  cities, 
because  of  its  convenience  and  ample  water  heating  capacitj', 
show  its  use  of  operation.  If  you  happen  to  have  one  that 
is  easily  connected,  call  attention  to  this,  also.  In  a  nut-shell, 
show  up  all  the  good  points  and  as  strongly  as  possible,  and 
end  your  story  somewhat  like  this: 

"Now,  Mrs.  Blank,  we  claim  a  whole  lot  for  our  range, 
but  we  are  ready  to  back  up  everything  we  say.  Why  not  let 
us  place  a  blank  range  in  your  home?  You  try  it — if  it  doesn't 
suit  you — if  it  doesn 't  do  all  that  we  claim,  we  '11  remove  it. ' ' 
You  know  that  if  it  is  not  satisfactory,  it  would  come  back, 
anyhow,  and  if  you  are  selling  a  range  that  you  have  con- 
fidence in  and  have  talked  it  up  honestly  and  fairly,  you  are 
perfectly  safe. 

To  briefly  recapitulate,  if  you  would  successfully  sell 
ranges,  act  as  follows: 

First — Advertise  in  your  local  paper,  so  as  to  catch  the 
attention  and  interest  of  the  woman  who  needs  a  good  range. 
Supplement  this  with  store  and  window  displays  and  regular 
range  campaigns  during  the  fall  and  winter  months. 

Second — Tell  the  people  something  that  is  something  about 
your  range.  Give  them  a  strong  Anglo-Saxon  talk  on  the  oven 
thermometer  and  what  it  means  to  the  housewife.  Tell  them 
about  the  good  material  in  your  range  and  explain  the  dif- 
ference in  range  wearing  qualities — between  sulphur  charged 
iron  and  silicon  iron.  Also,  the  scrap-iron  affairs  of  unknown 
composition.    Give  a  short  talk  on  "free-trial"  tests. 

Third — If  a  customer  leaves  you  and  buys  from  your  com- 
petitor, don't  get  mad.  Learn  what  you  can  of  his  purchase 
and  profit  what  you  can  by  this  experience.  He  may  in  the 
end,  have  helped  your  range  business  more  than  he  has  helped 
his  own. 

Some  dealers  in  small  towns  have  been  very  successful  in 
selling  ranges  by  allowing  a  clerk  or  two  to  take  a  wagon,  in 
the  dull  harvest  time,  loaded  with  ranges,  and  get  permission 
from  a  responsible  farmer  who  has  not  already  a  range,  to  set 
it  up,  let  him  try  the  range  for  a  week  or  two  with  the  almost 
certainty  that  the  sale  was  made  right  then  and  there,  because 
it  shows  the  utmost  confidence  in  the  range. 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


ROOF  GUTTERS. 

Fif?.  1  shows  tlu'  roof  f'litlci-  on  a  half  pitcli  roof,  and 
the  method  required  to  develop  patterns  for  the  inside 
and  outside  miters  For  same.  Fig.  2  shows  the  same 
jiutter  on  a  roof  of  less  pitch.  The  patterns  for  Figs.  1 
and  2  are  developed  by  tlie  same  method,  the  only  dif- 
ferenee  being  in  the  placing  of  the  profile  of  the  gutter 
at  the  re(|uired  pitch  of  the  roof. 

First  draw  the  roof  line  at  the  required  pitcli  of  the 
I'oof  and  place  the  profile  of  the  gutter  on  the  roof  line 


as  shown.  Next,  space  all  curved  parts  into  a  con- 
venient number  of  equal  parts,  as  shown  by  Figs.  1-25. 
Next  draw  stretchout  line.  Place  T-square  at  right 
angles  to  the  line  A  B,  and  draw  lines  from  all  points 
l)etween  ]  and  25  long  enough  to  meet  the  lines  dropped 
from  the  profile  of  the  gutter.  Next  place  T-square 
parallel  to  the  line  A  B  and  drop  lines  from  all  points 
in  gutter  to  lines  corresponding  nunibers  in  stretchout. 
Then  trace  a  line  through  the  intersecting  points  in  the 
stretchout,  and  you  will  have  the  patterns  re((uired.  On 
one  side  of  the  miter  line  is  the  outside  miter,  while  on 
the  other  side  of  the  miter  line  is  the  pattern  for  the 
inside  miter. 


CAPACITY  OF  TANK. 

A  correspondent  from  Pirandon,  .Man.,  asks  for  the 
factors  to  be  used  for  finding  tiie  depth  of  a  cylindri- 
cal tank  to  hold  a  given  number  of  imperial  gallons, 
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the  diameter  of  the  tank  and  the  required  number  of 
gallons  being  given. 

To  find  the  required  depth  multiply  the  factor  op- 
posite whatever  diameter  you  may  select  by  the  num- 
ber of  gallons  required,  and  the  product  will  be  the 
answer. 

Example:  "A  tank  is  required  to  hold  1800  gal- 
lons, and  you  want  it  to  be  75  inches  in  diameter.  By 
looking  opposite  75  in  the  table  you  will  find  as  a  fac- 
tor .062763,  and  this  multiplied  by  1800  (or  the  number 
of  gallons)  gives  for  a  product  112.973  or  practically 
113  inches,  which  is  the  answer,  for  a  tank  75  inches 
diameter  and  113  inches  deep  will  hold  1800  imperial 
gallons. 

"Again  you  may  want  a  tank  to  hold  475  gallons, 
and  you  select  as  its  diameter  50  inches ;  now  by  look- 
ing opposite  50  in  the  table  you  will  find  .1412141, 
which  multiplied  by  475  (the  number  of  gallons  re- 
quired) gives  for  an  answer  67.07.  This  is  the  required 
depth." 

Note : — The  decimal  point  must  be  properly  placed 
in  each  product. 

Diameter.  Factor.  Diameter.  Factor. 


50  inches 
55  " 
60  " 
65  " 
70  " 
75  " 


.1412141 

.112498 

.098056 

.08356 

.07722 

.062763 


80  inches 
85  " 
90  " 
95  " 
100  " 


.055161 
.048863 
.043584 
.039011 
.03530 


To  Find  the  Capacity  in  Imperial  Gallons  of  Any 
Cylinder: — Square  the  diameter  in  inches,  then  mul- 
tiply by  the  depth  in  inches  and  divide  by  353  in  every 
case. 

Example  : — ' '  What  is  the  capacity  of  a  tank  75  in- 
ches in  diameter  and  113  inches  deep?  Then  75  x  75 
equals  5625,  which  multiplied  by  113  equals  635625, 
which  divided  by  353  gives  for  an  answer  1800  gallons, 
which  is  the  correct  capacity. ' ' 


A  HOME-MADE  DISPLAY  SIGN. 

A  novel  electric  sign  which  makes  a  very  attractive 
decoration  for  the  store  window  is  shown  in  the  ac- 
companying sketch  reproduced  from  the  Scientific 
American,  and  it  should  prove  a  trade  getter  during 
the  winter  season. 

It  consists  of  a  small,  round  wooden  shaft,  on  which 
are  fitted  two  wooden  hexagonal  end  pieces.  These 
are  connected  by  six  wooden  strips,  one  at  each  cor- 
ner. Each  strip  has  a  saw  kerf  in  it,  extending  from 
one  end  to  the  other.  The  center  rod  is  also  provided 
with  six  kerfs  mating  those  in  the  peripheral  strips, 
and  tin  pai-titions  are  inserted  in  these  kerfs,  as  shown 
clearly  in  the  sectional  view.  Six  pieces  of  glass  are 
fitted  to  the  strips,  being  held  in  place  by  means  of 
metallic  cap  pieces,  permitting  them  to  be  slid  out  at 
f'itlier  side  if  desired.  Tlie  shaft  is  fitted  with  two 
metal  pins,  one  at  each  end,  to  provide  a  good  bearing. 
The  sign  is  revolved  by  means  of  worm  gearing  con- 
nected with  the  shaft  and  driven  by  a  small  motor. 
Tlio  glass  slides  of  the  sign  may  be  decorated  in  any 
fashion  desired.  Within  the  compartments  of  the 
sign,  electric  lamp  globes  are  placed.  These  may  be 
either  clear  or  of  any  color  desired. 

A  gooil  is  |(]  tlii'i'r  lamps  in  each  com- 


partment, each  of  a  different  color,  so  that  different 
color  effects  may  be  produced.  The  lamps  are  all 
grounded,  so  to  speak,  to  one  of  the  pins  at  the  end  of 
the  center  shaft,  and  this,  as  will  be  observed  in  the 
illustration,  projects  through  its  bearings  and  bears 
against  a  leaf  spring,  forming  one  terminal  of  the  line 
circuit.  Mounted  on  the  projecting  portion  of  the 
shaft  is  a  commutator  or  a  series  of  commutators,  with 


which  the  other  terminals  of  the  lamps  are  connected. 
A  brush  bearing  against  this  commutator  completes  the 
circuits.  The  commutator  sectors  are  variously  con- 
nected with  the  lamps,  so  as  to  provide  any  desired 
color  effects,  as  the  sign  revolves.  It  is  preferable  to 
provide  a  break  in  the  circuit  as  each  glass  slide  moves 
to  or  out  of  the  reading  position,  so  that  the  eye  will 
not  be  confused;  but  as  each  sign  comes  into  view,  it 
will  flash  out  abruptly,  thus  attracting  attention. 


FISH-SCALING  BRUSH. 

In  scaling  fish  with  the  ordinary  knife  or  scraper, 
the  scales  fly  in  all  directions,  but  with  this  sealing 
brush,  invented  in  France,  the  flying  tendency  of  the 
scales  is  hindered.  The  brush  is  made  of  steel  wire  and 
is  surrounded  by  a  metal  guard. 


LIGHTING  GAS  WITH  SPARK-PISTOL. 

A  unique  lighter  for  ordinary  gas  jets,  gas  stoves 
and  auto  lights  is  being  manufactured  in  the  form  of 
a  toy  pistol.  Pressure  on  the  trigger  causes  a  series 
of  sparks  to  issue  from  the  miazzle.  These  sparks  are 
like  those  of  Fourth-of-July  sparklers,  and  do  not  burn, 
although  they  ignite  the  gas.  Pressing  the  plunger  in 
front  of  the  trigger  re-engages  the  latter  for  use  again. 
Each  charge  lasts  for  a  considerable  time. 
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PULLING  IN  THE  STOVE  BUYERS. 
By  C.  A.  Eddy. 

There  is  one  advantage  in  advertising  by  means  of  at- 
tractive window  displays,  which  no  other  method  possesses. 
This  advantage  is  that  in  advertising  goods  in  your  windows, 
you  show  them  as  they  actually  are.  In  newspapers,  circu- 
lars, booklets,  and  advertising  matter  of  that  sort,  you  have 
to  depend  largely  on  type  for  description,  and  even  when 
you  show  illustrations  they  do  not  show  the  goods  as  they 
actually  apjjear.  With  window  displays  you  can  show  the 
goods  just  as  they  are  and  there  is  something  about  an  at- 
tractive window  display  that  seems  to  be  a  veritable  magnet 
ill  drawing  people  inside  the  store. 

There  are  many  ways  by  which  a  merchant  can  trim  his 
windows  for  stove  displays  during  the  Fall  months.  It  is  not 
necessary  to  go  to  a  great  deal  of  expense  in  doing  this, 
either,  but  the  more  time  you  give  to  a  good  window  dis- 
play the  more  returns  it  will  bring.  A  simple  display  which 
can  be  used  in  connection  with  stoves  is  the  display  recently 
used  by  a  merchant  who  had  a  window  about  14  feet  wide, 
10  feet  high,  and  13  feet  deep.  lie  placed  one  large  steel 
range  in  the  center  of  the  window,  and  the  matc>rial  used  on 
the  sides,  top  and  bottom  was  white  cheese  cloth.  The  win- 
dow was  lighted  witli  six  H2-candle  power  lights,  placed  in  a 
reflector  at  the  top  and  in  the  front  of  the  window.  This 
arrangement  threw  the  light  directly  on  the  stove. 

This  was  a  very  simple  and  inexpensive  display,  but  the 
advantage  of  it  was  that  the  entire  window  was  focused  on  the 
stove  and  there  was  nothing  to  detract  from  the  one  stove 
which  they  were  showing  that  weelc.  A  simple  display  will,  as 
a  rule,  make  the  most  direct  appeal.  The  manner  in  which  tlie 
stoves  are  arranged  and  the  number  shown  depends,  of 
course,  on  the  shajie  and  size  of  the  window.  In  some  win- 
dows it  is  a  better  plan  to  show  only  one  stove,  in  others, 
where  space  will  permit,  three  or  four  stoves  can  be  shown 
to  advantage. 

The  best  plan  to  follow,  however,  is  to  concentrate  on 
your  stoves.  For  instance,  one  week  show  an  attractive  dis- 
I)lay  of  Base  Burners,  follow  that  the  next  week  with  Steel 
Kauges,  then  Cast  Ranges,  or  whatever  the  merchant  hap- 
jiens  to  carry  in  stock,  which  he  desires  to  push.  Whatever 
the  size  of  the  windows,  however,  do  not  crowd  the  stoves, 
as  they  do  not  show  to  advantage  when  crowded  together. 

In  trimming  a  window  for  a  stove  display,  too  much 
fancy  trimming  should  not  be  used.  A  very  inexpensive  and 
excellent  material  is  Atlantic  Bunting.  Cheese  cloth  can  also 
be  used  to  good  advantage.  It  may  be  pleated,  hung  in  loose 
folds  or  stretched  tightly  with  good  effect.  Another  good 
background  can  be  made  by  using  the  zincs  or  stove  boards 
placed  side  by  side  to  cover  the  entire  back.  This  can  be  oc- 
casionally relieved  by  stove  pipe  used  as  columns  across  the 
top  of  the  back  cover.  Elbows  can  be  fitted  in  to  finish  olV 
the  tops  of  the  columns. 

In  showing  stoves,  base  burners  especially,  the  most 
effective  and  attractive  method  is  by  lighting  them  on  the 
inside  with  red  or  yellow  lamps,  or  by  placing  red  tissue 
])a])er  inside  the  mica  doors.  An  attractive  base  burner 
disjilay  can  be  made  by  placing  a  stove  in  the  middle  of  the 
window  and  beside  it  a  bucket  full  of  coal  with  a  card 
something  like  the  following:  "This  stove  will  heat  a  room 
12  X  16  feet  for  12  hours  without  nny  attention."  If  the 
conl  were  emptied  on  the  floor  of  the  window  the  effect 
would  probably  be  more  striking.  The  same  idea  might  be 
used  with  a  wood  stove,  substituting  chunks  of  wood  for  the 
coal. 


Keep  Windows  Perfectly  Clean. 

One  of  the  main  points  which  a  hardware  merchant 
should  know  regarding  window  disjilays  is  that  the  windows 
should  be  kept  perfectly  clean  at  all  times.  An  attractive  and 
artistic  window  does  not  cost  any  more  taxes  or  rent  than 
a  repulsive,  ugly  show  window,  and  a  dusty  pile  of  goods. 
It  is  the  window  with  the  novel,  striking,  catchy  display 
which  takes  the  public's  eye  and  never  fails  to  increase  trade. 

The  showing  of  price  tags  in  connection  with  a  window 
display  is  a  matter  which  must  be  settled  by  each  individual 
merchant.  The  value  of  price  tags  in  the  windows  depends  to 
a  big  extent  upon  the  locality  in  which  a  merchant  is  doing 
business.  From  the  experience  of  a  large  number  of  mer- 
chants, however,  it  has  been  found  that  price  tags  in  con- 
nection with  window  displays  help  the  sale  of  the  goods.  It 
is  an  actual  curiosity  which  people  usually  possess  to  know 
the  price  of  the  article  which  they  desire  to  buy. 

If  in  your  window  displays  yon  have  the  price  tags  much 


A  Stove  Demonstration  Window  Trim. 

time  is  saved  by  people  coming  in  asking  the  price  of  the 
goods  shown  in  the  window.  If  the  prices  are  what  they 
desire  to  pay  they  can  tell  at  a  glance  in  the  window  displays, 
and  then  when  they  come  into  the  store  the  hardest  part  of 
the  sale  is  already  made  for  you. 

Importance  of  Displays  in  the  Store. 

If  your  windows  are  properly  working  for  you  the  next 
thing  is  to  turn  your  attention  to  the  displays  inside  your 
store.  Nothing  helps  the  sale  of  stoves  better  than  a  well 
arranged  stove  floor.  If  you  yourself  are  going  to  buy  goods 
isn't  it  the  well  kept  articles  that  appeal  to  you  more  than 
those  that  are  piled  in  a  heap,  shoved  in  the  corner,  and  left 
to  get  dusty  and  dirty  from  lack  of  attention?  Of  course, 
it  is.  It  is  the  same  in  selling  stoves.  People  instinctively  are 
interested  in  the  stoves  nicely  blackened,  the  nickel  well  pol- 
ished, and  the  whole  stove  made  so  attractive  that  there  is 
a  desire  upon  the  part  of  the  buyer  to  possess  a  stove  such 
as  this  for  the  home. 

It  isn't  a  hard  matter  cither  to  give  a  little  attention  to 
your  stoves,  especially  during  the  Fall  months.  A  short  time 
every  day  spent  in  keeping  the  nickel  well     polished  and 
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briglitened,  and  well  blackeued,  will  Tpay  you  many  times  over 
in  the  increased  sales  you  will  malce. 

In  displaying  stoves  many  successful  merchants  have 
found  it  a  good  plan  to  place  their  stoves  upon  stands  or  rollers. 
This  sets  the  stove  up  from  the  floor  and  gives  your  salesmen 
an  opportunity  of  .moving  the  stove  around  so  that  the  cus- 
tomer can  see  the  front,  back  and  side.  Usually  the  stove 
buyer  wants  to  see  the  inside,  outside  and  all  parts  of  the 
stove,  and  you  can  explain  the  features  of  yonr  stoves  more 
satisfactory  and  quicker  if  you  arrange  your  stoves  so  that 
they  can  be  easily  moved  around. 

In  the  average  store  there  is  not  room  for  a  sufficient 
space  being  left  between  the  stoves  so  that  the  customers 
can  walk  between  them  and  examine  the  stoves  at  their 
leisure.  This  is  an  ideal  arrangement,  providing  you  have  the 
room,  but  the  next  best  plan  is  to  put  them  on  trucks  or  wheels 
of  some  sort,  so  they  can  be  moved  as  necessary. 

A  Separate  Stove  Department. 

Another  feature,  whieli  man^'  merchants  have  introduced 
into  their  stores,  is  to  have  a  separate  stove  department.  This 
is  usually  in  another  room,  where  nothing  is  shown  but  stoves. ' 


attractive  cards  or  any  sort  of  signs  which  will  make  your 
floor  look  better,  use  them.  These  helps  all  serve  to  back 
up  what  you  are  telling  the  customer,  and  they  go  a  long  way 
towards  making  a  favorable  impression  for  the  stoves  you  are 
selling. 

Know  the  Stoves  You  Sell. 

In  connection  with  the  displaying  of  stoves  on  your  floor, 
every  merchant  should  make  it  a  point  of  insisting  that  his 
salesmen  know  thoroughly  about  the  stoves  they  are  supposed 
to  sell.  It  is  an  actual  fact  that  in  a  large  number  of  hard- 
ware and  furniture  stores,  where  stoves  are  sold,  the  sales- 
men do  not  know  one-half  the  vital  selling  points  of  the  stoves, 
which  they  should.  They  pick  up  a  few  talking  points  which 
they  believe  will  be  enough  to  carry  them  along  and  possibly 
enable  them  to  make  a  sale.  They  do  not  take  the  time  and 
effort  necessary  to  take  a  stove  apart  and  find  out  why  it  is 
different  and  better  than  those  sold  by  a  competitor,  why  it  is 
an  advantage  to  people  to  buy  a  certain  style  of  stove  and 
why  it  will  save  them  money  in  buying  a  certain  stove. 

If  every  merchant  would  insist  on  his  salesmen  knowing 
why  the  line  of  stoves  he  is  selling  is  better  than  the  other 


Stove  Window  arranged  by  Ray  Best,  for  Best  Stove  and  Hardware  Co.,  Peterboro. 


This  plan  gives  the  merchant  this  advantage  that  when  people 
are  interested  in  stoves  he  can  bring  them  into  his  stove  room 
and-  their  attention  is  not  distracted  by  customers  coming  in 
to  buy  various  articles  and  getting  tlieir  mind  off  the  article 
which  they  are  desirous  of  buying. 

Then,  too,  by  having  your  stoves  in  a  sejiarate  depart- 
ment, even  though  you  do  not  carry  a  large  stock,  it  makes  a 
more  favorable  impression  when  the  stoves  are  all  together 
than  when  they  are  spread  out  in  a  large  space,  as  is  the  ease 
in  a  large  number  of  stores. 

In  displaying  stoves  the  writer  is  a  firm  believer  in  tlie 
value  of  attractive  cards  dwelling  on  some  particular  feature 
of  the  stove.  With  the  aid  of  these  signs  a  customer  can  take 
in  at  a  glance  the  features  which  you  desire  especially  to 
impress  u])on  them.  It  might  also  be  a  good  plan  to  have 
price  cards  on  your  stoves,  so  that  when  customers  come  into 
the  store  and  are  not  waited  on  at  once  they  can  get  an  idea 
of  the  jiriced  stoves  you  carry,  and  possibly  select  one  at  a 
l>riee  which  they  can  afford  to  pay.  '  It  is  also  a  good  plan  to 
use  the  advertising  matter  which  the  various  stove  manufac- 
turers furnish  to  the  dealer.    For  instance,  if  you  have  any 


kinds,  he  would  find  his  sales  would  increase  at  least  25  per 
cent.  There  is  nothing  tTiat  helps  the  sale  of  goods  more  than 
that  a  salesman  know  thoroughly  what  he  is  selling.  He  can- 
not sell  goods  on  a  bluff  and,  if  a  customer  finds  that  a  sales- 
man does  not  know  the  ^joints  about  a  stove,  which  he  is 
sujjposed  to  know,  they  lose  confidence,  and  many  sales  are 
lost  for  this  reason.  It  will  pay  every  merchant  to  spend 
some  time  with  every  one  of  his  salesmen  going  over  his  line 
of  stoves,  and  explaining  any  points  or  features  which  the 
salesman  is  not  thoroughly  acquainted  with. 

To-day  the  success  of  your  business  and  the  success  of 
every  hardware  merchant,  depends  to  a  big  extent  on  the  way 
the  goods  are  displayed.  News})a|)er  advertisements  are  es- 
sential, personal  followu]i  letters  to  your  customers  are  of 
value,  but  you  are  losing  one  of  the  greatest  aids  which  you 
need  in  your  business  if  you  do  not  use  your  windows  and 
your  interior  displays  to  the  best  advantage. 

The  stove  season  is  practically  ujion  us,  jieople  will  be 
watching  the  newspapers  for  stove  advertisements  and  pass- 
ing by  your  store  every  day.  Pull  them  in  with  the  aid  of 
your  windows — after  you  get  them  in  don't  let  them  get  out 
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witliout  being  favorably  impressed  with  your  line.  You  can 
do  this  for  a  certainty  if  your  goods  are  well  arranged  upon 
your  floor  and  the  stoves  well  blackened  and  made  attractive. 


DOLLS  DRAW  ATTENTION  TO  STOVES. 

The  great  object  in  window  trimming  is  to  attract  the  at- 
tention of  passers-by,  and  this  applies  to  stove  windows  as  well 
as  to  any  other  class  of  goods. 

Ray  Best,  of  the  Best  Stove  &  Tlardware  Co.,  Petorboro,  is 
a  strong  believer  in  using  out-of-the-ordinary  ideas  to  attract 
attention,  and  his  experience  is  that  special  trims  bring  cus- 
tomers into  the  store. 

Last  fall  Mr.  Best  featured  a  tramp  scene  in  his  stove 
window,  the  hobo  sitting  at  a  table  eating  a  meal,  while  across 
the  window  was  a  coal  range  with  a  kettle  steaming  away, 
making  a  scene  very  lifelike.  In  February,  during  the  retail 
hardware  convention,  Mr.  Best  varied  the  trim  sliglitly  by 
featuring  a  dolls'  tea-party  in  the  window,  as  a  drawing 
attraction  for  the  range.  The  window  is  illustrated  herewith 
and  the  idea  can  be  repeated  by  other  hardwaremen  who  re- 
cognize the  advantages  of  special  features  of  this  kind. 


will  endeavor  to  describe  a  window  display  which  is  not  hard 
to  put  in  and  which  will  surely  bring  results — a  "wash  day" 
window. 

Now,  as  wash  day  is  the  cleaning  day,  you  must  have 
everything  about  your  show  window  clean  and  bright.  First, 
be  sure  the  glass  is  spotless;  next,  have  new  cheese  cloth  draped 
at  the  sides  and  back  and  covering  the  floor  of  your  window. 


&^CK^fttgr<[)  View 


DISPLAY  ENAMELWARE  IN  FRUIT  SEASON. 

From  .June  until  October  there  is  a  good  opportunity  for 
hardware  and  stove  merchants  to  sell  enamelware  if  attention 
is  given  to  the  proper  display  and  advertising  of  the  articles 
of  kitchcnware  required  for  fruit  canning.  Saucepans,  fruit 
funnels,  collenders,  preserving  kettles,  measuring  cups,  spoons, 
strainers,  paring,  mincing  and  slicing  knives,  and  fruit  presses, 
are  all  seasonable  lines  which  ought  to  be  shown  in  the  win- 
dow and  advertised  in  the  local  papers. 

What  woman  can  withstand  the  desire  for  bright,  shining 
kitchen  utensils  to  replace  her  worn-out  equipment,  if  the  de- 
sire is  created  by  the  local  merchant.  It  means  profitable  sales 
for  the  merchants  who  make  an  effort  to  push  these  goods. 

An  attractive  arrangement  of  preserving  kettles,  etc.,  is 
shown  in  the  accompanying  engraving,  the  lay-out  being  one 


Siig;g:estton  for  an  Eii.Tiiiel\vare  Window  Display. 

which  any  clerk  with  a  few  boxes,  boards  and  ihirk  cotton 
can  put  together. 


A  JULY  "WASH  DAY"  WINDOW. 

Written  for  the  Journal  by  W.  J.  Illsey. 

One  thing  which  appeals  to  all  mankind  is  the  curtailing 
of  work.  Any  appliance  or  "new  thing"  which  makes  for 
easier  doing  of  necessary  work  appeals  to  your  nature.  This 
is  specially  true  of  womankind,  and  -as  they  make  up  (or 
should)  a  big  proportion  of  buyers  of  household  hardware,  we 


Layout  for  a  Wash  Goods  Window. 

In  tlie  centre  jjlace  your  most  attractive  range,  which 
should  be  one  with  warming  closet,  and  run  the  stove  pipe  as 
if  going  into  chimney.  Put  price  card  on  the  range,  as 
"OUR  LEADER,  PRICE  $.37.50,"  about  5  x  11  inches  in  size. 
On  one  side  of  this  build  up  a  pile  of  wash  boilers.  O'l  the 
other  side  a  washing  machine  also  priced.  If  the  boil  jrs  are 
extra  good  value  put  in  a  card  saying  so  and  give  the  '>rice, 
as  "REALLY  WORTH  $3  EACH,  THIS  WEEK  SPKCIAL, 
$2.2.5." 

At  the  back  and  sides  long  looped  clothes  line  of  wire 
and  rope,  also  ironing  boards,  sleeve  boards,  and  clothes  horses, 
wash  boards,  pails,  etc.  On  the  bottom  and  along  close  to  the 
glass  space  sets  of  smoothing  irons,  electric 
irons,  clothes  pegs,  pails,  wringers,  mop- 
sticks,  mop  wringers,  etc.  Have  price  cards 
of  all  prominent  lines.  If  you  have  room, 
put  in  two  or  more  washing  machines  with 
price  on  each.  Also  wash  tubs  of  different 
wares,  tub  stands,  etc.  The  idea  is  to  show 
as  many  labor  savers  as  you  can  for  use  on 
wash  day. 

If  you  want  simply  to  exhibit  stoves  and 
ranges  for  a  July  or  August  window,  your 
work  is  not  hard.  White  cheese  cloth  is  al- 
ways a  good  stove  background,  and  sets  the 
display  out  to  much  better  advantage.  Se- 
lect your  stoves  to  be  shown;  have  price 
cards  made  for  them  5  x  11  inches  in  size, 
and  place  the  ranges  in  window  at  back  and 
not  too  much  crowded.  Fill  in  the  back- 
ground space  with  your  nicer  line  of 
enamelware  and  general  utensils.  Light 
blue  looks  very  well  indeed  in  contrast  to 
the  black  stoves  and  against  the  white 
cheesecloth. 

All  space  remaining  in  front  of  stoves 
may  be  filled  up  with  smaller  lines 
of  wire  goods,  smoothing  irons,  cast  iron 
utensils,  kitchen  knives,  and  general  kitchen  ware.  L^se  two 
large  cards  with  anv  average  display.  "STOVE  VALUES 
ARE  HERE  FOR  YOU.  CO^iE  IX "  AND  LET  US  SHOW 
YOU  OUR  LINES."  "NO  TROUBLE  TROUBLES  USERS 
OF  OUR  RANGES.    WE  SELL  ONTL-Y'  THE  BEST." 


The  Cochrane  Hardware  Co.,  which  took  over  the  business 
of  the  Hon.  Frank  Cochrane  at  Sudbury  a  few  months  ago,  and 
the  Moore  &  Brown  business  at  Sault  Ste.  Marie  more  recently, 
now  has  five  travelers  on  the  road  representing  their  wholesale 
department. 
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Seasonable  Hardware  Advertising 

Readers  of  the  Journal  are  requested 
to  forward  samples  of  their  Ads., 
Circulars,  etc.,  to  the  Editor. 


ADVERTISING  STOVES  AND  RANGES. 

Not  long  ago  I  called  at  a  retailer's  store  in  a  certain  town 
and  was  unable  to  see  the  proprietor  for  some  time,  for  the 
reason  that  three  or  four  traveling  men  were  waiting  their  turn 
to  see  him.  Being  seated  near  the  railing  which  surrounded  his 
desk  I  could  not  helj)  hearing  the  conversation  that  passed  be- 
tween him  and  the  different  salesmen  who  were  trying  to  sell 
him  goods.  It  seemed  that  he  cared  little  for  quality,  naine, 
reputation,  or  anything  else  connected  with  goods,  except  price.. 
He  made  every  effort  to  have  each  man  cut  his  price;  in  fact, 
spent  about  twice  as  much  time  with  each  man  as  would  have 
been  necessary  to  have  bought  ten  times  as  much  as  he  really 
needed. 

Becoming  restless  I  picked  up  tiie  local  jjaj^er  and  began 
to  look  for  this  merchant 's  ad.  It  was  easily  found,  as  he  had 
a  good  sized  space,  well  located  in  the  paper,  but  it  was  plain 
to  be  seen  from  the  matter  that  filled  the  space  that  it  had 
been  hurriedly  thrown  together,  regardless  of  its  pulling  power, 
and  it  was  not  worth  ten  cents  on  the  dollar  from  an  advertis- 
ing and  business-getting  standpoint.  It  struck  me  as  very 
foolish  that  the  highest  priced  man  in  the  store  should  waste 
his  time  in  trying  to  save  a  few  cents  in  his  buj'ing  and  on  the 
same  day  waste  several  dollars  by  slackness  in  advertising  ? 

But  there  are  many  short-sighteed  merchants  who  haven 't 


yet  learned  that  profits  are  made  in  the  selling  rather  than  the 
buying  end  of  the  business,  and  that  advertising  by  circular 
letter  to  the  names  on  the  store  mailing  list,  and  in  the  local 
newspaj)er,  is  one  of  the  most  fruitful  means  of  increasing  sales. 

Going  through  a  number  of  Canadian  papers  for  store  ad- 
vertisements I  ran  across  one  sent  me  by  a  Haldimand  county 
hardwareman,  in  which'  a  stove  dealer  was  advertising  gas 
ranges  as  useful  Christmas  presents.  That  was  a  good  ad.  last 
December,  but  a  decidedly  poor  one  to  be  running  in  .Tune. 
Change  your  ads.  frequently,  every  issue  if  possible,  and  if  you 
haven't  a  liking  for  ad.  writing,  ask  your  clerk  or  wife  to  do 
it,  or  make  your  order  for  advertising  conditional  upon  the 
newspaperman  writing  the  ads.  for  you. 

Advertising  a  Stove  Demonstration. 

The  Saskatoon  Hardware  Co.,  conducted  a  four  days'  range 
demonstration  last  October,  and  by  taking  a  liberal  space  in 
the  local  papers  (see  ad.  No.  1),  drew  large  crowds  to  the  store, 
the  demonstration  proving  a  big  success.  While  "hot  bis- 
cuits and  coflEee"  were  not  specifically  mentioned  in  the  ad., 
emphasis  was  made  upon  the  fact  that  the  demonstration  was 
free. 

There  is  probably  nothing  that  will  attract  larger  crowds 
to  a  hardware  store  than  a  demonstration  where  something  is 
baked  and  given  to  customers  to  eat.  Where  this  is  done  it 
will  pay  to  arrange  a  model  kitchen,  with  a  kitchen  cabinet, 
sink,  range,  boiler,  etc.,  as  buyers  of  stoves  are  also  likely  cus- 
tomers for  kitchen  utensils  and  other  equijjment. 

Next  to  a  demonstration  a  tall  wheat  or  tall  corn  contest, 
with  a  range  or  base  burner  as  a  prize,  or  a  drawing  for  a 
range  at  an  exhibit  at  the  fall  fair,  are  probably  the  best 
means  of  exciting  interest  in  the  stove  department. 


DEMONSTRATION 


FREE 

Friday  Saturday  Monday  Tuesday 
we  will  give 

Free  Demonstrations 

on  McClsiy's  New  Sask-yl.iii  Range,  with 
Ibe  Seml-SleeJ  Linings  and  Mlckelkd  Wblle 
Ovens.  Come  ond  See  Ibese  Ranges.  Built 
Joi  tbe  West.  Demonstrations  from  9  a.m. 
to  6  p.m.  t  /  All  Ranges  purchased  during 
tbe  demonstration  will  be  sold  at  Specially 
Low  Pikes 


SASKATOON  HARDWARE 


COMPANY  UMnXD 


1st  Avenue 


J  .L.  S.  Mutchinson  Mgr 


Brownlee's  Hardware 
^  and  Stove  Store 


CmI  oh  Ku  Iik*n  •> 


J.  A.  BROWNLEE 


W  Nytrs  Hardware  Co.  W 


We  Ha»c  the  H 
Stove  You  Are 
Looking  for 


3l«  .1  17.50  or 


$35  and  $40 


THE  MYERS  HARDWARE  CO 


uy  Your  I 
HEATING  \ 
STOVE  \ 
-  NOW!  1 


$2,501021.50 


MMTIN.  FINUrSON  t  lltTH£R  LTD 


SECOND-HAND 

COAL  RANGES 

Crr.il  C  banc-       Offered  ni 

A.WELCH&SON 

302-304  QUEEN  WEST 


!tAVC  MONVY-CatI  al  lh«  Slov*  Slor« 

302  304  QUEEN  WEST 


STOVES 

6     THAT  PAY 

FOR  THEMSELVES 

The  time  hag  come  ior  you  to  seri- 
ously consider  your  heating  problem 
(or  the  coming  winter.  H  you  can 
make  two  tons  of  cool  last  as  long  as 
lour  tons,  with  coal  at  $10.00  a  ton. 
you  save  $20,00.  which  is  exactly 
one-half  of  your  heBling  bill  lor  the 
winter,  or.  in  other  words,  the  price  of 
a  new  stove,  built  along  modern  ccon- 


Grand  Jewel  Stoves 


Threshers'  Supplies 


J.  H.  BUCHANAN 


II     July  Sale  of 

Kitchen,  Dairy  and%^ 
Laundry  Supplies 


llLv.,unl  ol  10  percent  lor  CaiJi.  No- 
rn, ^l..irL.  r  r..  ,.,-1  Firsi.Cla.iti  Goodi  >i  Snood 
a     Ant  I.,  ir:t  our  Special  Dcporlmenl — ihe  rtkly 
.r.  ihr  01  -rilled  w.tb-BifSri.,,,  lur  .he  mnllffCk^  . 
uly.    Al  the  Big  Slom  on  Ihr  Cormr. 

Tumbull  &  Cutdiffe.  Limited  "'"H'^,'^ 


STOVE  TALK 


Now  wc-.e  tight  ir 


people. 


If  it's  jrcai  iiavc,pipci  cleaned  and  foa' 

Slovc  iiolt.    Wa  can  give  yoo  good  honeit 
doling  ind  piompl  and  courreooi  Mrviee. 
■  We  handle  oveiytblng  in  Stoves  and  Slovc 

Yen  don'i  lake  ehane«  when  yon  do  yonr 

e/Q  STOVE  HOUSE. 


S  !|t  »iM  Gmniw  Slew  Kettle*,  rej,  iOc.  (pccHl  35* 
in  qi.  (lie  Graoiw  Slew  Kettles,  res.  TiOc.  ipecU]  40e 

EXTRA  SPECIAL 


Furniture  Department  ^ 
for  Special  Value*. 

CONN'S  -: 


GiFmour  &  Marshall 

Hordworo  Merctianls 


Roycroft  &  McGregor 


W.  J.  MUIRHKAD 

CarletoD  Placp  Ontario. 

Bargains 


Screen  Doors 
Window  Sffeens 
Green  Wire  Ootli 
Poultry  Kettin; 
Heavy  Wi  Netting 


THEUWRENCE  HJRDMBE  CO.,  Ltd. 

152,  154  tMlimt  SIHftT,  IMita,  H  S. 


BEATING  STOVES 


D.  HiU  Suttiihinil 

m  guLm  uniut 


5PLCIAL  FOR  FRIDAY  Ai>^D 
SATURDAY  IN  20  AND  22-fl. 


W.  C  5TLARMAN 


Mfi  Orurilto  Stmt 


Everything  in  Hardware 

Hot  Weather  Goo< 

Wn^tlmkU^   -              ■    mA.    ».  H  Ml 
J<w  l«  rmirw,  .       ■              fmr^  a. 

Is  at  Special  Price* 

Special  Clearance  Price  on  Hog  Fence 

Machine  Oil 

Machine  Oilers 

T>  Mm  Oim 

O^ymj  Mnn  (Um                       ~  &< 

N*kkn  WnmAm                        ».  t*  7h 
AftpU.      -           I  I-     .  li.  le  11.00 
K.,  fwi.     .          *  J            »0.  I.  TIV 
luUn                                  30.  tB  3S< 

riaaklil 

GEO.  MANSON  &  SONS 

flw-it  N.  •  STRATHCLAJB 

Samples  of  Stove  Advcrti.scmeiitii  t.Tl<rn  Ironi  C.nnailian  papers 
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Immediate  sales  can  be  made,  but  equally  as  important  is 
the  securing  of  names  of  prospective  customers. 

Two  Column  Ads.  Popular. 

The  most  popular  space  taken  by  hardwaremen  in  local 
papers  is  the  five  or  six  inch  two  column  size,  over  half  of  the 
ads.  reproduced  being  of  these  proportions. 

No.  2  is  built  along  good  lines,  seasonable  lines  being 
featured,  and  prices  quoted.  But  it  lacks  strength  and  pulling 
power  in  the  heading.  The  first  two  lines  might  better  have 
been  omitted  entirely  and  the  drop  in  eoel  oil  emphasized  in 
larger  type. 

No.  3  has  many  good  points.  The  heading  is  suggestive, 
and  the  reading  paragraph  in  telling  of  the  arrival  of  a  car 
load  of  heaters  and  drawing  attention  to  the  window  display 
was  equally  catchy,  especially  when  followed  with  the  prices 
quoted.  The  firm 's  addresses  might  have  been  brought  out  more 
clearly,  however. 

No.  4  repeats  the  firm  address  top  and  bottom,  an  unneces- 
sary use  of  space,  which  could  have  been  taken  up  with  a 
headline,  this  allowing  more  descriptive  reading  matter  below. 

No.  5,  featuring  a  bargain  sale  of  second  hand  ranges,  is 
displayed  too  much  to  be  effective.  A  big  feature  not  brought 
out  in  the  display  is  a  month 's  trial  offer,  with  a  refund  of  the 
purchase  price  if  not  satisfactory. 

No.  6  is  a  particularly  strong  ad.,  occupying  two  full 
columns.  The  heading  is  catchy  and  the  talk  on  coal  saving  is 
convincing.  These  are  followed  by  a  sensible  talk  on  heaters 
and  ranges,  winding  up  with  a  guarantee,  and  offers  to  deliver 
and  set  up,  to  take  old  stoves  in  exchange. 

No.  7  brings  threshers'  supplies  into  prominence,  there 
being  a  big  trade  in  these  in  Moosejaw.  Mr.  Buchanan's 
motto,  "Quality  is  the  safest  economy,"  deserves  the  emphasis 
put  upon  it. 

No.  8  is  one  of  those  personal  talks  which  appeal  to  most 
buyers.  You  can  imagine  you  are  talking  to  Mr.  Muirhead,  so 
easily  does  he  suggest  a  new  stove,  some  stove  repairs  or  the 
cleaning  out  of  your  stove  and  furnace  pipes.  The  ad.  is  well 
described  by  the  heading,  "Stove  Talk." 

In  No.  9,  Conn,  of  Tillsonburg,  offers  some  special  prices  for 
fruit  canning  kettles.  The  heading,  "Bargains,"  should  have 
been  more  complete,  however.  "Fruit  Time  Bargains,"  or 
"Bargains  in  Fruit  Kettles,"  would  have  attracted  more  at- 
tention. 

No.  10  says  the  "Kootenay  range  is  as  good  as  it  looks," 
but  Eoycroft  and  McGregor  will  find  many  of  their  customers 
are  from  Missouri.  They  should  have  tried  to  "show  them" 
by  a  descriptive  paTagraph  in  the  aa. 

In  No.  11,  TurnbuU  &  Cutlifife,  Brantford,  announce  one 
of  the  special  tin  and  enamelware  sales  they  feature  "between 
seasons"  in  summer  and  winter.  They  have  been  very  suc- 
cessful in  these  sales,  in  which  they  advertise  "first  class  goods 
at  second  class  prices." 

No.  12,  a  Canora,  Sask.,  announcement,  departs  from  the 
two  column  style  and  uses  a  single  column  space  to  fair  ad- 
vantage. The  same  space,  two  columns  wide  and  half  as  deep, 
would  have  had  a  more  striking  appearance. 

In  No.  13  the  Lawrence  Hardware  Co.  use  a  small  double 
column  space  very  effectively  featuring  early  summer  lines. 

No.  14,  a  Vancouver  announcement,  is  a  particularly  good 
ad.,  featuring  a  single  line  of  ladders. 

No.  15  is  a  far  better  ad.  than  is  usually  found  in  the 
country  newspapers.  It  is  well  arranged  and  brings  to  the  at- 
tention of  buyers  a  large  number  of  seasonable  lines. 


Some  Good  Stove  Talk. 

From  a  Vancouver  daily  paper  the  following  live  talk  is 
clipped: 

"It  surprises  us  that  so  many  people  in  buying  their  first 
range  consider  the  question  of  price  before  efficiency.  What 
are  a  few  dollars  when  a  purchase  to  last  the  best  part  of  a  life- 
time is  to  be  made  ?  We  do  a  big  range  business.  We  have  them 
at  all  prices — $30,  $40,  $50,  $60,  $70  and  more.  At  each  of  these 
prices  we  endeavor  to  give  the  best  possible  value  for  the 
money.  But  is  it  reasonable  to  expect  that  a  $30  or  $40  range 
is  going  to  give  the  same  all-round  satisfaction  as  a  $70  range? 


No;  certainly  not.  The  best  range  made  is  not  a  bit  too  good 
when  you  consider  that  it  is  used  to  prepare  more  than  900 
meals  a  year.  Our  best  range  is  the  ....  and  if  you  are  con- 
templating buying  a  range  we  ask  you  to  see  it.  You  might 
buy  it  on  the  strength  of  its  appearance,  for  it  is  the  best  look- 
ing as  well  as  the  best  made  range.  But  we  will  demonstrate 
where  the  superiority  lies.  A  chance  to  show  it  in  competition 
with  any  or  all  other  ranges  is  all  we  ask  from  you,  in  four 
sizes,  at  $67!50,  $70.00,  $72.50,  ami  $75  respectively.  Prices  in- 
clude setting  up  in  your  home." 

That's  the  kind  of  talk  that  makes  sales.  Put  some  of  it 
into  your  ads.  and  watch  results. 


M.  Weichel  &  Son,  Elmira,  in  their  "Store  News,"  talk 
to  customers  just  as  they  would  talk  over  the  counter,  and  that's 
the  way  all  should  try  to  advertise.  Here  are  two  sample 
paragraphs: 

We  have  two  Vacuum  Cleaners  for  hire.  Get  your 
order  in  early,  otherwise  you  might  be  at  the  tail  end 
of  the  procession.  Costs  little  to  use— nothing  to 
keep.    15c.  by  the  hour — no  more. 

One  of  our  new  Imperial  Washing  Machines  would 
make  wash  day  so  easy  for  the  wife,  and  a  Boyal 
Canadian  Wringer  added  would  make  it  doubly  so. 
$11.00  will  buy  the  two  hardwork  savers. — We  have 
cheaper  ones,  but  we  always  like  to  sell  these,  because 
they  give  such  good  service.  Won't  you  make  it  easy 
for  her.    Come  in  and  let  us  show  you. 


Taylor's  News,  in  their  New  Liskeard  store  paper,  on 
May  19,  said: 

The  fly  season  is  now  opening  and  they  are  show- 
ing themselves  in  limited  numbers.  It  only  takes  ten 
days  to  complete  a  generation  in  warm  weather.  You 
know  what  to  expect  aside  from  being  a  nuisance. 
Doctors  and  experts  tell  us  they  are  great  disease 
carriers  and  a  constant  source  of  danger  in  the  house. 
Window  and  door  screens  are  your  greatest  protection, 
and  we  have  them  in  all  sizes  and  styles.  Plain 
screen  door  with  spring  hinges,  pull  and  catch,  $1. 
Fancy  varnished  screen  door  with  spring  hinges,  pull 
and  catch,  from  $1.50  to  $2.25.  Screen  windows,  20c. 
to  60c. 


SENSIBLE  TALK  FOR  A  STOVE  AD. 

A  message  to  the  man  of  the  house — please  read  it. 

Your  wife  does  the  drudge  work  of  the  family.  "A  man 
works  from  sun  to  sun,  but  a  woman's  work  is  never  done." 
She  spends  fully  one-third  of  her  lifetime  in  the  kitchen  with 
a  stove  as  her  constant  companion. 

Don't  you  believe  she  is  entitled  to  the  best  stove  you 
can  buy,  one  that  performs  its  service  easily  and  quickly  and 
with  economy?  How  can  a  woman  expect  to  do  perfect  baking 
with  a  poorly  built  unscientific  stove?    It  can't  be  expected. 

You  demand  the  best  tools.  Still  thousands  of  house- 
wives are  toiling  day  after  day  with  cheap  unsatisfactory 
stoves — the  most  used  article  in  any  home  and  one  on  which 
your  wealth  and  happiness,  as  well  as  that  of  your  wife,  largely 
depends. 

Make  your  wife  happy  by  buying  her  a  perfect  baking 
  range  or  cook  stove. 

The  range  illustrated  is  made  from  perfectly  plain  cast- 
ings, easily  cleaned,  and  especially  fitted  for  tlie  economical 
burning  of  hard  coal;  price  with  reservoir,  as  shown,  $39.00. 
Price  without  reservoir,  $33.00. 


A  KITCHEN  UTENSILS  TALK. 

Opening  of  the  Food.  Chopper  Season — We  don 't  know- 
why  we  sell  more  food  choppers  at  this  time  of  the  year  than 
any  other,  but  we  do.    There  is  no  time  during  the  entire 

year  that  a    chopper  in  the  kitchen  is  not  seasonable. 

Takes  the  place  of  the  old-fashioned  chopping  bowl,  does 
better  work,  without  any  noise.  Big  display  of  food  chop- 
pers in  our  north  window  and  you  are  invited  to  come  in  and 
see  how  the    chops  fruits,  vegetables  and  most  any- 

thing except  wood.    May  we  have  the  pleasure  of  seeing  you! 
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Salesmanship  Essential  to  Success 


STORIES  OF  SALESMANSHIP. 
No.  2.    By  W.  W. 

A  successful  liardware  manufacturer  recently  told  me  a 
good  story  of  how  he  "  got  in  wrong,"  and  how  frankness  on 
his  part  and  good-lieartedness  on  the  part  of  the  buyer  for  a 
big  Winnipeg  firm  saved  him  from  a  most  embarrassing  situation. 

The  manufacturer  was  Arthur  F.  Hatch,  chairman  of  the 
Hamilton  branch  of  the  Canadian  Manufacturers  Association, 
managing  director  of  the  Canada  Steel  Goods  Company,  and  for 
many  years  a  successful  traveler. 

When  Mr.  Hatch  started  manufacturing  butts  and  hinges, 
brackets  and  whiffletrees,  he  naturally  looked  around  for  the 
best  market  and  it  wasn't  long  before  he  landed  in  Winnipeg 
intent  on  introducing  his  line  to  the  four  or  five  buyers  who  sit 
in  judgement  upon  what  shall  or  shall  not  be  sold  in  hundreds 
of  good  hardware  stores  in  that  wonderful  country  formerly 
known  as  the  Northwest  but  better  known  as  "  Western 
Canada. ' ' 

Steel  whilfletrees  were  a  comparatively  new  line,  and  like 
the  good  careful  buyers  they  are,  the  Winnipeg  wholesalers  were 

slow  to  take  the  new  line  on. 
One  after  another  they  turn- 
ed the  enthusiastic  salesman 
down,  politely  promising,  how- 
ever, to  give  the  matter  con- 
sideration. Down  the  line 
Mr.  Hatch  went,  until  the  last 
jobbing  house  was  reached, 
and  here  it  was  a  case  of  do  or 
die  for  the  salesman,  who  had 
expected  to  have  secured 
orders  from  every  house. 

"I'll  take  a  carload  if  you 
give  me  the  exclusive  sale, ' ' 
said  the  last  buyer  and,  re- 
membering his  "turn-downs," 
Mr.  Hatch  consented. 

Then  down  the  line  again 
Mr.  Hatch  went,  on  the  hunt 
for  orders  for  hinges,  butts, 
brackets,  staples,  and  all  the  other  lines  of  hardware  made 
in  the  Canada  Steel  Goods  plant. 

"Yes,  I'll  take  some  hinges,"  said  the  first  buyer  called 
upon,  "and  I've  been  thinking  about  that  whiffletree.  It  looks 
like  a  good  thing  and  you  can  book  me  for  a  carload." 

"Sorry,  but  I've  given  "So  and  So"  the  exclusive  sale  of 
the  whiffletrees,"  replied  Mr.  Hatch."    "I  offered  the  line  to 
you  before  I  saw  them,  but  you  wouldn't  give  me  an  order." 

"Well,  if  you  can't  sell  me  whiffletrees  you  can't  sell  me 
hinges,"  was  the  buyer's  ultimatum.  And  hearing  the  same 
story  from  two  or  three  other  buyers,  Mr.  Hatch  felt  sick  at 
heart.  Here  was  business  offering  all  along  the  line  but  he 
had  tied  the  whole  line  up  by  giving  the  exclusive  sale  of  one 
specialty  to  a  single  house.  Mr.  Hatch  was  "in  wrong"  and 
stood  a  big  chance  of  "falling  down"  on  his  trip.  But  years 
of  training  as  a  salesman  had  taught  him  that  frankness  and 
honesty  are  the  saving  qualities  in  many  a  desperate  situation. 

"Mr.  'So-and-So,'  "  said  Mr.  Hatch  to  the  buyer  he  had 
^iven  the  exclusive  sale  to  a  day  or  two  before,  "I  find 
myself  in  a  verj'  difficult  position.  T  made  an  agreement  with 
you  the  other  day  and  I  intend  to  carry  it  out.  I  don't  want 
to  hedge  but  I  want  you  to  know  where  I'm  at.  Before  I  called 
u[)on  you  I  saw  the  buyers  for  the  other  four  wholesalers.  It 
was  pure  accident  that  I  called  on  you  last  as  the  others  were 
nearer  my  hotel.  None  of  the  buyers  would  order  whiffletrees 
from  me,  so  when  you  gave  an  order  and  asked  for  exclusive 


Mr.  Arthur  F.  Hatch 


sale  I  consented.  Then  I  called  on  the  other  buyers  for  orders 
for  hinges,  and  everywhere  I've  gone  I  have  been  given  orders 
for  hinges  to  be  shipped  with  some  whiffletrees.  Of  course, 
I  have  had  to  refuse  the  hinge  orders,  as  I  couldn't  supply  the 
whiffletrees.  I  believe  it  wise  to  advise  you  of  the  situation, 
hut  I  repeat  that  I'll  keep  the  agreement  we  made  the  other 
day. ' ' 

Ihe  buyer  was  a  gentleman,  and  he  had  seen  other  sales- 
men sell  rival  houses  after  they  had  agreed  to  make  the  sale 
exclusive.  Here,  however,  was  a  salesman  who  had  turned 
down  three  or  four  orders  rather  than  break  an  agreement. 

"You  can  go  ahead  and  book  those  hinge  orders,"  the 
buyer  said  to  Mr.  Hatch.  "  I  am  glad  that  my  judgment  about 
those  whiffletrees  is  verified  by  the  other  buyers,  but  I  won't 
hold  you  to  that  agreement.  And  you  can  book  me  for  some 
hinges,  too." 

Mr.  Hatch  was  truly  "in  right,"  and  his  honesty  made 
it  possible  for  him  to  bring  four  or  five  big  orders  iDack  to 
Hamilton  instead  of  only  one,  steel  whiffletrees  having  ever 
since  been  a  profitable  line  for  Western  hardware  men  to 
handle.  And  he's  been  "in  right"  ever  since,  as  he  has  made 
it  a  point  to  make  good  hardware,  to  brand  it  with  his  com- 
pany's "Crescent"  trade  mark,  and  to  advertise  liberally 
in  the  trade  papers. 

Manufacturers  who  follow  similar  lines  of  policy  are 
equally  certain  to  build  up  an  enduring  business  with  the 
hardware  men  of  Canada. 


THE  DISPLAY  AND  SALE  OF  STOVES. 
By  H.  E.  Burgess,  Dauphin,  Man. 

Speaking  of  the  sale  of  a  high  grade  range,  a  customer  re- 
cently said  to  the  writer:  "I  cannot  sell  that  article  here,  it 
is  too  much  money,  they  can  bring  in  an  article  from  a  cata- 
logue house  that  weighs  as  much,  is  as  large  bodilv,  for  from 
$10  to  $15  less." 

' '  Have  you  never  stocked  a  good  range  and  endeavored 
to  educate  your  customers  to  the  advisability  of  buying  an 
article  of  quality  and  quantity  rather  than  price  and  quantity," 
I  asked. 

He  said  there  was  no  use,  for  when  a  stove  or  range  was 
wanted,  they  simply  studied  the  catalogue  and  ordered  by  mail 
that  which  they  thought  would  be  most  adaptable  to  their 
requirements,  at  least  as  far  as  price  was  concerned. 

Being  in  a  new  point  this  unprogressive  merchant  soon 
had  opposition,  the  new  man  endeavoring  to  create  a  demaiid 
for  a  better  article  than  had  previously  been  handled  at  that 
point.  The  result  has  been  that  he  has  sold  seven  high  grade 
ranges  in  a  few  months,  and  has  good  prospects  for  future 
sales. 

It  is  always  more  conducive  to  good  business  and  more 
satisfactory  to  sell  a  high  grade  article  than  an  inferior  one, 
for  three  reasons: 

1.  There  is  more  profit  in  the  sale  of  a  good  range. 

2.  It  is  an  advertising  medium  for  future  business,  there 
being  no  advertising  quite  so  good  as  the  wagging  tongue  of  a 
satisfied  lady,  while  there  is  nothing  so  detrimental  as  the 
busy  tongue  of  a  dissatisfied  customer. 

3.  The  store  is  self  advertised  as  being  one  carrying 
quality  goods. 

Don't  Quote  Price  First. 
There  are  too  many  clerks  and  ])roprietors  who,  when  a 
customer  comes  in  regarding  the  purchase  of  a  stove  or  range, 
about  the  first  thing  they  tell  them  is  the  price.  This  is  fol- 
lowed with  the  size  of  the  oven  and  possibly  the  weight,  if 
they  have  a  good  memory. 
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'riiis  (lepartiiient  is  one  of  tlie  most  important  of  the  hard- 
ware )>usineHS,  and  if  liandled  properly  is  a  paying  one.  But 
to  nial«o  a  success  of  it  you  must  be  able  to  talk  intelligently 
on  tiic  goods  3'ou  are  handling. 

1.  Know  your  goods.  Any  salesman  representing  a  first- 
class  manufacturing  house  is  onlj'  too  pleased  to  go  back  in 
the  evening  and  sj.end  an  hour  or  two  with  the  sales  staff, 
giving  them  the  manufacturing  details  and  the  selling  poiiits 
on  the  goods. 

2.  Size  up  your  customer  (as  different  people  must  be 
handled  diflerently). 

3.  Leave  the  price  until  the  last. 

4.  Tt  is  very  important  to  know  when  to  stoj)  talking  to 
give  the  customer  a  chance  to  decide,  for  too  much  talking 
will  often  ruin  the  sale. 

A  Sale  Nearly  Lost. 

'I'lie  writer  rciiiciiibers  an  incident  that  happened  in  a 
large  hardware  store  in  a  western  city.  A  lady  came  in  to  buy, 
or  at  least  to  see  a  range.  The  clerk  whom  she  approached 
showed  her  a  line  of  six  ranges  in  not  more  than  ten  minutes, 
ifardly  knowing  the  difference  between  one  and  another  she 
put  him  off  with  the  remark:  "As  I  was  down  street  T  thought 
I  would  just  run  in  and  see  what  you  had,"  and  with  that  she 
started  out. 

Another  clerk  noticing  the  inability  on  the  part  of  the 
first  one  in  being  able  to  talk  intelligently  on  the  goods,  made 
it  a  point  to  be  near  the  door  when  she  was  going  out.  Get- 
ting her  attention  for  a  minute  or  two  he  gradually  and  in  a 
casual  way  spoke  of  the  nice  line  of  ranges  they  had  in  stock. 
By  talking  more  in  a  personal  manner  than  in  a  business  way 
he  found  out  about  the  style  of  range  that  would  suit  her.  He 
then  informed  her  of  having  a  certain  range  upstairs — which 
he  believed  she  had  not  seen  (one  of  the  same  style  was  on 
the  floor  down  stairs,  but  in  looking  over  them  so  quickly  she 
had  not  remembered  it),  and  if  she  could  spare  a  minute  or 
two  he  would  be  pleased  to  show  it  to  her.  Having  heard  her 
make  the  remark  that  she  had  only  a  limited  space  in  which 
to  put  it  he  quietly  dis])atched  an  errand  boy  up  street  to 
measure  her  kitchen.  Goin,(  upstairs  with  her  he  concen- 
trated his  efforts  and  her  attention  on  this  one  range.  Pre- 
sently the  boy  returned  with  the  measurements,  and  a  sale 
was  made  which  would  otherwise  been  lost,  as  she  afterwards 
said  she  intended  to  purchase  that  day. 

This  was  of  course,  an  extreme  case,  but  it  proves  con- 
clusively that  one  must  use  tact  in  handling  the  range  end  of 
the  hardware  business. 

Keep  the  Stock  Neat. 

Too  many  merchants  use  the  tops  of  ranges  for  an  un- 
]p;i(king  counter,  afterwards  forgetting  or  neglecting  to  clean 
llu'in  off  nicely.  The  dirt  and  packing  gets  down  in  the  top 
and  gives  them  a  second  hand  or  shop  worn  appearance.  If 
a  lady  went  in  a  music  store  to  buy  a  piano,  she  would  not 
consider  one  that  had  the  casing  all  soiled,  and  relatively 
speaking,  to  the  modern  housewife,  the  range  of  the  kitchen  is 
the  piano  of  the  parlor.  There  is  nothing  that  will  add  to  the 
attractiveness  of  a  hardware  store  quite  so  much  as  to  see 
a  line  of  stoves  and  ranges  kept  in  nice  shape. 

Enamelware  is  also  a  line  that  can  be  shown  in  an  attrac- 
tive manner.  This  can  be  done  by  keeping  the  two  colore 
separate,  and  having  all  articles  with  handles,  such  as,  li]iped 
sauce  ])ans,  dipjiers,  etc.,  facing  the  one  way. 

Most  manufacturers  put  the  labels  on  the  goods  in  about 
tlio  same  jiositioTi,  so  by  ])utting  them  in  stock  in  a  uniform 
way,  they  arc  mhkIi  more  convenient  to  sell,  also  for  re- 
ordering, for  you  can  see  without  taking  the  stock  all  down 
what  sizes  you  have  on  hand. 

SPECIALIZE  IF  YOU  WOULD  WIN. 
Written  for  the  Journal  by  "Old  Timer." 

About  twenty  years  ago  the  writer  was  sitting  one  sultry 
ev(>,  on  the  platform  at  commencement  exercises,  with  high 
collar,  swallow-tail  coat,  and  all  the  other  trimmings  that  go 
to  make  uj)  an  addle-pated,  eni]>ty-headed  ass  that  believes  he 
knows  how  to  get  right  out  into  the  world  and  set  it  straight 


ujion  several  points  on  which  it  has  gone  dead  wrong. 

To  make  matters  worse,  upon  that  eventful  evening,  the 
dominie,  who  pushed  us  over  the  brink  chose  for  his  subject, 
"Success."  He  had  his  own  particular  ideas  regarding  the 
subject,  and  being  an  imaginative,  lack-a-daisical,  unbusiness- 
like sort  of  a  chap,  he  certainly  delivered  a  choice  assortment 
of  wisdom.  He  was  a  Vjig  ma;;,  r. a  heroic  voice,  and  had  an 
impressive  manner,  and  had  lie  b.  in  some  other  lines  would 
have  had  no  difficulty  in  convim  ing  lots  of  people  that  the 
two  spot  was  an  ace.  Be  that  however  as  it  may,  he  sure  got 
one  thing  right,  and  that  was  that  success  did  not  come  so 
much  from  doing  many  things  jiassably  well,  as  it  did  from 
doing  one  thing  up  "clean  brown." 

He  believed  in  that,  did  this  same  parson,  who  was  rather 
a  man  with  one  idea  and  he  harped  on  that  part  of  the  subject 
all  through  the  address,  with  the  result  that  it  forever  im- 
pressed itself  ui)on  my  memory,  though  I  can't  say  that  I  was 
in  exactly  love  with  the  speaker.  Now,  twenty  years  ago,  this 
idea  of  becoming  a  specialist  along  any  particular  line,  wag  not 
as  thoroughly  impressed  on  the  minds  of  the  people  as  it  is 
to-day.  We  had  not  gotten  so  far  away  from  the  old  style  of 
things  as  we  are  now,  and  it  seemed  as  though  one  must  know 
all,  in  regard  to  any  certain  proposition.  The  mechanics  of 
that,  and  the  days  farther  back,  were  expected  to  know  most 
thoroughly  the  details  about  the  business  and  to  be  able  to 
jump  in  most  anywhere  along  the  line  and  make  good.  If 
they  failed  they  were  regarded,  mostly,  as  of  no  account  and 
as  people  who  would  always  be  at  the  bottom  of  the  ladder, 
while  the  i)arty  whose  qualifications  spread  over  a  much 
broader  surface  (but  who  may  not  have  been  in  it  for  a  mo- 
ment with  the  party  of  the  first  part  as  regards  being  a  top 
notcher  on  any  certain  part  of  the  job  or  work)  this  more 
limber  individual  with  the  brass  in  his  face,  was  the  one  who 
made  the  headway  and  seemed  to  get  most  of  the  "plums." 

For  instance,  there  was  a  fellow  that  I  once  knew  whom 
we  will  call  John.  Now  John  knew  all  about  stoves  and  fur- 
naces? You  couldn't  phase  him  at  any  stage  of  the  pro- 
ceedings. He  could  buy  them,  sell  them,  repair  them  and  keep 
the  stock  up  first  class.  His  department  showed  a  steady  and 
increasing  amount  of  profit  every  year.  But  stoves  and  fur- 
naces were  about  all  that  he  did  know,  and  he  was  not  very 
iiiucli  use  anywhere  else  in  the  store. 

There  was  another  fellow  in  that  same  place  called  Pete, 
who  was  what  one  might  call  an  "all  round"  man.  He  could 
sell  stoves,  or  nails  or  plumbing  goods  or  play  first  base,  one 
about  as  good  as  another,  and  at  none  of  them  would  he  aver- 
age more  than  60  per  cent.,  while  .Tohn  was  about  98  per  on  his 
own  tenting  ground. 

Tt  happened  one  day  that  .Tohn  hail  some  time  to  loaf  a  l)it. 
He  had  sold  only  one  heating  job  and  a  couple  of  bath  rooms 
and  three  or  four  stoves  thus  far  in  the  week,  and  had  not 
paid  the  boss  more  than  200  per  cent,  on  his  wages.  Pete  was 
t)usy  monkeying  with  odds  and  ends  and  the  boss  got  itchy 
at  seeing  John  loafing  some.  So  he  said,  "John,  take  some 
tools  and  go  over  to  the  warehouse  and  set  up  some  waggons 
that  must  be  attended  to.  You  don 't  seem  to  have  anything 
to  do  just  now. ' ' 

This  WAS  the  first  time  that  John  had  ever  received  such 
an  order,  but  he  slowly  got  the  wrenches  and  other  tools  and 
wont.  Xow  lie  know  nothing  about  this  part  of  the  business 
at  all,  and  had  soldoin  been  at  this  warehouse,  for  the  firm 
was  a  largo  one  and  had  several  such  houses. 

1  supi)ose  that  it  does  not  take  so  great  a  mechanic  to 
priiporly  set  up  a  waggon,  yet  there  are  "tricks  in  all  trades," 
aM<l  anyway  John  succeeded  in  making  several  mistakes  that 
he  should  not,  and  when  the  "old  man"  came  to  look  over  tlie 
job  he  was  as  mad  as  a  hatter.  He  called  John  into  the  office 
and  proceeded  to  call  him  all  kinds  of  a  know  notliing  and 
abused  him  something  shameful  over  the  aft'air,  and  then  to 
show  off  he  put  Pete  on  the  job.  Of  course  Pete  made  good! 
He  couldn 't  help  it  for  he  was  built  that  way.  Well,  the  old 
man  made  his  mind  that  John  had  to  be  "broke"  to  fill  in 
anywhere,  so  he  kept  pulling  him  awaj-  from  his  regular  du- 
ties on  every  conceivable  occasion,  with  the  result  that  John 's 
])articular  department  soon  began  to  show  a  falling  off,  and 
also  that  he  fell  down  on  almost  all  of  the  other  work  or  jobs 
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that  he  was  put  to  and  got  all  muddled  up  and  sore.  This 
could  not  turn  out  in  but  one  way,  and  in  the  late  summer  the 
boss  gave  John  his  walking  papers  and  even  refused  him  the 
satisfaction  of  a  recommendation. 

Now  this  ought  to  be  the  end  of  the  story  with  the  moral 
that  Pete  was  the  huskj'  hero,  who  soon  became  the  partner 
in  the  store,  and  at  length  a  staid  town  oiScial.  But  it  did 
not  turn  out  that  way  by  a  darned  sight. 

When  John  was  fired  it  raised  his  dander  because  he 
realized  that  he  had  been  treated  unjustly  and  knew  that, 
in  his  own  particular  line,  that  he  had  it  on  'em.  So  he  scur- 
ried around  and  got  together  a  little  capital  and  opened  a 
plumbing  and  tin  shop  right  across  the  way  from  the  place 
of  business  of  his  old  employer.  He  hired  a  first  class  plumber, 
put  in  a  light  stock  of  goods,  stoves,  etc.,  and  sailed  out  into 
business.  He  hustled  ten  times  more  than  he  had  ever  done 
before,  and  he  stuck  to  his  own  line  that  he  knew  so  well.  Did 
he  succeed?  He  fairly  tore  up  the  earth,  and  to-day  he  owns 
"slathers  and  gobs"  of  property  in  that  town,  has  one  of  the 
best  businesses  in  the  place  and  still  sticks  to  his  own  line 
tighter  than  the  bark  on  a  hickory  tree. 

Pete  is  still  on  the  old  job  at  $18  per  week,  having  got  a 
raise  of  $3  per  in  the  last  few  years,  and  he  is  just  as  versr^- 
tile  as  in  the  past,  and  not  one  whit  more  so.  Now  the  dominie, 
at  that  commencement  time,  laid  down  the  precepts  from  whicii 
a  mighty  good  moral  can  be  read.  In  fact  there  are  a  whole 
bunch  of  morals  that  can  be  drawn"  from  this  little  incident, 
but  I  am  going  to  let  you  do  that  for  yourself,  as  I  don't  care 
to  monopolize  the  whole  shooting  match,  and  it's  good  to  ha*'e 
some  thinkers  outside  of  the  office  anyway. 


The  Travelers*  Column 

The  Bee  That  Gathers  the  Honey 
Doesn't  Hang  Around  the  Hive. 


WHICH  DO  YOU  WEAR  OUT? 

Some  years  ago  the  National  Cash  Eegister  Company 
issued  a  card  picturing  an  old  pair  of  pants  with  the  seat  worn 
out,  and  an  old  pair  of  boots  with  holes  worn  in  the  soles. 
Below  was  only  one  word:  "Which?" 


WHAT  A  TRAVELER  SAW. 

' '  Captain  Higgins,  of  the  Higgins  Hardware  Co.,  down  at 
Peterboro,  is  a  bright  salesman,"  said  a  traveler  to  the  Journal 
the  other  day.  "I  was  waiting  to  see  him  the  other  day  when 
a  woman  came  in  to  buy  a  package  of  tacks. 

"Are  you  going  to  do  some  roofing?"  asked  Mr.  Higgins, 
catching  sight  of  a  sample  of  prepared  roofing  in  the  woman's 
hand.  She  was,  but  she  had  intended  buying  it  somewhere 
else.  But  think  you  that  Higgins  let  her  get  away.  Not  he. 
And  he  made  the  sale  so  nicely  that  the  customer  was  more 
than  pleased  that  she  had  bought  his  line." 

Compare  this  with  what  a  traveler  saw  in  another  Peter- 
boro store  not  long  ago. 

A  customer  caiiii'  in  and  asked  to  see  a  fishing  rod.  He 
was  shown  one  mihI  bought  it.  Picking  up  a  fish-line  and 
c.vamiiiing  it  encouraged  the  clerk  to  ask  if  he  also  wanted 
a  lino.  Ho  did  and  he  made  the  buy.  He  might  also  have 
purchased  a  sinker,  a  bait,  a  reel,  or  any  one  of  the  scores  of 
spocialti(>s  to  be  found  in  every  well  equipped  stock  of  fishing 
tackle. 

But  tlio  dork  was  contont  to  let  the  customer  got  away 
witli  ;i  7n cent  jiurciiase  where  he  might  as  well  have  had  half 
as  iiiucii  again  if  the  clerk  had  known  his  goods  and  been  able 
to  tell  his  customer  just  what  an  amateur  fisherman  needed. 

As  the  traveler  said,  that  clerk  should  make  it  a  point 
to  go  fisliing  a  few  times  and  learn  something  about  how  to 
use  different  kinds  of  sporting  goods. 

Be  always  alert  to  grasp  the  opportunities  which  present 
themselves  from  day  to  day.  There's  a  big  diflerence  between 
selling  goods  and  taking  orders.. 


STRONG  SELLING  ARGUMENT  LOST. 

In  an  Eastern  Ontario  town  is  a  hardwareman  who  has 
the  agency  for  four  or  five  stove  manufacturers.  A  represen- 
tative of  one  of  the  foundrymen  recently  called  to  book  an 
order  and  found  his  line  was  not  on  disi^lay. 

"How  many  can  I  book  for  you?"  asked  the  traveler. 

"I'll  want  one  in  the  fall,"  replied  the  retailer,  who  on 
enquiry  said  he  had  been  selling  the  range  at  $50,  although  it 
cost  him  about  $45. 

Several  sales  had  been  made  during  the  past  two  seasons, 
and  the  traveler  urged  that  $60  should  be  asked  for  the 
range. 

"Have  you  a  customer  with  one  of  our  ranges  handy?" 
asked  the  salesman. 

"Yes,  the  town  baker  has  one  in  his  house  down  street," 
was  the  reply. 

The  traveler  called  on  the  baker,  who  enthusiastically 
commended  the  range  as  the  best  he  had  ever  seen.  "My  son 
got  married  last  year  and  I  had  him  get  one  like  mine,"  he 
said. 

Here  was  one  of  the  finest  arguments  a  stove  dealer  could 
have.  The  town  baker,  whom  every  housewife  in  the  neighbor- 
hood knows,  'and  who  calls  daily  at  scores  of  homes,  was  a 
booster  for  the  range,  and  had  insisted  on  his  son  having 
one  of  the  same  kind.  Yet  the  hardwareman,  by  dissipating 
his  energies  amongst  his  various  agencies,  had  neglected  to 
drive  home  the  strong  argument  in  his  possession.  And  even 
when  it  was  pointed  out  to  him  he  hadn't  the  nerve  to  order 
a  stock  and  feature  the  range  at  a  profitable  selling  price. 

Another  hardwareman  has  the  agency  now,  and  it  will 
be  his  own  fault  if  that  baker  isn't  made  the  means  of  selling 
a  carload  during  the  present  season.  In  an  adjoining  city  a 
local  stove  dealer  sold  nearly  two  carloads  ot  the  same  ranges 
last  year  at  $60  each. 

When  you  have  goods  of  quality  feature  the  quality  in- 
stead of  the  price. 


A  SALESMAN. 

When  the  train  pulls  iu  and  you  grab  your  grip 
And  the  hackman 's  there  with  his  frayed-out  whip, 
You  call  on  your  man  and  try  to  get  gay. 
All  you  get  is  ' '  Nothing  doing  to-day. ' ' 
Then  you're  a  peddler. 
Young  man,  you're  a  peddler. 

When  you  get  into  town  and  call  on  your  man, 
"Can't  see  any  stock.  Bill.    "Why  sure,  I  can"; 
You  size  up  his  stock  and  make  a  rough  count. 
Bill  presently  says,  "Send  the  usual  amount," 
Then  you're  an  order  taker. 
My  boy,  you're  an  order  taker. 

And  when  you  are  traveling  along  and  everj'thing 's  fine 

And  you  don't  get  up  until  half -past  nine; 

When  you  see  each  firm  and  talk  about  conditions. 

And  write  it  all  home  with  many  additions, 

Then,  you're  a  traveling  man. 

My  friend,  you're  a  traveling  man. 

When  you  call  on  your  trade  and  they  talk  "hard  times," 
"Lower  Prices,"  and  so  forth,  and  "Decided  Declines," 
But  you  talk  and  you  smile,  make  tho  world  look  bright. 
And  send  in  your  orders  every  blamed  night, 
Then  you're  a  salesman; 
By  Gad,  you're  a  salesman. 


INSURANCE  SWINDLERS  IN  NORTHERN 
ONTARIO. 

Thei-e  are  fire  insurance  i")olicies  being  sold  freely 
ill  Northern  Ontario,  "whicli  are  placed  in  companies 
unlit  to  insure  in,  some  even  having  no  real  existence. 
Wc  advise  our  northern  subscribers  to  write  our  in- 
surance Department  for  information. 
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Business  Methods  that  Win  Success 

Some  of  the  out-of-the-ordinary  plans  adopted 
by  retailers  to  bring  trade  to  their  stores. 


SOLD  10  GAS  RANGES  THIS  SPRING. 

Wcstwood  Bros.,  'I'oroiito,  liolrl  very  progressive  ideas 
about  advertising  stoves  and  ranges.  Tn  previous  years  they 
have  been  liberal  users  of  advertising  space  in  the  Toronto 
evening  papers,  and  this  year  they  made  an  arrangement 
whereby  they  used  2,000  lines  at  6  1-2  cents  per  line  in  April, 
the  Moffat  Stove  Co.  also  using  several  thousand  lines  to  assist 
their  various  Toronto  agents. 

"We  got  an  exclusive  line,  and  named  a  price  which 
would  pay  for  our  advertising,"  said  E.  B.  Westwood,  and  as 
the  firm  sold  40  gas  ranges  in  April  and  May,  it  will  be  seen 
that  the  advertising  cost  about  [)er  stove.  But  the  ranges 
brought  from  .$40  to  .$100  each,  and  the  results  were  considered 
exceedingly  satisfactory. 

Mr.  Westwood  has  strong  views  about  selliilg  stoves.  If 
he  can  pos.sibly  avoid  it,  for  instance,  he  dodges  the  price 
question  until  he  has  got  the  customer  interested  in  the  range. 
He'll  talk  oven,  coal  or  gas  consumption,  baking  qualities  or 
anything  about  the  range  except  the  price.  Once  the  customer 
has  been  interested  and  a  sale  seems  possible,  the  price  ques- 
tion is  taken  up  and  quotations  are  made,  connected  or  un- 
connected, and  with  or  without  waterfront.  But  emphasis  is 
made  upon  the  quality  of  the  range,  the  price  being  a  second 
consideration. 

A  customer  of  Westwood  Bros.,  a  doctor 's  wife,  has  earned 
$14  in  commissions  of  $2  each  on  gas  ranges  sold  to  her  friends 
since  last  September.  They  never  suggest  commissions,  but 
occasionally  a  customer  will  ask:  "How  much  will  you  give 
me  if  I  sell  a  range  for  you."  "Put  it  this  way,"  Mr.  West- 
wood  will  reply:  "You  send  me  the  names  of  friends  who 
want  gas  ranges,  and  on  every  sale  I  make  I'll  give  you  a 
commission. ' ' 


Once  the  name  of  a  probable  customer  is  secured  in  this 
way  it  is  comparatively  easy  to  make  a  sale,  as  it  is  possible 
to  refer  to  at  least  one  friend  who  has  installed  one  of  the 
ranges,  and  who  has  expressed  satisfaction  with  her  purchase. 

That's  half  the  battle,  and  good  salesmanship  is  the  other 

half. 


SOLD  SIX  CARLOADS  LAST  YEAR. 

How  decent  treatment  of  customers  paj's  is  illustrated  in 
('.\|)erience  related  by  W.  and  .1.  Sheridan,  Brockviile,  who 
sold  six  carloads  of  stoves  and  ranges  in  that  city  and  sur- 
rounding country  last  year. 

Brockviile  is  a  manufacturing  town,  and  the  Sheridan 
firm  have  always  enjoyed  a  large  share  of  the  trade  of  the 
factory  employees,  retaining  their  confidence  by  a  constant 
effort  to  give  satisfaction. 

Last  year  a  kick  came  in  from  a  lady  customer,  however, 
that  a  range  she  had  bought  was  not  giving  satisfaction  and 
had  not  done  so  from  the  time  of  her  purchase.  Investigation 


proved  that  there  was  a  crack  in  the  oven,  and  the  woman 
claimed  that  it  had  been  cracked  when  she  bought  it. 

It  isn 't  u.sual  for  ua  to  replace  breakages  over  a  year  after 
the  range  is  bought,"  said  Mr.  Sheridan,  "but  I  will  write  the 
manufacturers  and  see  what  they  will  do." 

The  circumstances  were  explained  to  the  MeClary  Manu- 
facturing Co.,  and  a  new  range  was  shipped  to  the  customer. 
Naturally  the  lady  was  delighted  and  the  story  wasn't  long 
in  traveling  around,  the  result  being  that  at  least  25  ranges 
were  sold  as  a  direct  result  of  the  incident. 

It  pays  to  be  liberal  in  the  treatment  of  customers. 


CANVASSES  FARMERS  FOR  TRADE. 

James  Dandle,  Streetsville,  whose  new  hardware  store  is 
shown  in  the  accompanying  picture,  does  a  fine  stove  and  fur- 


Attractive  Paint  and  Brush  Window  Displays. 

nace  business,  making  it  a  practice  to  go  out  amongst  the  far- 
mers in  search  of  business. 

In  company  with  a  representative  of  the  James  Stewart 
Manufacturing  Co.,  he  recently  landed  four  furnace  contracts. 
Being  only  24  miles  from  Toronto  he  comes  in  competition 
with  the  mail  order  houses,  but  has  recently  won  out  in  two 
furnace  jobs,  putting  his  quality  work  up  against  the  low 
jiriee  furnaces  of  the  departmentals.  In  enamel  ware,  how- 
ever, Mr.  Dandie  finds  it  hard  to  compete  with  the  big  stores, 
his  customers  visiting  Toronto  frequently. 

Mr.  Dandie  has  sold  quite  a  number  of  McClary  ranges 
by  putting  a  couple  on  his  waggon  when  going  out  to  deliver 
one  to  a  farmer  customer.  He  makes  it  a  point  to  call  at 
several  farm  houses  and  drop  the  information  that  he's  de- 
livering a  new  range  to  "Mrs.  Smith  on  the  7th  concession." 
"Who  is  the  other  for?"  the  farmer's  wife  will  ask,  and  Mr. 
[)andie  follows  up  the  inquiry  with  his  best  arguments  as  to 
why  the  other  range  should  be  delivered  to  the  farmer's  wife 
herself. 


PROFITS  IN  COBBLER'S  SETS. 

R.  C.  Chown,  Belleville,  president  of  the  Ontario  Retail 
Hardware  &  Stove  Dealers'  Association,  has  been  making  a 
special  push  on  Taylor-Forbes'  cobbler's  sets,  and  during  the 
past  year  has  sold  nearly  200  sets,  a  gross  going  out  in  nine 
months.  Mr.  Chown  formerly  sold  United  States  cobbler's 
outfits,  but  has  found  the  Canadian  made  goods  give  much  more 
satisfaction  to  customers. 

Along  with  the  outfits  the  Chown  Co.  sell  leather  soles  and 
heels,  they  selling  over  ,$50  worth  of  these  articles  each  month 
as  a  result  of  displaying  them  on  a  bargain  goods  counter  in 
the  center  of  their  store. 


SEWING  MACHINES  A  GOOD  LINE. 

L.  F.  Heartwell  &  Co.,  Rosetown,  Sask.,  who  have  just  sold 
the  tinsmithing  end  of  their  business,  still  do  a  hardware,  fur- 
niture and  undertaking  business.  L.  F.  Heartwell.  the  manager, 
is  a  progressive  merchant,  and  recently  attended  the  conven- 
tion and  exhibition  of  the  Illinois  Retail  Hardware  Association. 


Like  a  New-Board  in  an  Old  Fence 

The  Moffat  Gas  Range 

stands  out,  an  Improvement  on 
all  others.  Modem  and  Money- 
saving.  Exclusive  features.  De- 
monstrations for  you. 


STOVES  EXCHANGED 


WESTWOOD  BROS. 

(33-637  Queen  St.  West.     Main  2713 
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Heartwell  &  Co.  have  been  quite  successful  in  selling 
sewing  machines,  a  line  too  many  hardwaremen  leave  to  the 
mail  order  houses.  ''If  one  has  sufficient  floor  space  to  ex- 
hibit sewing  machines  in,  the  line  is  a  good  one  for  hardware- 
men  to  stock,"  writes  Mr.  Heartwell,  his  letter,  like  those  re- 
ceived from  an  increasing  number  of  retailers,  being  type- 
written. 


COUPONS  WITH  DOLLAR  PURCHASES. 

G.  E.  Farmer,  Stettler,  Alberta,  increased  his  holiday  trade 
last  year  by  giving  coupons  with  every  purchase  of  one  dollar 
made  before  December  24.  The  person  drawing  the  fifth  cou- 
])oa  received  $25.00  in  cash,  to  the  holder  of  the  tenth  coupon 
draw  a  set  of  Rogers  Silver  knives  and  forks  were  given.  The 
fifteenth  coupon  entitled  the  holder  to  a  carving  set,  and  the 
person  buying  the  largest  amount  of  goods  secured  a  six-hole 
range. 


NOVEL  FRONT  IN  STOVE  STORE. 

The  Gurney  Oxford  Stove  Co.,  Toronto,  a  company  operat- 
ing several  retail  stores,  selling  the  f)roducts  of  the  Gurney 
Foundry  Co.,  have  in  their  store  at  740-742  Yonge  Street,  To- 
ronto, one  of  the  finest  store  fronts  in  Canada. 

As  will  be  seen  from  the  illustration  the  store  entrance 
is  very  deep,  there  being  five  distinct  windows,  two  in  the 


[•  Ine  Front  in  Toronto  Stove  Store. 

front,  two  on  the  slant  in  the  entrance  and  one  facing  the 
street,  twenty  feet  from  the  sidewalk,  just  behind  the  two 
doors,  which  o-pen  into  each  side  of  the  store. 

Across  the  40-foot  front  in  the  second  story  there  are  also 
four  large  plate  glass  windows,  in  which  are  shown  ranges, 
refrigerators  and  kitchen  enamelware,  the  company  carrying 
a  stock  of  high  class  kitchen  furnishings. 

Retailers  who  are  thinking  of  remodelling  their  Store  front, 
and  who  visit  Toronto  at  any  time,  will  do  well  to  visit  this 
store  and  study  the  arrangement  of  the  windows. 


TINSHOP  BRINGS  CUSTOMERS  TO  STORE. 

The  advantage  of  liaving  a  good  tiiisliop  in  connection 
witli  a  hardware  store  was  demonstrated  by  Taylor  Bros., 
Lanark,  this  spring.  The  tinshop  had  not  been  bringing  in  much 
business,  and  it  was  decided  that  better  results  could  be  se- 
cured if  more  attention  were  paid-  to  this  department.  Con- 
sequently an  emi)loyee  who  had  done  good  work  in  another 
of  the  firm 's  branches  was  promoted  and  put  in  charge  of  the 
department.  Particular  attention  was  given  to  giving  cus- 
tomers prompt  service,  and  it  wasn't  long  before  a  change  was 
noticed,  there  being  an  increase  in  the  number  of  customers 
doing  business  with  the  store  and  tlie  tinshop. 

There  is  no  department  so  valuable  to  a  country  hard- 
ware store  as  a  tinshop  if  in  charge  of  a  comjiotent  tinsmitli, 
and  an  effort  is  made  to  jilease  customers. 


HOW  MANY  PINS? 

A.  Nelson  &  Co.,  Carlyle,  Saskatchewan,  recently  conducted 
a  guessing  contest,  which  resulted  in  a  marked  increase  in 
their  trade.  Eight  prizes  are  offered  and  there  will  be  eight 
fortunate  individuals.  For  each  purchase  amounting  to  $1  cus- 
tomers were  allowed  one  guess  as  to  the  number  of  pins  in  a 
cushion.  The  first  prize  was  awarded  to  the  party  guessing 
the  nearest  to  the  correct  number,  and  a  special  prize  of  $10 
in  cash  was  offered  to  the  one  putting  in  the  greatest  number 
of  guesses.  The  prizes  are  as  follows:  First,  gentleman's 
watch,  value  $25;  second,  dinner  set  (97  pieces),  value  $20; 
third,  cut  glass  water  set,  value  $15;  fourth,  eight-day  clock, 
value  $10;  fifth,  half-dozen  knives  and  forks,  value  $7.50;  sixth, 
carving  set,  value  $5.50;  seventh,  cut  glass  butter  dish,  value 
$3.50;  eighth,  cut  glass  salt  and  pepper,  value  $2.50.  The  com- 
petition opened  March  8,  and  closed  May  15. 


FISHING  CONTEST  AT  SMITH'S  FALLS. 

R.  Hawkins,  Smith 's  Falls,  used  a  full  page  space  in  one 
of  the  local  papers  early  in  June  announcing  a  steel  fishing  rod 
contest  open  to  any  customers  buying  fishing  tackle  at  his 
store.  Two  prizes  are  offered,  and  all  fish  caught  must  be 
weighed  on  Mr.  Hawkins'  scales.  The  contest  lasts  from 
June  16  to  Aug.  31. 

The  ad.  also  features  wall  paper,  paints  and  window 
shades,  pumps,  safety  razors,  and  other  seasonable  lines. 


PASTES  RETURNED  CHEQUES  ON  STUBS. 

.John  Itammill,  of  llammill  &  Moore,  Gait,  uses  the  plan 
of  jiasting  on  the  stubs  in  his  cheque  book  the  cheques  re- 
turned to  him  by  the  bank  each  month.  It  is  a  simple  system 
and  saves  loss  in  preventing  the  payment  of  accounts  twice. 
Not  long  ago  one  firm  which  had  supplied  him  with  a  bill  of 
goods  drew  on  him  for  $30,  the  account  having  already  been 
paid.  And  when  the  Journal  man  was  in  his  store  Mr.  Ham- 
mill  corrected  a  local  collector,  who  had  presented  a  bill  al- 
ready paid. 


FINE  HOUSE  FURNISHINGS  WINDOW. 

McKinley  &  Northwood,  Ottawa,  had  a  splendid  kitchen 
goods  window  a  fortnight  ago,  every  article  bearing  a  price 
ticket.  In  the  background  was  a  row  of  coal  oil  and  gaso- 
lene stoves,  priced  from  $1  to  $12,  with  ovens  with  glass  doors, 
quoted  at  $4.  Below  was  a  semi-circle  of  gem  ice  cream  freez- 
ers, listed  at  $2.25  to  $7.50.  And  in  the  foreground  were  potato 
mashers,  strawberry  hullers,  pineapple  eyers,  lemon  squeezers, 
ice  picks,  tea  kettles,  ladles  and  similar  goods  marked  at  po- 
pular selling  prices.  Such  a  window  cannot  help  but  sell 
goods. 


USED  LARGE  ADVERTISING  SPACE. 

Cunningham's,  Limited,  Vancouver,  on  May  27,  use;l  a 
half  page  space  in  the  Vancouver  World,  featuring  -'■v/arm 
weather  hardware,"  including  screen  doors  and  windows,  wire 
cloth,  hammocks,  lawn  mowers,  ice  cream  freezers  and  re- 
frigerators. 


BIG  TRADE  IN  REFRIGERATORS. 

"I  sold  five  refrigerators  on  Saturday  night,"  said  R.  H. 
Blackmore,  St.  Thomas,  whose  floor  showed  a  big  bare  spot 
about  the  middle  of  June. 

Refrigerators  have  been  sold  in  enormous  quantities  this 
j^ear  on  account  of  the  warm  weather  early  in  May.  l\Ianu- 
facturer's  stocks  have  been  cleaned  out  and  scores  of  sorting 
orders  have  been  unfilled. 


PAY-DAY  SALE. 

A  pay-day  sale,  si)ecially  designed  to  catch  railroad  men, 
was  recently  run  by  a  Winnipeg  merchant.  This  idea  would  do 
for  factory  towns  as  well,  and  even  for  Saturday  sales,  as 
many  people  are  paid  at  the  end  of  each  week.  In  fact,  it  is 
capable  of  great  development.  The  best  results  are  obtained 
when  the  women  are  encouraged  to  do  their  shopping  for  the 
family  at  such  times.  Genuine  bargains  should  be  offered,  as 
such  trade  is  alwaj's  for  cash.  In  all  towns  or  cities  at 
divisional  j^oints  of  railways,  this  idea  should  bo  exceptionally 
successful. 
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New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Onward  Mfg.  Co.,  B(>iiiii,  Out.,  are  iutioduciiif,' 
"(irah's"  foot.  sfnijxT  sliowti  in  the  sketch.  This  device  is  a 
boon  to  tlie  liousewife  in  keepinf?  mud  and  dirt  out  of  the 


liouso,  and  reducing  the  work  of  house-cleaning  very  materially. 
It  is  a  specialty  which  hardware  men  ought  to  sell  in  large 
(juantities  during  the  coming  fall  and  winter. 

Ontario  Lantern  &  Lamp  Co.,  Hamilton,  have  made  many 
improvcmoiits  in  their  191)  "Banner"  cold  blast  lantern.  The 
oil  well  has  been  enlarged,  making  it  possible,  they  claim,  for 
it  to  burn  1.5  hours  more  than  any  lantern.  The  burner  is  now 
made  of  solid  brass,  while  the  air  chamber  has  been  enlarged, 
being  now  double  seamed  instead  of  soldered  to  the  oil  well. 
The  lift  lock  has  also  lieeii  reinf orcoil. 

McClary  Manufacturing  Co.,  Loudon,  are  introducing  a 
new  gas  heated  sad  iron,  known  as  the  "Iwantu. "  It  has 
some  very  unique  features,  and  if  the  claims  made  for  this 
invention  are  true,  it  will  be  welcomed  as  a  blessing  in  every 
home  where  washing  and  ironing  is  done.  A  coal  stove  re- 
(piires  about  one  and  one-half  to  two  bushels  of  coal  to  keep 
sullicient  fire  for  an  ordinary  day's  ironing,  which  means  an 
expense  of  from  50e.  to  70c.  for  fuel  for  the  day's  ironing, 
while  the  "Iwantu"  consumes  about  three  ft.  of  gas  per  hour, 
or  thirty  ft.  in  ten  hours,  which  at  .$1  per  1,000  ft.,  would  cost 
a  little  less  than  1-3  of  10c.  or  3c.  The  "Iwantu"  can  be  used 
in  any  room  where  there  is  gas,  by  simply  attaching  a  tube. 
There  are  no  fumes  or  odor,  and  no  danger,  burning  about  .'iO 


per  cent,  gas  and  70  per  cent,  air,  which  is  so  mixed  with  the 
gas  that  perfect  combustion  with  a  i)urple  blue  flame  is  created. 
The  heat  is  retained  in  the  iron  for  ten  to  fifteen  minutes,  and 
it  can  be  disconnected  and  carried  to  the  porch,  or  any  co.il 
l)lace,  where,  with  the  heat  retained,  ironing  can  be  done  in 
comfort.  The  iron  can  also  be  used  at  a  heater  by  simply  turn- 
ing a  small  lever  screw  to  remove  the  cover  and  then  pla"ii!g  a 
cup  or  any  other  small  vessel  above  the  burner,  whicn  is  so 
constructed  that  even  with  the  cover  off,  the  flames  cannot  get 
outside  of  the  body  of  the  iron  to  burn  or  even  scorch  the  most 
delicate  fabric;  or,  it  can  be  turned  bottom-side  up  and  pliced 


across  the  stand  (which  comes  with  it)  thereby  converting  it 
into  a  perfect  little  hot  plate.  The  manufacturers  clain  that 
the  only  reason  they  do  not  advocate  its  general  use  as  a  li<>t 
plate  is  because  some  people  would  use  it  for  cooking  and  frj-- 
ing  meats  and  other  things,  and  by  carelessness  likely  spoil 
the  j)erfect  ironing  surface  which,  as  it  is,  never  needs  to  be 
waxed,  and  {iroduces  the  most  perfect  finish. 

Yale  &  Towne  Mfg.  Co.,  '.)  Murray  Street,  New  York,  are 
introducing  the  Yale  "door  fast,"  a  locking  device  which  can 
be  carried  in  the  pocket  and  may  be  applied  to  any  door,  en- 
abling the  owner  to  secure  the  door  against  all  other  persons 
by  a  lock  controlled  exclusively  by  himself.  The  fast  consists 
of  two  main  parts:  the  slide,  which  hooks  into  the  strike  or 
keeper  on  the  door  jamb  (see  Fig.  1),  and  the  Yale  Cylinder 
Lock,  which  engages  with  the  slide  and  prevents  the  door 
from  opening.  It  should  have  a  big  sale  amongst  travelers  and 
others. 

E.  T.  Wright  &  Co.,  Hamilton,  who  claim  to  have  manufac- 
tured the  first  cold  blast  lantern  made  in  Canada  fifteen  years 
ago,  have  brought  out  in  their  1911  pattern,  a  model  which  is 
the  best  they  have  ever  produced.  Mr.  H.  G.  Wright,  who  is 
at  the  head  of  the  E.  T.  Wright  &  Co.  concern,  is  well  known 
to  the  hardware  trade  of  Canada,  having  traveled  from  the 
Atlantic  to  the  Pacific  oceans,  and  sold  the  first  tubular  lan- 
terns made  in  Canada  in  187.5  (by  J.  M.  Williams  &  Co.) 
"Harry,"  as  the  trade  know  him  best,  has  thus  been  making 
or  selling  lanterns  for  thirty-six  years,  and  claims  that  his 
life's  work  is  crowned  in  his  1911  Cold  Blast  Lantern. 

Hunnable  Sash  Lock  &  Window  Adjustment  Syndicate, 
Hamilton,  are  introducing  a  sash  fastener,  which  also  acts  as 
a  sash  opener,  adjuster  and  sash  lock,  doing  all  that  a  box 
frame,  sash  cord,  jiullevs  and  weights  can  do. 

Oscar  Onken  Company,  Cincinnati,  Ohio,  are  introducing 
the  Onken  interchangeable  wood  window  fixtures,  built  spe- 
cially for  the  hardware  trade.  These  fixtures  are  said  to  effect 
a  possible  saving  to  the  merchant  of  at  least  7.5  per  cent,  over 
the  cost  of  either  metal  or  other  wood  fixtures.  The  fixtures 
are  made  of  fine  oak  in  interchangeable  rmits.  So  simple  are 
they  to  put  together,  it  is  said,  that  any  clerk  can  put  a  window 
trim  together  in  15  to  30  min.  time  without  the  aid  of  a  tool. 
Besides  making  a  different  window  trim  every  week  for  five 
years,  with  no  additional  expense,  it  is  possible  to  make  hun- 
dreds of  odd  fixtures  in  either  small  or  large  size,  every  one 
conformed  correctly  to  the  space  and  requirements.  Then,  too, 
all  the  standard  and  regulation  fixtures  may  be  made,  such 
as  trees,  stands,  pedestals  and  tables  to  fit  any  size  window. 
A  booklet  showing  some  of  the  hardware  displays  in  detail, 
will  be  sent  to  any  merchant  or  clerk  who  mentions  the  Hard- 
ware and  Stove  .Journal  in  a  letter  to  the  Onken  Company. 

Arcade  Mfg.  Company,  Freeport,  111.,  has  jnst  put  on  the 
market  a  new  coft'ee  mill,  which  sells  for  a  popular  price.  It 
is  pointed  out  that  in  order  to  get  the  best  qualities  out  of 
coffee  it  is  necessary  to  grind  it  freshly  just  before  using  and 
also  to  keep  the  coffee  in  an  airtight  receptacle  to  prevent  at- 
mosjtheric  action. 

Chicago  Power  &  Specialty  Co.,  21  Quincy  Street,  Chicago, 
are  introducing  a  gas-heated  soldering  iron,  intended  for  sheet- 
metal  workers  and  tinners  on  bench  work,  and  has  been  de- 
signed as  a  tool  to  enable  a  workman  to  solder  continually 
without  stopping  to  reheat  the  iron.  It  is  intended  to  use 
natural  or  artificial  gas  as  fuel. 

Detroit  Tireless  Stove  Company,  88  Jefferson  Avenue, 
Detroit,  Mich.,  has  placed  on  the  market  an  improved  fireless 
electric  stove.  This  concern  has  been  manufacturing  fireless 
cookers  for  some  time,  but  the  electric  stove  is 
something  of  an  innovation.  Instead  of  a  metal  alloy 
radiator,  which  must  be  heated  on  a  stove,  with  which 
the  regulation  fireless  cookers  are  equipped,  the  electric  cook 
stove  has  its  heat  supplied  by  an  electric  current.  By  attaching 
an  electric  cord  to  the  light  socket  for  a  few  minutes  the  stove 
will  be  sufficiently  heated  to  cook  any  kind  of  food. 

H.  W.  Johns-Manville  Company,  100  William  Street,  Xew 
York,  is  putting  on  the  market  a  solder  for  mending  tinware, 
making  or  rejiairing  joints  and  doing  work  similar  to  that 
usually  accom]ilished  with  a  copper  soldering  iron  and  ordin- 
ary solder.  This  material,  known  as  Solderall,  is  in  paste  form 
and  put  up  in  collapsible  tubes. 
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Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Three  new  Yankee  tools  are  being  placed  on  the  market 
by  North  Bros.  Mfg.  Company,  Philadelphia,  Pa.  The  Qu.ck 
Return  spiral  ratchet  screw  driver  No.  130  is  the  regular  No. 
30  with  a  spring  added  in  the  handle  to  come  back  for  the  next 
pusli,  in  driving  screws  in  or  out.  The  Yankee  Push  Brace  No. 
75  is  so  named  because  it  will  hold  all  the  small  tools  used  in  a 
bit  brace,  but  it  is  operated  by  pushing  the  handle  to  revolve  the 
tools,  in  the  same  manner  as  a  Yankee  Spiral  Eatehet  crew 
driver.  The  Yankee  Hand  Drill  No.  1.530,  with  right  and  left 
hand  ratchet  movement,  is  made  for  light  work.  The  simple 
mechanism  for  changing  the  action  of  the  tool  is  operated  by 
merely  moving  the  shifter  or  the  cylinder  between  the  small 
gears  or  the  spindle. 

Landers,  Frary  &  Clark,  New  Britain,  Conn.,  ai:e  supply- 
ing Canadian  retailers  with  their  "Universal  Bread  Maker" 
window  trim,  also  with  copies  of  their  Bulletin,  describing  the 
advertising  and  window  helps  supplied  to  customers. 

Bicycle  Step  Ladder  Co.,  65  Randolph  Street,  Chicago,  has 
issued  catalogue  No.  20,  describing  their  rolling  step  ladders 
for  stores,  libraries,  etc.,  the  book  illustrating  the  best  types  of 
track,  brackets,  etc.,  for  hardware  stores,  as  well  as  showing 
how  to  measure  when  placing  an  order  for  ladders. 

American  Bolt  &  Screw  Case  Co.,  Dayton,  Ohio,  manufac- 
turers of  revolving  cases,  have  issued  a  new  catalogue  in  which 
they  describe  the  construction  of  their  combination  revolving 
eases,  for  screws  and  bolts,  revolving  catalogue  cabinets,  etc., 
these  being  built  up  in  a  number  of  styles.  As  space  savers 
these  cases  and  cabinets  are  of  immense  value  to  all  hardware 
merchants. 

Yale  &  Towne  Mfg.  Co.,  9  Murray  Street,  New  York,  are 
offering  free  to  the  trade  a  fine  window  trim,  including  every- 
thing essential  to  the  display  except  the  actual  locks  required 
to  be  featured  with  the  posters,  etc. 

H.  S.  Howland,  Sons  &  Co.,  Toronto,  in  their  "Monthly 
Bulletin,''  a  48  page  and  cover  i^ublication,  are  sujiplying 
Canadian  retailers  with  a  great  help  in  ordering  goods,  as  well 
as  one  of  the  most  timely  reminders  of  seasonable  goods,  which 
any  hardware  man  can  secure  anywhere.  Any  retailer  can  se- 
cure the  "Bulletin"  on  request. 

Brandram-Henderson,  Ltd.,  Montreal,  have  issued  a  24- 
page  paint  suggestion  book  for  distribution  to  customers  by 
the  company's  local  representatives.  Several  fine  colored  prints 
are  shown  of  interior  and  exterior  residence  decorations 
brouglit  about  by  using  Brandram  Henderson  products. 

G.  F.  Stephens  &  Co.,  Winnipeg,  are  supjjlying  customers 
with  a  supply  of  "Wet  Paint"  signs  similar  to  the  reproduc- 
tion.   The  idea  is  a  good  one,  being  good  advertising  for  the 


WET 
PAINT 


AppuiD  J.  A.  HOOD 
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Painltr  and  Decorator       CANORA,  SASK. 


master  luinlii-  and  for  the  jiaiut  inaiiufacturers.  It  coulil  be 
used  liv  paint  retailers  by  merely  changing  tlie  word  "ap- 
plied ' '  to  "  supjilied.  " 


Shurly-Dietrich  Co.,  Gait,  are  supplying  customers  with  a 
supply  of  booklets  entitled  "The  Art  of  Saw  Making,"  for 
distribution  to  carpenters,  cabinet  makers  and  mechanics.  A 
series  of  eight  photographs  are  reproduced,  showing  the  pro- 
cesses of  manufacture,  including    toothing,     hardening,  ten- 


sioning, grinding,  polishing  and  testing,  the  last  operation  be- 
ing shown  in  the  accompanying  engraving.  A  well-written  de- 
scription is  also  included.  Altogether  the  booklet  is  well  cal- 
culated to  excite  and  hold  interest,  and  they  should  p)rove  a 
good  selling  help  for  the  saw  trade. 

Pike  Manufacturing  Co.,  Pike  N.H.,  have  ready  for  dis- 
tribution a  new  price  list  covering  India  oil  stones  and  Crys- 
tolon  sharpening  stones.  The  price  list  is  in  booklet  form,  and 
brings  the  line  of  India  oil  stones  right  up-to-date,  also  de- 
scribing new  Crystolon  line,  which  is  the  latest  Carbide  of  Sili- 
con jjroduct  jjlaeed  on  the  market.  This  new  line  of  sharpening 
stones  is  made  in  the  same  sizes  and  shapes  as  the  well-known 
India  line.  A  perusal  of  the  booklet  will  be  of  advantage  to 
every  retailer  who  sells  cutlery  and  tools. 

Simonds  Canada  Saw  Co.,  Montreal,  are  supplying  custom- 
ers with  a  novelty  in  the  form  of  a  fan  in  the  shape  of  a 
cigar. 

Landers,  Frary  &  Clark,  New  Britain,  Conn.,  have  issued 
a  new  catalogue  devoted  to  Universal  coffee  percolators,  chaf- 
ing dishes,  tea  ball  tea  pots,  samovars  and  accessories. 

McClary  Mfg.  Co.,  London,  have  issued  two  interesting 
catalogues  of  "gas  cooking  and  heating  appliances,"  and 
"summer  cooking  specialties."  Both  books  show  complete 
lines  of  the  classes  of  goods  featured. 

C.  Norsworthy  Co.,  St.  Thomas,  have  a  new  catalogue  of 
their  "Canadian  Howard"  double  radiator  furnaces  and  hot 
water  boilers.  Their  furnace  stands  very  low,  and  is  built  on 
the  downdraft  principle. 

Simonds  Mfg.  Co.,  Pitchburg,  Mass.,  offer  to  supply  re- 
tailers with  a  display  card  11  x  17  inches,  fitted  with  holders,  on 
which  a  real  saw  frame  can  be  shown.  The  card,  bearing  the 
actual  goods,  makes  an  excellent  window  display  feature,  and 
retailers  can  increase  the  sale  of  their  goods  by  using  them. 
Cards  will  be  sent  on  post  card  requests. 


NEW  CANADIAN  STEEL  RIM  LOCK. 

The  National  Manufacturing  Co.,  Orillia,  are  bringing  out  a 
new  steel  rim,  lock  which  thej'  claim  is  the  pioneer  in  its  line 
in  Canada,  being  made  up  on  an  entirely  different  basis  from 
any  other  make  of  steel  rim  lock.  The  complete  internal  parts 
are  operated  from  a  central  post,  no  other  rivet  or  post  being 
necessary  than  that  which  is  placed  in  the  centre  of  the  lock 
and  the  holding  of  the  two  halves  together.  This  is  entirely 
a  departure  from  old  methods  and  in  addition  to  making  an  ex- 
tremely strong  and  serviceable  article,  it  has  the  distinct  ad- 
vantage of  having  no  rivet  heads  visible  on  either  side  of  the 
lock,  leaving  a  perfect  finish  on  all  exposed  surfaces,  a  feature 
which  is  impossible  in  any  other  make  of  steel  rim  lock.  Tlie 
com])any  have  ]iatented  this  line,  and  are  recommending  and 
guaranteeing  it  to  the  trade.  Another  new  line  is  an  entirely 
original  style  in  wrought  metal,  in  giving  the  effect  of  ham- 
mered brass,  and  being  so  constructed  as  to  make  it  just  as 
serviceable  as  cast  metal.  The  bearing  surface  of  this  line 
comes  in  direct  contact  with  door  or  article  to  which  it  is  ai>- 
plicd.  This  new  and  attractive  line  may  be  had  in  complete 
trimmings. 
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GET  AFTER  THE  HOME  BUILDERS. 
Written  for  the  Journal  by  C.  M.  Lemperly. 

Wliat  3'oung  man  with  red  blood  in  his  veins  does  not 
know  sonuithing  about  the  flourishing  Canadian  West?  What 
young  man  is  there  whose  pulse  does  not  quicken  at  the  mere 
mention  of  the  Northern  Highlands  of  Ontario,  where  Nip- 
issing  stretches  its  shining  face,  looking  to  the  south  toward 
the  (ioorgian  Bay  and  to  the  north  toward  the  Temagami  and 
Cobalt  districts'?  Miles  after  miles  of  scenic  country — the 
wonderland  of  a  continent — with  the  most  efiScient  of  rail- 
roads linking  its  vast  area  with  the  center  of  things — this  is 
the  section  that  is  destined  to  grow. 

It  is  of  the  Canadian  West  and  North  that  1  wish  to 
speak  in  a  brief  way.  Not  of  their  fishing  "holes"  and  swim- 
ming "holes,"  or  their  vacation  advantages,  but  rather  of 
their  possibilities  for  big  business  in  tlie  retail  hardware — 
especially  paint — field. 

Wherever  you  find  new  country,  you  find  buildings.  Why 
the  construction  business  has  been  booming  ever  since  the 
first  cry  of  "Go  West,  young  man"  was  emitted.  Builders 
liave  ste])ped  into  the  breach  and  have  amassed  fortunes.  But 
is  it  not  logical  to  infer  that  with  this  building  activity,  there 
must  be  a  corresponding  increase  in  retail  paint  circles'?  For 
those  fiourishing  folks  are  too  proud  to  have  their  homes  go 
undecorated  and  they  are  too  shrewd  to  let  them  deteriorate 
for  lack  of  protection.    What  then  is  the  conclusion? 

Just  this — get  busy.  You  retailers  in  the  West  and  North 
of  this  glorious  Dominion,  grasp  the  opportunity  of  opportuni- 
ties and  you  cannot  lose.  Don't  wait  for  someone  else  to  see 
the  [)ossibilities.  Jf  you  are  not  in  a  position  to  go  after  the 
business,  look  to  your  stock  and  methods.  Get  ready.  It  may 
be  too  late  now  to  get  much  business  for  the  summer  months, 
but  with  all  the  arguments  in  favor  of  fall  painting  to  back 
you  up,  i)lan  your  camj)aign  for  fall,  and  solicit  the  manufac- 
turers' assistance  if  it  is  not  already  at  your  beck  and  call. 

Think  of  your  sales  to  new  homes  and  stores,  to  new 
buildings,  to  farmers  for  im[)lements,  fences  and  barns!  All 
these  are  possible. 

Follow  u])  every  building  permit.  Don't  just  send  a  letter 
aiul  drop  the  matter  at  that.  Follow  each  operation  up  per- 
sonally. Send  repeated  letters,  sample  chips  and  color  cards. 
Put  forth  arguments  against  procrastination,  the  thief  of  time. 
Set  forth  arguments  for  the  fall  because  the  air  is  dry  and 
cool,  because  the  flies  and  gnats  have  taken  to  cover,  because  no 
drenching  rains  will  spoil  the  work,  because  the  sun  is  not 
blistering  and  the  painter  can  enjoy  his  work  in  the  cool  fall 
months. 

Train  your  thoughts  on  the  home  builder.  Get  at  him  hard. 
Suggest  to  him  what  you  have  for  finishing  his  floors,  his 
chairs,  his  cupboards,  his  out-buildings,  his  odds  and  ends, 
as  well  as  his  house  on  the  outside  and  his  fences  and  imple- 
ments. 

Bear  in  mind  that  the  farmer,  the  home  builder  in  the 
Canada  West  and  North,  is  a  man  of  thrift  and  progress.  He 
is  a  man  who  appreciates  keeping  things  up.  He  isn't  a  lag- 
gard. Further  than  this,  he  has  money  enough  to  maintain  a 
good  record  on  j-our  books,  lie  is  honorable  and  a  hard 
worker.  Such  a  man  makes  the  ideal  prospect  for  what  you 
have  to  sell.  He  is  the  great  representative  of  the  middle 
class. 

Your  possibilities  are  enormous  for  selling  good,  well 
known  brands  of  paint  and  varnish  this  fall,  in  Canada.  West, 
.N'orth  and  South,  but  particularly  in  the  West  and  North, 
where  the  country  is  opening  up,  there  are  chances  unbounded 
for  a  record  year. 

Start  an  advertising  camjiaign  now.    Use  good  form  let- 


ters, use  newspaper  sjiace,  use  field  and  fence  signs,  but  use 
the  personal  follow-up  more  than  all.  Show  the  newcomers 
and  the  home-builders  that  you  are  the  one  best  bet  when  it 
comes  to  paint  and  varnish! 


KEEP  THE  PAINT  STOCK  ORDERLY. 

In  a  Western  Ontario  tow'n  is  a  hardware  store  where  the 
retailer  seems  to  have  absolutely  no  sense  of  orderliness.  If 
a  customer  comes  in  and  wants  four  pounds  of  nails,  the  keg 
will  be  lifted  up  on  the  counter  by  the  scales  and  like  as  not 
the  keg  will  stay  right  there  till  it  is  emptied.  The  retailer 
has  no  local  competition  and  that  jirobably  explains  how  he 
continues  in  business. 

It  pays  to  keep  all  classes  of  hardware  stock  in  order, 
but  none  more  so  than  mixed  paints,  which  is  peculiar  in  that 
it  may  seem  to  be  in  order  when  really  it  is  not.  For  instance, 
while  the  shelving  may  have  been  adjusted  to  the  right  height 
and  the  cans  properly  aligned,  wiped  and  dusted,  yet  a  can  or 
two  of  drab  may  be  mixed  in  with  the  white;  a  lonesome  grey 
may  be  found  farther  along  with  the  yellow  and  perhaps  in 
behind  is  some  green  that  does  not  «ho\v  at  all  because  some- 


Orderly  Paint  Department  of  a  \\'estern  Stt^re. 

one  forgot  to  move  it  out  when  he  sold  out  that  color  in  the 
front  row.  It  is  seldom  that  a  stock  of  mixed  [laint  can  be 
arranged  with  mathematical  precision;  some  colors  always  sell 
more  rapidly  than  others  and  there  are  sure  to  be  odil  num- 
bers of  cans  and  in  showing  stock,  cans  often  get  put  back  in 
the  wrong  place.  It  should  be  made  a  part  of  the  routine 
work  in  every  hardware  store,  however,  to  give  attention  to 
the  matter  of  order  in  this  stock.  Care  should  be  taken  to 
keep  each  color  by  itself.  If  the  cans  do  not  stack  up  even 
on  the  shelves  they  can  be,  as  it  were,  dove-tailed  so  that  the 
colors  need  not  be  mixed.  Where  this  plan  is  observed  the 
salesman  quickly  learns  where  to  find  each  color  and  so  is 
able  to  be  prompt  in  waiting  on  customers — an  important  thing 
in  a  busy  time.  Also,  there  is  less  danger  of  overlooking  a 
can  under  this  arrangement  and  consoquiMitly  less  likelihood 
of  losing  sales. 

Keeping  Up  Stock. 

A  good  many  sales  of  mixed  paint  are  lost  by  not  keeping 
the  stock  up.  Shortages  are  not  readily  detected  because  of  the 
similarity  in  the  appearance  of  the  cans  and  because  the  num- 
ber of  colors  is  too  great  to  be  easily  rt>membered.    Even  carry- 
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ing  considerable  sur^jlus  stock  does  not  help  matters  much. 
This  stock  during-  the  spring  and  fall  painting  season  requires 
to  be  closely  watched.  As  it  is  something  of  a  task,  a  good 
many  of-  us  get  into  the  habit  of  letting  the  salesman  look 
the  stock  over  when  he  comes  around  for  an  order  and  de- 
pending on  him  instead  of  ourselves.  This  is  a  bad  habit  to 
get  into;  it  does  not  stand  to  reason  that  we  can  buy  just 
enough  every  time  to  carry  us  until  the  salesman's  next  trip. 
If  we  do  not,  we  are  going  to  lose  sales,  a  leak  which  we 
should  so  far  as  possible  prevent,  because  it  is  both  harmful 
and  needless.  It  should  be  the  special  resj^onsibility  of  some 
one  person  in  the  store  to  look  after  this  stock,  either  in  the 
morning  before  business  gets  brisk,  or  perhaps  during  the  after- 
noon lull  this  stock  can  be  gone  over  and  put  in  order  wherever 
it  needs  it;  wherever  any  colors  are  out  or  running  low,  note 
should  be  made  of  it  and  all  the  sizes  of  each  color  should  be 
looked  up  and  just  as  soon  as  possible  an  order  should  be 
mailed  in;  even  if  it  is  necessary  to  anticipate  a  little  on  some 
of  the  colors  and  if  the  trade  warrants  it,  follow  up  with  still 
other  orders,  but  do  not  wait  for  the  first  order  to  get  in  or 
for  the  salesman  to  get  around.  In  this  department  watchful- 
ness and  promptness  are  two  auxiliaries  that  pay  well. 


WELL  PAINTED  STORES  ADVERTISE  A  TOWN. 

A  glance  over  the  buildings  in  the  average  country  town 
would  indicate  that  the  paint  dealers  are  anything  but  alive 
to  their  opportunities. 

Not  only  is  paint  a  protection,  but  it  is  ,also  a  beautifier 
and  the  more  attractive  the  buildings  of  a  town  are  the  more 
will  people  from  the  surrounding  country  be  drawn  to  it. 

Everj'  town  has  in  its  immediate  vicinity  a  strip  of 
country,  the  trade  of  which  is  gone  after  by  more  than  one 
town,  and  that  town  which  is  most  attractive  to  trade  in,  is 
the  one  that  the  people  in  this  territory,  which  might  be  called 
disputed,  will  surely  come  to. 

In  going  after  his  fellow  merchants,  the  dealer  who  handles 
paint  accomplishes  a  three  fold  purpose.  In  the  first  pilace  he 
provides  adequate  insurance  against  decay.  In  the  second 
place  he  makes  his  town  more  attractive,  and  last,  but  by  uo 
means  least,  he  puts  dollars  in  his  own  pockets. 


EXPLAIN  ABOUT  CHEAP  VARNISH. 

The  dealer  who  understands  true  economy  is  the  dealer 
who  discriminates  in  his  varnish.  The  man  who  pays  a  dollar 
for  a  gallon  of  varnish,  which  cracks  and  looks  shabby  in  a 
couph'  of  months,  j^ou  can  readily  see  is  paying  a  bigger  price 
than  the  man  who  x^ays  three  dollars  and  twenty-five  cents  for  a 
gallon  of  varnish  which  will  look  as  good  in  the  end  of  a  year 
as  it  does  now,  and  will  continue  to  wear  and  give  satisfac- 
tion. 

To  many  people  there  is  only  one  grade  of  varnish.  Now 
it's  up  to  you  as  a  dealer,  if  you  would  build  up  a  permane;it 
trade,  to  sell  quality  varnish  at  a  fair  price,  which  really  is 
the  "choa];est"  varnish  in  the  end. 

I.ow  price  varnishes  are  made  from  inferior  raw  materials 
and  it  cannot  be  expected  that  such  varnishes  will  give  satis- 
faction. 

Therefore,  as  a  dealer,  you  should  explain  this  to  your 
customers.  Tell  them  that  durability  is  really  the  greatest 
consideration,  if  they  want  the  job  to  last,  and  the  way  to  be 
sure  of  that,  is  to  use  varnish  of  demonstrated  high  quality, 
even  though  the  first  cost  be  a  trifle  more  than  a  so-called,  low 
priced  or  chca]!  varnish. — Selling  Power. 


JAMES  ROBERTSON  COMPANY  EXPANDING. 

As  announced  in  the  Hardware  &  Stove  .lournal  four 
months  ago,  the  James  Robertson  Co.,  Toronto,  had  taken  out 
a  charter  for  a  new  coni])any  to  operate  the  paint  department 
of  this  old  established  firm,  and  in  the  fall  a  new  plant  would 
be  erected. 

A  month  ago  the  .lournal  was  advised  that  arrangements 
had  iiractically  been  coni|)letcd  whereby  the  Robertson  Com- 
pany would  join  their  interests  with  a  large  United  States 
concern,  but  as  the  papers  were  not  signed  it  might  do  serious 
injury  to  make  a  premature  announcement  in  the  June  number 
of  the  .lournal. 


An  unauthorized  and  garbled  report  of  the  intended 
change  was  published  in  another  trade  paper,  however,  and  it 
was  found  necessary  by  the  Robertson  Co.  to  issue  a  circular 
correcting  the  misstatements.  The  letter,  which  gives  the  main 
jioiiits  of  the  re-organization,  reads  as  follows: 

Gentlemen, — An  unauthorized  report  has  been  cir- 
culated to  the  effect  that  we  are  to  retire  from  the 
paint  manufacturing  business. 

This  report  we  deny  emphatically. 
On    the   contrary,   we    have    made  arrangements 
whereby  our  paint  business  will  be  largely  extended 
and  will  be  promoted  upon  more  progressive  and  ag- 
gressive lines  than  heretofore. 

We  are  connecting  our  paint  interests  with  those 
of  the  Lowe  Brothers  Company,  whose  main  plant  is 
located  at  Dayton,  Ohio,  with  branches  in  New  York, 
Boston,  Chicago  and  Kansas  City.  The  new  organiza- 
tion will  be  unique,  in  that  it  will  unite  the  prestige, 
strength  and  experience  of  both  firms,  and  will  insure 
such  satisfactory  service  to  our  customers  as  to  merit 
their  full  interest  and  confidence. 

As  a  result  of  constant  study,  experiment  and  re- 
search, the  application  of  scientific  principles,  and 
exacting  care  as  to  details,  the  Lowe  Brothers  Com- 
pany has  attained  such  a  high  degree  of  quality  and 
efificieney  in  its  paints  and  varnishes  that  its  products 
are  universally  recognized  as  High  Standard  in  fact 
as  well  as  in  name. 

The  sales  and  advertising  methods  which  have 
contributed  so  largely  to  the  successful  developing 
of  the  Lowe  Brothers  Company's  business  in  the 
United  States  will  be  duplicated  in  Canada,  and  the 
proposition  as  a  whole  cannot  fail  to  appeal  to  you 
favorably. 

When  the  details  of  our  plans  have  been  com- 
pleted another  announcement  will  be  issued,  and  in 
the  meantime,  upon  our  assurance  that  your  interests 
will  not  only  be  safeguarded  but  advanced  under  the 
new  arrangement,  we  trust  that  we  may  count  upon 
your  loyalty  and  faithfulness  to  us  and  our  products. 
THE  JAMES  ROBERTSON  COMPANY,  Limited, 

A  site  200  x  70  feet  has  been  secured  on  Sorauren  Avenue, 
Toronto,  on  a  railway  siding,  near  the  Canada  Linseed  Oil 
Co.  's  new  mills,  and  work  on  a  modern  paint,  color  and  var- 
nish plant  will  begin  shortly.  The  business  will  probably  be 
conducted  under  the  name  of  Lowe  Bros.  Company,  but  this 
has  not  yet  been  decided. 


PAINT  TRADE  NOTES. 

Pratt  &  Lambert,  Buffalo,  are  enlarging  their  varnish  plant. 
The  addition  consists  of  a  four  storey  building,  46  x  125  feet. 

Southern  States  Turpentine  Co.,  Cleveland,  Ohio,  have  es- 
tablished a  Toronto  branch  at  101  Victoria  St.,  with  warehouse 
on  Brock  Ave.,  branch  being  in  charge  of  H.  T.  Hamilton,  for- 
merly Toronto  manager  of  the  Carolina  Pine  Products  Co. 


MOTHS  IN  BRUSHES. 

Retailers  will  do  well  to  go  over  their  stock  of  paint 
brushes  at  this  season  and  take  care  to  see  that  the  brushes  are 
protected  from  moths.  A  few  moth  balls  or  some  moth  flake 
camjjhor,  or  even  some  tarred  building  paper  cut  in  small 
pieces,  will  protect  brushes  from  being  destroyed  by  moths.  In 
every  parcel  or  box  of  brushes  some  of  the  materials  mentioned 
should  be  placed,  in  order  to  be  on  the  safe  side.  It  would  be 
well  also  to  go  over  the  stock  again  in  August,  as  in  many  cases 
wlicio  retaih'rs  have  failed  to  give  attention  to  t'lis  detail, 
stocks  of  brushes  have  been  practically  ruined  and  made  un- 
saleable. 


In!>ram  &  Davey,  St.  Thomas,  have  been  showing  a  library 
in  their  window,  they  jiarticipating  in  one  of  the  library  voting 
contests  being  held  throughout  Ontario.  Another  of  their 
windows  is  devoted  to  a  fine  disjilay  of  brass  and  copper 
goods,  a  line  on  which  they  specialize  considerably,  they  find- 
ing the  line  one  of  the  most  profitable  in  the  store. 
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Canadian  Trade  Nf  ws 


BUSINESS  CHANGES. 


,\ cr,  \.B.- 
Ijciiiio.willc,  Que. — C. 
Moiitroal — Rosemount 


Eastern  Canada. 
-M.  S.  Sutton  sold  to  J.  W.  Miles. 

J.  Tiiuie  &  Son  ojieniiig  now  store. 
Ildwe.  (,'o.,  ojiening  store. 
Ontario. 

Aloxandiiii  —  1).  ('()ur\ille,  sulToreil  loss  by  fire, 
(iuclpli — McMillan  Bros,  arc  succeeded  by  Guelpli 
ware  Co.  (I).  L.  Myers,  Stratford). 

Ottawa — Kriiest  Claude  succeeds   Cilbert  Julien. 
Hiclimond  Hill — J.  Eyre  &  Son  retiring  from  business. 
Cliatliam — N.  M.  Moore,  tinsmith,  retirinfr. 
Smith's  Falls- — (!eor<>e  Bateman,  opening  tinshoj). 
Swastika-— Joseph  Bell,    llaileybury,  ojiening  branch  store. 
Bruce  Mines — ErUvin  A.  White,  succeeds  White  &  Son. 
LiicIvMow — Instate  Thoinas  Laurence,  assigned. 

Ma.nito'ba. 

rilot   Mound — .las.  VVinram  succeeded  Chalmers  &  Watson. 
Crystal  City — Smith  &  llcygarth  succeed  S.  B.  Lyncs. 
Canton — Patterson    iSi;    \incent   succeeded   E.   Williams  & 


Co. 


Hradwardine —  l''i('l(l  Bros. 


■uci 


eeded  by  TT.  T.  Chai)i)ell. 


Souris — Souris 
wardi  ne. 

\Vi  II  n  i|)eg — I). 

( !on(|uest — .Toll 
Main  (Jentrc — 
Rosela  wn — L. 
Kogina — (!.  T. 


Hardware   Co.   sold   to   Field   Bros.,  Brad 

.1.  Wallace,  sold  to  Whiting  Hardware  Co. 

Saskatchewan. 
II   Murchison,  new  hardware  store. 
Crocker  &  Ncisen,  o])ening  store. 
F.  lleartwell,  tinsmith,'  sold  to  W.  Powers. 
Laird  &  Co.  sud'ered  loss  by  fire. 


Smith    &    Dowswell   purchased  ware- 
Deviiie    sutl'crod    loss    by  fire 


nd 


Regina — Armstrong, 
house  site. 

Strassburg — Henry  B. 
op(>ii!ng  new  store. 

N'andura — W.  ('hecseiiian,  new  hardware  store. 

lni|)erial — 1).  Small,  opening  store. 

Saskatoon — S.    '\\    Kemptliorne,    cnlargiTig    store    67    .\  ")0 

feet. 

(^'Appelh — 1).  Brown,  snffrred   loss  by  fire. 
Strathniore — (!.  T.  Berry  has  purcliased  hardware  depart- 
ment of  Strathniore  Trading  Co. 

P(>ii/aiice,  Sask. — Ijarsoii  Bros.,  opening  store. 

Alberta. 

Acme — A.  'P.  Piitchaid  opening  tin  slioji. 

Calgary — Calgary    Hardware   &   Stove  Co.,  incorporated. 

Carlstadt — J.  A.  Gasson,  sold  out. 

Bawlf — Molstad  &  T;omness  have  succeeded  J.  K.  Kirk- 
)iatrick. 

Crossfield — .1.  A.  Sutherland,  sold  to  Bowman  &  Sons. 

Edmonton — Maxwell  &  Humes,  tinsmiths,  sold  to  Cajiital 
Sheet  Metal  Works. 

I'Mson — Tlioni])S(iii    II  a  id  ware  Co.,  new  store. 

Lacombe — Morrison  iV  .lolinson,  purchased  Tjacombe  Pump 
Works. 

l^angdon — Hill  &  Morey,  selling  out. 
Mannville — Cecil  Franks,  selling  out. 
Stettler— G.  R.  Farmer,  sold  to  S.  K.  Holtan. 
Strathniore — Clias.  A.  Young,  new  hardware  store. 
Ryley — Ryley  Hardware  (^o.,  sold  to  W.  TT.  Freed. 
T'^ast   Calgary — Calgary    Hardware    Stores,    Ijtd..  building 
addition. 

('algary — ^Merchants '  Hardware  S|)ecialties,  Tjimited,  in- 
corporated. 

Tjethbridge — Tjatimer  &   Hart,  opening  store. 

Watrous — Watrous   Hardware  ('o.,  ojiening  store. 
British  Columbia. 

X'ictoria — P.  McQuade  &  Sons,  ship  chandlers,  established 
in  1S18,  have  sold  to  T>.  .1.  Camusa,  W.  J.  Christie  and  A.  .T. 
Peatt. 


\ictoria — Ilickman-Tye  Hardware  Co.  will  erect  a  new 
store  building  to  cost  $100,000. 

Kelowna — Kelowna  Hardware  &  Specialty  Co.,  enlarging 
store. 

\'ancouver — McLachian  Bros.,  sold  t'nshop  to  Scoullar 
Sheet  Metal  Works  Company. 


HARDWARE  HAPPENINGS. 

Ross  E.  Young,  Young  Bros.,  Hanover,  was  married  in 
.June. 

Pci(  \-  nietricli,  of  Sliurly-Dietrich  Co.,  Gait,  was  married 
in  .June. 

The  (Jalt  .Malleable  Iron  Co.  are  enlarging  their  plant 
80  X  30  feet. 

The  Canadian  Brass  Mfg.  Co.,  Gait.,  are  building  an  addi- 
tion to  their  plant. 

The  Canada  Cement  Co.  will  establish  another  cement 
plant  near  Winnipeg. 

National  Hardware  Co.,  Orillia,  are  to  build  a  45  x  100  foot 
addition  to  their  plant. 

The  National  Screen  &  Wire  Co.,  Albion,  Mich.,  are  to 
build  a  branch  factory  at  Windsor. 

The  Maritime  Nail  Works,  St.  .John,  N.B.,  have  been  taken 
over  by  the  Canada  Nail  &  Wire  Co.,  capitalized  at  $800,000. 

Tim.  W.  Rogers,  traveler  for  Taylor  Forbes  Co.,  Guelph,  was 
slightly  injured  in  a  railway  wreck  near  Newcastle  recently. 

Mr.  Scliaefer,  of  Smith  &  Schafer,  Bolton,  narrowly  es- 
ca]ied  a  fall  of  .SO  feet  when  doing  a  roofing  job  a  fortnight 
ago. 

Ijt.-Col.  Gartshore  of  the  McClary  Mfg.  Co.,  London,  has 
returned  from  a  six  weeks'  holiday  trip  in  England  and  Scot- 
land. 

Cocliiaiie  Hardware  Co.,  Sault  Ste.  Marie  have  [)Urchased 
a  large  site  upon  which  they  will  erect  a  business  block  next 
summer. 

Major  (J.  M.  Strange,  sales  manager  Lewis  Bros.,  has  been 
ajipointed  secretary  and  general  manager  of  the  Engineers' 
('lub,  Montreal. 

A..  C.  Thompson  &  Hector  Sutherland,  of  Thom]>son  & 
Sutherland,  New  Glasgow,  N.S.,  ha\e  returned  home  from  a 
tri])  to  the  Pacific  Coast. 

Follis  Berne}',  of  A.  Welch  &  Son,  Toronto,  and  son  of 
George  Berney,  hardware  merchant,  Caledon  East,  was  drowned 
in  Muskoka  Lake  in  June. 

Miss  .Teffery,  daughter  of  F.  W.  .Jeffery,  Midland,  and  one 
of  the  Hardware  Association  excursion  party  to  Montreal  in 
1!!09,  was  married  last  month. 

The  McMurtry  Hardware  Co.,  St.  Thomas,  have  moved 
S.  A.  Crawford's  stock  into  their  East  End  store.  They  re- 
cently took  over  and  closed  uji  the  Crawford  business. 

The  Wm.  Rogers  Manufacturing  Co.,  Niagara  Falls,  has 
been  incorjiorated  at  Niagara  Falls,  Ont.,  to  carry  on  the  busi- 
nesses of  the  Wm.  Rogers  ^Tanufacturing  Co.  and  Ontario  S'l- 
ver  Co.  of  that  i)lace. 

Tjetters  of  incor])oration  have  been  issued  to  the  Thomas 
Davidson  Manufacturing  Company,  Montreal,  with  a  capital 
stock  of  $-■), 000,000.  The  company  is  authorized  to  carry  on  the 
business  of  smelting,  casting,  etc. 

".Tack"  McMillan,  one  time  salesman  for  Rice  Lewis  & 
Son  and  I^ewis  Bros.,  but  more  recently  a  retailer  at  Guelph, 
pulled  off  two  big  stunts  in  .Tune,  selling  his  business  and 
marrying  a  Guelph  widow,  Mrs.  .T.  A.  Wilcocks. 

Fred  E.  Ellis,  recently  traveling  salesman  in  Western 
Ontario  of  the  Gurney  Foundry  Co.,  and  the  Gurney  Tilden 
Co.,  and  now  manager  of  the  installation  department  of  A. 
Welch  &  Son,  Toronto,  was  married  on  June  27  to  Miss  ^Tar- 
garet  Rawlston,  Toronto. 

George  E.  Baxter,  tra\eler  for  McClary  ilfg.  Co.,  Toronto, 
has  joined  his  father-in-law,  .T.  G.  Kingsboro,  Little  Current, 
in  the  retail  hardware  business.  G.  A.  Maguire,  for  two  years 
with  the  ^IcClarv  Co.,  in  Nova  Scotia,  has  been  transferred  to 
i\rr.  Baxter's  former  territory. 

At  noon  on  .Tuly  2,  fire  was  discovered  on  the  fourth  floor 
of  the  Martin-Senour  Company's  works,  Montreal.  A  first  and 
second  alarm  were  immediately  sent  in,  and  through  the  able 
work  of  the  Montreal  Fire  Department  it  was  speedily  under 
control,  the  principal  loss  resulting  from  water,  which  did  con- 
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siderable  damage  to  printed  labels  and  advertising  matter. 
There  will  be  no  delay  whatever  in  the  execution  of  orders,  and 
the  plant  is  again  in  full  operation. 

The  Kej'less  Lock  Co.,  has  been  incorporated  at  Montreal, 
with  capitalization  of  $50,000.  Edouard,  Joseph  and  Alphonse 
deCharette,  grand  Mere,  Quebec,  are  the  incorporators. 

The  Luminous  Locator  Co.  has  been  incorporated  at 
Montreal,  capitalized  at  $150,000,  to  manufacture  paints. 
W.  J.  S.  McMaster,  merchant,  Westmount,  is  one  of  the  in- 
corporators. 

DOMINION  EXHIBITION  AT  REGINA. 

Peart  Bros.,  Eegina,  who  in  1909  embarked  in  the  whole- 
sale business,  and  during  the  jiast  year  have  enlarged  both 
their  wholesale  and  retail  floor  space  by  fully  100  per  cent. 


Peart  Bros.  Warehouse  at  Regina. 

'I'lii'ir  jobbing  warehouse  is  a  four  story  brick  and  concrete 
huildiiig  of  slow  burning  mill  construction,  located  on  a  rail- 
way siding,  this  enabling  them  to  receive  and  ship  goods  very 
promptly.  J.  Walton  Peart,  one  of  the  founders  of  the 
Ontario  Eetail  Hardware  &  Stove  Dealers '  Association,  is 
secretary-treasurer  of  the  eomjiany. 

During  the  Dominion  Exhibition  to  be  held  at  Regina,  July 
81  to  Aug.  13,  Peart  Bros,  are  throwing  their  warehouse  and 
retail  stores  02)en  for  the  inspection  of  hardware  men,  who 
take  advantage  of  the  cheap  rates  to  visit  Regina. 

Ainongst  the  hardware  firms  exhibiting  at  the  Regina  Exhi- 
liitiuii  are  the  James  Stewart  Mfg.  Co.,  Woodstock;  McClary 
Mfg.  Co.,  London,  Ont.;  Dover  Mfg.  Co.,  Canal  Dover,  Ohio; 
Barnet  Mfg.  Co.,  Renfrew,  Ont.;  R.  Moore  &  Co.,  lighting  sys- 
tems, Eegina,  Sask.;  Parker  &  Whyte,  Sanitary  Appliances, 
Winnijieg,  Man.;  ]^fational  Mfg.  Co.,  Ranges,  Ottawa;  Pilking- 
ton  Bros.,  Winnipeg,  Man.;  Ontario  Wind  Engine  &  Pump  Co., 
Toronto. 


THE  WEST  HOLDS  THE  RECORD. 

The  J.  II.  Ashdown  Co.,  Winnipeg,  who  did  a  retail  business 
of  over  $800,000  last  year,  are  said  to  be  running  over  $100,000 
some  months  this  year,  and  expect  to  total  over  the  million 
mark  this  year.  This,  of  course,  includes  their  plumbing,  tin- 
smithing  and  lighting  fixture  business.  But  where  will  you 
find  another  retail  business  like  that? 


W^ESTERN   CANADA  NEWS. 

The  Canadian  (,'(n-d:ige  Co.,  Saskatoon,  have  incorporated. 
W.  ITarkness  has  established  a  broom  factory  at  Prince 
Albert. 

The  Maeleod  Iron  Works  has  been  started  at  Macleod, 
Alberta. 

G.  S.  Murray,  representative  of  the  McClary  Mfg.  Co., 
Saskatoon,  was  married  on  June  14. 

The  Canadian  Fairbanks  Company,  Limited,  may  erect  a 
$250,000  warehouse  in  Vancouver,  B.C. 

A  new  warehouse  is  being  erected  for  A.  McBride  and  Co., 
Calgary.    The  building  will  be  50  x  120,  and  have  six  storeys. 

The  Munro  Steel  &  Wire  Works,  Winnipeg,  will  establisli 
a  brandi  in  Vancouver  devoted  to  the  manufact'  re  of  wire 
fencing. 

The  Consolidated  Plate  Glass  Co.,  Wi?mi])eg,  is  now  under 
the  management  of  J.  E.  Wilson,  late  of  the  head  oflice  in  To- 


ronto, vice  James  Shaw,  who  has  gone  into  business  for  him- 
self. 

Calgary,  Alta.,  is  to  have  a  nail  factory,  according  to  re- 
port, the  plant  to  be  a  branch  of  the  Gordon  Nail  Works,  St. 
.John,  N.B.  If  the  j)lant  is  established  it  will  have  a  capacity 
of  90  thousand  kegs  per  ann  m. 

Hardware  clerks  at  Regina  are  forming  an  association 
affiliated  with  clerks  in  other  lines  of  trade,  the  object  being 
to  work  with  retailers  in  establishing  stated  hours  of  business 
and  in  arranging  for  healthful  recreation. 

Clare  &  Brockest,  Winnipeg,  representatives  of  Clare  Bros., 
Preston,  Ontario,  manufacturers  of  stoves,  furnaces  and  similar 
lines,  and  also  representatives  of  the  Metal  Shingle  and  Siding 
Comj)any,  of  Preston,  will  build  a  large  warehouse  on  May 
street.  Point  Douglas,  Winnipeg. 

J.  H.  Ashdown,  President  of  J.  H.  Ashdown  Hardware  Co., 
Winnipeg,  has  completed  arrangements  for  the  erection  of 
their  new  six  storey  warehouse  building  at  Saskatoon,  to  ccst 
$100,000.  Plans  are  also  being  prepared  for  an.  addition  to 
the  Ashdown  Company 's' Winnipeg  warehouse,  the  addition  to 
cover  an  area  80  x  135  feet. 

On  June  16,  fire  destroyed  the  building  and  contents  of 
the  Great  Northern  Hardware  Co.,  Swift  Current,  Sask.  The 
only  things  saved  were  a  few  books  and  papers.  The  cart- 
ridges exploded  in  one  continuous  roar,  with  several  large 
explosions  from  powder,  but  fortunately  the  large  gasoline 
tanks  were  buried  in  the  ground.  The  loss  to  the  Great 
Northern  will  be  about  $100,000,  half  covered  by  insurance. 
The  Swift  Current  Hardware  Company's  store  across  the  street 
caught  several  times,  but  was  extinguished  with  but  little 
damage. 


A  NEW  FURNACE  SELLING  PLAN. 

A.  Welch  &  Son,  302-304  Queen  Street  West,  Toronto,  re- 
presentatives of  Clare  Bros.,  Preston,  and  who  have  probably 
the  largest  retail  stove  and  furnace  business  in  Ontario,  have 
adopted  a  new  plan  to  sell  furnaces. 

Every  year  they  have  a  lot  of  customers  call  on  them  in 
the  fall  months  and  ask  to  have  furnaces  or  boilers  installed, 
the  order  having  been  held  off  owing  to  not  having  the  ready 
cash  to  order  the  heating  job  in  the  summer,  when  the  heating 
contractor  is  slack  of  work. 


This  year  they  have  organized  a  "Furnace  Club,"  on  the 
line  of  the  furniture  clubs  conducted  by  the  large  departmental 
stores,  and  already,  though  the  ad.  appeared  only  on  July  10, 
they  have  had  quite  a  number  of  inquiries  b}"-  phone  and  letter. 
Their  aim  will  be  to  secure  a  cash  paymeut  on  account  from 
each  member  of  the  club,  and  to  give  easy  terms  on  the  balance, 
only  property  owners  being  accepted  as  club  members. 


Join  the  Furnace  Club 


Only  300 
Members 
Will  be 
Enrolled 


Only 
Condition 
is 

That  you  are 
a  Property 
Owner 


\Vc  Inv.-  orcnnizctl  .1  ol.il)  plan  nhureli;  ilir  jii  in  uh.,  i,  lnnl.lu.s  n  new  hnn.o,  or  buying  n 
lionip  \Mlli  nn  old  fiirnnco  or  hot  wnter  boiler  in  it.  can  liavo  n  new  lleola  Fiiniane  or  Prca. 
t.in  Holier  installed  at  once,  or  when  the  bnildjiig  is  rendv.  Knroll  vniir  name  as  n  eliib 
member  by  ealling  upon  the  Secretary  of  tlici  Fiiriiaee  Club  at  our  store,  or  writing  tor 
p.irliculars.  This  chib  offer  will  be  open  unlil  Sept,  1st.  1011.  and  ttiose  joining  before  that 
date  will  linvc  tbe.privilegc  of  eonveni«nt  crcilit  terms  extending  over  nine  ninnllis  from  the 
time  of  instalU.tinii  of  your  furnace  or  boder. 


WHAl-  WE  DO 


WHAT  WE  GUARANTEE 


HECLA  FURNACES  OR  PRESTON  BOILERS 


A.  WELCH   &  SON, 

302-304  Queen  West 


"Toronto's  Largest 
Stove  Store." 
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MANUFACTORY  : 
Surrey  Works,  Smethwick,  near  Birmingham,  England 

SHOW-ROOMS  : 
27-35  Drury  Lane,  London,  W.C. 


Actual  manufacturers  of  every  description  of  Brass  Fittings  for 

Domestic  Furnishing 
and  Lighting 

Metallic  Bedheads,  Cots,  Wire  Mattresses. 
Brass  and  Copper  and  Brass  Cased  Tubes. 
Rolled  Brass  and  Copper. 
Switch  Gear. 

CANADIAN  AGENT  ; 

MR.  GEO.  H.  SAYWELL,    -  Saskatoon 

Cables  and  Telegrams  :  Rosswell,  Saskatoon. 
A.B.C.  5th  Edition 

Telephone,  4317  Saskatoon 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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NEW  STORE  AT  COCHRANE  BURNED. 

Frauk  A.  Child,  Cocliraiie,  was  iu  Toronto  last  week  to 
l)urchase  Bennett  boxes  and  equipment  for  his  fine  new  store 

at  Cochrane,  he  having  purchas- 
ed for  $15,000  a  new  cement  two- 
storey  building,  37  x  70  feet,  in 
the  very  center  of  that  growing- 
town.  The  new  building  was  to 
have  been  ready  by  Sept.  15, 
but  was  burned  down  in  the  big 
fire  on  July  11.  Mr.  Child  also 
plans  a  substantial  residence  ou 
the  lake  at  Cochrane,  where  he 
intends  to  remove  from  Mathe- 
son  and  take  charge  of  the 
Cochrane  store,  which  is  to  be 
broadened  out  into  a  hardware, 
furniture  and  house  furnishings 
store,  the  second  floor  being  used 
for  the  furniture,  and  part  of 
the  basement  for  j)]umbing  and 
tinshop.  Altogether  the  new 
store,  when  rebuilt,  will  be  one 
of  the  finest  in  the  North. 

Charlie  Child,  who  is  shown 
in  the  picture,  with  big 
bodied  and  large  hearted  Frank,  will  be  transferred  from  the 
management  of  the  Cochrane  to  the  Matheson  store.  Mathe- 
son,  a  view  of  which  is  shown  herewith,  is  a  thriving  town  of 
about  100  population,  with  about  500  men  homesteading  in  the 
woods  surrounding  the  town.  Frank  Childs,  as  Crown  Lands 
Agent,  placed  60  settlers  in  two  months  this  spring.  Many  of 
these  were  burned  out  in  the  forest  fire,  and  Matheson  itself 
is  threatened. 


Charlie  and  Frank  Child 


View  ot  Mallieson,  Ont..  a  new  typical  Canadian  tow  n. 

Mr.  Child  and  his  family  were  at  Parry  Sound  on  July 
11,  when  news  was  received  of  the  fire,  and  immediately  left 
for  Toronto,  and  before  the  ashes  were  cool  at  Cochrane  and 
Kelso,  and  while  the  fate  of  his  Matheson  store,  shown  in 
the  illustration,  was  yet  uncertain,  he  was  buying  a  new  stock 
and  engaging  large  tents  to  store  it  in.  Six  thousand  dollars' 
worth  of  goods,  largely  builders '  hardware  and  supplies,  were 
bought  by  him  on  July  12,  and  on  the  morning  of  July  13,  the 
goods,  along  with  the  tents,  were  shipped  north  by  Rice  Lewis 
&  Son,  who  have  Mr.  Child's  account,  and  with  whom  Mr.  Child 
secured  his  early  hardware  training. 

Mr.  Child  left  for  Cochrane  on  July  13,  and  expects  to  have 
his  tent  store  running  by  Monday,  July  17.  He  had  a  $14,000 
stock  at  Cochrane,  with  about  $8,000  insurance,  carried  at  10 
per  cent,  premium. 

In  addition  to  Mr.  Child's  stores  at  Cochrane  and  Kelso, 
T.  .T.  ^IcManus'  store  at  Cochrane  was  burned,  and  reports  in- 
dicate that  tlio  store  at  Matheson,  the  three  hardware  stores  at 
Elk  Lake,  and  ])ossibly  stores  in  other  Northern  Ontario  towns 
may  be  destroyed  b}-  the  flames. 


FINE  HARDWARE  STORES  IN  WEST. 

Duliiiago  &  Spark,  Wilkie,  Sask.,  are  one  of  the  hundreds 
of  hardware  firms  who  have  grasped  the  opportunity  to  es- 
tablish hardware  businesses  in  the  scores  of  new  towns  being 
opened  up  each  year  along  the  lines  of  new  railways  in  the 
Canadian  West. 

Dulmage  &  Spark  built  their  store  in  the  spring  of  1909, 
showing  their  faith  in  the  future  of  the  town  by  laying  a 
foundation  strong  enough  to  carry  two  stories,  and  by  putting 
in  a  modern  metal  store  front,  with  plate  and  prism  glass, 
equal  to  any  found  in  the  larger  cities.    This  year  they  are 


Modern  Store  Front  at  Wilkie,  Sask. 

erecting  one  additional  story  so  good  have  they  found 
business. 

The  window  displays  are  also  up-to-date,  the  semi-circular 
arrangement  of'  saws  and  the  tool  case  in  one  window,  and 
the  three  heating  stoves  connected  up  with  pipes  iu  the  other 
window,  are  very  commendable. 

"We  have  found  business  a  great  deal  better  than  we 
contemplated  at  first,"  write  Dulmage  &  Spark,  "and  we 
tnmk  that  any  jjerson  desirous  of  going  into  business  for  him- 
self cannot  accom23lish  his  purpose  to  better  advantage  than 
by  starting  up  with  the  establishment  of  a  new  town  in  the 
West.  We  consider  that  one  of  the  attractive  features  of 
starting  business  in  this  way  is  that  there  is  no  good-will  to 
purchase. ' ' 


CHANGES   IN  THE  OLD   RICE  LEWIS  FIRM. 

Rice  Lewis  &  Son,  Toronto,  after  being  for  over  half  a 
century  largely  controlled  by  the  estates  of  the  late  John 
Leys,  A.  B.  Lee,  and  A.  Burdette  Lee,  has  now  definitely 
passed  into  new  hands,  the  successors  very  rightly  being  the 
' '  old  guard ' '  of  the  employees,  under  the  leadership  of  Mr. 
R.  C.  Fisher  and  Mr.  A.  E.  Gilverson,  who  have  been  operat- 
ing the  business  for  the  past  two  and  a  half  years.  On  June 
20  the  transfer  was  completed,  Messrs.  Fisher  and  Gilverson 
paying  over  $310,000  to  complete  the  deal.  A  new  board  of 
directors  has  been  chosen,  and  following  the  policy  announced 
in  December,  1908,  the  old  employees  have  been  taken  into  the 
company.  The  new  board  will  be  under  the  presidency  and 
direction  of  Mr.  Gilverson,  and  Mr.  Fisher,  while  Walter  J. 
Lawson,  James  W.  McMillan,  Fergus  E.  McDonald  and  E.  R. 
Kastner  will  be  directors. 

Co-incident  with  the  change,  the  old  premises  on  the  cor- 
ner of  King  and  Victoria  Streets,  40  x  104  feet,  have  been 
sold,  possession  to  be  given  early  in  1912.  Behind  the  corner 
building  the  firm  still  owns  a  five-story  warehouse  building, 
60  X  160  feet,  and  this  will  be  occujiied,  the  ground  floor  as  a 
retail  store,  with  160  feet  of  plate  glass  frontage,  and  60  feet 
depth,  and  the  upper  stories  as  offices  and  warehouse  quarters. 
The  jobbing  warehouse  on  Atlantic  Avenue  will,  of  course,  be 
continued,  it  having  railway  siding  facilities. 


A  meeting  will  be  held  at  Montreal,  July  19,  to  endeavor 
to  reach  a  definite  decision  regarding  the  much  talked  of  whole- 
sale hardware  merger. 
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SALES  OPPORTUNITY — Director  of  large  hardware  mannfactnr- 

ing  firm,  leaving  shortly  on  protracted  selling  tour  throngh  Canadian 
West  is  open  to  carry  kindred  lines.  References  exchanged.  Princi- 
pals only.     Address  Box  133,  Hardware  &  Stove  Journal,  Toronto. 


JENKINS  S,  HARDY 

Assignees,    Chartered   Accountants,    Estate  and  Fire 
Insurance  Agents 
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vWfIRE  GOODS 


Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  Goods  Mf^.  Co. 
HAMILTON,  ONT. 


GLASS 


GLASS 


MR.  HARDWARE  HAN 


We  have  just  moved  into  our  new  six-storey  building  on  Spadina  Avenue  which 
has  42,000  feet  floor  space  stoci<ed  with  glass  of  every  description  for  building  pur- 
poses and  is  equipped  with  every  modern  convenience  for  the  rapid  iiandling  of  glass. 

Just  give  these  facts  a  moment's  consideration  and  consider  what  the}-  mean  when 
you  are  in  need  of  a  hurry-up  order. 

No  vexatious  short  shipments  or  delays  in  shipping.  Give  us  a  trial  on  your 
next  specifications  and  get 

QUALITY  and  PRICES  that  are  RIGHT 

The  Consolidated  Plate  Glass  Company  Limited 

WINNIPEG  TORONTO  MONTREAL 

241  Spadina  Avenue 


GLASS 


GLASS 


When  wiitmg  to  advertisers,  kindly  meutiou  the  Canadian  Hardware  and  Stove  Journal. 
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OPTIMISM  IS  THE  KEYNOTE. 
By  D.  G.  Ross,  Hardware  Merchant,  Saskatoon. 

Dui'iug  my  four  years'  connection  with  the  hardware  busi- 
ness in  this  district  the  prospects  for  the  future  were  never 
better  than  at  the  present  time.  Every  one  is  enthusiastic 
over  the  crop  conditions,  while  tlio  building  industry  was  never 
brisker,  and  there  is  every  indication  that,  business  will  be 
good  during  the  summer  and  fall.  Merchants,  grain  growers, 
builders  and  real  estate  operators  are  all  full  of  confidence 
for  the  future.  Climatic  conditions  have  been  ideal,  and  such 
as  to  insure  an  abundant  harvest.  The  agricultural  prospects 
are  satisfactory,  and  on  these  are  based  the  present  business 
outlook.  The  crop  yield  is  sure  to  be  a  heavy  one.  There  is 
abundance  of  moisture  and  the  growth  of  the  past  few  weeks 
has  been  wonderful.  Add  to  this  the  fact  that  there  is  an 
increased  acreage  under  crop  this  year,  and  it  will  be  scon 
that  there  is  every  reason  for  being  ojitimistic. 

The  spring  business  was  excellent  and  opened  out  with 
the  first  indications  of  fine  weather.  At  the  present  time  the 
building  trade  is  very  active  in  this  district,  creating  a  brisk 
demand  for  all  lines  of  builder's  supplies.  Many  vacant  lots 
which  have  been  held  by  speculators  for  years,  are  now  being 
built  on,  and  there  is  a  healthy  development  all  round. 

There  is  now  a  good  run  on  warm  weather  goods;  i c- 
frigerators,  ice  cream  freezers  and  camjiers'  supplies  selling 
freely.  Many  new  comers  are  settling  both  in  the  city  and 
surrounding  districts,  thus  adding  vim  to  the  regular  Yim:  of 
business,  in  many  cases  complete  new  outfits  being  necuKsary 
for  the  new  home  and  farm.  Wholesale  houses  eontinur^  to 
locate  here,  and  several  are  having  their  premises  enlaTgcd. 

With  bright  prospects  for  an  abundant  harvest,  nier- 
eliants  are  turning  their  thoughts  to  the  purchasing  of  supplier 
to  meet  the  needs  of  the  threshers.  The  demand  for  siicii  re- 
quisites is  sure  to  be  heavy  this  season.  The  demand  last  year 
for  this  line  of  goods  was  light,  owing  to  the  short  harv.^st 
season,  thus  necessitating  the  carrying  over  of  considerable 
stocks,  but  these  are  now  being  replenished  for  the  coming  fall 
business.  Optimism  is  the  key  note  of  the  West,  and  indeed 
on  every  hand  tliere  are  signs  of  expansion,  aggressiveness, 
and  prosjierity. 


WESTERN  HARDWARE  MARKETS. 

Concerning  conditions  of  the  hardware  trade  during  the 
past  months  of  1911,  the  whole  may  be  concisely  expressed  as 
"first  class."  Early  in  the  year,  a  feeling  of  "good  times" 
took  hold  of  people  in  Western  Canada.  Buying  was  done  on 
a  large  scale  comparatively,  and  trade  was  good.  This  con- 
dition continued  up  until  March,  which  was  a  record  month 
for  wholesalers  of  hardware.  Big  prospects  meant  big  buy- 
ing. Merchants  felt  assured  that  the  season's  outlook  merited 
])uttiiig  in  more  goods,  and  the  orders  came  in.  New  towns 
have  been  established,  older  ones  growing  rapidlj'^,  and  every- 
thing has  helped  make  tiie  ])ast  six  months'  hardware  pur- 
chases big. 

Conditions  of  business  at  the  beginning  of  July  are  in  a 
somewhat  slower  state.  As  is  always  the  ease,  there  comes 
a  time  of  intervening  trade  when  all  feel  that  they  must  go 
slower,  and  hence  trading  slows  up.  There  cannot,  however, 
be  any  question  as  to  the  fact  that  there  is  a  feeling  of  pros- 
j)erous  times  in  the  whole  West.  A  better  class  of  goods  is 
being  bought,  and  the  quicker  payments  made  show  this  with- 
out any  doul)t. 

Present  indications  are  that  this  year's  business  iu  hard- 
ware will  eclipse  all  former  years.  A  glance  over  supply  houses' 
doings  show  what  they  are  looking  forward  to.  Increased 
warehouse  space,  increased  buying-  and  increased  staffs,  and 
the  desire  for  more  experienced  help,  show  that  the  jobbers 
look  for  large  things. 

Tiiere  is  always  an  uncertainty  regarding  Western  crops, 


but  from  the  present  outlook  the  yield  this  fall  will  be  huge. 
Plenty  of  rain  and  sunshine  has  brought  grain  along  at  a 
tremendous  pace.  Men,  who  have  been  in  the  West  for  thirty 
years,  say  they  never  saw  anything  to  equal  this  year's  crops 
as  they  now  a^jpear. 

Hardware  men,  should  and  will,  if  they  are  alive  to  their 
opportunities,  have  plenty  of  good  business  this  fall.  But  do 
not  take  on  too  much  credit. 

Winnipeg  Prices  Current. 

Black  Sheet  Iron— 28-gauge,  $3.75;  26,  $3.60;  24.  $3.50;  22, 
20,  18,  17,  $3.50;  16,  14,  12,  $3.40;  10,  $3.25. 

Bright  Iron  Wire— 9-gauge,  $3.20;  10,  $3.26;  11,  $3.32;  12, 
$3.40;  13,  $3.50;  14,  $3.60;  15,  $3.75;  16,  $3.90. 

Canada  Plates— Half  polished,  6-7,  $3.65;  8,  $3.90;  full 
polished,  6-7,  $4.40;  8,  $4.65. 

Copper— Planished,  16  oz.,  30c.;  plain  tinned,  16  oz.,  24c. 

Galvanized  Iron— Apollo,  10%  oz.,  $4.80;  28,  $4.60;  26, 
$4.20;  24,  $4.00;  22,  $4.00;  20,  $3.90;  18,  $3.85;  16,  .$3.80. 
Queen's  Head,  28  guage,  $4.80;  26,  $4.60;  24,  $4.20;  22,  $4.20; 
20,  $4.00. 

Tin  Plates— I.e.,  20  x  28,  full  boxes,  $10.25;  half  boxes, 
$5.50;  I.X.,  20  x  28,  full  boxes,  $12.25;  half  boxes,  $6.50; 
r.X.X.,  20  X  28,  full  boxes,  $14.25;  half  boxes,  $7.50;  Terne, 
20  X  28,  $9.75. 

Iron— Bar,  $2.50;  Base,  sleighshoe  steel,  $2.65;  plo  ,v,  con;- 
nion,  $4.50;  crucible  plow,  $6.00;  angle,  $2.75;  harrow,  $2.75; 
east  October,  8I/2  base;  Spring,  $3.40;  machine,  $3.50,  tire, 
$3.00. 

Wire— Barb,  $2.65;   Annealed,  9-gauge,   $3.00;    10,  $3.06; 

11,  $3.12;  12,  $3.20;  13,  $3.30;  14,  $3.40;  15,  $3.55;  ;i.6,  $3.70. 
Galvanized,  plain,  8-gauge,  $3.50;  9,  $3.10;  10,  $3.60;  11,  $3.70; 

12,  $3.30;  13,  $3.40;  14,  $4.25;  15,  $4.75;  16,  $5.00.  Stove  pipes, 
Nos.  18  and  19,  514.    Poultry  netting,  571/0  p.c. 

Nails— Wire  f.o.b.  Fort  William,  $2  45;  Winnipeg.  $2.90. 
Cut  f.o.b.  Winnipeg,  $3.15. 

Bolts — Carriage,  3-8  in.  and  under,  65  j>e.'  cent.;  7-lti  and 
up,  55  prr  cent.;  plow,  50  per  cent.;  sleigh  shoe,  to  3-S.  55  per 
ceu*-.,  7-16  rnd  up,  45  per  cent.;  stove,  "5  i.iid  10  jjer  cent.; 
tire,  70  per  cent.;  machine,  60  and  5  ]u  c  •■ent.;  do.,  55  |)or 
cenf. 

Building  Paper — No.  1,  tarred,  62  l-2@75c.  per  lb.;  plain, 
45(a-60c.;  sheathing,  $1.10  per  roll;  tarred  felt,  8,  10  and  16 
oz.  $2.35  per  100  lbs. 

Cement— Portland,  barrel,  $2.40  to  $2.50. 

Chain— Coil,  3-16  in.,  $9.25;  1-4,  $7.10;  5-16,  $5.40;  3-8, 
$4.65;  7-16,  $4.40;  1-2,  $4.15;  9-16,  $4.00;  5-8,  $3.95;  3-4,  $3.75. 
Logging,  5-16,  6c.;  3-8,  5  l-2c.    Tie  out,  70  and  10  per  cent. 

Screws — Bright,  iron,  round  head,  80  per  cent.;  flat  head, 
80,  10,  10  and  10  per  cent.;  round  head,  70  per  cent.;  flat  head, 
75  per  cent. 

Linseed  Oil— Raw  gal.,  $1.20;  boiled  $1.23  gal. 
Turpentine — 85c.  per  gal.  in  barrels. 
White  Lead— $5.75@$6.75  per  100  lbs. 

Vancouver  Prices  Current. 

Bar  iron,  $2.75  base;  Jessop 's  bar  steel,  14c.;  horseshoes. 
No.  2  and  larger,  .$4.80  keg;  horseshoes,  No.  1  and  smaller, 
$5.05  keg;  horseshoe  nails,  No.  9  and  larger,  $3.50  box;  flat- 
head  bright  screws,  80  and  20  per  cent,  off  list;  carriage  bolts, 
small  sizes,  62  1-2  per  cent,  off  list;  cut  nails,  $3.50  keg  base; 
wire  nails,  $2.85  keg  base;  Manila  rope,  base,  10  3-40.  lb.;  boiled 
oil,  $1.45  gal.;  white  lead,  $7.20  100  lbs.;  putty,  .$3.75  100  lbs.; 
turpentine,  $11.30  case;  glass,  first  break,  16  oz.,  $3.90  100 
feet. 


METAL  MARKETS. 

Midsummer  dullness  prevails  in  the  metal  markets,  but 
the  second  half  of  the  year  has  a  brighter  outlook  than  the 
past  six  months.  The  market  in  the  States  shows  signs  of 
im])roving,  and  with  a  stiffening  across  the  line  trad(>  and 
prices  will  improve  in  Canada. 

Pig  iron  has  been  incorporated  from  the  States  in  fairly 
large  quantities  by  stove  foundries  during  the  past  few 
months,  and  there  has  been  a  tendency  on  the  part  of  Cana- 
dian furnace  men  to  reduce  prices  to  meet  the  outside  com- 
petition.   Foundries  were  forced  to  shut  down  during  the  ex- 
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/  BOECKH  S 

/  (BECK) 


ME  SUARANTEEO  MAINST  IMPERFECTIOK  WHICH 
M  POORLY  MADE  GOODS  CAUSE  MUCH  WOMtT 


YOUR  DEALER  CAN  SUPPLY  YOU. 


THE  BOiciiM  nws.  coMHurr  in.  nmorro.  canaoa. 


THESE  CARDS  ARE  NOW  IN 
THE  STREET  CARS  IN 
YOUR  DISTRICT 

Our  street  car  advertising  cam- 
paign   covers   the   majority  of 
street  cars  in  Canada. 

The  object  is  to  help  you  sell 

BOECKH'S 

BRUSHES  and 
BROOMS 

These  cards  will  be  supplied 
free  to  dealers  upon  request. 

Manufactured  by 

The  Boeckh  Bros.  Company,  Ltd. 

TORONTO,        -        -  CANADA 


You  Can't  Overlook  Facts 


Mr.  Dealer :  —Here  are  a  few  state- 
ments that  you  can't  afford  to  over- 
look. 

Minerva  Paints  and  J'arnis/ies  were 
first  manulactured  in  England  76 
years  ago — their  growth  was  spon- 
taneous and  steadily  increased  until 
the  London  house  was  supplying 
Minerva  Brands  to  the  markets  of 
the  world.  Canada  was  recently 
recognized  as  a  market  which  could 
produce  a  large  demand,  and  al- 
though the  competition  was  strong, 
it  was  decided  to  build  a  Canadian 
factory  and  manufacture  identically 
the  same  brands  as  were  made  in 
England.  About  six  months  ago  the 
large  Toronto  factory  started  to  fill 
the  already  waiting  orders.  Since 
the  first  da\'  the  success  of  A/inerva 
Paiufs  and  Varnishes  has  surpassed 
all   expectations.     The    demand  has 


been  such  that  the  extreme  possible 
output  has  been  taxed.  The  success 
of  Minerva  Brands  has  been  assured 
in  Canada.  There  are  reasons  for 
such  growth. 

Minerva  Painls  and  I'arnis/ies  g-ive 
honest  value — they  contaijt  absolntely 
the  very  highest  grade  ingredients 
possible  to  procure. 

The  Manufacturers  co-operate  in  every 
possible  icay  with  the  dealer. 

Extensive  consumer  advertising  is  used. 
A  good  fair  margin  of  profit  and  an 
attractive  proposition  is  offered. 

This  is  why  Minerva  Brands  mean 
your  reputation  and  profit. 

Write  us  for  information — be  a  part 
of  this  big  selling  organisation  and 
get  your  fair  share  of  the  waiting 
profits. 


Established  in  England  1834 


Fig 


Pinchin,  Johnson  ®,  Co.  (Canada),  Ltd. 

377-387  Carlaw  Ave.,  Toronto,  Can. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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ti-eme  hot  weather,  but  the  demand  for  stoves  is  so  great  that 
foundries  are  working  to  their  limit.  Nominal  quotations  for 
Canadian  foundry  iron,  No.  1,  are  $18.50,  with  No.  2  quoted 
50  cents  less. 

Copper,  lead  and  tin  have  been  rather  featureless  during 
the  mouth,  as  has  also  Sjielter  and  zinc.  Tin  is  holding  firm, 
however,  at '48  cents. 

Galvanized  iron  is  due  for  a  cut  in  August,  both  U.  S. 
and  English  prices  having  declined  for  August  shipment,  the 
cut  averaging  about  ten  cents.  Import  orders  of  Canada  plates 
are  arriving  in  fair  quantities,  and  remembering  last  year's 
shortage,  metal  men  are  stocking  early.  Stocks  of  most  sheet:i 
are  light,  and  jobbers  look  for  an  active  fall  trade. 


HARDWARE  MARKETS. 

The  first  half  of  the  year  has  been  a  very  satisfactory  one 
for  hardware  jobbers,  the  six  months  showing  a  good  increase 
over  the  corresponding  period  last  year.  Collections,  too,  have 
been  very  good,  jobbers  having  few  losses  to  report.  In  the 
West  a  Credit  Association  is  undoubtedly  needed,  and  the 
grocers  in  Ontario  may  also  need  such  an  organization,  but  the 
hardware  business  in  this  province  is  on  a  pretty  firm  basis, 
except  for  some  foolish  price  cutting  amongst  retailers,  said  a 
Toronto  jobber. 

Builders'  hardware  has  experienced  a  good  demand,  though 
in  Toronto  building  has  been  retarded  owing  to  a  shortage  of 
brick.  Mechanics'  tools  have  sold  in  large  quantities  so  far 
tins  season. 

Warm  weather  goods  were  never  in  such  demand  as  this 
year.  Screen  doors  and  windows,  refrigerators,  oil  stoves,  ice 
cream  freezers,  etc.,  commenced  moving  early  in  May,  and  in 
June  shortages  of  stocks  became  evident,  refrigerators,  as 
reported  in  the  Journal  last  month,  having  been  pretty  well 
cleared  out  at  that  time.  Owing  to  the  heavy  call  on  the 
cheaper  lines,  there  has  been  a  large  trade  in  more  expensive 
goods.  Freezers,  too,  have  had  a  larger  sale  than  usual  this 
season.  Electric  fans  have  been  exceedingly  popular,  and  in 
sjiorting  goods,  fishing  tackle,  canoes,  camp  goods,  tents,  ham- 
mocks, baseball  and  tennis  goods,  etc.,  have  sold  very  freely. 

Combination  gas  and  coal  ranges  have  been  selling  in  fair 
numbers  to  newly  married  couples,  while  coal  oil  and  gasolene 
stoves  have  been  in  big  demand.  Furnaces  are  in  better  de- 
mand, as  new  buildings  are  nearing  completion.  Fruit  canning- 
utensils  and  enamelware  are  seasonable,  and  a  good  trade  is 
being  done  in  them.  Lanterns,  burners  and  lighting  goods  are 
being  ordered  now,  prices  being  firm. 

Bolts,  screws,  nails,  and  other  heavy  hardware  lines  are 
normal,  a  good  volume  of  goods  going  out  at  unchanged  prices. 


PAINT  AND  on,  MARKETS. 

"We  have  tripled  our  paint  business  in  Western  Canada 
the  first  half  of  this  year,"  said  one  paint  manufacturer,  in 
speaking  of  the  splendid  business  done  so  far  this  year.  And 
other  paint  manufacturers  have  similar  stories  of  increased 
business  in  spite  of  the  high  price  of  turps  and  oils. 

Midsummer  has  brought  a  temporary  lull  in  the  mixed 
]iaint  business,  but  painting  of  new  houses  is  increasing,  and 
there  is  a  steady  demand  for  varnishes  and  stains,  there  being 
more  of  this  class  of  goods  used  nowadays  than  white  lead  and 
oil.  An  increasing  number  of  retailers  are  paying  attention 
to  tlieir  paint  department  in  the  summer  and  fall  months,  and 
sales  are  increased  as  a  result  of  their  special  effort. 

Turjientine  has  apparently  struck  the  bottom  of  the  to- 
boggan slide,  being  now  quoted  at  76  cents,  practically  half 
its  ]irii-o  a  couple  of  months  ago.  The  present  figure  is  con- 
sidered fii  be  tlie  low  mark,  with  a  good  chance  of  prices 
gradually  liiiniiiL;  uji  iluring  the  fall. 

Linseed  oil  has  continued  fairly  steady  during  the  month, 
the  low  quotation  in  Toronto  at  present  being  $1.02  for  raw 
and  $].08  for  boiled,  nlthnugh  other  dealers  ask  a  couple  of 
cents  above  this.  W  hilr  no  immediate  change  is  looked  for, 
it  must  be  remembered  that  there  is  a  big  shortage  in  the 
world's  sui)iily  of  flax  seed  and,  under  these  circumstances,  the 
tendency  is  upward. 

Putty  ]iri{'OS  li;i\p  liocn  sliadeil  during  the  month,  the 
quotation  now  bi-ing:  bulk,  in  casks,  $2;  in  liK)  Ih.  drums, 
$2.20,  and  bladdrrs  in  barrels,  $2.40. 


Trade  in  white  lead,  varnishes,  etc.,  is  very  good  for  this 
season  of  the  year.  Eeady  mixed  paints,  as  stated  before, 
continue  to  be  sold  in  large  quantities. 


PAINT  TRADE  INCREASED. 

The  Munroe,  Zavitz  Co.,  Wallaceburg,  write:  "Our  paint 
trade  was  larger  this  year  than  ever  before.  We  find  that  the 
))eople  generally  haven't  as  much  regard  for  the  almighty  dollar 
as  they  once  had.  When  they  come  to  buy  they  more  often  ask 
for  the  best  we  have,  tlian  as  to  what  is  the  j^riee.  Our  turn- 
over was  much  in  excess  of  last  year.  This  section  of  the 
country  is  very  prosperous.  More  farmers  are  becoming  land 
owners  instead  of  renters,  and  many  who  were  once  considered 
no  good  are  now  first  class.  We  consider  this  was  the  mo.'it 
favorable  year  in  the  history  of  Canada,  and  look  forward  to 
more  business  in  the  future.  Our  store  trade  was  the  best  in 
three  or  four  years. 


NEW  GOODS  ON  THE  MARKET. 

The  Marble  Anns  &  Mfg.  Co.,  Gladstone,  Mich.,  who  have 
marketed  the  Marlde  Game  Getter  Gun,  the  Marble  Safety  Axe 
and  other  outing  specialties,  are  now  introducing  the  Clincher 
Fish  Gaff,  .which  does  not  have  just  a  few  long  teeth,  but  a 
series  of  short  teeth,  just  sufficiently  pointed  to  hold  the  fish 
in  a  vice-like  grip,  but  not  long  enough  to  cut  through  the 
scales  and  tear  the  flesh.  The  points  are  held  open  by  the 
coiled  spring  and  by  contracting  the  muscles  of  the  hand,  the 
fisherman  can  bring  the  points  together  instantly  and  with  much 
or  little  pressure,  according  to  the  size  of  the  fish,  it  being  de- 
signated for  fish  of  all  sizes  from  a  half-pound  up  to  twenty 
pounds.    The  retail  price  is  one  dollar. 

Clayton  &  Lambert  Mfg.  Co.,  Detroit,  Mich.,  are  placing 
on  the  market  a  brazing  machine,  equipped  with  a  powerful 
generator,  creating  an  intense,  smokeless  blue  flame.  It  is  es- 
pecially constructed  for  straightening  automobile  frames  and 
axles,  engine  drive-arms,  brazing  bicycle  and  motor  ?,ycle 
frames,  taking  dents  out  of  steel  plates  on  boilers  and  for  melt- 
ing lead,  zinc  or  babbitt,  tempering  tools  and  for  all  purposi'S 
where  an  intense  heat  is  required. 

E.  C.  Atkins  &  Co.,  Indianapolis  and  Hamilton,  Ont.,  are 
placing  on  the  market  a  plasterer 's  finishing  trowel  of  the  Indian- 
apolis pattern,  designated  as  No.  10.  The  blade  is  made  of  saw 
steel,  which  is  highly  tempered,  hard  and  stiff,  but  not  brittle. 
The  mounting  is  of  cast  steel  and  extends  to  within  5-8  to  1-2 
in.  of  the  end  of  the  blade,  thus  insuring  stiffness.  The  tool 
is  made  in  lengths  from  10  to  13  in. 

The  White  Mop  Wringer  Company,  Fultonville,  N.  Y.,  has 
added  to  its  line  of  mop  wringers,  one  of  mammoth  size  for 
those  who  handle  extra  large  mops,  designated  No.  00.  The 
wringer  is  all  iron  and  steel  except  the  handle,  and  it  is  large 
and  powerful  enough  to  wring  a  36-ounce  mop,  dry  and  with 
very  little  effort,  while  it  will  wring  smaller  sizes  down  to  24 
ounces.  The  wringer  is  made  to  stand  the  heavy  work  and  save 
the  hands,  wrists,  arms  and  backs  of  operators. 

The  Luther  Manufacturing  Co.,  Milwaukee,  Wis.,  have  is- 
sued a  new  catalogue  describing  the  extensive  line  of  grinders 
made  by  them. 


ELECTRIC  WASHER  IN  WINDOW. 

The  Mulhall  Hardware  Co.,  Ottawa,  used  as  a  window 
attraction  last  month  one  of  D.  Maxwell  &  Son's  new  electric 
washing  machines,  also  featuring  it  in  their  ads  in  the  local 
]iapers.  Great  interest  was  shown  in  this  latest  labor  saving 
device,  as  whenever  the  current  was  switched  on  crowds 
watched  the  machine  in  operation.  The  machine  is  fitted  with 
an  electric  motor  and  retails  for  $65. 


THE  WEIGHT  OF  CHARCOAL. 

A  correspondent  asks,  "What  is  the  standard  weiglit  of 
a  bushel  of  charcoal?'' 

The  lightest  grade,  containing  the  least  amount  of  mois- 
ture, weighs  14  to  16  ]iounds  to  the  Inisliel,  while  the  heaviest 
grades  weigh  uji  to  30  lbs.  About  24  pounds  is  considered  as 
the  standard. 
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Build  up  a  trade  on  the 
repeat  order  basis  by 
recommending 

"  International " 
Varnish 
Products 

A  majority  of  Hardware  Dealers  art' doing;  that. 

Don't  take  it  on  our  say-so,  but  hivestigale  tor 
yourself — 

And  you  will  find  out  that  a  big  percentage  of 
Canadian  Hardware  Merchants  feature  "  Inter- 
national" Products. 


There  are  ynore  than  a  few  reasons  why  they 
should.  Take 


ELASTICA 


for  instance — the  floor  finish  that's  practically 
imperishable.  The  only  truly  elastic  finisli  on 
the  market — the  finish  that  wears  like  nickel 
steel. 

Elastica  does  not  mar,  scratch,  white  or  spot. 
It  dries  dust  free  in  four  to  six  hours  and 
liardens  over  night. 

Elastica  Nos.  i  and  2  are  used  for  Exterior  and 
Interior  work  respectively. 

Let  us  know  your  varnish  and  finish  require- 
ments and  we'll  give  you  solid  reasons  why  you 
should  always  specify  International  Products. 

All  hiternational  Products  are  sold 
in  full  Imperial  Measure  Cans. 


TORONTO 


WINNIPEG 
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luisily  Work(*d  I  p 
QUEEN'S  HEAD 


Canada 


Galvanized  Iron 

"QUEEN'S  HEAD"  is  soft 
and  toiij^li  and  will  worknp  readily, 
thus  savinjA  time  on  important  jobs. 


JOHN  LYSAGHT,  Limited, 

Makers, 

Bristol,  Newport 


A.  C.  LESLIE  &  CO.,  Limited, 

MOMRKAI., 

iManagers  Canadian  Branch 


Vacation  Time  is  Near 

This  school  does  not  expect  our  scholars  to  study 
during^  July  and  August,  but  we  are  enrolling  scholars 
and  preparing  for  a  much  larger  enrolment  this  fall 
than  ever  before. 

If  you  are  considering  taking  a  course  in  detailing 
and  developing  patterns  for  sheet  metal  work,  send  in 
your  application  now  and  be  ready  to  start  September 
First  for  fall  and  winter  study. 

Write  for  mv  new  circular  giving  full  information 
and  list  of  all  drawings  in  the  course. 

GRAY'S  SCHOOL 

3537  Third  Ave.      •  •       NEW  YORK  CITY 


Monarch  ^/ 

rwy  .  .  Wnimg 

1  y  pewrite  rs  jviachines 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


THE  MONARCH  TYPEWRITER  CO.,Liwited 

46  flDELfllDE  STREET  WEST 

TORONTO.    -  ONT. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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PREVAILING  MARKET  PRICES. 

Toronto,  July  12th,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots    '^a^i? 

Antimony,    per   lb   0  08  A 

Brass  rods,  Vz  to  1  inch...  0  21 
.Sheets,  up  to  20  gauge..  0  22 
Tubing,    1    inch,   base....   0  23 

Copper    ingots,    casting   13% 

Sheets,  plain,  14  oz.  base  0  2<J 
Sheets,  tinned,  14  oz.  base  20  V2 
Sheets,    plenished,    14  oz. 

base    0  28 

Sheets,  braziers    0  ^i 

Bars,  round  Vz  to  2  in...   0  21 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,  52  sheets....  4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....   4  45  435 

60    4  70  4  60 

20x28x80    8  90  8  70 

20x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....   3  30 

Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Bl:icl<,  base,  1  inch   4  70 

Galvanized,  base,  1  inch.  .   6  35 

Iron  Pipe  Fittings — ■ 

Canadian  malleable,  40;  cast 
iron,  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 ;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  e.xtra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron  finished  steel,   2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Kadnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig   8  75 

Imported   pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  2%  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    lialf    and    half,  lb., 

241/2  261/2 

Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,  ingots,  100  lb. ..48  00  49  00 
Tin  Plates,   charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  0,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

''Dominion  Crown  Best" — Re- 
tinned. 

I   C,   14x20   base    5  50 

I  X,    14x20  base    6  50 

I  X  X,  14x20  base   ....  7  50 
"Allnwny's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    4  CO 

I  X,  14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  1 1  % 
Light  copper  bottoms  .  .  .  09% 
Heavy    red    brass     .....   10  % 

Heavy  yellow  brass    OSV2 

Light    brass    06% 

Tea   lead    021/2 

Heavy    lead    02% 

Scrap    zinc    0  04 

No.  1  wrought  iron  ...  .10  00 
Machinery      cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous  steel    6  00 

PAINTS   AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

stone)    0  07 

Litharge,    ground    0  05 

Litharge,   flaked    0  05% 

Green       copperas  (green 

vitriol)    0  01 

Sugar   of   Lead    0  09 

Colors  in  Oil- — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,  pure    ...   0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure.  .  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — 

Toronto 

Barrels,    550   lbs  0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets,  1-lb   0  201/1 

Tins,   1-lb.,  100  in  case  0  21% 

Petroleum — 

Can.    Prime   white,    gal.  0  12 

U.S.  Water  white    0  13% 

U.S.  Pratt's  astral  ....  0  15% 
Castor   oil,   per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls   0  171/2 

Benzine,  per  gal,  single 

bbls   0  151/2 

Putty — 

Bulk  in   casks    2  00 

Bulk  100  lb.  drums ....  2  20 
Bladders   in   barrels    ....  2  40 

Ready  Mixed  Paints — 

Pit  gallon,  qt.  tins.  1  50     2  00 

Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5-gallon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels   0  76 

Linseed  Oil,  single  barrel, 

raw    1  03     1  05 

Linseed  Oil,  single  barrel, 
boiled    1  06    1  08 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage,   No.  1   

Pale   durable  body   

Finest   elastic   gearing    .  . 

Elastic  Oak   

Furniture,    polishing  .... 

Furniture,  extra   . 

Furniture,  extra  No.  1    .  . 

Liglit   oil  finish   

Gold  size  japan   

Turps  brown  japan  .... 
Baking  black   japan  .... 

Crystal  Damar   

Pure  asphaltum   

Oilcloth   

Lightning  dryer   

Stovepipe       varnish,  % 

pints,,   per  gross   

Pure  white  shellac  var- 
nish,  in  barrels   

Pure  orange  shellac  var- 
nish,  in  barrels   


50 
50 
00 
50 
00 
20 
95 
35 
00 
60 
35 
50 
40 
50 

0  85 

8  00 

1  75 
1  70 


White  Lead,  ground  in  oil — 

B.  B.  genuine   7  40 

other   brands    ....   6  15     6  90 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  07% 

Pure,     in     25-lb.  irons 

(in  oil)    0  08% 

Window  Glass — 

United  Inches         Star  D.D. 

Under   26    4  25       6  25 

26   to   40    4  65 


41   to    50    5  10 

51    to    60    5  35 


61    to  70 


5  75 


71  to  80    6  25 

81  to  85  ......    7  00 

86  to  90   

91  to  95   


75 
50 
50 
75 
00 


96    to  100   

Toronto,   30  and  5  p.c. 


12  50 

15  00 

17  50 

20  50 


Miscellaneous — 

Beeswax,    per   lb   0  40 

Orange    mineral,    100  lb. 

kegs    0  09% 

Pine  tar,   %  lb.  tins,  doz.  0  60 

Plaster  of  Paris,  bbl.    .  .  2  30 

Paris  white,  bbls   0  90 

Whiting,   gilders,  bolted..  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 

Anvils,  Taylor  Forbes  .  ;  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05  ;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4 %c  per 
lb.  oiT. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  M, 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $8.70;  % 
in.,  $3.65;  %  in.,  $3.60;  7s  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
'halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portahlej  135 

lbs   9  85 

Horse  Nails — • 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toccalks  Staiidard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp''  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   bo.x.     251b.  boxes. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.85. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 

$4.25;    No.      15,      $4.50,  in 

lengths  6   ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

H:igh  Carbon,  No.  9,  $2.25;  No. 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs.,  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry   Netting — 2-in.    mesh,  19 

w.g.,  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,   24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--'  'Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2  %  p.c. ;  Centre  Fire  Pistol 
Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, ''Eegall''  Dense  Smoke- 
less Powder,  ''Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
.dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60:  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%:  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
4  5  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh   bells,   shaft   and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each. 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
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Bolts  and  Nuts — 

Ciiiriiigc  Holts,  ciiminon  new  $1 
list. 

Can-iiigo  Holts,  %  and  smaller, 
70  P.O. 

Onn-iage  Bolts,  7-16  and  up, 
70  p.p. 

Cavringe  Holts,  Norway  Iron  ($3 
list),  60  p.c. 

Machine  Holts,  %  and  less,  60, 
10  &   10  p.c. 

Miicliinc  Holts,  7-16  and  up, 
(SO  p.c. 

Plough   Bolts,   55,   5   &    10  p.c. 

Hliink  Holts,  60  p.c. 

Holt  Ends,   0  Op.c. 

•Sleigh  .Slioe  Holts,    %   and  less, 

()0  and   10  p.c. 

Sleigh    Shoe    Holts,    716  nnd 
larger,   .'>5   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  S(|uar<!,  all  sizes,  4%c  pev 
11).  off. 

Xuts,   hexagon,   all  sizes, 
per  lb.  off. 

Stove  rods,  per  lb.,  5  VzC  to  6c. 
Stove    Holts,  80. 
Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll    0  70 

O.K.  paper,  No.  1,  per  roll  0  7.5 
I'lain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   Fibre,   No.    1,  per 

400  ft.  roll    0  55 

Tarred  Fibre  Cyclone,  25 

lb.,  per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

(Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch.  Boston  or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  05 

Heavy  Fibre,  32  &  GO,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
S(|uare    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,  per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bovver  barff  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,   70  p.c. 
Cement — Portland,   bags  per 

bbl  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Hevel  edge,  1  inch,  do/,...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  .  .  4  00 

4  "  "  .  .   5  28 

5  "  "  .  .   7  26 

6  "  "  . .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  .iet  knobs, 
net  list. 

Door  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls,   60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

(Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..  2  !)0 
10  "  "  ..315 

12  "  "  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
12%  p.c. 
Files  and  Rasps — 

Disston's,  Great  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Eagle,  McClel- 
lan.  Globe,  all  70  and  10  ;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
.Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,   10  oz., 

doz   5  (50 

Tinners     setting,     V2  lb., 

doz   4  50 

Machinists,  V2  lb.,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,    up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and  stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50   per  cent. 

Heavy  T  and   strap,   4-in.,  100 
lbs.    net,    $7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,   65  p.c. 
Screw   hook    and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring) — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove   pipe   eyes,   kitchen  and 
square   hooks,    60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;   7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain,  . 
per  doz.,  $5.00. 

Japanning.  50c.  per  dozen  extra. 
I'rism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
a  n  d  .5 . 

Locks  and  Keys — Canadian,  45 
and  10  p  c. 

Mallets —  Tinsmith',     2%  x 

51/)   in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6   in   1  &5 

Ijignum   Vitae,     round,  5 

inch    2  40 

Caulking,   No.   8,    oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars,    3%    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,   5   gallon,   per  doz., 
$10.00. 

Davidson   oilers,   40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered   oilers,   50  p.c. 
Brass  oilers,  50  p.c. 
Malleable.   75  p.c. 
Planes — Wood    bench,  Canadian, 
40.  American,  25  p.c. 
Wood,    fancy,     30   to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...  0  08% 


Cotton,  3-16    inch  and 

larger    0  24 

Russia    Deep   sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single....   0  08 
Lath  Yarn,  double    ...  0  08% 

Sisal   bed   cord,   48  feet, 

per  doz  0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,   3  ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%   per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.   Potts,   handles,  jap- 

aned,  per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  I/2         each,  per 

100    lbs   2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb...  0  32 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  .  .80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened..  60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws    (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister   head,    iron,    30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and    21/,  p.c. 

No.  3  and  4  grade,  50  and  2  % 
per  cent. 
Soldering  Irons — 

Base,   per   lb.,   28  cents. 
Sap  Spouts- 
Bronzed  Iron  with  hooks, 

per   1.000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — 

Poultry  netting,  100  lbs...  5  70 
Bed,  100  lbs..  No.  14  ...  .   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45   per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  - — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles,  70  p.c. 
Carpet  tacks — -blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  !44  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  tipholsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10:  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tucks,  35;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails.  50 ;  trunk  nails, 
black,  65  and  10 :  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned.  65  and 
10:  chair  nails,  35  and  10:  patent 
brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk. 
75;    saddle  nails,   in  papers,  10; 


saddle  nails,  in  bulk,  15;  tufting 
buttons,    22    line   in   dozens  only, 
60;     zinc     gluziera'     points,  5; 
double   pointed   tacks,    papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55;    clinch   point   shoe    rivets,  45 
and   10;   cheese  box  tacks,  87%; 
trunk    tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry. 7.-1  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and    retinned,     75  and 
121/.',. 

Traps  ^  (steel    game)  —  Newhousc, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent.  . 
Wire   Cloth — Painted    Screen,  in 

100  ft.  rolls,   $1.65  per  100  sq. 

ft.:    in    50  ft.    rolls,    $1.70  per 

100    Sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOTJSEFUENISHINGS. 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,    70   to   75   per  cent. 
Range     Boilers — 30-gallon,  Stan- 
dard, $4.75:  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;  18x36,  $1.95. 

Flat  rim  enameled  sinks,  15x24. 

$2;  18x30,  $2.35:  18x36,  $3.50. 
Enameled  Ware — White  ware,  75 

per  cent. 

London   and   Princess,    50  per 

cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel,   50  and   10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — -Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts.   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails,  50  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washtubs.  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom  tea  kettles  and 
boilers,   35  p.c. 
Coal  hods.   40  per  cent. 
Boiler  and  tea  kettle  pitts,  35 
per  cent. 

Stamped  Ware — Plain,     75  and 
12  %  per  cent. 
Retinned,  75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
ware. 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton,  London  and  St. 
Marys.  40  per  cent. ;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal. 
37%  and  10  per  cent. 

Washing  Machines — 

.Vew  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re  act,   per  doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Royal   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite.  5  year,  11  inch.  61  75 
20  per  cent. 
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Ru-ber-oid  Roofing 

Trade  Mark  Reg. 

Sells  on  its  Record 


BEWARE  IMITATIONS 


APPEARS  ON  WRAPPER 


When  you  recomend  RU-BER-OID 
you  can  talk  facts — not  anticipations. 

RU-BER-OID  has  proved,  in  twenty 
years  of  actual  service,  that  it  is  weather- 
proof, strongly  fire-resisting^,  unaffected 
by  acids,  fumes  or  gases,  or  by  extremes 
of  heat  or  cold — that  it  will  neither  rot, 
warp,  rust,  crack,  peel  off,  get  soft  and 
porous  nor  hard  and  brittle. 

This  evidence  of  what  RU-BER-OID 
lias  do>ie  under  the  most  adverse  con- 
ditions is  the  very  best  kind  of  proot  of 
what  it  will  do. 


The  Standard  Paint  Co.  of  Canada 

Limited 

286  St.  James  St.,  Montreal. 
179  Bannatyne  Ave.  E.,  Winnipeg. 
105  Tenth  Avenue  East,  Calgary 
25  Pender  St.  W.,  Vancouver. 


M-L 


Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floorglaze 

Is   the    floor    finish    most  people  want.  Easy  to 

sell     it    because    it's   so  hard   to  excel  it.  Ten 

pleasing-  shades.  In  pints  and  quarts,  also  half 
gallon  and  gallon  sizes. 

Elastilite  Varnish 

Is  the   most   brilliant   and  durable  for  inside  cr  out 
'side  use.     Best  to  sell — best  to  use. 

You'll  find  it  pays  to  carry  the  com- 
plete line.       Get  particulars  from— 

Imperial  Varnish  ®  Color  Co. 

Limited 

8t  o  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St. 
Vancouver 


Bryan's  Brushes 

Seasonable  lines  for  Fall  Trade,  made  from 
best  materials,  and  workmanship  unexcelled. 


No.  318.    Whisk  Scrub.    Made  of  Mexican  Rice  Root. 
SEND  FOR    I9n  CATALOGUE 


Thomas  Bryan,  Limited 

No.  345.    White  Banister  Brush.   All  while  bristles.  London  -  -  -  Canada 


HIGH-GRADE 

Builders'  Hardware 

W'c  arc  headquarters  fur  tlie  best-grade  builders'  hardvviire  on  the  market 
—  the  hardware  that  never  fails  to  prove  itself  to  be  durable,  efficient  and  a 
satisfaction  giver. 

We  handle  a  full  line,  including  Butts,  Hinges,  Hasps,  Staples,  Nails,  etc. 
Remember,  the  quality  is  guaranteed.    Write  at  once  for  catalogue. 

COWAN  S.  BRITTON,  Ganarvoque.  Ont. 


Wlicii  writing  to  advertisers,  kiudly  meutiou  the  Cauadiau  Hardware  and  Stove  Jourual. 
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AND    BTOVP:  JOURNAL. 


BUYERS'  DIRECTORY 

V/hen  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal. 


ALUMINUM  WARE. 

Xdrllurii    Ahiiniiinin    Co.,  Toronto. 

AMMUNITION. 
Dominion  CaitridKn  Co..  Montreal. 

AUGER  BITS. 
Rapid  Tool  Co.,  l'clcrl)oro. 
Tobin  Arm.s  Mfj;.  Co.,  Woodstock. 
AXES. 

Allan     Hills     Edge     Tool  Works, 
Gait. 

,)anies  .Smart  Mfg.  Co..  lirockville. 
BOILERS  AND  RADIATORS. 

Clare  Itros.  &  Co.,  I'reston. 

Gurney   Foundry   Co.,  Toronto. 

Hamilton    Stove     &    Heater  Co., 
Hamilton. 

Pease   Foundry   Co.,  Toronto. 

Taylor   Forbes  Co.,  Guelpli. 
BRASS  GOODS. 

Jhs.  Morrison  Brass  Mi's?.  Co.,  To- 
ronto. 

BRUSHES. 

Boei'kli    Hros.    Co..  Toronto. 
'I'lionias   Hryan,    Limited.  London. 
Meakins        .Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville   Hardware  &   Lock  Mfg. 

Co.,  Jielleville. 
Cowan   &   Britton,  Gananoiiue. 
Canada  .Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove    &    Heater  Co., 

Hamilton. 
.National    Hardware   Co.,  Orillia. 
I'eterboro    Lock    Mfg.    Co.,  Peter- 

boro. 

.las.   Smart  Mfg.   Co..  lirockville. 
Taylor  Forbes  Co.,  Guel])li. 
CASH  REGISTERS. 

Dominion    Register    Co..  Tormilo. 
National    Cash    Register    Co.,  To- 
ronto. 

CHURNS. 

.1.  H.  Connor  &  Sons,  Ottawa. 

Cumnier   Dowswell    Co.,  Hamilton. 

D.  Maxwell  &  Sons,  St.  Marys. 
COAL  CHUTES. 

t'lare   Bros,  Preston. 

Down    Draft    Furnace   Co.,  (ialt. 
CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer    Dowswell,    Ltd.,  Hamil- 
ton. 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co..  Guelph. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Ilamil 
ton. 

Oneida   Communitv,    Ltd.,  Niagara 
Falls,  Out. 

CUTLERY. 

H.    S.    llowland.    Sons   &    Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis   Bros.,  Montreal. 
Rice  Lewis  i.t  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor   Forbes   Co.,  Guell)h. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co  ,  Mont- 
real. 

MeClary  Mfg.  Co.,  London. 
Metallic   Roofing  Co..  Toronto. 
Metal  Shingle  &  Siding  Co.,  I'res- 
ton. 

Sheet    Metal    Produce      Co.,  To- 
ronto. 

ENAMELED  WARE. 

Thos.    Davidson   ilfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal   Products     Co.,  To- 
ronto. 

FIRE    PLACE    BASKETS,  AND- 
IRONS, ETC. 

Knterjjrise    Foundry      Co.,  Saek- 

ville,  N.B. 
James   Stewart   Mfg    Co..  Wood 

stock. 

rURNACES    (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Can.    Heat.    &    Vent.    Co.,    Ow<  n 

Sound.  * 
■V\^  J.  Copp  &  Son,  Orillia. 


Clare  Bros.,  Preston. 

Down   Draft  Furnace  Co.,  (.alt. 

Enterprise    Foundry     Co.,  Sack- 

ville,  N.B. 
rindlay  Bros..  Oarleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
Hall   Zryd   Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 

C.  S.  Norsworthy  Mfg.  Co.,  St. 
Thomas. 

Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Broekville. 
.Tas.  Stewart  Mfg.  Co.,  Woodstock. 

rURNITURE  SHOES  (Sliding). 
Onward   Mfg.  Co.,  lierlin. 

GALVANIZED  IRON. 

.\.   C.   Leslie  &   Co..  Montreal. 
McClary   Mfg.   Co.,  London. 
Sheet    Metai    Products    Co.,  To- 
ronto. 

B.  &  S.  II.  Thompson,  Montreil. 

GAS  CONTROLLERS. 
Westwood   Bi-os.,  Tcronto. 

GAS  RANGES. 
Burrow.   Stewart  &   Milne,  Ilamil- 
ton. 

Gurney  Foundry  Co.,  Toronto. 
Hamilton      Stove    &   Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore   Co..  Hamilton. 
Moffat  Stove  Co.,  Weston. 
Supreme  Heating  Co.,  Welland. 

GLASS. 

Consolidated  Plate  Cilass  Co.,  To- 
ronto. 

GUNS. 

Tobin  Arms  Mfg.  Co..  Woodstock. 
HARNESS  GOODS. 

B.  V.  .\ckerman,  ,Son  &  Co.,  Peter- 
boro. 

HANDLES. 

.1.    II.   Still    .\Hg.   Co.,   St.  Th.'inas. 

HINGES. 
Canada    Stei'l    (ioods    Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Gan moque. 
Ta.\'loi*  Foi-ljes   C^o,,  Guelpli. 

HOCKEY  STICKS. 

,T.    H.    Still    Mfg.  Co. 

ICE   CREAM  FREEZERS. 

.McClarv  Mfg.   Co..  London. 
Slieet    Metal     Products      Co.,  To- 
I'onl  o. 

JOIST  HANGERS. 

'I'aylor  Forbes   Co.,   Gui  ll)li. 

KNIVES  (Drew). 
.Mian    Hills    Edge      To<il  Works, 
Gait. 

LAMPS   AND  BURNERS. 

Ontario  Lant 'rn  ,'ind  l.ainp^  Co,, 
Hamilton. 

LANTERNS. 

Thos.  Davidson  Mfg.  ('o.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

Sheet  Metal  Products  Co.,  To- 
ronto. 

E.  T.  Wright  &  Co..  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  *:  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co.,  Broekville. 
Taylor  Forbes  Co..  Guelph. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

LOCKS,  KNOBS,  ETC. 

Belleville  Hardware  &  Lr.ck  Mfg. 
Co.,  Belleville. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

Xational   Hardwai'e   Co.,  Orillia. 

James  Smart  Mfg.  Co.,  Broek- 
ville. 

Taylor  Foi-bes  Co.,  Guelph. 
METALS    (Sheet  and  Ingots). 

A.  C.   Leslie  &  Co.,  Montreal. 
McClary  Mfg    Co.,  Loudon. 
Sheet    Metal    Products    Co.,  To- 
ronto. * 

XJ.  S.  Steel  Products  Co..  Montreal. 

B.  &  S.  H.  Thompson,  Montreal. 


METAL  WASHBOARDS. 

Meakins    k    .Sons,  Hamilton. 

NAILS  (Wire) 
U.   S.   Steel   J'roducts   Co.,  Mont- 
real. 

OILERS. 

Thos    Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products     Co.,  To- 
ronto. 

OIL  STONES. 

Pike  Mfg.  Co.,  Pike.  N.H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London 
Queen   City   Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

OIL  PUMPING  SYSTEMS. 

S.  F.  Bowser  &  Co.,  Toronto. 
Kati(mal    E(|uipinent    Co.,  Toronto. 

ORNAMENTAL  IRON  WORK. 
Canada    Wire    Goods    Co.,  Hamil- 
ton. 

OVEN  DOOR  SPRINGS. 

U.    S     steel    Products    Co.,  Mont- 
real. 

PAINTS  AND  VARNISHES. 

Brandram  Henderson,  Ltd  ,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Canadian  Oil  Companies,  Toronto. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

International     Varnish     Co.,  To- 
ronto. 

Glidden   A''arnish   Co.,  Toronto. 
Martin-Senour  Co.,  Montreal. 
Beii.iamin    Moore   &    Co.,  Toronto. 
Ohio  Varnish   Co  ,  Cleveland. 
Pinchin  Johnston  Co.,  Toronto. 
James   Robertson    Co..  Toronto. 

POULTRY  NETTING; 
B.  Greening  Wiri-  Co..  Hamilton. 
John   Lysaght.    Ltd.,   Bristol.  Kn_'.. 

and  Montreal. 

PLUMBING  GOODS. 
.ram<'S    .Morrison    Brass    Mfg.  I'".. 

Toronto. 

PNEUMATIC  WATER  SYSTEMS. 

National    Ei|uipnient   Co..  Toronto. 

RAZORS  (Safety). 
Gillette    Safety    Razor   Co.,  Mont- 
real 

International     Distributing  Co., 
Montreal. 

RAZOR  HONES. 

Pike  Mfg.  Co.,   Pike,  N.  H. 
REGISTERS   (Warm  Air). 

Canadian    Heating      &  Ventilating 
Co..  Owen  .Sound. 

Clare  Bros..  Preston. 

Perrosteel  Co.,  of  Canada,  Bridge- 
burg. 

Gurney  Foundr.v  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co.,  W'ood- 
stoek. 

James    Smart    Mfg.    Co.,  dii-ock- 
ville. 

Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

ROOFING  (Metal). 

Metallic    Rooting   Co..  Toronto. 
Metal  Shingle  A:  Siding  Co..  Pres- 
ton. 

ROOFING  (Prepared). 

Brantford   Roofing  Co.,  Brantford 
Canadian  Supply  Co.,  Toronto. 
Standard    Paint    Co.,      of  Canada, 
Montreal. 

REFRIGERATORS   AND  ICE 
CHESTS. 
Thos.    Davidson    Mfg.    Co..  Mont- 
real. 

McClary  Mfg.  Co..  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

RULES  AND  TAPES. 

Lufkin  Rule  Co.,  of  Canada, 
-  Windsor. 

SAD  IRONS 

Dover    Mfg.    Co.,    Canal  Dover, 
Ohio. 

Taylor  Forbes  Co..  Guelph. 

SAFES. 
Goldie-MeCnlloeh    Co.,  Gait. 

SAWS. 

Shurly-Dielrich    Co.,  Gait. 

SCALES. 

Burrow,   Stewart   &  Milne,  Hamil- 
ton. 

SCREEN  CLOTH. 

B.     Greening     Wire     Mfg.  Co., 
Hamilton. 


SCREW  AND  BOLT  CASES 

.\merican    I'.olt    and    .Screw  Ca»e 
Co..  Dayton,  Ohio. 
SHOVEL  SAND  SPADES. 

Lundy  Shovel  &  Tool  Co.,  I'eter- 
boro. 

SILVERWARE. 

Oneida   Communitv,    Ltd..  Niagara 
Palls,  Ont. 

SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co..  Toronto 

B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
Dominion  (.'artridge  Co.,  Montreal. 
H.   S.   Howland   Sons   &   Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co..  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  .Arms  Mfg.  Co.,  Woodstock. 

STOVES    AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
ButteiTvorfh  ?'oundry  Co..  Ottawa. 
Burrow  Stewart  &  Milne,  Hamil- 
ton. 

W.  J.  Copp,  Son  &  Co.,  Fort  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  M<int- 
rcal. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise      Foundry  Company. 

Sackville.  N.B. 
Findlay  Bros..   Carleton  Place. 
Gurney  Foundry  Co..  Toronto. 
Hall-Zryd  Foundry  Co..  Grimsby. 
.\dam    Hall,  I'eterboro. 
Hamilton    Stove    &    Heater  Co.. 

Hamilton. 
McClary   Mfg.   Co.,  London. 
Moffat    Stove    Co..  Weston. 
D.  Moore  Co..  Hamilton. 
Specialties      Manufacturing  Co.. 

Grimsby. 

James    Smart    Mfg.    Co.,  Broek- 
ville. 

James    Stewart    Mfg.    Co..  Wood- 
stock. 

Supreme  Heating  Co,  Welland. 
STOVE  CEMENT. 

G.  L.  Sterne  &  Son.  Brantford. 

TACKS. 

V.  S.   steel  Products   E.xport  Co., 
Montreal. 
TENTS   AND  AWNINGS. 
J.  J.  Turner  &  Son.  I'eterbi.ro 

TOOL  GRINDERS. 
Pike  Mfg.  Co..  Pike,  N.H. 
Taylor   Forbes   Co..  Guelph. 
TOOLS. 

Allan    Hills    Edge    Tool  Works. 
Gait. 

TRAPS. 

Oneida    Communitv,    Ltd.  N'ia'.rara 

Falls.  Oe.t. 

VACUUM  CLEANERS. 
Onward   .Mfg.  Co..  Berlin. 
Page  Wire  Fence  Co..  Walkerville. 
U.   S.   Steel   Products  Export  Co., 

Montreal. 
Universal    Vacuum    Cleaner    •  Co.. 

Montreal. 

VALVES. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

WAFFLE  IRONS. 

Taylor  Forbes  Co..  Guelph. 
WASHING  MACHINES. 

J.   H.    Connor   &   Son.  Ottawa. 
Cummer    Dowswell.     Ltd.,  Hamil- 
ton 

D.  Maxwell  &  Sons.  St.  Marys. 
Taylor  Forbes   Co..  Guelph. 

W.HIFFLETREES    ( Steel) . 
Canada  .St 'el  Goods  Co..  Hamilton. 
WHOLESALE  HARDWARE. 

H.  S.   Howland.   Sons   \-   Co..  To- 
ronto. 

Kennedy  Hardware  Co..  Toronto. 
Lewis   Bros  .    Ltd.,  Montreal. 
Rice  Lewis  &   Son,  Toronto. 
Peart    Bros.      Limited,  Regina. 
Sask. 

Peterboro    Hardware    Co..  Pefer- 
boro. 

WIRE  FENCING. 

Page  Wire  Fence  Co..  Walkerville. 
U.   S.   Steel   Products   Co..  Mont- 
real. 

WIRE  GOODS. 

Canada    Wire   Goods     Mfg  .  Co., 

Hamilton. 
B.  Greening  Wire  Co.,  Hamilton 

WOODENWASE. 
Meakins  &  Sons.  Hamilton. 
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THE  "  GEM  " 
WASHER 

HIGH  SPEED  FLY  WHEEL. 
RAPID     ACTION  DASHER. 


For  smooth  running', 
easy  working  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"Gem''  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  by 


J.  H.  CONNOR  &  SON.  Ltd. 

OTTAWA,  ONTARIO 


REVOLVING  CASES 

For  Bolts,  Screws  and  other  articles 


Save  time  and 
money  and  mixing: 
of  contents  of 
drawers.  A  hand- 
some piece  of  furni- 
ture as  well  as  very 
useful  for  bolts, 
screws  and  other 
articles.  They  are 
used  by  Hardware 
Dealers.  Plumbers, 
Machine  Shops, 
Auto  Manufactur- 
ers, Dealers,  and 
Repairers.  Each 
drawer  is  locked  in 
the  Case  to  pre- 
vent its  removal, 
therefore  the  con- 
tents of  the  drawers 
are  not  apt  to  get 
mixed.  These 
Cases  are  made 
square  with  square 
drawers,  or  octa- 
gonal with  V-shap- 
ed drawers  as  de- 
-■ired.  They  are 
well  finished  and 
will  last  indefinite- 
ly. Sold  by  all 
jobbers  in  Hard- 
ware and  Auto 
Supplies. 

Manufactured 
by 


American  Bolt  &  Screw  Case  Co. 

DAYTON,  OHIO,  U.S.A. 


PIKE  TOOL  GRINDERS 

Wide  awake  dealers  are  everywhere 
pushing-  the    sale    of    these  machines 

Because 

they  have  learned  that  the  Pike  standard  of  qual- 
ity is  built  into  every  machine  and  that  every 
grinder  sold  stays  sold  and  gives  perfect  satisfac- 
tion. Moreover,  there's  an  interesting  profit  for 
the  dealer. 

Won't  you  drop  us  a  line  and  let  us  tell  you  more 
about  them?    It's  well  worth  while. 

PIKE  MANUFACTURING  CO..  pike,  n.h..  u  s.a. 


Roofing 

Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Co. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


AGENTS 


WANTED 


When  wiitnij;  to  advertisers,  knidly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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CANADIAN    IIARDWARK    AND    STOVE  JOTKNAI, 


'UFKiN  Measuring  Tapes 

TIIK  BEST  SKLI.lNCi  LINK  IN  TIIK  W()I«L1> 

The  "CHALLENGE"  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  whicli  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.     For  sale  b)'  all  Jcbbers. 

THE /uFK/N Rule  t?o»  ofQanadaUtd, 

W/JVDso/tONr, 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


FLAT    ROLLED  STEEL 

"BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating,  stove  rings,  facings, 
corner  pieces.      All   widths,   thicknesses  and  tempers. 


Send    for  illustrated  Booklet 


United  States  Steel  Products  Co., 


Montreal,  Que. 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  ^  Lock  Mfg.  Co.,  Ltd. 

BELLEVILLE:.  CAN. 


Explain  the  Advantages 
of  a  TOBIN  Gun  to  him 

If  you  are  a  dealer  and  have  been  selling  shot-guns 
for  some  time,  you  will  know  that  the  gun  with  the 
simplest  mechanism,  the  one  with  the  fewest  parts  to  go 
wrong,  is  the  gun  that  appeals  to  the  sportsman.  If, 
then,  you  can  offer  to  vour  customers  Tobin  Orns  vou 
place  yourself  in  a  position  to  supply  the  demand  for 
reliable  shot-guns  in  vour  localitv.  The 


SimplGX  Guns 


is  built  for  service.  It  will  please  the  "Oldtimer"  who 
will  recognize  it  as  a  thoroughly  reliable  gun,  and  the 
veriest  novice  will  appreciate  tlie  simple,  strong  construc- 
tion of  the  working  parts  and  the  ease  with  which  it  can 
be  taken  apart  and  cleaned  Here  is  the  gun  with  the 
selling  ])ovver  behind  it.  In  every  district  we  want  to  be 
represented  b\'  some  energetic  dealer,  one  who  will  show 
the  Tobin  (nin  to  his  customers,  and  to  such  a  dealer  we 
ofTer  terms  that  make  it  decidely  profitable  for  him. 

Write  to-day.  There  are  several  districts  where  we 
lack  dealer  representation,  districts  where  there  is  a 
growing  demand  for  Tobin  Guns  which  we  are  forced  to 
supply  direct.  The  dealer  who  represents  us  will  get 
the  benefit  of  this  trade. 

Tobin  Arms  ^laiiiifncfiiriiig  Co, 

Limited 


Woodstock, 


On*. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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STEEL  SHEETS 


To  Manufacturers  of  Stoves  and  Ranges 

We  offer  several  varieties  of  Sheet  Steel  particularly  adapted  to  Stove  and 
Range  work.    We  call  your  special  attention  to  the  following: 

WELLSVILLE  POLISHED. 

A  handsome  dark  blue  polished  sheet,  specially  adapted  for  high  class  stoves,  stove  pipes, 
elboAvs,  etc.    Shipped  with  an  oiled  surface. 

CANADIAN  BLUE. 

A  blue  polished  sheet  slightly  lighter  in  color  and  not  so  highly  finished  as  Wellsville.  This 
I       is  not  oiled. 

"WOODS"  PATENT  PLANISHED  IRON. 

Genuine  charcoal  hammered  bloom  iron,  with  beautiful  dark  blue  mottled  glossy  surface, 
practically  impervious  to  oxidation.  This  product  is  equal  in  every  way  to  the  genuine 
Russia  Iron. 

WOODS"  HAMMERED  POLISHED  STEEL. 

A  hammered  steel  sheet,  with  a  surface  similar  to  Patent  Planished  Iron,  but  not  guaranteed 
against  corrosion  or  rust.  i 

"WOODS"  REFINED  UNIFORM  COLOR. 

A  high  class  sheet,  for  many  years  a  general  favorite  on  account  of  its  uniform  dark  color 
and  smooth  clean  surface.    It  is  a  superior  product  for  stovepipe,  elbows,  etc. 

"  WOODS"  OAK  STOVE  BODY  STEEL. 

A  highly  finished  sheet  of  uniform  color  made  in  gauges  14  to  24,  specially  for  bodies  of 
Round  Oak  Stoves. 

RANGE  STEEL. 

A  smooth,  perfectly  flat  steel  sheet,  accurately  sheared  to  specified  sizes;  specially  adapted 
to  the  manufacture  of  stoves  and  ranges. 

BLUED  STOVE  PIPE  STOCK. 

A  good  quality  sheet  of  a  uniform  blue  color,  one  pass  cold  rolled  and  box  annealed. 

NICKEL  PLATING  STOCK. 

A  cold  rolled  full  pickled  sheet,  smooth,  clean  and  free  from  scale. 

AMERICAN  BESSEMER. 

Made  from  Bessemer  steel,  one  pass  cold  rolled  and  box  annealed.  A  very  good  sheet  for 
ordinary  work,  can  be  Patent  Bevelled  if  desired. 

BESSEMER  BLUE  ANNEALED. 

Hot  rolled,  open  annealed,  furnished  in  16  gauge  and  heavier. 

Also  special  sheets  for  Deep  Stamping  or  any  particular  purpose. 


B.&  S. H.THOMPSON  &  CO., Limited 

MONTREAL 

Selliii]^  Agents  for  the  American  Sheet  and  Tinplate  Co.,  Pittsburg. 


When  writiug  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Get  Y^ur  Clarks  Together 

and  Go  Over  the  Day's 
Business  With  Them 

The  adding  wheels  of  a  National  Cash  Register  will  tell  how 
much  each  clerk  sold.  It  will  show  the  amount  of  charge  sales,  the 
money  received  on  account,  money  paid  out  and  how  many 
customers  have  been  waited  on  during  the  day.  All  this  infor- 
mation IS  shown  at  a  glance. 

The  modern  National  Cash  Register  has  a  cash  drawer  and 
separate  total  counter  for  each  clerk.  By  its  use  each  clerk  stands  on 
his  own  merit.    The  blame  for  mistakes  is  placed  where  it  belongs. 

A  postal  card  addressed  to  us  will  give  you  information  about 
protecting  your  profits  and  increasing  your  trade  through  the  use  of 
a  National  Cash  Register. 

NATIONAL  CASH  EE(S2STI:R  CO. 

Head  Office  for  Canada  Canadian  Factory :  Manager  in  Canada 

285  YONGE  ST.  TORONTO  F.  E.  MUTTON 
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ANN©0M€EME1T 


JAMQARY  LASr  an  anaouncement  was  made  of  the  broadening  out  of  the  Journal's  field  to  include 
the  hardivare  and   paint  as  well  as  stove  and  heating  trades.      Weston  Wrigley,  Secretary  of  the 
Ontario   Retail   Hardware   and   Stove   Dealers'  Association,   and  for  six  years   managing  editor  of 
Hardware  axd  Metal,  took  ch  irge  of  the  editorial  and  advertising  departments,  and  the  remarkable  growth 
j'cij  J  3  '  {  ;  V.    li,-in^  the  piU  six  m  mths  is  sufficient  evidence  of  the  desire  amongst  manufacturers  and 
jobbers  for  a  well-printed  hardware  journal  featuring  the  Selling  End  of  the  Hardware  and  Stove  business. 

THE  TREND  OF  EVENTS  in  all  branches  of  industry  is  towards  consolidation  and  the  publishers  of 
thi  Journal  announce  the  amalgamation  of  the  Canadian  Trade  Press  with  the  Commercial  Press, 
Zz'wzzVea',  publishers  of  the  following  technical  and  trade  papers  : 


Canadian  Manufacturer 
Railway  Journal  of  Canada 
Iron  Trade  Journal 
Canadian  Clayworker 


Canadian  Hardware  and  Stove  Journal 
Merchants  Magazine 
Canadian  Builder 
Canadian  Nurse 


COMMERCIAL  PRESS,  LIMITED,  will  have  its  own  building  and  printing  plant  in  Toronto,  with  an  office  in  Montreal  in 
charg-e  of  F.  C.  Douglas  Wilkes,  B.A.,  and  branch  offices  at  New  York  and  Chicago.    The  Journal  will  continue 
to  be  under  Mr.  Wrigley's  management,  associated  with  him  as  editor  being  W.  L.  Edmonds,  until  recently  general 
miiL^jr  of  the  MicLaai  Publishing  Company,  and  D.  O.  McKinnon,  a  former  editor  of  Hardware  and  Metal,  but  more 
r Jointly  alvjrtising  manager  of  Canadian  Machinery  and  publisher  of  Canadian  .Manufacturer.      G.  H.  Honsberger  will 
represent  the  Journal  in  Eastern  Ontario,  with  Geo.  G.  Colvin  in  Western  Ontario. 


FXDER  THE  NEW  MANAGEMENT  the  Journal  \vi 
I        in  Canada  than  it  has  been  in  the  past. 


be  made  of  even  greater  value  to  the  hardware  and  stove  trades 

THE  PUBLISHERS. 
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There's  Something  more  than  Profit 
in  the  Sale  of  a  Gillette 

Time  was  wlien  a  good  many  dealers  judged  a  sale  wholly  hy  the  immediate  profit. 
Now  they  look  much  deeper  into  it. 

An  iionest  sale  at  a  satisfactory  profit  is  always  good. 

A  sale  that  pleases  the  customer  more  than  he  anticipated  is  better,  for  to  the  profit 
is  added  his  good-will. 

lUit  the  sale  that,  in  adtlition,  brings  the  customer  back  for  more,  is  best   of  all. 

That's  a  GILLKTTE  sale. 

The  GILLETTE  Safety  Razor  certainly  does  please  buyers,  for  it  gives  them  quicker, 
cleaner,  smoother  shaves  than  they  ever  thought  possible.  It  pleases  them  so  well  that 
they  enthusiastically  recommend  it  to  their  friends,  and  so  pave  the  way  for  more  business 
for  you.  Their  satisfaction  with  the  v.. /.or  is,  to  a  certain  extent,  credited  to  you,  and 
you  gain  their  good-will. 

There  are  some  lines  of  foreign  manufacture,  unadverlised,  unknown,  of  most  un- 
certain quality,  of  which  this  can  scarcely  be  said. 

More   than   that,   each   GILLI^TTE   sale   starts  an  annuity  for  you,  for  each  man 
who  buys  a  razor  will   come   back  to  you   tor  blades. 
Every  time  he  drops  in  you   have   an   opportunity  to 
sell   him   perhaps   several   times  the    amount    of  the 
blade  sale  in   other    lines,   and    to    strengthen  your 
hold   on  his  business. 

These  are  some  of  the  reasons  why 
it  does  not  take  the  clear-thinking,  far- 
sighted  merchant  long  to  decide  which 
razor  it's  best  to  handle  for  permanent 
business  and  satisfaction. 


The  Gillette  Safety 
Razor  Co.  of  Canada, 


LIMITED 


OFP'ICE  and  F.ACTORV: 

63  St.  Alexander  St., 
Montreal 


KNOWN  THE 


WORLD  OVER 
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Magnificent  Stocks  of 

Choice  Cutlery 

That  yield  ^ood  Profits  Retailing 

It  is  generally  conceded  that  we  carry  the  best  and  most  ex- 
tensive stocks  of  Cutlery  in  Canada. 

We  handle  only  the  finest  English  and  German  makers' 
goods,  including  Harrison  Bros.  &  Howson,  Shef- 
field, England;  Joseph  Rodders  &  Sons,  Shef- 
field, England,  and  Henry  Boker,  Germany. 
Their  lines  have  long  been  recognized  as  the  most  reliable  and  em- 
inently satisfactory.  We  invite  comparison  of  prices  w^ith  other  mak- 
ers, even  those  who  have  not  the  reputation  of  the  firms  named  above. 
We  name  a  few  articles,  full  stocks  of 
which  we  always  carry — 
Pocket  and  Pen  Knives,  all  sizes, 
handles  and  blades.  Spring  Back 
Knives,  Sheath  Knives,  Hvint- 
•  ing  Knives,  Daggers,  Butcher 

1  l^M      Knives,  Kitchen  Knives,  Bread 
Knives,  Ham  Slicers,  etc. 

SCISSORS  -Household,  Barbers', 
i   Paperhangers',  Bankers',  Tailors',  etc. 

Carvers  in  Pairs  and  Cases — 
We  have  them  in  three  and  five  pieces. 
Dessert  and  Table  Knives — 

Ul    with  Ivoroide  or  Ivory  handles. 
I        Cutlery  in  Cases — made  up  in 
assortments  of  Knives,  Carvers,  etc. 

£>y  us  for  your  fall  order.     We'll  guarantee  you  6nfire  Satisfaction. 

RICE  LEWIS      SON,  Limited 

Toronto  ■  ■  ■  ■  Ontario 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Russwin  47-11 
Food  Choppers  Pocket  Cutlery  and  Butcher  Knives  Razors 


"NO.  49"  "ONTARIO"  "TORONTO" 
"UNCLE  SAM"       "DUNN'S  BLACK  HAND" 

Hammered  and  full  polished,  in  single  and  double  bit. 
We  are  offering  splendid  values  in  Axe  Handles. 


KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 


Exclusively  Wholesale 


Everything  in  Hardware 


WESTERN  TOOL  GRINDER 

For  Durability,  Efficiency  and  Economy  no 
machine  will  give  better  satisfaction  than  the 

WESTERN  TOOL  GRINDER 

This  machine  is  noiseless,  dirtless,  chainless,  hghtest  run,  longest  lived 
grinding  machine  on  the  market.  The  friction  is  reduced  to  a  minimum. 
It  has  cut  gears  encased.  The  wheel  is  a  corundum  grinder,  7x1. 
Every  part  of  the  machine  is  made  of  the  finest  iron  and  is  very  easy  to 
handle. 

Our  grinders  are  packed  in  a  box  and  only  weigh  20  lbs. 
There's  money  in  it  for  you.    Write  to  us. 

THE  TAYLOR  -  FORBES  COMPANY.  LIMITED 

GUELPH,  ONTARIO 


REPRESENTED  BY 


H.  G.  ROGERS,  S3%  Dock  Street,  St.  John,  N.B. 
J.  B.  H.  RICKABY,  Victoria,  B.C. 


CANADIAN  UNITED  MFRS'.  AGENCY.  London,  Eng. 


W.  A.  MacLENNAN,  Vancouver.  B.C. 

HARRY  F.  MOULDEN,  Travellers'  Bldir.,  Winnipee. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal 
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I  Tell  You  There's 
Money  for 
You 

ill  selling 

if  you  first  ^ain 
the  confidence  of 
your  customers 
by  ^ivin^  ^ood 
value  for  money. 

Samson  Brand  Farm  Tools 


are  absolutely  guaranteed.  You  can  guar- 
antee them  to  your  customers  and  be  sure 
of  giving  satisfaction.  Then  there's  the  ques- 
tion of  "Does  it  pay  to  sell  quality  goods?" 
It  does  if  you  sell  Samson  Brand  because 
you  satisfy  your  customers  and  make  a 
good  profit. 

SEND  US  YOUR  ORDER  NOW 

H.  S.  Rowland,  Sons  &  Co.,  Limited 


We  Ship 
Promptly- 


Wholesale  Hardware 
TORONTO 


Our  Prices 
are  Right. 


GRAHAM  NAILS  ARE  THE  BEST. 


Wheu  wiitiiis  to  advertisers,  kindly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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Tubular  Steel  Whiffletrees,  Neckyokes  and  Doubletrees 


ALL  SIZES 


Better  than  Wooden  ones.     Just  as  cheap.    Do  not  weigh   any  more.     They  last  much 
longer.    Fittings  do  not  get  loose,  and  no  lost  time  getting  them  repaired. 

RELIABLE   GOODS   THAT   WILL   MAKE  YOU 

BIG  PROFITS 


Send  in  your  orders  in  time  for  the  Fall  business. 

Canada  Steel  Goods  Company,  Limited 

Manufacturers 

HAMILTON,  -  -  CANADA 


is  the  name  known  throughout  Canada  as  synonymous 
with  all  that  is  best  in  Wire  Chain. 

When  ordering  Hght,  small  strong  chains  for  any 
purpose  whatever,  or  Cattle  Trace,  Tie-out,  Breast,  Post 
Tie  or  Kennel  Chains,  be  sure  you  order 

GREENING'S 

You  will  assure  satisfaction  for  yourself  and  for 
your  customer,  because  we  never  permit  a  faulty  chain  to 
leave  our  mills. 

YOUR  JOBBKU  CAN  SI  FPLY  YOU 

THE  B.  GREENING  WIRE  CO..  Limited 

Hamilton       -        -       -  Montreal 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Lumbering  Tools 


We  Manufacture 

Cant  Hooks 
Peaveys  Skidding  Tongs 
Hammers  and  Wedges 


STOCKED  BY  THE  JOBBERS 
WE  GUARANTEE  THE  QUALITY 


Allan  Hills  Edge  Tool  Co. 


Gait,  Onl. 


1 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Quality  Signs  on  Good 
Washers,  Wringers  and  Churns 

ARROW 
BRAND 

They're  Trade  Winners. 

No  other  line  begins  to  equal  them  for  Quality, 
Distinctiveness,  Finish  or  Saleability. 

They're  Profitable  to  the  Dealer  and  Satisfactory  to  the  User 


MADE  BY 


CUMMER-DOWSWELL.  LIMITED,  Hamilton,  Ont. 


Eastern  Agents : 

W.  L.  HALDIMAND  &  SON 
Montreal,  Que. 


Western  Agent : 

H.  F.  MOULDEN&SON 
Wiiuiipeg,  Man. 


Sanitary  Washboards 


"All 
Metal 


The  "All  Motal"  will 
wear  longer  than  five 
\v  ()  o  (1  ('  11  washboards. 
They  are  hii^hly  sani- 
tary and  will  not  rust 
oi-  corrode.  No  smell 
a  f  t  e  r  washing-.  No 
nails  or  torn  metal 
facing  to  tear  clothing 
or  cut  hands — it's  all 
in  one  piece. 

Branches : 

MEAKINS  &  SONS 
Winnipeg 

MEAKINS  &  SONS 
Toronto 

MEAKINS  BRUSH  CO. 
Montreal 


1^ 

'tr..,„-   

No  Dirt  Can  Lodge 
in  the  "All  Metal." 

MEAKINS  &  SONS 

SOLE  MANUFACTURERS 

Hamilton,       -        -  Ont. 


This    new    line  has 
cangiit  on  in  surprising 
fashion. 

Large  orders  coming 
f  r  o  m  a  1  1  i)arts  o  f 
Canada. 

Ask  your  hardware 
jobber  for  the  "All 
Metal  "  washboard. 


Nova  Scotia  Agents 
C.  E.  CREKjHTON 
Halifax,  N.S. 

British  Columbia  Agents 
F.  G.  EVANS  &  CO. 
Vancouver,  B.C. 


Wh'/n  writing  to  .idve;  tisers,  kindly  mention  the  Canadi.m  H.-irdw-ire  .\nd  Stove  Journal. 
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VICTOR  TRAPS 

IT^  I E WARE  of  unknown  traps.  An  unreliable  trap 
I  t  J I  jeopardizes  your  trade,  for  a  trap  is  valueless  if  not  a 
I  I  perfect  maclime.  Victor  Traps  will  not  lose  fur — tliey 
are  sure  to  go  and  sure  to  Kold.  Every  trap  is  warranted  perfect. 
Tkis  means  everytking  to  tlie  trapper. 

ONEIDA  COMMUNITY,  LTD.,  Niagara  Falls,  Ont. 

Also  makers  of  NewL  ouse,  Hawley  fe?  Norton,  and  Oneida  Jump  Traps. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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BANNER"  IT^T^kf^ 


WHY  offer 

inferior  lanterns  ? 

WHEN    yon   can    i^et    the  best 
for  the  same  money ! 

Just  compare  the  "BANNER"  with  any  other 


Patent  Well.  Patent  Lift  Lock 
Handsome  Finish.  Burns  15 
hours  longer  than  any  other. 


FOR    SALE    BY    ALL  JOBBERS 


ONTARIO  LANTERN  (SL  LAMP  CO.,  Limited 

HAMILTON.  ONT. 


BUTTERMAKERS  DEMAND 

The  "FAVOURITE"  CHURN 

Because  they  KNOW  it  is  the  best 

A  glance  at  its  construction  :— 

That  light  but  rigid  angle  steel  frame 
The  bolted  trunnions 

The  tight  and  conveniently  arranged  cover 
The  combined  hand  and  foot  drive 
The  roller  bearings — 

these  very  evident  advantages  convince  one  of  its  superiority, 
which  is  fully  proven  by  actual  churning  tests. 

As  a  natural  result,  more  "  Favourites"  are  sold  in  Canada 
than  all  other  churns  combined. 


8  SIZES,  TO  CHURN  FROM  1-2  TO  30  GALLONS 


DAVID  MAXWELL  cSL-  SONS 


ST.  MARY'S,  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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A  Profitable  Paint  Oil  Business 

depends  upon  the  method  of  handling  this  Hne. 
To  use  the  old  style  measure  and  funnel  sys- 
tem means  a  loss  of  from  lo  to  20  per  cent,  of 
your  profit  to  say  nothing  of  the  condition  of 
your  store,  the  extra  space  occupied  by  dirty, 
unsightly  barrels  and  the  increased  fire  hazard. 

THE  BOWSER  PAINT  OIL  SYSTEM 

removes  all  possibility  of  loss.  It  puts  all  the 
profit  in  your  pocket  and  reduces  the  fire  hazard 
to  a  minimum. 


This  system  handles  : 

Canadian  Coal  Oil 
American  Coal  Oil 
Raw  Linseed  Oil 
Boiled  Linseed  Oil 
Turpentine 
Gasolene 
Benzine 

Safely  and 
Profitably 


DOES  YOUR  OIL  DEPARTMENT  LOOK  LIKE  THIS? 

It  can  be  made  just  as  neat  and  profitable  by 
using  the  Bowser  System.  You  can  buy  one 
tank  or  a  dozen,  just  suit  your  convenience. 
Try  it  out,  see  what  it  will  do.  Ask  the  above 
party  what  it  has  done  for  him.  It  will  mean  a 
clean  net  gain  to  you. 

Ask  for  Book  No.  5N  and  ^et  complete  information. 

S.  F.  BOWSER  &  CO.,  LIMITED 

66-68  FRAZER  AVE.,  TORONTO,  ONT. 


When  writing  to  adveitiseis,  kmdly  mention  the  Canadian  Hardware  and  Stove  Journal. 


lO 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


Satisfy  Your  Customers 


By  handling 
David  son 's 
Enamel 

Ware 

Our  Brands 
♦'Colonial" 

AND 

"  Prem  i  e  r  " 

White  and 
Star  Decor- 
ated. 


Attractive 
in  color. 

Smooth  in 
finish. 

Clean  as 
china. 

Profit  and 
Satisfaction 
in  every  sale 
made. 


Write  tis  to-day  if  you  arc  not  already  selling  our  line.     We  will  at  once  arrange  /or  our  nearest  traveller  to  call. 

The  THOS.  DAVIDSON  MANUFACTURING  CO.,  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


Our  New  Cast  Range 

For  City  and  Town  Trade 

We  want  you  to  investi- 
gate the  merits  of 

THE  FAIRY  DIAMOND 

Made  in  16  and  18  inch  ovens 

This  is  an  up-to-date  range,  with 
drop  oven  and  spring  controlled 
door,  neatly  nickelled.  Looks 
right  and  works  right. 

It  sells  at  a  medium  price  and  is 
a  great  trade  catcher. 

Give  us  a  trial  order. 


Butterworth  Foundry 

Limited 
OTTAWA.  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal.  |> 
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Sunbeam"  Oak  Heater 

THE  Sunbeam"  Oak  is  constructed  with  a  view  of  giving 
a  first  class  heater  at  a  moderate  price.  To  do  this  it 
was  not  necessary  to  lower  the  standard  of  construction. 
Special  features  were  included,  but  all  superfluous  ornamenta- 
tion was  eliminated,  that  is  ornamentation  that  would  add  to 
the  cost  of  production  has  been  removed,  thus  lowering  the 
price  a  great  deal. 


ATTRACTIVE 
AND 

MODERN 


UNIFORM  COLOR, 
COLD  ROLLED 
STEEL  RODY 


The  "Sunbeam"  is  constructed  in  five  sizes  and  is  fur- 
nished with  or  without  Nickel  Top  Ring,  as  desired.  It  is  an 
"all  round"  heater  and  will  give  complete  satisfaction. 

Now  IS  THE  Time  of  the  Year  to  Order. 

McCLARY'S 

LONDON  WINNIPEG  HAMILTON  TORONTO 

VANCOUVER  CALGARY  MONTREAL  ST. JOHN  SASKATOON 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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S.M.P.  Soup  or  Jelly  Strainers 


WITH  TINNED  WIRE  BOTTOMS 

PRICES 
ON 

APPLICATION 


With  Round  Sauce  Pan  Handles  With  Side  Handles 

No.  I,  Plain.    No.  1',,  Retinned,  with  feet.       No.  4,  Retinned,  withfeet.    No.  5,  Retinned,  with  feet 
Case  lots,  Nos.  1,  1  2,  and  4      -       12  doz.  No.  5      -      6  doz. 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 

SUCCESSORS  TO 

KEMP  MANUFACTURING  COMPANY 
MONTREAL  TORONTO  WINNIPEG 


The  '  EMPIRE  KING"  FURNACE 

has  all  the  latest  improvements  found  on  our  more  ex- 
pensive furnace,  but  is  sold  at  a  lower  price.  The  sim- 
plicity in  construction  and  the  quick  heating  ability  of 
the  '*  KI NG  "  furnace  go  to  make  it  the  most  durable, 
efficient  and  best  furnace  at  the  price  on  the  market. 

The  "Empire  Special"  Register 

is  a  new  wall  ref^ister,  made  in  8  x  lo  and  9x12  inch  sizes,  it  being 
of  a  neat  attractive  desif^n,  especially  adapted  to  large  openings. 
Only  introduced  this  season,  it  has  already  enjoyed  an  exceedingly 
large  sale. 

Satisfied  customers  are  ensured  by  selling  the   "  Empire 
King  "  furnaces  and  registers. 

WRITE  FOR  CAT.AI.OGUE  AND  PRICE  LIST. 

Canadian  Heating  and  Ventilating  Co.,  Limited 

OWEN  SOUND,  ONTARIO 


CHRISTIE  BROS.  CO.,  LTD. 
1824  Duodas  Street,  TORONTO 


THE  ATKINS  CO. 
VANCOUVER 


CHRISTIE  BROS.  CO.,  LTD. 
Park  and  Henry  Streets,  WINNIPEG 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE  REGAL  FAVORITE 

Is  our  latest  production.    It  is  specially  designed  and  constructed  to  meet 
the  growing  demands  for  a  Cast  Range  with  a  large  fire  box  for 
wood,  large  oven  and  roomy  top.    Burns  27  inch  wood. 
Size  of  Oven  20x21^  x13. 


KEY  PLATE  TOP,  WITH  SIX  POT  HOLES 


If  you  want  to  corral  the  Rural  Trade  of  your  district,  secure  the  sale  of 
The  "REGAL  FAVORITE,"  It  has  new  features  that  are  so  useful  and 
simple  that  you  will  wonder  why  they  were  not  utilized  before. 

WE  WILL  SHOW  THIS  RANGE  AT  THE  TORONTO  FAIR.    Be  Sure  and  See  It. 

Our  new  Catalogue  will  be  be  issued  to  the  Trade  in  the  course  of  two  or  three  weeks. 

FINDLAY  BROS.  &  CO.,  LIMITED 

CARLETON   PLACE,   ONT.,   uxul  WINNIPEG 

DISTRIBUTING  AGENCIES: 

H   H.  DR^  DEN  STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS.,  Ltd.  GEO.  D.  HORSMAN 

Sussex,  N  B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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DOWN  DRAFT  FURNACES 

Made  in  five  sizes 

BANNER  FURNACES 

Made  in  five  sizes 

ACTIVE  FURNACES 

Made  in  two  sizes 

We  otl'er  a  line  of  three  distinct  styles  of  furnaces  in 
twelve  sizes,  with  heating^  capacities  ranging  from 
7,000  to  60,000  cubic  feet. 

SPECIAL  FEATURES 

Two  Piece  Eire  Pot         Lar^e  Ash  Pit 
Cast  Iron  Dome  Automatic  Gas 

Triangular  (irate  Bars  Damper 
Tuarj^e  Water  Pan 

WRITE  FOR  CATALOGUE 

The  Down  Draft 
Furnace  Co.,  Ltd. 

GALT,      -       .  ONT. 


TWO  OF 

WRIGHT'S 
LEADERS 


No.  25.  Cold  Blast. 
Reflector  Lantern. 

No.  18.  Cold  Blast. 
Riding  Lamp,  with  Bulls- 
eye  and  Red  Rear  Signal 
Glass. 

FOR    SALE   BY  ALL  JOBBERS. 


E.  T.  Wright  &  Co. 

(H.  Q.  Wright) 

HAMILTON,       -  CANADA 


When  writing  to  advertisers,  kindly  mention  the  Canadi.in  Hardware  and  Stove  Journal. 
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A  Bird  in  the  Hand  is  Worth  a  Dozen  in 

the  Bush 

Your  customers  who  are  contemplating  putting  in  furnaces 
(or  any  other  Heating  System)  will  soon  be  making  their  decisions. 

Don't  let  the  other  fellows  get  the  orders. 

Get  in  early!    Get  m  right,  and  stay  in! 

WE  ARE  READY  TO  HELP  YOU 

Our  travellers  are  all  over  the  country  drumming  up  business  for  you. 

If  you  have  a  prospect,  whose  problem  is  a  little  out  of  the  ordinary, 
drop  us  a  post-card  and  we  will  have  one  of  our  travellers  go  out 
with  you  to  see  this  prospect  and  show  the  most  economical  method 
of  installing  the  system. 


Remember  you  make  a  friend 
of  your  customer  every  time  you 
install  a  Pease  Furnace  or  Heat- 
ing System. 

Our  reputation  of  over  36 
years  in  the  manufacture  of  Warm 
Air  Furnaces  and  Heating  Systems 
affords  an  excellent  example  of  a 
TRIBUTE  TO  HONEST  MANU- 
FACTURE. 

Pease  Furnaces  are  con- 
structed from  only  the  best 
materials. 


Manufacturers  of 

Warm  Air 
Furnaces 

Combination 
Heaters 

Round  and 
Sectional 
Boilers  for 
Hot  Water 
and  Steam 

Registers 

Radiators 

Ventilating 

Systems, 

etc. 


We  are  in  a 
position 
to  quote 

prices  and 
make 
prompt 
shipments 
of  all 
materials 
required 
in  the 

installation 
of  Warm 
Air,  Hot 
Water  and 
Steam 
Heating 
Systems. 


Economy  Furnace— 300 — Scriei  B.    Cased,  with  Vertical  Shaker. 


PEASE  FURNACES 

MANUFACTURED  BY 

PEASE  FOUNDRY  COMPANY.  western  representatives 

 PEASE- WALDON  CO..  LTD. 

TORONTO  WINNIPEG  84 

lUKUiNiu  wiiNiNirt-u  WINNIPEG 


Wheu  wntmg  to  advertisers,  kuitUy  meutiou  the  Canadian  Hardware  and  Stove  Journal. 
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Specialty  Manufacturing  Co. 

Manufacturers  of 

Oak  Stoves 

Grimsby       -        -  Canada 

SPECIAL  OAK 


THE "GEM" 
WASHER 

HIGH  SPEED  FLY  WHEEL. 
RAPID     ACTION  DASHER. 


For  smooth  runninff, 
easy  working  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"Gem''  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  by 


J.  H.  CONNOR  &  SON.  Ltd. 

OTTAWA,  ONTARIO 


We  make  a  specialty  of  this  one  stove  in  the-  throo 
popular  sizes,  numbers  12,  14  and  16,  all  of  which  are 
true  to  numbers  in  measurement. 

We  are  in  a  position  to  give  you  the  lowest  price  Oak 
Stove  in  Canada,  weight  and  finish  being  considered. 

IVriU'  us  /or  prices  and  full  description 

SPECIALTY  MANUFACTURING  CO. 

Grimsby,  Ontario,  Canada 


MADE  IN  CANADA 

STERNE'S 
STOVE 
PUTTY 


Odorless. 
Never  Cracks. 
Never  Crumbles. 
Never  Falls  Out. 
Awakes  tight 
joints   and  pre- 
vents the  escape 
of  Oas  or  Ashes. 


ASBESTOS  FURNACE  CEMENT 

Bakes  Hard  as  the  Iron  Itself  Strictly 
Fireproof  —  Perfect  Non  •  Conductor. 

Try  a  sample  order  of  either  or  both  of  the  above,  and 
be  convinced  of  their  superiority.  If  you  are  not  satisfied 
return  the  goods  at  our  expense. 

Put  up  in  any  size  package  from  a  1]  pound 
car.  to  a  SttO  pound  barrel. 


Write  us  (or  prices  and  samples. 


G.  F.  STERNE  &  SONS 
BRANTFORD,      -  ONTARIO 


When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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AT  THE  TORONTO  EXHIBITION 

MAKE  IT  A  POINT  TO  SEE  THE 

"GOOD  CHEER" 

CIRCLE  WATERPAN  FURNACE 

We  can  demonstrate  conclusively  to  you  that  the  properly  humidified  heat 

which  our  Circle  Waterpan 
affords  undoubtedly  favors 
HEALTH,  COMFORT 
and  ECONOMY. 

Intelligent  furnace  purchas- 
ers are  now  insisting  on  hu- 
midified heated  air,  and  in  the 
face  of  the  public  demand  on 
this  point,  are  you  going  to 
argue  that  humidity  is  un- 
necessary? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

THIS  YEAR  WE  HAVE 
TWO  COMPLETE  LINES  OF 
CIRCLE  WATER-PAN  FUR- 
NACES, THE  "EQUATOR," 
OUR  NEW  FURNACE,  BEING 
SECOND  ONLY  TO  THE 
"GOOD  CHEER." 

We  also  make  the 
neatest  and  cheapest 
line  of  SIDE  WALL 
REGISTERS  in  the 
market,  and  a  new 
SIDE  WALL  COLD 
AIR  BASE  PLATE  of 
same  design  as  the  re- 
gisters. 

Write  us  NOW  for 
particulars. 

THE  JAMES  STEWART  MFG.  CO.,  Limited 


WOODSTOCK,  ONT. 


Western  Warehouse 
DISTRIBUTING  AGENCIES 


156  Lombard  Street,  Winnipeg,  Man. 


NcLenn&n,  McFeely  ®.  Co. 
Vancouver,  B.C. 


Wood,  Vallance  Hardware  Co. 
Nelson,  B.C. 


Ross  Bros.,  Limited 
Edmonton,  Alta. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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^  Champion  Grate 

A  wonderful  invention.  Superior  to 
all  others.  Crosswise,  non-warpinjj 
bars,  easily  shaken,  more  open  sur- 
face and  a  clean  fire.  This  ^rate  is 
found  only  in  the 

CHAMPION  RANGE 

and  is  one  of  its  many  attractive  features 
which  appeal  to  every  housewife.  A  sample 
f.-inj^c  will  prove  to  you  what  an  easy  selling^ 
line  the  "  Champion"  is. 

(■«et  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


fllll 


Convex  Reversible  Wiiter 


All  Known  Sizes  REGISTERS  Shapes  and  Finishes 


CAST  IRON 

Floor  and  Wall  Registers 

Faces 

Borders 

Baseboard  Registers 
Original  Design  Goods 


UNRIVALED  SELECTION 


SEMI-STEEL 

Floor  and  Wall  Registers 
Convex  Reversible  Wafers 


WROUGHT  STEEL 

Floor  and  Wall  Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Canadian  Ferrosteel  Company,  Ltd.,  Bridgeburg,  Ont. 


J.  H.  STILL'S 

AXE,   PICK  and  SLEDGE 

HANDLES 

Are  the  standard  of  quality  in  the  Canadian 
liardware  trade.  All  jobbers  carry  them  in 
stock,  and  can  supply  g-oods  on  rush  orders. 

PROFITS  ARE  GUARANTEED 

by  sellinj^  goods  of  quality,  as  customers  remein- 
ber  where  they  are  supplied  with  articles  that 
give  satisfaction — and  in  no  line  is  this  more 
important  than  handles  for  axes,  picks,  sledges 
and  other  tools.  Each  article  we  produce  repre- 
sents the  very  best  value  for  the  money. 

Write  for  catalogues  and  price  lists. 


J.  H.  STILL  MFG.  CO.,  Ltd. 

ST.  THOMAS,  ONT. 


THE  "CANADIAN  HOWARD" 

Double  Radiator  Furnace 


In  the  "CAXADIAX  HOW.ARD"  the  full  benefit  of 
the  heat  is  realized  as  it  first  passes  throug^h  the  dome, 
into  and  around  the  upper  radiator,  and  thence  into  and 
around  the  lower  radiator,  before  reaching^  the  smoke 
exit,  thereby  making  a  long  undivided  and  uninterrupted 
circuit,  and  consequently  affording  an  enormous  Radiat- 
ing Surface. 

The  "CANADIAN  HOWARD"  is 
a  quick  seller.    Give  it  a  trial. 

The  C.  Norsworthy  Co.,  Limited 

ST.  THOMAS      ■  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Jewel  Stoves  and  Ranges 

The  Royal  Jewel  Steel  Range 

THE  "  RANGE  OF  QUALITY  " 

is  the  Range  that  you  should  make  your  LEADER  in  order  to  secure 
the  best  Stove  Trade  in  your  locality,  but  there  are  other 

JEWEL  STEEL  RANGES 

well  made  and  handsome,  that  can  be  strongly  recommended  and 
that  can  be  sold  at  a  lower  price. 

We  show  on  this  page  our 

Arctic  Jewel 

An  excellent  Range  that  can  be  supplied 
at  a  moderate  price. 

It  can  be  supplied  either  Plain  or  with  handsome 
Nickel  Ornamentation  as  here  shown.  The  Body 
of  Range  is  made  of  best  quality  sheet  steel.  Asbestos 
lined.  The  Fire  Box  is  large,  has  Duplex  Grate  and 
can  be  fitted  with  Water  Front.  The  Oven  is  made 
of  one  piece  of  sheet  steel,  which  cannot  warp  nor 
crack,  and  has  spring  balanced  Drop  Door. 


Arctic  Jewel,  No.  918,  Style  F. 


Arctic  Jewel, 
Style  B  B. 


Arctic  Jewel, 
Style  K  K 


Little  Gypsy, 
No.  916,  Style  I. 


Little  Gypsy, 
No.  916,  Style  F  F. 


Little  Gypsy. 
Style  914,  Style  B  B. 


The  Arctic  Jewel  can  be  supplied  either  with  Cabinet  Base  and  Feet  as  shown  in  large  cut,  or  with 
Legs  as  shown  in  small  cuts. 

If  a  still  cheaper  Range  is  wanted,  we  can  supply  the  Little  Gypsy  Jewel  Ranges, 

witli  14  and  16  inch  Ovens.     See  small  cuts. 

We  make  other  Steel  Ranges,  also  Cast  Iron  Ranges,  Cooking  Stoves  and 
Heating  Stoves  in  great  variety,  for  Coal,  Wood,  Manufactured  Gas  or  Natural  Gas. 


THE  BURROW,  STEWART  &  MILNE  CO.,  limited 

Head  Office  and  Factory  at  HAMILTON 


Winnipeg  Branch,  130  James  Ave.— LIONEL  HANEY,  Manager. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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MADE  IN  BERLIN,  CANADA 
1912  MODELS  NOW  READY 


The  Double  Tank" 
Means  Less  Work 

Tlic  (louljle  tank  device  (an  exclusive 
feature  of  the  Onward  Automatic  Hand 
Power  Vacuum  Cleaner)  separates  95 
per  cent,  of  tlie  dust  from  the  air  with- 
out the  use  of  screens,  baifles  or  water. 
Only  5  per  cent,  of  the  dust  is  screened, 
which  means  that  the  screening  device 
offers  but  5  per  cent,  resistance  to  the 
pump.  This  machine  is  the  easiest  to 
pump  and  the  easiest  to  empty,  as  there 
are  no  complicated  screens  as  in  other 
cleaners. 

It  has  the  greatest  air  displacement  be- 
cause the  pump  is  one-third  larger  than 
any  other.  This  gives  it  a  more  power- 
ful suction  and  a  strong  blow.  (This 
is  the  only  hand  machine  that  blows 
as  well  as  sucks). 

T)o  not  be  deceived  by  any  other  claim- 
ed to  be  just  as  good  as  the  Automatic 
' '  TTand  Tower. ' ' 

Made  of  malleable  iron  and  steel,  it 
will  last  an  ordinary  lifetime.  Write 
for  i)rices  and  discounts. 

ONWARD    MFG.  CO. 

Largest  Builders  of  Hand  and  Electric 
Power  Vacuum  Cleaners  in  Canada 


BERLIN 


CANADA 


To-day,  you  sell  a  roof  of 

Eastlake  Steel  Shingles 


In  twenty  years  your  customer  will  say  : 

"  Old  man,  that  was  a  good  Roof  you  sold  me 
way  back   in  '11, — sound   as   a   dollar  yet." 

And  it  will  be  sound  for  twenty  years  after  that, 
too.     That's  the  kind  of  roofing-  it 
really  pays  to  handle. 

GET  SELLING  "EASTLAKES"  TO-DAY. 


Our  Address  : 


THE  METALLIC  ROOFING  CO. 


<^s>      TORONTO,  ONT. 


Limited 

WINNIPEG,  MAN. 


A.CORN 


CORRUGATED 
GALVANIZED 
SHEETS 


are  made  of  metal  that  meets  even 
Our  most  rigid  specifications;  and  it 
is  so  galvanized  it  readily  passes 
the  severe  tests  the  British  Govern- 
ment requires  of  such  building 
materials.  That  certifies  to  you 
the  high  quality  of  these  goods. 
Yet  you  pay  no  more  for  it  than  you 
must  for  ordinary  and  uncertain 
quality.  You  can  DEPEND  on 
Acorn  Corrugated  Sheets,  flat  or 
curved.    And  they  are 

ACCURATELY  MADE 

Our  hugely  powerful  machines  stamp  these  sheets  true  to 
square  and  make  the  corrugations  absolutely  accurate. 
Therefore  they  fit  together  perfectly  and  are  easily  erect- 
ed. You  get  unusual  value  in  Acorn  Sheets  for  moderate 
priced  warehouse  construction,  repairing  old  buildings, 
fireproof  partitions,  etc.  Get  our  prices.  Ample  stocks 
of  all  gauges  and  sizes  always  ready  to  ship. 

METAL  SHINGLE  &  SIDING  CO. 

LIMITED 

PRESTON,  ONT.,  and  MONTREAL,  QUE. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  fjid  Stove  Journal. 
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CANNOT    BE    REALIZED    IN   THE    HIGHEST  PERCENTAGE 
WITH   POORLY    ILLUSTRATED  CATALOGUES, 
ADS    OR  BOOKLETS 


Our  Increasing  Number  of  Satisfied  Customers 

Tells  the  Story 


''We  Guarantee  to  Please  the  Most  Criticar' 

LET  ITS  QUOTE   YOU   ON   YOUR   NEXT  WORK 

Designers,  Engravers  and  Commercial  Photographers 
Phones  M.  957  and  958         5  JORDAN  STREET  TORONTO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Regina  Vacuum  Cleaners 

Make  Good  Money 


TH  I  S    hand  machine 
sells  anywhere,  but  for 
towns  with  electricity 
RECIINA  Cleaners   may  b 
had  with  electric  motor,  giv- 
ng    continuous  suction, 
with  the  efficient  double 
pump.     One  of  the  best 
motors  put  into 
a  Cleaner. 

Dealers 
Investigate. 

Money  in 
Regina  Hand 
or  Regina 
Motor 
Cleaners 


PAGE  Specialties  pay  harJwaremen.  One 
fine  and  ijuick  turn  over  line  for  dealers 
is  the  wonderful  REGINA  Cleaner, 
operated  by  h;md  on  the  doulile-pump  princi- 
ple. Ooes  work  equal  to  a  $150  machine. 
Yet  sells  lor  the  price  of  a  suit  of  clothes  at  a 
good  profit.  Stock  it  up  at  once  for  Kail 
housecleaning. 

Once  bought  the  REGINA  pays  its  way 
each  season  by  making  housecleaning  light 
work.  It  takes  up  dirt  on,  in  and  under, 
carpets  by  continuous  douhle-pump  suction. 
Operated  by  one  hand.  Ea.sy  to  work.  Easy 
to  carry  up  and  down  stairs.  Your 
customers  will  delight  to  send  you 
other  buyers  for  the  Rl'X"iIN.\. 

Dealers,  to  introduce  we  have 
a  special  proposition  on  the  REGI- 
NA. \ou  can  make  money  on  the 
ine.    Let  us  have  your  ini|uiry. 

Page  Lines 
Pay 

Have  you  these  ? 


We  sell  Fence  Specialties  that  are  just  a  little  higher  in  quality  than  ordinary,  but  sell  at  the  same 
prices.    Also  our  designs  are  superior  for  actual  use.    Outfit  with  the  Page  line. 

This  includes  extra  sharp  Staples,  Netting  Staples,  Fence-wire  Locks,  Coiled  (elastic)  Fence  Wire, 
with  Post-hole  Diggers,  Fence  Anchors,  Roady-built  Gates,  Reinforcing  (in  rolls)  for  Concrete,  Poultry 
Netting,  Lawn  Fences,  Picket  Hooks — all  listed  in  our  Catalogue.    Send  for  it. 

Dealers  should  handle  PAGE  FARM  ENGINES.  This  is  a  Portable  Farm  Engine  run  by 
gasoline,  kerosene,  alcohol,  etc.  Just  the  thing  for  the  farm.  Low  cost,  good  margin.  See  the  Engine 
Catalogue. 


THE  PAGE  WIRE  FENCE  COMPANY,  Limiled 

WALKERVILLE,  ONT. 

Brnnchos :  Toronlo,  Kiiii^  Street  Wos<  iiikI  Atlantic  Avenue. 
Montreiil:  505-517  N«»tre  Dame  Street  West. 
St.  John  :  .'{7  Dock  Street. 


Some  Worlliy  l^^xamplos  of  the  Big  PAtiP]  Line. 


t:l 

m 

m 

PAGE    SPECIAL"  POj 


PICKET  0« 
FCNCC  H0OK5 


iniihiuii 


ACME  WHITE  LAWN 
FENCE 


f 


1.  T  I5riiif<»rct'^iu.|i(,T^ 

HIGH  CARBON  WIR£ 
R£lNFORCEMENT 


37  VARIETIES  OF  PACE 
FENCE  IN  WEIGHTS 
ANDMESH  TOSUIT 
AU  NEEDS 


FENCE  staple; 


WINDOW  GUARDS 


PAGE    IRON  FENCING 


VICTOR    POULTRY  FENCE 


Y.-  V.-':   ^  /i'-' 


STEEL  FLEVIEll  ^■ -•  ' 
ANY    SIZE  OR  SHAPE 
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Copp's  Stoves  and  Raiij^es 


Silver  King 


Silver  Queen 


18  and 
20  inch 
ovens. 


16  and 
18  inch 
ovens. 


Silver  Prince 


I4,  16  and  18  inch  ovens. 


The  Western  Stove  Makers 


Fort  William,  Winnipeg. Vancouver. 


COPP'S  SILVER  Ql'KEN 


BOECKH'S 
BROOMS 

ARE  IN  DEMAND 


T 


'HE  demand  all  over  Canada  for  them  is  a  result — not  an 
accident.     It  is  the  result  of  a  persistent  policy  of  high- 
class  materials  and  expert  workmanship.     We  use  only 
i#    selected  corn  in  our  Brooms.     The  Brooms  are  put  together 
in  a  finished  and  workmanlike  manner.     Write  for  particulars  and  prices. 

THE  BOECKH  BROS.  COMPANY,  LTD. 

TORONTO,  CANADA 

FACTORIES,  I58  TO  168  ADELAIDE  ST.  WEST  OFFICES,  80  YORK  ST. 


When  writms  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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See  the  Morrison  Display 

IN  THE  INDIJSTKIAI.  I{ITILI)I>'<; 

At  the  Toronto  KxliIMtioii 


-IplvW  exhibits  will  have  t,^ieater  interest  foi 
hardware  men  than  the  larjje  display  ol 
Engineers'  and  Plumbers'  Brass  Goods, 
Plumbing  Supplies  and  Electric  and  Gas  Light- 
ing I'^ixtures  which  will  be  displayed  at  out 
booth  in  the  very  centre  of  the  Industrial 
Building.  The  merchant's  profits  are  in  the 
sale  of  specialties  and  our  high  grade  trade 
marked  goods  allow  good  margins  of  profit  to 
all  retailers  who  sell  them. 


The  James  Morrison  Brass  Mfg,  Co.,  Limited 

9:?-J)7  Adelaide  Street  West  -  -  -  TOHONTO,  ()>T. 


ARE  YOU  COMING 


TO  THE 


CANADIAN  NATIONAL  EXHIBITION 
TORONTO,  AUG.  28  TO  SEPT.  12? 


J  F  so,  we  cordially  invite 
you  and  your  friends  to 
make   your  headeiuarters, 
while  in  the  city,   at  our 

oFhces,  241  SPADINA  AVE. 


The 


CONSOLIDATED  PLATE  GLASS  CO. 

of  Canada,  Limited 


MONTREAL  TORONTO 


WINNIPEG 


Roofing 


Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Co. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


AGENTS 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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The  Safety-valve  of  our  Advertising  Department 
Published  monthly  by  The  Gurney  Foundry  Co.,  Limited,  Toronto 


G.-0.  PHILOSOPHY 


The  great 
Toronto 
Exhibition 
starts  on 
Aug.  26th. 
See  last 
page  of 
Smoke  Pipe 
about  the 
Gurney- 
Oxford  end 
of  it. 


Many  a  dealer  when  opening  the  store  in  the  morning  is  greeted  with 
the  refreshing  sight  of  a  few  stoves  that  have  stood  by  him  through  thick 
and  thin,  and  loositively  refuse  to  be  sold.  Every  day  for  the  last 
decade  they  have  been  cleaned  with  a  rag  and  a  few  familiar  quotations. 
Sell  those  stoves t  AVhy,  they  can't  be  given  away,  let  alone  selling  them. 
And  they  never  will  be  sold  at  a  working  profit,  because  the  public  are 
becoming  educated,  they  are  becoming  discriminating,  and  they  want 
some  assurance  of  the  stove's  quality  other  than  the  word  of  the  dealer, 
which  very  often  he  is  unable  to  give. 

This  desire  on  the  part  of  the  public  met  with  a  ready  response 
in  tiie  shape  of  a  trade  mark.  A  trade  mark,  such  as  the  oval  Gurney- 
Oxford,  means  that  the  manufacturers  of  the  article  have  stamped  their 
mark  upon  it.  It  means  that  the  goods  are  Avorthy  to  bear  this  mark, 
which  they  cannot  afford  to  have  misrepresented  by  goods  that  are  not 
worth  100  cents  on  the  dollar. 

Continuous,  sane  advertising  has  educated  people  to  look  for  the 
Curney-Oxford  mark  on  stoves.  To  them  the  mark  signifies  quality  and 
value.  We  advertise  in  every  conceivable  shape  that  is  aimed  at  every 
])0ssible  buyer  of  a  range — advertising  that  carries  convincing  arguments, 
tliat  carries  irresistible  appeals  to  every  woman  in  Canada.  This  adver- 
tising is  not  the  Curney  Foundry  Co. 's  publicity,  but  publicity  for  you 
and  your  goods.  AVe  put  ads.  in  your  local  paper^  over  your  name.  That 
tells  people  about  you — as  a  real  live  member  of  society,  not  as  our 
agent.  AVhat's  the  use  of  trying  to  sell  stoves — it's  easier  to  sell  them, 
and  Giirney-Oxford  stoves  sell  readily,  because  of  the  vast  market  that 
is  1)eing  created  by  our  mighty  advertising  campaign.  People  will  come 
to  your  store  asking  about  these  ranges.  Can  you  show  them?  If  not, 
write  to  our  nearest  branch  for  more  information.  Anyway  write  for 
our  "Dealers'  Folder,"  which  tells  you  all  tliat  we  will  do  to  help  you 
sell  stoves  this  year. 
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YOU  CAN  TALK  QUALITY. 

The  (Jurncy-OxI'di-d  is  the  host  line  of  stoves  and 
ranges  to  1><'  liad  t'of  tlic  jii'lcc  anywliere  in  all  Canada. 


Why  Gurney-Oxford  is  the 

YOU  CAN  TALK  VARIETY. 

'I'licrc  are  20,")  lines  of  stoves  and  ranges  being 
made  by  The  Gurney  Fonndry  Company  to-day  and 
l)ut  out  under  the  Gumey-Oxford  trade  mark. 


You  can  talk  it  and  you  ean  prove  it. 


It  is  Muide  by  the  best  known  stove  manufacturers 
in  the  business. 


It  is  the  best  advertised  line  of  stoves  in  tlie 
country. 


Stoves  for  every  purpose  and  for  every  sort  of 
fu.d  — 

Steel  Ranges,  Cast  Iron  Ranges,  Hotel  and  Army 
Ranges,  Natural  Gas  Ranges,  Manufactured  Gas 
Ranges,  Combination  Coal  and  Gas  Ranges,  Wood 
Ranges,  Wood  Heaters,  Soft  and  Hard  Coal  Heaters, 
I'umaces. 


AND    STOVE  JOURNAL. 


SMOKE 


PIPE 


3est  Line  for  YOU  to  Handle 

THE  MANUFACTURER'S  CO-OPERATION. 

\Vc  vdu  exclusive  territoi-y — and    refer  in- 

quiries to  you. 

Prompt  shipments — 

Prompt  and  perfect  repair  service — the  best  in  the 
country — 

All  the  help  our  t levelling  men  know  how  to 
give— 

-Ml  the  printed  matter  yon  can  use — 

( 'atal()<,Mies  iiinl  nijid  signs,  both  with  your  name 
printed  on.  wiiuhiw  ilress,  and  any  further  speeial  co- 
operation tl:at  i)ur  adv.  dept.  can  irive  you. 


And  in  addition  to  this,  the  biggest  campaign  of  adver- 
tising ever  put  out  by  any  stove  concern 
in  Canada. 

Wide  Genera]  t'ulilioity  in  suoli  magazines  as 

Family  Herald  and  Weekly  Star,  Colliers,  Canadian  Courier, 
North  West  Farmer,  Western  Home  Monthly,  Home  Journal, 
Farmers'  Advocate,  and  many  others. 

Strong  newspaj :er  publicity  in  tlie  best  dailies  and  weeklies 
in  Canada. 

The  Gurney-Oxford  line  gives  you  more  to  do  business  with 
— tlie  (rurney-Oxford  maimers  do  more  to  get  business  for  you, 
more  to  co-operate  with  you — than  you  can  find  in  connection 
witli  any  other  line  of  stoves  and  ranges  in  the  country. 
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SMOKE    ffllRNEYOXFORy  PIPE 


OUR  LATCH  STRING'S  OUT. 

In  about  a  fortiiif^ht  Toronto  will  entertain  thousands  of 
visitors,  anionj,'  them  some  of  the  livest  hardware  men  of 
Canada.  These  men  come  here  partly  for  reereation  and  partly 
to  piek  up  that  which  is  newest  in  the  business  world,  both  in 
the  way  of  goods  and  business-getting  ideas.  In  a  word, 
many  of  the  best  merchants  in  Canada  make  thi^  annual 
trip  to  find  out  newer  and  better  ways  of  making  their  store 
the  centre  of  trade  for  their  district,  making  it  known  as 
the  dejiot  for  good  values,  good  service  and  excellent  atten- 
tion. 

The  Gurney-Oxford  people  announced  two  moutlis  ago  a 
new  advertising  policy  for  this  Fall — something  larger  and 
better  in  the  way  of  co-operation  for  the  sale  of  stoves 
than  has  yet  been  seen.  Many  of  the  trade  have  taken  ad- 
vantage of  what  we  offered  and  have  thrown  in  their  lot 
with  us  this  Fall.  Already  our  unique  system  for  co-oper- 
ation is  effective  for  them.  Xow,  about  you,  Mr.  Dealer, 
you  who  have  not  yet  written  us — plan  your  trip  to  the  Fair 
so  that  you  will  get  into  our  ollice  for  an  hour  and  just  hear 
what  we  have  to  say.  It  certainly  will  involve  not  the 
slightest  obligation,  for  our  latch-string  is  going  to  be  out, 
and  we  want  to  at  least  have  the  i)leasurc  of  shaking  hands 
with  every  live  hardware  man  who  visits  Toronto  during 
Fair  weeks.  At  the  same  time  we  will  gladly  show  you 
what  we  are  doing  for  others,  whether  your  business  centre 
is  in  a  town  of  two  hundred  people,  or  in  the  C'ity  of  Mon- 
treal. We  have  got  a  few  new  ideas  for  this  Fall's  business 
which  it  will  pay  you  to  absorb.  We  will  gladly  show  you 
what  w-e  lia\'e  to  offer;  you,  as  a  business  man  in  your 
community,  will  show  you  arc  Just  that  by  finding  out  what 
we  have  got. 

It  isn't  just  goods;  it  isn't  just  service;  It  isn't  just  ad- 
vertising talk.  We  have  got  a  new  complete  business  ]il;\u 
for  the  man  whose  stove  business  isn't  all  it  should  be,  that 
is  going  to  interest  you  to  the  last  degree.  Don't  go  by  our 
door  in  a  trolley  car  without  finding  out  what  all  this  is 
about. 

And,  finally,  to  our  ;:(iod  friends  in  the  trade,  ai)art 
altogether  from  luisiTiess,  come  in  and  talk  things  over.  We 
will  appiTciate  a  confab  with  you  more  than  we  can  tell 
you,  and  we  will  promise  not  to  talk  business  all  the  time. 

OUR  LATCH  STRING'S  OUT. 


ABOUT  YOUR  STORE  WINDOW. 

Your  store  window,  used  right,  is  the  most  effective 
drag  net  you've  got,  and  a  hardware  store  window  is  the 
hardest  to  dress  attractively.  We  can  help  you  out  on 
this  next  time.  The  window  dress  that  we  have  just  re- 
ceived, will  sure  be  a  good  business  getter.  There  will  be 
no  jiassers  by  with  it  in  your  window.  It's  yours  for  the 
asking.  We  want  every  Gurn?y  dealer  who  can  use  .this, 
to  have  a  set;  only  we  don't  know  who  you  are,  so  just 
|iut  your  name  in  the  coujion  and  send  to  us. 

DON'T  TROUBLE  TO  WRITE  A  LETTER. 


The  Star  of  Steel  Stoves 
The  Gurney-Oxford  Chancellor 


\    The  GURNEY  FOUNDRY  CO.,  Limited 

send  me  "-^ 

your    win-  TORONTO 
dowdressand  ""^ 
Dealers'  Folder  ^  ^ 

is  per  Aug^ust  ed- 

tion    of    "  Smoke  MONTREAL  HAMILTON  LONDON  WINNIPEG  CALGARY  VANCOUVER 


Pipe."  '^v 

Name  

A  ddress 


\ 
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Hecla  Warm  Air  Furnaces 

steel  Ribbed  Fire  Pots 
Fused  Joints 

Cast  Combustion  Chamber 
Individual  Grate  Bars 
Circular  Water  Pan 
Large  Fire  Door 
For  Coal  and  Wood 

Glare  Furnaces  are  made  in  four 
styles  : 

The  Hecla.  For  people  who  want 
the  best.  Made  in  five  sizes,  with  capaci- 
ties ranging  from  8,000  cubic  feet  to  95,- 
000  cubic  feet.    For  coal  and  wood. 

The  Empress.  Medium  price.  Made 
in  three  sizes,  with  capacities  ranging  from 
8,000  to  22,000  cubic  feet.    For  coal  and  wood.    This  is  a  new  pattern. 

The  Standard.  Medium  price.  Specially  adapted  for  soft  coal.  Made  in  three 
sizes,  with  capacities  ranging  from  8,000  to  22,000  cubic  feet.     New  Pattern. 

The  Hilborn.  For  wood  only.  Made  in  ten  sizes,  with  capacities  ranging 
from  8,000  to  75,000  cubic  feet. 

Our  furnaces  are  advertised  throughout  Canada. 

Our  Salesmen  are  at  the  disposal  of  our  agents. 

Our  selling  plan  is  efficient. 

We  carry  large  stocks  and  can  ship  promptly. 

CLARE  BROS.  &  CO.,  Limited 

PRESTON,  ONTARIO 

Branches : 

CLARE  &  BROCKEST,  Limited.  WINNIPEG  REYNOLDS  &  JACKSON,  CALGARY 

RACE.  HUNT  &  GIDDY,  EDMONTON  J.  M.  KAINS  &  CO.,  VANCOUVER 

THE  MECHANICS'  SUPPLY  CO..  QUEBEC,  QUE. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE 

WESTERN 
HERO 


WITH  RESERVOIR  and  HIGH  CLOSET 

Number  Covers  Oven 

48-  16  Four  8  inch  i6xigxii^ 

49-  16  Four  9  inch  16x19x11^ 

48-  18  Four  8  inch  18x19x11^ 

49-  18  I'our  9  incli  18x19x113^ 


FOR  COAL  and  WOOD 

Wood  Length  Weight 
19  275 
19  275 
19  315 
'9  315 


The  WESTERN  HERO  is  a  very  handsome  small  steel  range 
made  to  sell  at  a  low  price,  but  possessing  all  the  style  and  high 
finish  of  the  highest  price  ranges.  The  material  throughout  is 
the  best  and  the  workmanship  of  the  finest  quality. 

If  you  have  not  received  our  1911  Catalogue  and  Price  List, 
send  for  copies. 


CLARE  BROS,       CO..  Limited 

PRESTON.  ONT. 

BRANCHES: 

CLARE  <a  BROCKEST.  Limited.  WINNIPEG  REYNOLDS  H  JACKSON.  CALGARY 

RACE.  HUNT  <H  GIDDY.  EDMONTON  J.  M.  KAINS  ®.  CO..  VANCOUVER 

MECHANICS  SUPPLY  CO..  QUEBEC.  QUE. 


When  wiitiug  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journ.-U. 
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Hardware  Convention  and  Trade  Exhibition 

FEBRUARY  19th  to  23rd,  1912 


Convention  Meetings 

Ontario  Retail 
Hardware  and  Stove 
Dealers  Association 
to  be  held  in 
Guelph  City  Hall 


Exhibition  of 
Hardware 
Stoves 
Paints 
Sporting  Goods,  etc. 

to  be  held  in 
Winter  Fair  Building 
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Application  for  Space  in  Hardware  Exhibition. 

Weston  Wrk;i,ey, 

Secretary  Ontario  Retail  Hardware  and  Stove  Dealers'  Association. 
42-44  Ag-iies  Street,  Toronto. 

Reserve  for  us  Uooth  No.  in  the  Winter  Fair  Building  at  the  rates  quoted  on  your  plan.     It  already 

applied  fiir  our  second  choice  is  No.  
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Commercial   Press,  Limited 

408  McKinnon  Bldg.,  TORONTO 

D.  O.  McKinnon,  President.  Weston  VVkuh.Ey,  Manager. 

EDITORIAL  STAFF 

VV.  L.  Edmonds  Weston  Wrigley 

E.  A.  FORSON  {Travelling  Editor)  W.  J.  Illsey  (Winnipeg-) 

STAFF  REPRESENTATIVES 

Montreal,  E.  T.  Bank  Building  -  F.  C.  Douglas  Wilkes 

Eastern  Ontario         -        -  -  George  H.  Honsberger 

Western  Ontario        -        -  -  George  G.  Colvin 

Winnipeg  AND  West       -       -  -  John  A.Gibson 

New  York,  95  Liberty  Street  -  M.  L.  Kempe 

Chicago,  4059  Perry  Street       -  -  E.  J.  McIntyre 

The  Dotninion  Elections  are  now  on  and  Liberal  and 
Conservative  candidates  are  appealing;:  for  votes.  Be- 
fore election  tliey  iiave  minds  of  their 
Pledge  the  own.  Afterwards  many  of  them  are  hut 
Candidates  cons  in  the  party  machinery.  Now  is  the 
time,  tlierefore,  to  impress  upon  them  the 
injury  wiiicli  a  parcels  post  scheme  would  do  to  the 
towns  and  villages  throughout  the  Dominion. 

European  countries  are  cited  as  examples  of  the 
success  of  the  parcels  post  system.  Hut  compare 
tliickly  populated  (iermany  or  Great  Britain  with  the 
vast  area  of  Canada  or  the  United  States.  To  send  a 
parcel  200  or  300  miles  in  Europe  is  unusual,  while  ten 
times  that  distance  would  be  common  in  America. 
And  most  of  the  carrying  in  Europe  is  done  on  Govern- 
ment owned  railways,  while  in  America  the  railroads 
ai'e  privately  owned.  A  big  load  would  be  added  to 
the  postal  departnuiut  for  the  direct  lienefit  of  the  mail 
'order  millionaires.  "   

It  is  said  that  the  second-class  mail  legislation  in 
the  United  States  reduced  the  number  of  booksellers  in 
that  country  from  more  than  3,000  to  about  1,000.  It 
may  be  said  that  this  was  inevitable  and  that  a  more 
advanced  state  of  merchandizing  was  the  result. 

That  cannot  lie  said  of  the  effect  of  the  parcels  post 
in  Canada.  It  would  undoubtedly  put  hundreds,  if  not 
thousands,  of  merchants  out  of  business,  but  instead  of 
improving  the  methods  of  merchandizing  a  lilow  would 
I)e  struck  at  the  social  and  educational  life  of  the  rural 
population.    Country  towns  would  deteriorate,  stores 


close  up,  property  values  decline,  churches  and  schools 
would  suffer,  the  farmer's  local  market  would  narrow 
and  buying  would  be  done  from  pictures  in  catalogues 
rather  than  by  inspecting  the  goods  themselves  over 
the  counter. 

Get  after  the  local  candidates  for  Parliament  with- 
out delay  and  pledge  them  to  oppose  the  Parcels 
Post. 


In  places  where  gun  clubs  haven't  already  been 
organized  the  local  hardAvareraen,  or  the  one  who  has 
the  most  enterprise,  should  take  the  lead 
Gun  in  the  formation  of  such  a  club.  The 

Clubs  time  is  opportune  and  there  are  many  ad- 

vantages to  be  gained.  A  good  gun  club 
advertises  a  town,  just  as  Clififord's  win  at  Bisley  ad- 
vertised Toronto  and  Canada  the  world  over.  Conse- 
quently the  local  newspapers  and  the  town  council  or 
Bonrd  of  Trade  shovdd  assist  the  organization. 

Then  there's  the  building  of  the  club-liouse,  the  sup- 
plying of  guns  and  ammunition  to  the  members,  shoot- 
ing jackets,  camping  supplies,  etc.,  in  the  fall  for  hunt- 
ing trips,  and  clay  birds,  etc.,  for  trap  shooting  com- 
petitions. Lots  of  business  here  for  the  hardware  man 
who  gets  in  line  for  it. 

Call  a  meeting  of  the  live  men  of  the  town.  Offer 
the  use  of  room  in  your  store.  Get  the  popular  young 
doctors  and  lawyers  to  promise  to  attend,  lie  willing 
to  act  as  secretary  or  have  one  of  your  staff  do  so. 
Head  the  list  when  donations  are  called  for  the  build- 
ing of  a  small  club  house,  and  supply  hunting  scenes 
to  decorate  the  walls.  These  and  otlier  things  might 
be  done  to  get  "in  i-ight." 

A  stand  should  also  be  taken  against  the  killing  of 
wild  game  for  sale  on  the  mai'ket.  A  start  has  been 
made  in  this  direction  by  iinritingr  the  nmnber  of  deen 
duck  or  fish  one  person  may  catch.  But  if  wild  game 
is  to  be  kept  from  going  the  way  of  the  buffalo  the 
"market  gunner"  must  lie  killed  off  by  legislation 
stopping  the  sale  of  wild  game  entirely. 

The  more  gun  clubs  there  are  the  more  lik(>lihood 
there  \\\\\  be  of  stopping  the  butchering  of  the  wild 
life  in  Canadian  lakes  and  forests.  And  besides  being 
right  from  humanitarian  reasons  it  is  good  business  for 
liardwiire  men  to  tai^c  a  stand  against  the  shooting 
deer  or  ducks  to  supply  the  tables  of  the  big  hotels  and 
restaurants. 
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Retailers  who  suffer  from  catalogue  house  competi- 
tion in  stoves  and  ranges  will  find  it  a  good  policy  to 
familiarize  themselves  with  the  goods 
Mail  Order  which  the  "big  stores"  advertise  and  sell 
Stoves  to  unsuspecting  customers.    The  "Jour- 

nal" was  shown  a  mail  order  range  last 
month  marked  "CrowTi  Huron,  8  x  18,"  but  on  measur- 
ing the  oven  found  it  to  be  less  than  16  inches  in  size. 
The  range  was  advertised  and  sold  as  having  an  18 
inch  oven,  and  reliance  was  evidently  placed  upon  the 
fact  that  if  the  misrepresentation  was  ever  discovered 
the  customer  would  be  too  far  away  to  do  more  than 
write  a  letter. 

Retailers  who  do  business  close  to  the  homes  of  their 
customers  can  build  an  enduring  trade  only  by  dealing 
honestly  Avith  the  people  they  sell  goods  to.  They 
should  "be  protected  against  the  false  advertising  of 
mail  order  hoiises  rather  than  have  the  post  office  de- 
partment go  into  partnership  with  the  big  firms  who 
sell  to  far  away  customers  by  pictures  in  catalogues. 

Put  one  of  those  16  inch  oven  mail  order  ranges  on 
your  wagon  and  show  it  alongside  one  of  your  18  inch 
oven  ranges  to  a  couple  of  dozen  farmers  in  your  dis- 
trict, and  it  should  prove  a  pretty  good  antidote  for 
mail  order  buying. 

Retailers  who  have  not  adopted  a  system  to  keep 
down  their  bad  accounts  should  do  so  without  delay, 
as  there  is  no  greater  leak  in  retail  mer- 
Credit  chandizing   than   in   the    extension  of 

Losses  credits.    Jobbers  have  a  credit  man  to 

look  after  this  department,  and  retailers 
should  do  likeAvise,  one  member  of  the  firm  undertak- 
ing the  responsibility  of  saying  to  whom  and  how  much 
credit  should  be  extended. 

For  instance,  R.  C.  Chown,  Belleville,  makes  it  a 
point  to  keep  near  the  front  of  the  store  in  order  to 
retain  close  personal  touch  with  customers,  and  clerks 
are  instructed  that  no  one  is  to  be  given  credit  for 
more  than  $10,  unless  Mr.  Chown 's  consent  has  been 
given.  In  this  way  the  firm's  losses  are  kept  down 
to  three  quarters  , of  one  per  cent,  yearly. 

Firmness  in  extending  credits  does  not  injure  any 
Imsiness,  while  it  saves  a  lot  of  money.  "I  won't  deal 
with  you  any  more,"  said  a  customer,  who  after  being 
given  four  months'  credit  on  a  stove  asked  for  three 
nionths  more,  and  kicked  on  paying  seven  per  cent,  in- 
terest. But  the  customer  was  back  again  in  a  fort- 
niglit  to  buy  a  shovel  and  some  sap  buckets. 


In  these  days  Avhen  license  holders  must  "keep 
lintel"  there  is  a  lot  of  business  for  hardware  men  to 

get  by  supplying  equipment  to  the  hotel 
Canvass  man.  The  Journal  editor  visited  a  West- 
the  Hotels     ern  Ontario  town  last  month  and  a  local 

li  a  I'd  ware  man  kindly  offered  to  spend  the 
artcriiooii  with  him  as  store  biisiness  was  not  very 
hi'isk.  I>unch  was  hnd  in  a  fine  hotel,  Avith  a  hardwood 
fiooi-  ill  the  dining  i-oom,  but  the  tables  Avere  set  on  old 
style  castors. 

If  our  frii'inl,  tlic  liardwari;  man,  has  time  to  spend 
wit  li  us,  \\  liy  (lix  sirt  he  spend  some  of  the  spare  time  in 
canvassing  this  and  other  hotelmeu  for  orders  for  slid- 
ing furniture  slioes  for  the  dining  room  tables  and 
chaii-s,  tlic  l)c(ls.  etc.  thouglit  the  editor,  and  folloAving 
ahiiig  the  saiiic  line  canie  visions  of  orders  for  hotel 
i-anLTcs.  cnaniclware,  vacuum  cleaners,  etc. 


Then  the  editor  remembered  how  W.  F.  Macpherson, 
Prescott,  had  tixrned  a  few  honest  dollars  into  his  till  a 
few  months  ago.  A  local  hotelman  was  having  some 
keys  made  for  bed  room  doors  when  the  question  of 
numbering  the  keys  came  up.  "Where  can  I  get  some 
brass  tabs  numbered  from  one  to  fifty?"  asked  the 
hotelman,  and  Mr.  Macpherson  promptly  said  he  could 
supply  them.  And  he  not  only  supplied  them  for  that 
hotel,  but  also  for  several  others. 

Truly  there's  a  lot  of  business  to  be  secured  by  can- 
vassing the  local  hotel  and  restaurant  keepers.  The 
hardware  man  Avho  has  his  eyes  and  ears  on  the  alert 
for  business  when  outside  as  well  as  inside  his  store  is 
the  one  who  can  afPord  to  take  a  holiday  trip  in  the 
summer  or  fall  and  attend  the  hardAvare  convention 
every  Avinter  to  rub  shoulders  and  exchange  ideas  Avith 
other  merchants  with  red  blood  flowing  through  their 
veins. 


Retailers  as  well  as  wholesalers  can  make  mistakes, 
as  is  evidenced  by  the  story  of  a  AVestern  Ontario 
retailer,  who  a  couple  of  Aveeks  ago  re- 
Shipment  gistered  a  big  kick  because  he  had  only 
Shortages  received  half  a  dozen  jack-knives  when 
his  invoice  called  for  one  dozen.  A  day 
later  he  had  to  write  that  he  had  found  the  lost  goods, 
and  ask  that  his  claim  for  a  refund  be  cancelled. 

This  incident  is  only  one  of  many,  and  is  a  result  of 
careless  Avork  on  the  part  of  those  unpacking  the  goods. 
Loose  paper,  etc.,  used  for  filling  the  boxes,  is  thrown 
to  one  side,  and  small  packages  frequently  go  into  the 
scrap  heap  AAdthout  being  checked  off  as  being  re- 
ceived. 

If  there  is  one  department  of  the  jobbing  house 
where  system  is  carried  out  to  perfection  it  is  in  the 
shipping  room,  and  retailers  Avho  visit  their  Avholesale 
center  at  any  time  Avill  be  interested  in  spending  a  few 
minutes  watching  the  goods  being  assembled,  packed 
and  shipped. 

Every  article  must  be  checked  off  three  and  four 
times,  so  that  if  one  clerk  makes  a  mistake  it  is  prac- 
tically certain  of  being  caught  before  the  invoice  and 
goods  are  sent  to  the  customer.  In  cutlery  this  is  par- 
ticularly so,  as  special  clerks,  as  well  as  the  regular 
shipping  staff,  check  ofE  the  goods. 

The  trite  saying,  "When  angry,  Avrite  a  letter  and 
mail  it  to-morrow,"  readily  applies  to  claims  for 
shortages.  The  jobbers'  system  is  so  thorough  that  he 
has  reason  to  question  every  claim  for  shortages,  and 
no  retailer  Avill  Avant  to  have  his  claim  doubted  unless 
he  is  absolutely  certain  that  the  goods  Avere  not  re- 
ceived. 


A  hardware  merchant  in  a  toAvn  of  1,000  popula- 
tion, Avanted  to  impress  upon  a  traveler  recently,  the 
fact  that  he  had  the  best  trade  in  that 
Quality  is  locality  for  paints,  oils  and  brushes. 
Remembered  Yet  before  looking  at  the  samples  of 
brushes,  he  asked  to  be  sIioaa^u  some  of 
the  cheap  lines  first.  The  traveler  said,  "You  say  you 
have  the  best  trade, — then  look  at  the  best  lines  first 
and  we  will  come  to  lower  priced  lines  later  on." 

By  the  time  the  merchant  got  through  AAatli  the 
best  quality  goods,  he  did  not  Avant  many  of  the  loAver 
priced  brushes.  The  traveler  endeaA'-ored  to  impress 
on  him  that  if  he  had  best  trade,  it  was  better  to  be 
Avitliout  cheap  lines,  as  the  latter  never  build  up  a 
trade. 


34 


CANADIAN    HARDWARE    AND    STOVK  JOURNAL. 


What  Trade  Associations  are  Doinjg 


PARCELS  POST  THREATENS  AGAIN. 

By  Weston  Wrigley,  Secretary  O.  R.  H.  &  S.  D.  Association. 

Postmaster  (ieiuMvil  Lcinicux  is  again  to  the  front 
with  his  pai-cels  post  scheme  of  1907. 

Answering  an  en(inir.v  made  by  W.  F.  Maclean, 
M.  P.  for  East  York,  in  Parliament  on  July  21,  the 
Postmaster  General  said  postage  rates  on  parcels  be- 
tween points  in  Canada  and  a  point  in  Canada  and  one 
in  Great  Britain  were  incongruous.  He  was  not  pre- 
pared to  agree,  however,  that  the  railway  corporations 
were  the  big  enemies  to  the  parcels  post  system.  In 
li)n(i  and  1!)()7  he  had  announced  that  the  department 
iniglit  take  steps  to  establish  a  parcels  post  system, 
and  for  weeks  the  department  had  been  deluged  with 
petitions  from  farmei-s  and  country  storekeepers  pro- 
testing against  it  on  the  ground  that  the  big  depart- 
mental stores  in  the  cities  would  benefit  most  by  such 
a  sclieme.  It  was  these  very  people  that  he  thought 
a  parcels  post  would  help.  There  was  a  strong  simi- 
larity in  the  forms  of  these  petitions,  as  though  they 
all  eajnc  from  the  one  source.  Postal  Superintendent 
Ross,  Toronto,  had  been  instructed  to  prepare  a  report 
on  the  system,  and  it  was  expected  shortly. 

.Mr.  Lemieux  further  stated  that  the  free  rural  de- 
livery of  mail  had  proved  a  success  in  the  sections 
where  it  has  been  tried,  and  the  next  logical  step  was 
a  parcels  post  system. 

Interview  Parliamentary  Candidates. 

It  will  he  I'cuKMnbered  that  the  Ontario  Retail 
Hardware  Association  took  the  lead  in  the  opposition 
to  Mr.  Lemieux 's  parcels  post  i)roposition  in  1!K)7,  his 
|)roposal  not  only  being  for  a  parcels  post  l)ut  for  a 
"c.o.d."  provision,  the  effect  of  which  w^ould  virtually 
be  to  make  every  post  office  in  the  Dominion  a  branch 
of  the  "Big  Stores"  in  Montreal,  Toronto  and  AVin- 
nipeg. 

The  evil  effects  of  the  parcels  ])ost  system  upon  the 
smaller  towjis  can  easily  be  understood  ])y  any  think- 
ing man.  If  it  is  made  easier  for  the  farmers,  etc.,  to 
buy  from  the  catalogue  houses  the  vohuue  of  trade 
will  go  to  the  large  cities  and  the  small  towns  will 
suffer.  Real  estate  values  in  the  big  cities  will  climb 
skyward,  wdiile  empty  stores  in  the  villages  will  have 
a  depressing  effect  upon  the  i)rogress  of  the  smaller 
centres  of  population. 

The  daily  papers  in  the  large  cities  will  sup])ort 
parcels  post,  as  it  means  more  advertising  for  them. 
\V.  MiU'lc.-in  Jind  Ifon.  Mr.  Lemieux  are  daily  news- 
paper ])ul)lishers,  so  their  interest  in  the  question  can 
be  undei'stood.  Daily  newspapers  are  sold  to  farm- 
ers, etc.,  for  per  year,  the  circulation  secured  being 
chiefly  of  value  to  the  big  stores  with  the  page  ad- 
vertisements. 

There  are  towns  in  Ontario  which  are  going  back- 
ward instead  of  forward.  "Retiring  from  business" 
sales  are  increasing,  and  the  express  and  freight  offices 
are  loaded  with  parcels  of  merchandise.  Let  the  post- 
oflfice  go  into  partnership  with  the  daily  newspapers 
and  catalogue  houses  and  the  story  of  depopulated 
farms  and  villages  in  New  England  wall  be  repeated 


all  over  Eastern  Canada,  while  a  damper  will  be  [)laced 
u[)on  the  growth  of  the  hundreds  of  new  towns  in 
AVestern  Canadfi. 

The  farmers'  interests  are  clearly  with  the  mer- 
chants in  the  small  towns,  as  against  those  in  the  big 
cities.  They  may  think  they  save  a  few  cents  on  mail 
order  purchases,  but  in  trying  to  do  so  they  are  clos- 
ing the  gate  against  the  building  up  of  better  educa- 
tional, church  and  social  facilities  in  their  midst. 

And  the  post  ofifice,  as  a  public  institution,  shoidd 
not  side  with  the  millionaire  merchants  and  publish- 
ers. Conditions  in  Canada  are  different  from  those 
in  England  or  Scotland,  where  nearly  forty  millions 
are  crowded  into  an  area  smaller  in  size  than  the  sec- 
tion of  Ontario  between  Ottawa  and  Windsor.  In  this 
country  of  immense  distances  the  parcels  post  would 
disci'iminate  against  rather  than  build  up  the  smaller 
communities. 

And  the  parcels  post  "c.o.d."  is  even  more  danger- 
ous than  any  parcels  post  suggestion  yet  made.  The 
"c.o.d."  feature  puts  the  post  office  into  direct  part- 
nership with  the  mail  order  millionaires  by  making 
every  post  office  a  collection  as  well  as  a  distributing 
agency  for  the  "big  stores." 

Merchants  Must  Get  Busy. 

Canadian  merchants  must  arise  in  defense  of  their 
interests.  The  time  to  protest  is  before  the  blow  has 
fallen,  and  the  people  to  protest  to  are  the  public  ser- 
vants who  represent  you  in  Parliament  and  Senate. 
An  election  campaign  is  on  now  and  the  ears  of  the 
politicians  are  open  now  as  at  no  other  time.  There- 
fore get  busy  at  once  and: 

1.  Personally  see  or  write  the  candidates  for  par- 
liament in  your  district. 

2.  AVrite  the  Senator  representing  your  district. 
8.    Write  a  vsimilar  letter  to  the  Postmaster  Gen- 
eral, Ottawa.   No  postage  stamp  is  required. 

4.  If  replies  are  not  received  in  a  week  or  ten  days, 
write  again.    Let  there  be  no  side  stepping. 

f).  Ciet  other  merchants  to  sign  your  letters  along 
with  you.  This  will  be  far  more  effective  than  a 
printed  petition.  Wi-ite  briefly  protesting  against  the 
post  office  striking  a  blow  at  thousands  of  small  towns 
in  order  to  build  up  the  big  cities.  Eaton  has  as  much 
I'ight  to  do  business  as  any  other  merchant,  but  he  is 
not  entitled  to  receive  Governnunit  assistance. 

(Jet  busy  at  once  and  secure  pledges  from  the  par- 
liamentary candidiiti's  and  Scuiators  that  they  will 
oppose  the  proposed  parcels  post  law.  The  mail  order 
millionaires  can  hire  clever  lawyers  and  newspaper 
men  to  lobby  for  their  interests.  The  country  mer- 
chants must  tight  foi-  themselves.  Then  begin  now 
and  fiii'ht  hard. 


PRESIDENT  CHOWN  BEREAVED. 

Gerald  Irwin,  the  ten  months  ohi  son  of  Aid.  R.  C. 
Chown.  Helleville,  president  of  the  Ontario  Associa- 
tion, died  suddenly  on  July  20,  of  aciite  meninginitis. 
The  many  fi-iends  of  Mr.  and  Airs.  Chown  will  sym- 
pathize with  them  in  their  loss. 
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HARDWARE  EXHIBITION  AT  GUELPH. 

On  page  '.U  two  illustrations  are  given  of  the 
Guelpli  City  Hall  (where  the  1912  convention  of  the 
Ontario  Retail  Hardware  &  Stove  Dealers'  Association 
will  meet)  and  the  Winter  Fair  Building  (in  which  the 
hardware  exhibition  will  be  held.  A  floor  plan  of  the 
AVinter  Fair  Building  also  gives  the  lay-out  of  the 
])0()tlis,  these  being  in  the  form  of  a  letter  "U, "  the 
booths  on  the  hardware  side  being  10  x  12  feet  in  size, 
wliile  those  on  the  stove  side  are  12  x  12  feet.  The 
prices  are  $30  for  corner  and  $25  for  other  booths. 

Manufacturers  wishing  to  secure  space  in  which  to 
exhibit  their  goods  should  write  at  once  to  Weston 
Wrigley,  Secretary  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association,  44  Agnes  Street,  Toronto. 


BELLEVILLE  AFTER  1913  CONVENTION. 

President  R.  C.  Cliown  is  laying  pipes  to  secure  the 
1913  convention  for  Belleville,  and  if  his  plans  do  not 
miscarry,  there  Avill  be  a  deputation  at  the  Guelph 
convention,  including  the  Mayor  of  Belleville,  the 
Colonel  of  the  local  regiment,  and  the  president  of  the 
Board  of  Trade.  They  will  offer  the  use  of  the  Armour- 
ies (slightly  larger  than  at  Peterboro)  and  a  cash 
grant,  and  they  will  guarantee  the  best  hotel  accom- 
modation yet  enjoyed  in  any  place  the  convention  has 
yet  been  held.  The  Hotel  Quinte,  for  instance,  in  the 
very  front  rank  of  Canadian  hotels,  and  the  Belleville 
Hardware  and  Lock  and  the  Springer  Lock  Manufac- 
turing Co.,  and  other  local  hardwai'e  industries,  will 
also  back  up  President  Chown  in  his  efforts. 


ASSOCIATION  COLLECTION  LETTERS 
COMMENDED. 

Bennett  &  Son,  Gananoque,  write  Secretary  AV rig- 
ley,  Toronto,  as  follows :  ' '  We  are  in  receipt  of  your 
remittance  covering  amount  of  our  customer's  aecoiint 
remitted  to  you  direct,  for  which  please  accept  our 
tlmnks.  We  find  that  the  Association  Collection  Forms 
are  the  best  means  of  collecting,  as  we  have  more  re- 
sponses and  get  more  results  than  any  other  means  that 
we  have  ever  used.  We  urge  all  members  of  the  Asso- 
ciation to  iise  these  blanks.  If  they  don't  they  are 
passing  by  a  good  thing." 


EX-PRESIDENT  HAMBLY  DOING  THINGS. 

Not  content  with  getting  a  fine  new  store  this  year 
as  a  result  of  the  fire  of  I\rarch  16,  which  destroyed  his 
for'nier  place  (if  ])usiness,  J.  R.  Hambly,  Barrie,  is  now 
fitting  up  a  new  home  in  which  to  instal  a  new  Mrs. 
ll;iiiibly.  the  wedding  being  dated  to  take  place  on 
Wcilucsda y,  August  16. 

.Mr.  llainl)ly  is  now  settled  in  his  new  store,  it  be- 
ing 120  X  28  feet  in  size,  with  40  feet  of  Bennett  shelf 
ho.xcs  on  one  side  and  24  feet  of  silent  salesmen  on  the 
other,  the  stove  department  being  located  on  an  ele- 
vati'il  si'ctiuii  at  the  liarl<  of  the  store. 

( 'oiiui'atulatioiis  to  .Mr.  Hambly,  1912  is  his  year, 
all  right. 


PEDDLARS'  LICENSE  BILL. 

Senator  A.  T.  Stchliins"  bill  providing  for  a  county 
license  for  pedlars  and  hawkers  has  been  passed  by 


the  Minnesota  Senate.  In  its  original  shape  the  bill 
carried  provisions  for  licenses  of  $50  annually  for 
peddlars  driving  two  horses,  $25  for  those  driving  one 
horse,  and  $15  for  foot  peddlars.  After  a  debate,  how- 
ever, the  fees  were  fixed  at  $30,  $15  and  $10  for  the 
three  classes  named. 


RACK  FOR  HOLDING  NAILS. 

While  attending  the  New  England  Retail  Hardware 
Convention  at  Boston,  Messrs.  Chown  and  Lariviere, 
along  with  the  editor  of  the  Hardware  and  Stove  Jour- 
nal, took  the  opportunity  of  visiting  several  of  the 
retail  hardware  stores  in  Beantown. 

One  of  the  most  interesting  things  inspected  was 
the  nail  rack  in  J.  B.  Hunter  &  Co.'s  store.  How  to 
properly  keep  a  retail  stock  of  nails  has  been  a  serious 
question  with  many  liardwaremen,  but  this  difficulty 
seems  to  have  been  overcome  by  J.  B.  Hunter  &  Co., 
as  shown  in  the  accompanying  illustration. 

Their  racks  are  biiilt  of  scantling  well  bolted  to- 
gether, the  largest  being  five  feet  high,  seven  feet  deep 
and  twenty  five  feet  long,  constructed  to  hold  480  kegs 
of  nails  which  are  easily  handled,  and  which  occupy 


Nail   Bin   Storage   Rack   in   Boston  Store. 


the  same  space  that  less  than  half  this  number  of  kegs 
formerly  occupied.  Kegs  are  less  liable  to  get  broken 
and  the  heads  smashed  in  by  vising  this  method  of 
storage. 

The  nail  counter  in  Chandler  &  Barber's  store  was 
another  interesting  feature.  This  nail  counter  which 
has  been  in  use  for  some  years  has  proved  entirely 
satisfactory.  It  is  made  with  cherry  wood  top  and 
cherry  stained  fronts,  and  measures  20  feet  2  inches 
in  length,  3  feet  in  width  and  2  feet  10  inches  in  hight. 
It  contains  32  bins  on  each  side,  one  side  being  used 
for  cut  and  the  other  side  for  wire  nails.  Each  bin 
will  hold  more  than  a  keg  of  nails,  the  oiitside  dimen- 
sions being  as  follows:  I6I/2  inches  long,  14l^  inches 
wide  and  15V2  inches  high. 

The  bins  are  regarded  by  those  who  have  used 
them  as  having  several  adA'antages  over  the  fixed 
style,  among  which  may  be  included  compactness, 
neatness  of  appearance  and  the  ease  with  which  they 
can  be  taken  entirely  out  for  refilling  or  when  selling 
a  large  quantity  of  nails. 
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Insurance  Advisory  Department 

Edited  by  W.  G  Wright,  of  Ross  ^  Wright, 
Adjusters  for  the  Assured,  Toronto,  and  Advisors 
to  the  Insurance  Department  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association. 


WORTHLESS  INSURANCE. 

lOditor  hisuraiicc  Advisory  I )ci);i rt merit  : 

Sir,— I  have  been  burned  out,  in  the  recent  blaze 
and  have  polieies  in  the  Metropolitan  Mutual,  The  Tn- 
tejrrity  Mutual  and  the  Cosiiiopolitan  Mutual,  all  of 
Phihidelpiiia.  Wlint  ;ire  the  fhane(>s  for  me  to  eollee*^, 
niA'  insurance.  ( iENERAL  MERCH.WT. 

PoiTupine,  .July  22. 

Note. — At  least  two  of  the  companies  yon  mention 
ai-e  absolutely  worthless,  are  in  fact  fraudulent  con- 
cerns, and  of  the  third  we  are  quite  doubtful.  Any 
of  oui-  readers  who  are  insured  in  these  foreitjn  un- 
licensed eompanies  should  get  confident';il  reports  on 
every  one.  oi-  tliey  ai-e  liable  to  be  ticeevd  just  as  the 
Avriter  of  the  nbove  h;is  been. 


REMOVING  STOCK  DURING  FIRES. 

Editor  Insurance  Advisory  Department: 

Sir,— What  would  you  advise  as  to  removal  of 
stock  from  a  store  in  which  a  fire  has  starkHl  ?  Wcuild 
Tn.surance  Co.  allow  for  damage  to  ^oods  so  removed, 
necessarily  in  a  hurry,  or  for  stolen  goods?  Where 
Co  insurance  is  carried  what  would  you  advise'^  If 
threatened  by  tire  from  an  adjoining  premises,  and 
goods  were  removed,  would  Insurance  Co.  allow  any 
damages  proven,  provided  the  fire  were  confined  to 
first  ])rcmises? 

The  first  thing  to  do  is  to  fight  the  fire,  hut  if  the 
fire  gets  beyond  control  then  save  all  the  property 
possible.  Statutory  condition  No.  5,  which  bears  on 
tiiis  point  reads : 

"In  case  of  the  removal  of  property  to  escape  con- 
flagration, the  Corporation  will  contribute  to  the  loss 
and  expenses  attending  such  act  of  salvage  propor- 
tionately to  the  respective  intei-ests  of  the  Corpora- 
tion or  companies  and  the  Insured." 

This  appeal's  to  make  the  Company  liable  for  only 
a  portion  of  the  loss  by  removal,  but  the  decision  of 
the  Court  of  Appeal  in  the  case  McLaren  vs.  Commer- 
cial Union  was  that  the  companies  were  liable  for  the 
whole  amount  of  tlie  b)ss.  As  this  case  was  not  car- 
ried farther,  the  law  is  at  present  that  the  companies 
are  liable  for  all  the  loss  caused  by  removal. 

With  regard  to  theft,  in  the  absence  of  any  red 
ink  variations  or  oilier  special  conditions  in  the  policy 
or  application,  there  is  no  doubt  that  the  companies 
are  liable  for  loss  by  theft.  In  the  case  of  special  con- 
ditions on  the  policy,  then  it  would  depend  on  how  and 
where  the  (dause  is  printed  or  written,  and  whether  in 
the  opinion  of  the  Court  it  is  just  and  reasonable  to  he 
exacted  by  the  company. 

The  usual  position  taken  by  the  com])any  adjuster 
is  that  the  company  is  liable  for  only  a  portion  of  the 
cost  of  removal,  and  that  it  is  not  liable  for  any  stolen 
goods.  The  remedy  for  such  conditions  is  to  have  your 
loss  handled  for  you  by  an  adjuster  who  is  just  as 
familiar  with  your  rights  and  privileges  as  the  com- 
pany adjuster  is  with  the  company  side. 

Co-insurance  will  have  no  bearing  on  either  ques- 
tions.   If  threatened  by  a  fire  in  an  adjoining  build- 


ing, then  use  your  best  judgtricnt,  and  if  you  believe 
tluit  the  (birigcr  is  imminent  then  proceed  to  remove 
the  property.  Hear  in  mind  that  the  salvage  is  yours 
iind  that  the  comj)any  has  no  say  in  even  the  disposal 
of  it.  ;ind  that  you  are  entitled  to  all  your  loss  up  to 
the  face  of  your  [)olicies. 

The  com|)anies  may  try  to  evade  payment  of  the 
loss  cfiuscd  by  removal,  and  it  will  be  for  you  to  see 
that  your  case  is  so  handled  that  you  will  collect  it. 

Above  all  things  see  that  there  are  no  red  ink  theft 
clauses  (or  in  fact  any  other  red  ink  clauses)  on  your 
policy,  nor  no  clauses  on  the  front  of  the  policy,  which 
state  th;it  tlie  comi)any  will  not  be  liable  for  theft. 


CORRECTION. 

In  error  the  type  setter  iiuide  US  say  that  "goods 
do  not  "depreciate  in  A-alue  on  the  shelves."  It 
should  have  been  "goods  do  not  appreciate  in  value 
on  the  siudves. "  The  context,  we  believe,  made  the 
error  ;i|)p;irent  to  all  our  readers. 


APPLICATIONS  FOR  INSURANCE. 

AVe  are  repeatedly  asked  about  apj)lications  and 
how  to  have  them  properly  prepared.  Our  answer  is 
absolutely  do  not  sign  any.  The  policy  should  be  the 
only  contract  between  you  and  the  company.  Let 
the  agent  furnish  the  company  with  the  information  it 
may  need,  but  the  applications  contain  so  many  ob- 
scure nnd  tricky  questions  and  clauses,  and  have  such 
rigid  binding  warranties,  that  we  recommend  most 
strongly  that  you  sign  none.  Have  a  policy  form  pre- 
pared and  insure  under  that  form  only. 

Mr.  E.  P.  Heaton,  who  is  Insurance  Manager  of  the 
Canadian  ^Manufacturers'  Association,  writing  in  In- 
dustrial Canada,  strongly  urged  all  manufacturers  to 
refuse  to  sign  applications,  and  in  the  Alonetary  Times 
of  Jvdy  22nd,  says,  "most  of  the  insurance  companies 
are  voluntarily  getting  away  from  the  old-fashioned 
application." 

We  are  having  prepared  a  series  of  articles  on 
"How  to  Effect  Insurance,"  written  specially  for 
hardware  men.  and  expect  to  piddish  the  first  in  next 

issue.   

ONE  OF  MANY  KIND  LETTERS. 
"Your  special  Western  Number  for  July  certainly  re- 
fiects  ci-edit  on  the  enterprise  and  management  of  your 
Journal.  This  issue  should  give  "Hardware  and 
Stoves"  a  great  boost.  The  number  of  stove  ads  alone 
that  appeared  in  it  sliould  impress  dealers  that  the 
stove  manufacturers  recognize  your  paper  as  a  strong 
medium  for  getting  the  ear  of  the  trade." — Findlay 
Pros.  Co.,  Limited,  Carleton  Place,  Ont. 


TRADE  MARKS  ENSURE  QUALITY. 

"The  linn  tiiat  advertises  a  trade-mark 
to  the  ])ublic  nuist  sell  an  article  of  uniform 
(juality;  they  must  watch  the  quality  of  their 
inerchandise  as  jealously  as  they  watch  their 
money — yes,  even  more  jealously — for  vary- 
ing (|uality  in  an  advertised  artiide  im-ans  loss 
of  re])utation.  An  advertised  trade-nuirk  is 
ju-actically  a  guarantee  of  quality.  That 
trade-mark  is  as  good  as  a  sign  post — it  stands 
th(>re  with  its  finger  pointed  at  the  advertiser 
saying,  'There's  the  man  that  sold  me.' 
There's  no  chance  of  side-stepping  a  thing  like 
that." 
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Well  Equipped  Hardware  Store  at  Preston 

W.  F.  Mickus  remodels  his  store  and  makes  it  one  of  the  best  in  Ontario —  Suggestion  made  that  visitors 
to  Guelph  Convention  next  February  pay  a  visit  to  the  Preston  store. 


The  thriving  town  of  Preston  now  boasts  of  one  of  the 
finest  hardware  stores  in  Ontario^  and  the  Journal  offers  a 
ten  dollar  gold  piece  for  two  jdiotographs  showing  exterior  and 
interior  views  of  any  Canadian  hardware  store"  better  equipped 
than  the  store  of  W.  F.  Mickus,  shown  in  the  accompanying 
illustration. 

fjoeated  in  a  growing  town,  peopled  by  well  paid  mechanics, 
and  enjoying  a  fine  trade  in  hardware,  stoves,  wall  paper, 
plumbing,  heating  and  lighting,  Mr.  Mickus  decided  that  when 
lie  remodeled  his  old  store  he  would  do  the  job  right — and  give 
preference  to  local  manufacturers  if  possible. 

The  store  exterior,  designed  by  II.  Gale  Legg,  architect, 
is  unusually  artistic.  A  modern  brass  rod  window  frame  holds 
the  plate  and  prism  glass  in  position  without  detracting  from 
the  goods  displayed  or  hiding  any  light,  while  class  is  given 
the  store  front  by  the  use  of  glazed  colored  brick  on  each 
side  of  the  store. 


The  metal  work  on  the  front  of  the  building,  as  well  as 
the  handsome  ceiling  and  moulding  inside  the  store,  were  sup- 
plied by  the  Metal  Shingle  &  Siding  Co.,  Preston.  A  tiled  door- 
way completes  the  setting,  in  which  Mr.  Mickus  has  placed  his 
stock  and  fixtures.  The  windows  are  enclosed  and  of  good 
size,  the  store  being  28  feet  wide,  by  110  feet  depth,  about 
20  feet  at  the  back  of  the  store  being  partitioned  off  for  stor- 
ing, receiving  and  i.)acking  up  goods.  Upstairs  is  used  for 
storage,  but  preparations  are  being  made  to  fit  up  rooms  in 
which  to  display  stoves,  wall  paper,  etc. 

Two  things  strike  the  visitor  when  entering  the  store,  the 
first  being  the  large  amount  of  floor  space,  everything  being 
kej)t  neat  and  cleanly.  In  the  center,  however,  it  might  be 
well  to  set  up  a  display  stand  for  housefurnishings  and  bargain 
good,s  to  head  off  the  mail  order  movement. 

To  the  left  on  entering,  are  two  fine  silent  salesmen,  in 
which  silverware,  cutlery  and  tools  are  shown,  and  behind  this 


.^4  foot  Wall  C.ise  supplied  by  the  Walker  Bin  and  Store  Fixture  Co. 
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is  one  of  the  finest  sections  of  wall  cabinets  anrl  (lis|il;iy 
cabinets  to  be  found  in  anj'  Canadian  store,  rifles  and  guns, 
cutlery,  small  tools,  saws,  etc.,  beint;  displayed  in  a  glass  en- 
closed case,  24  feet  long,  made  by  tlio  Walker  Bin  and  Store 
Fixture  ('o.,  Berlin.  Part  of  the  shelf  cabinet  is  shown  in  the 
jdioto,  while  a  sketch  of  it  is  reproduced  below. 

The  24  ft.  case  is  made  up  of  three  8  ft.  sections,  not 
.ioined,  but  standing  end  to  end.  The  lower  case  which  is 
30  in.  high,  with  32  in.  wide  toji,  is  fitted  throughout  with  two 
open  shelves.  In  the  right  hand  end  section  the  ujijier  case 
consists  of  tool  cahinet  enclosed  with  sliding  glass  doors  on 
metal  track  and  ball-bearing  sheaves,  and  above  tool  cabinet 
is  open  shelving  surmounted  by  5  inch  cornice.  The  inside  of 
tool  cabinet  is  fitted  u[)  with  racks,  hangers,  stop  shelves,  etc., 
for  all  kinds  of  tools,  and  the  back  of  case  is  lined  with  green 
felt.  In  the  ccnitre  section  the  upper  case  is  fitted  with  glass 
disjjlay  front  drawers  of  different  sizes,  for  small  lines  of  shelf 
hardware,  and  above  the  display  front  drawers  is  open  shelv- 
ing. The  glass  display  front  drawers  have  display  board  lined 
with  green  felt  immediately  behind  the  glass  on  which  sample 
is  placed,  the  stock  being  carried  behind  the  display  board. 


I'"iiic  I-"rt>nt  of  W.  K.  Mickus'  Remodeled  Store 


The  high  narrow  drawers  in  the  tliird  row  from  the  bottom 
are  for  cutlery.  In  the  left  hand  end  section  the  u})]  er  case 
consists  of  cabinets  enclosed  with  sliding  glass  doors  on  metal 
track  and  hall-bearing  sheaNCs,  one  compartment  being  fitted 
with  racks  for  guns,  etc.,  ami  llir  ntlicr  with  shelves  and  hang- 
ers for  sporting  goods,  ('t<-.  The  hacks  of  these  cabinets  are 
lined  with  green  felt  to  display  goods  to  the  best  possible 
advantage.  Aboxc  these  cabinets  is  open  slu'lxing  with  cornice. 
The  case  is  made  up  of  selected  oak  liiiislicd  in  Early  English. 

On  the  right  side  of  the  store  there  are  about  30  feet  of 
shelf  boxes  and  shelving  behind  a  counter,  much  of  which  is 
taken  u|i  with  display  cases. 

To  the  rear,  on  the  left,  is  shelving  for  tin  and  enamel- 
ware,  with  gas,  coal  and  oil  stoves,  refrigerators,  etc.,  in  front. 
On  the  right,  behind  the  stairs,  are  the  paints  and  wall  paper, 
a  stock  of  nearly  $1000  worth  of  wall  paper  being  carried,  and 
the  department  being  considered  one  of  the  most  profitable  in 
the  store. 


Since  the  introduction  of  the  Hydro  electric  system  Mr. 
Mickus  has  done  a  big  business  in  electric  fixtures,  wiring,  etc., 
and  Ji  big  display  of  domes,  etc.,  is  made  in  the  ujiper  portion 
of  one  of  the  windows.  A  good  example  is  set  to  customers  by 
the  series  of  ceiling  lights  used  in  the  store. 

The  second  window  is  used  to  display  one  of  Clare  Bros.' 
"Made  in  Preston"  ranges,  it  being  offered  as  a  prize  in  a 
drawing  competition  at  a  band  concert.  Tickets  are  sold  for 
lo  cents,  and  a  stub  bearing  the  number  is  deposited  in  a  Viox 
on  entering  the  jiark.  A  drawing  is  then  made  and  the  hohler 
of  the  corres]ionding  number  to  the  tenth  (or  twentieth,  as  may 
be  decided)  ticket  wins  the  range. 

l)uriM<;  the  [last  summer  Mr.  Mickus  has  experienced  a  big 
niri  (III  oil  stoves,  he  having  sold  67  "New  Perfection"  stoves, 
as  well  as  over  oO  of  the  ovens  with  glass  doors. 

A  run  has  also  been  made  on  a  line  of  German  made  alarm 
clocks  costing  about  48  cents  laid  down  at  Preston.  A  special 
jirice  of  '>~  cents  has  been  quoted  on  these,  while  on  one  lot, 
damaged  in  shijiment,  was  sold  as  low  as  46  cents. 

Preston  is  only  a  few  miles  from  Guelph,  and  retailers 
who  are  idanning  to  erect  or  remodel  their  store  might  to  their 
own  advantage  arrange  to  pay  a  short  visit  to  Mr.  Mickus' 
store  at  I'rcston. 


NEW  STORE  AT  VICTORIA,  B.C. 

The  Drake  Hardware  Co.,  Victoria,  B.C.,  are  now  settled 
in  their  splendid  store  at  1418  Douglas  Street,  they  having 
built  a  fine  block  of  two  stores,  with  offices  overhead  during  the 
past  year.  The  firm  began  business  less  than  four  years  ago, 
in  Nov.,  1907,  at  730  Yates  Street,  moving  a  month  later  to 
(ios  Yates  Street,  and  now  have  large  premises,  which  should 
hold  them  for  some  time,  although  the  new  location  has  re- 
sulted in  a  big  increase  in  their  trade.  Since  July,  1910,  the 
liiin  lias  been  owned  by  R.  R.  Taylor  and  S.  .J.  Drake. 


HIS 


DRAKE  HARDWARE  COt  DRAKE  HARDWARE  CO 


Splendid  new  store  at  Victoria,  B.C. 

The  new  store  is  30  x  110  in  size,  with  a  basement  120 
feet  long,  extending  under  the  sidewalk.  The  store  front  is  of 
modern  construction,  ]>rism  glass  being  used  above  the  plate 
glass  windows,  and  above  this  being  an  electric  sign.  One 
of  the  windows  is  trimmed  with  ilartin-Senour  ])aints,  while  in 
the  other  wire  door  mats  are  shown.  The  interior  fittings  are 
in  keejiing  with  the  front,  modern  shelf  boxes  and  silent  sales-* 
men  being  used  to  display  the  goods  in  stock. 
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Forty  foot  wide  front  of  A.  Welch'&^Sons'  Stove  Store 


ONE  OF  CANADA'S  FINEST  STOVE  STORES. 

Hardware  and  stove  merchants  who  visit  Toronto  during 
the  Exhibition  will  do  well  to  pay  a  visit  to  the  fine  new  stove 
store  of  A.  Welch  &  Son,  at  304  and  306  Queen  Street  west. 

A.  Welch  &  Son,  who  gave  up  the  hardware  end  of  their 
business  a  couple  of  years  ago  and  recently  doubled  the  size 
of  their  stove  showrooms,  now  have  what  is  probably  the  largest 
and  best  stove  store  in  Canada,  it  being  located  on  Queen 
Street  West,  one  block  east  of  Spadina  Avenue. 

The  store  itself  is  40  feet  wide  by  98  feet  deep,  behind 
this  being  offices  44  x  15,  and  workrooms  for  plumbing  and 
metal  working.  Second  hand  stoves  are  kept  in  the  cellar. 
As  will  be  seen  by  the  interior  picture  a  metal  ceiling  is  used  to 
give  the  store  an  attractive  appearance.  The  ceiling  is  14  feet 
above  the  hardwood  floor  and  the  gas  and  coal  ranges  are 
neatly  arranged  in  rows,  with  plenty  of  space  around  them, 
each  being  mounted  on  casters  to  facilitate  the  work  of  the 


salesmen  in  showing  the  ranges  to  customers.  Chairs  are  also 
provided  for  the  use  of  customers  when  the  salesmen  are  de- 
monstrating the  various  features  of  the  ranges. 

The  new  store  front  gives  one  large  window,  in  which 
several  ranges  and  furnaces  can  be  shown  without  crowding. 
A  neat  design  of  leaded  prism  glass  across  the  full  front,  and 
over  the  two  entrances  to  the  store  has  utility  as  well  as 
beauty  to  commend  it,  above  this  being  a  large  sign,  while  in 
front  an  electric  sign  is  also  suspended. 

Albert  Welch,  the  head  of  the  firm,  served  two  years  as 
alderman  in  Toronto,  but  retired  last  year  to  devote  his  full 
attention  to  his  growing  business.  T.  A.  Welch  has  charge  of 
the  office  and  advertising,  while  Fred  E.  Ellis,  favorably 
known  to  the  stove  and  heating  trade  throughout  Western 
Ontario,  and  who  served  as  a  boy  with  Welch  &  Son,  is  in 
charge  of  the  heating  branch  of  the  business. 

Welch  &  Son  are  Toronto  agents  for  CHare  Bros.,  Preston, 
and  from  iiresent  indications  they  will  take  a  big  share  of  the 


I 
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An  Interior  View  of  A.  Welch  &  Sons'  Stove  Store  at  Toronto 
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output  of  tlic  Preston  foundry  tliis  year,  particularly  in  ITecla 
furnaces. 

In  tlio  July  Journal  wo  described  a  new  and  original  sell- 
iuf,'  plan  wliicli  Mr.  Welch  had  evolved,  and  which  is  bringing 
them  a  big  volume  of  business.  Following  the  "Furniture 
Club"  idea  used  by  de|)artniental  stores,  a  "Furnace  Club" 
has  been  organized,  and  within  a  month  the  hundred  mark 
was  reached. 

"We  were  as  busy  in  July  as  we  ordinarily  would  bo 
in  October,"  said  Mr.  Ellis,  "and  we  have  about  80  men  at 
worU,  a  good  percentage  of  these  being  on  furnace  installations. 


OFFER 

IS  TO 

Those  Building 
Those  Buying 
Tliose  Taking  Out 
An  Old  Furnace 
Those  considering 
Hot.  Water  Heating 

Hecla  Furnace 

or 

PrestonBoiler 

lostalle  j  on  Credit 

Names  must  be  enter 
ed  upon  club  list  not 
later  than  Sept  1st. 
ACT  PROMPTLY 


Are  you  going  to  join  our 

FURNACE 
CLUB? 

This  offer  to  300  member.'^  of  having  a  Hecla 
Furnace  or  Prrston  Boiler  placed  in  their  homes 
on  the  Convenient  Club  Plan  of  Credit  Payments 
i.s  proving  the  biggest  success  of  any  offer  we 
have  ever  made  The  idea  is  a  new  one  and 
originated  by  us  We  have  already  had  several 
American  stove  journals  and  dealers  write  to  us 
asking  for  particulars  in  order  to  introduce  the 
same  idea  on  the  other  side 

ONLY  ONE  CONDITION 
That  You  Are  a  Property  Owner 
We  install  the  furnace  or  boiler  and  ozily  ask  a 
payment  down  after  the  work  is  completed.  The 
balance  of  payment  is  extended  over  9  months 
from  the  dat«  of  completion,  in  equal  instal 
ments,  or  monthly,  or  quarterly,  as  desired  by 
each  club  member. 

The  work  is  guaranteed  first  class  or  money  re 
funded. 

Call  at  the  store  and  talk  to  our  Furnace  Club 
Secretary,  or  write  or  telephone  for  fuller  par 
ticulars 

A.  WELCH  &  SON 

"Toronto'*  LArgcat  Stovf  S4of*" 

302-304  Queen  Street  West 


We  take  no  chance  in  selling  on  credit,  as  we  only  sell  to 
householders,  and  we  would  have  to  wait  for  some  of  our 
money  in  any  case.  Our  advantage  is  in  getting  a  big  increase 
in  furnace  trade  and  getting  it  in  advance  of  the  usual  time,  so 
that  we  can  handle  the  business  to  better  advantage.  By  tlie 
'•Furnace  Clul)"  plan  we  also  get  a  fair  price  for  our  work. 
Coni])etition  in  warm  air  heating  in  Toronto  lias  reached  a 
|>oint  where  the  work  has  to  be  scamped  to  get  any  jirofit  at 
all.  Furnace  Jobs  are  taken  as  low  as  $150.  By  our  plan 
avoid  this  competition  which  gives  such  a  bad  name  to  warm 
air  heating. ' ' 


CARPENTERS'   APRONS  GIVEN  AWAY. 

The  Mills  Hardware  Co.,  Barton  Street,  Hamilton,  have 
been  featuring  a  window  display  of  Atkins'  hand  saws,  the 
lower  ])ortion  of  the  window  being  devoted  to  saws,  while 
above  them  carpenters'  aprons  are  hung.  A  large  card  offers 
"an  aj)roii  free  with  every  Atkins  $2  handsaw." 

The  regular  price  of  the  aprons  is  25  cents,  and  they 
bear  both  the  manufacturers'  and  retailers'  advertising.  "Use 
Atkins  Sterling  Silver  Steel  Saws,"  and  "Made  for  the  Mil-S 
Hardware  (company"  in  large  letters. 

The  aprons  are  supplied  by  the  manufai  tin  rr  at  cost,  eon- 
se(]uently  the  Mills  Hardware  Co.  can  aftnul  to  give  one  with 
each  saw.  The  carpenters  apjireciate  the  gift  ami  do  not  seem 
to  mind  being  walking  advertisements,  judging  by  the  way 
the  i)remium  has  been  called  for  in  the  Mills  store. 

Other  retailers  are  adopting  the  same  ])lan,  the  Atkins  Co. 
supplying  the  ajirons  whenever  requested. 


FITTED  OFFICE  FURNITURE  WITH  SLIDING  SHOES. 

.IdliM  Hailes  Son,  Osliawa,  recently  secured  a  good  order 
for  sliding  furniture  shoes,  they  furnishing  sullicient  to  equip 
the  furniture  in  the  offices  of  the  McLaughlin  Carriage  Com- 
pany, one  of  the  largest  industries  in  that  growing  town. 

There  is  a  big  field  for  the  sale  of  furniture  shoes.  Every 
hospital,  hotel,  private  club,  public  library,  and  private  office 
should  have  the  desks,  beds,  lounges,  chairs,  etc.,  equipped  with 
the  shoes,  while  every  home  where  hardwood  flooring  or  rugs 


are  used  should  have  the  piano,  beds,  tables,  etc.,  fitted  with  the 
sliders. 

If  a  bright  clerk  is  sent  out  with  a  few'  sam}>]e  i>airs  in 
Ills  pocket  it's  pretty  safe  to  figure  that  he'll  earn  his  day's 
wages  in  the  spare  hour  he  spends  away  from  the  store. 


BALL  TEAM  ADVERTISES  RETAIL  STORE. 

Bernhardt  &  (iics,  I'rcstnii,  (Int.,  liavc  unil<Tt;i  ken  the  con- 
tract for  the  heating,  jilumbing,  metal  working,  etc.,  on  some 
buildings  at  Moose  Jaw,  the  contracts  running  up  into  several 
thousand  dollars,  and  the  work  being  done  by  men  sent  out 
from  J'reston  in  charge  of  Mr.  Gies. 

The  firm  held  their  second  annual  picnic  on  July  24,  it 
being  attended  by  their  employees  And  their  families,  amount- 
ing to  several  score. 

Bernhardt  &  Gies  have  a  ball  team  which  is  making  a  fine 
record  in  the  manufacturers'  league.  Most  of  the  players  are 
employed  in  the  store  and  workshop,  and  the  firm  supjilied  them 
with  suits,  etc.,  entailing  an  outlay  of  about  $'30.  This  is  con- 
sidered as  money  well  spent,  however,  as  the  store  is  getting  a 
big  ad.  as  a  result  of  the  team 's  work,  this  resulting  in  an  in- 
creased trade  in  the  sporting  goods  dei)artraent. 


GUMMED  LABELS  AND  ENVELOPES. 

W.  A.  Ii'.-iiiliiii,  Otta\\:i,  KTciitly  used  a  iln/rri  clothes  bas- 
kets as  a  "quick  change"  window  display,  the  baskets  cost- 
ing .$1.50  per  dozen  and  being  priced  at  25  cents  each. 

Parcels  going  out  from  Rankin's  store  bear  the  gummed 
label  shown  in  the  accompanying  illustration.  Half  the  label 
is  taken  up  with  Mr.  Rankin's  business  address,  while  space 
is  left  below  for  the  address  of  the  purchaser.  The  cost  of  the 
labels  is  repaid  many  times  over  by  the  prevention  of  losses 
from  mislaid  parcels. 


W.  A.  RANKIN 

HARDWARE  AND  HOUSE 
rURNISHINGS 


A10-A12  BANK  STREET 
PHONE  102a 


OTTAWA 


From 


W.  J\.  Rankin 


FINE  BDILDERS'  HARDWARE 
4i  TOOLS  &  CUTLERY  P 

410-412  BANK  ST.,  OTTAWA 
-  PHONE  1024  - 


Below  the  laliel  is  shown  a  reduced  form  of  a  small 
Manilla  envelope,  3x4  1-2  inches  in  size,  which  are  bought  in 
lots  of  15,000,  and  used  in  wrapping  up  small  articles,  such  as 
screw  eyes,  and  for  enclosing  screws  in  when  sold  with  hinges, 
etc.  The  envelope  is  a  labor  saver,  and  a  good  ad.,  as  it  is 
frequently  kept  for  months  by  the  purchaser,  being  thus  a 
constant  reminder  of  an  up-to-date  hardware  store. 


SATISFIED   CUSTOMERS   COME  AGAIN. 

Sylvester  Bros.,  Stouft'ville,  find  that  an  earnest  endeavor 
to  ])lease  customers  brings  trade  to  their  store.  When  an  arti- 
cle like  a  stove  or  washing  machine  is  sold  to  a  lady  customer 
they  take  particular  pains  to  see  that  the  customer  thorough- 
ly understands  how  to  operate  it  to  secure  satisfaction.  Then 
when  the  customer  visits  the  store  again  she  is  asked  how  the 
stove  or  machine  is  working,  if  any  trouble  has  been  experi- 
enced, or  if  the  customer  makes  any  comment  on  how  it  can 
be  worked  to  better  advantage  note  is  taken  of  these  points. 
Sylvester  Bros,  sell  Connor  washing  machines,  and  Connor  & 
Son  have  received  some  very  valuable  suggestions  as  a  result 
of  the  systematic  and  thoughtful  methods  used  by  the  Stouff- 
ville  firm. 
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Window  and  Newspaper  Ad vertistiii 


SILVERWARE  DISPLAY  AT  ACTON. 

By  R.  F.  Johnstone,  Acton. 

The  acconiiianyiug  cut  of  our  window  display  needs  little 
oxiilanation.  There  were  two  steps  used  in  the  window,  and 
back  of  these  a  false  back  was  used,  the  whole  being  covered 
with  black  cloth.  The  three  showcards  on  the  back  were  our 
own  make,  while  the  others  and  the  small  cards  were  supplied 
by  the  manufacturers.  Two  strips  of  circulars  were  pasted 
on  the  glass  on  each  side  of  the  frames.  Every  article  was 
ticketed  with  the  price,  which  is  in  our  minds  one  of  the  best 
selling  j^oints. 

We  also  have  an  8  ft.  silent  salesman  just  inside  the  store 
door,  and  it  is  kept  well  filled  with  all  kinds  of  silver  plate, 
as  is  also  one  counter  showcase. 


who  would  secure  a  fair  share  of  this  fall 's  business  in  tliis 
line  will  find  the  following  a  good  business-getting  display. 

Cover  the  ground  of  your  window  with  green  baize  or 
felt.  The  background  with  the  same,  if  you  can,  or  in  lieu  of 
green  use  white  cheese  cloth.  Secure  from  your  supply  house 
a  quantity  of  the  very  fine  advertising  matter  which  all  manu- 
facturers supply  gladly.  Hunting  and  pretty  water  scenes, 
such  as  sui^plied  by  the  Dominion  Cartridge  Co.,  Wm.  Chester, 
Remington,  ' '  Marlin ' '  fire  arms  companies,  help  make  up  an 
attractive  display. 

Hang  these  at  the  baclL^and  sides  of  your  window.  Then, 
on  the  back  and  side  hang  rifles,  guns,  game  and  cartridge 
bags  and  belts,  hunting  coats,  vests,  waders,  etc.  On  the 
bottom  display  cartridges  in  liig  pyramid  piles,  and  displaj'  a 
few  opened  boxes  of  the  various  kinds  stocked.     Small  rifle 


Display  of  Silverware  arranged  by  R.  F.  Johnstone,  Acton,  Ontario 


Starting  in  this  line  about  seven  years  ago,  with  a  stock 
of  not  over  .$25,  we  have  worked  up  our  trade  till  now  we 
carry  ten  times  that  amount.  We  consider  it  one  of  our  best 
l)aying  lines,  as  every  article  will  average  50  per  cent,  profit. 
The  best  seasons  are  June,  Sept.  and  December,  but  it  is 
selling  tliroughout  the  year  more  or  less.  We  advertise  it  dur- 
ing tliese  periods,  together  with  our  window  displays,  and  also 
iiiciiido  circulars  witli  all  parcels  going  out. 

Contrary  to  general  o])inion,  we  have  scarcely  any  trouble 
ko<'i)ing  it  clean.  Our  biggest  wonder  is  that  more  liardware 
men  are  not  taking  up  silverware  as  a  paying  department  in 
their  store. 


cartridges,  small  rifles,  hunting  knives,  hunter's  axes,  cartridge 
boxes,  revolvers,  gun  cleaning  implements,  re-loading  tools,  etc. 

Use  price  cards  about  11  x  14  inches  in  size  to  exploit  the 
various  lines  shown,  such  as  these: 

YOUE  HUNTING  COAT  IS  HEEE.  WE  FIT  EYEEl' 
MAN.    PEICES,  .tl.SO  TO  $8.00. 

OUE  LOADED  SHELLS  ARE  SUEE  KILLEES.  TEE 
BOX,  50c.  TO  85c. 

GUNS  TO  EENT.  1  DAY,  50c.;  PEE  WEEK,  $1.50.  ALL 
GOOD  GUNS. 

SPORTING  EIFLES,  ALL  CALIBEES.  EACH,  $12.50 
TO  .$45.00. 


A  "HUNTING  SUPPLIES  "  DISPLAY. 

By  W.  J.  Ulsey,  Winnipeg. 

Among  the  window  displays  whicii  never  fail  to  attract 
attention  and  get  business,  that  (if  hunting  supiilies  is  jiro- 
minont.  Wlictlier  a  man  goes  out  hunting  or  net  he  is  alwa\s 
interesteil  in  looking  at  sporting  goods.     The  hardware  man 


A  Fruit  Canning  Window  Display. 

Back  this  display  with  all  white,  and  bo  sure  that  it  is 
]iure  white.  Close  to  the  glass  and  not  too  high  U]i,  hsnig  a 
row  of  s])ring  balanc(>s.  At  the  back,  close  uji  to  tlie  ceiling, 
hang  a  row  of  enamel  kettles  of  various  sizes.  This  to  con- 
tinue right  across  the  end  also.  Continue  in  even  rows  toward 
the  bottom,  cullenders,  dippers,  saucepans,  kettles,  etc. 
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Uso  youT  host  qualitj^  ware  and  be  sure  that  every  piece  goods,  situr'  it  lias  in  its  composition  such  an  infinite  variety  of 

is  perfect.    On  the  bottom  at  the  front  place  a  row  of  enamel  articles,  j)ractically  all  of  which  can  V>e  utilized  in  laying  out 

spoons,  alon<^  with  a  disj)lay  of  scales  such  as  are  used  for  tasty  trims,  and  which  apjjcal  in  many  ways  to  the  eyes  of 

wei"hing  sugar,  fruit,  etc.  the  j)ublic.     Most  of  the  athletic  lines  have    a  variety  of 

I'ut  a  shelf  about  3  ft.  from  the  bottom  at  the  back,  and  on  articles  for  use  in  it  that  make  good  dislay  material,  and  a 

this   display   scales,   vegetable   cutters,   etc.       Measuring     or  clerk  of  average  intelligence  can  arrange  something  that  will 


-7" 


I 
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Sugg^ested  Layouts  for  Hunting  and  Canning  Supplies  Windows. 


graduated  eu])S,  funnels,  and  such  goods  to  be  shown  on  the 
bottom  at  the  back. 

For  this  display  use  the  following  cards: 

FRUIT  CANNING  SUPPLIP^S.  OUR  STOCK  IS  VERY 
COMPLETE.    WE  SELL  AT  EASY  PRICES. 

PRESERVING  KETTLES,  EACH  35c.  TO  $1.50. 

SCALES  TO  MAKE  SURE  OF  QUANTITIES.  PER  SET, 
^2M)  TO  $6.50. 

FRUIT  FUNNELS,  15c. 

STOVES  AND  FURNACES  CLEANED  NOW.  WILL  BE 
READY  FOR  THE  FIRST  COLD  SNAP.  WE  DO  GOOD 
WORK. 


draw  the  attention  of  the  passing  public  to  the  windows.  A 
retail  merchant  therefore,  misses  an  excellent  opportunity  of 
stimulating  trade  if  he  does  not  make  it  a  point  to  always 
figure  on  keeping  his  windows  filled  with  timely  trims  that  will 
interest  the  passerby  and  possibly  arouse  in  him  a  desire  for 
some  of  them  to  use  in  enjoying  his  own  particular  out-of-door 
pastime. 

In  the  vacation  display  made  by  the  Kelley  Hardware 
Company,  Duluth,  Minn.,  the  same  general  setting  remained 
in  the  window  for  some  time,  but  the  figures  were  changed 
about  and  various  lines  of  goods  were  displayed  from  time 
to  time.    The  trim  was  of  a  camping  outfit,  and  all  articles 


Camping  Scene  Window  Display  arranged  by  Kelley  Hardware  Co. 


CLEVER  TRIMMING  OF  SPORTING  GOODS. 

Window  disjjlays  at  any  time  are  invaluable  means  of 
advertising  the  goods  in  the  store,  and  the  dealer  who  neglects 
to  make  full  use  of  this  method  of  showing  some  "f  tlio 
ofl'erings  in  the  inside  of  the  store  at  all  times,  in  :ui  at- 
tractive and  jileasing  manner,  is  overlooking  an  o[iportunity 
to  get  himself  publicity  that  is  cheap  and  available  without 
much  of  an  expenditure  of  time  and  money. 

Especially  is  this  true  of  such  a  retail  stock  as  sporting 


included  in  the  camping  line  were  shown  to  some  extent  in 
the  trim.  These  included  baskets,  camp  kettles,  hammock, 
tents,  i)lates,  picnic  sets,  axes,  etc. 

For  several  days  the  figure  in  the  hammock  read  a  book 
while  the  other  held  a  fishing  rod  and  reel.  Another  time 
tlit>  man  in  the  hammock  was  examining  a  "large  revolver  while 
tlic  hoy  had  a  fish  exhibiting  it  as  his  catch.  On  the  last 
day  of  till-  trim  the  camp  was  shown  broken  up,  with  the  tent 
down  and  juit  in  pack  sacks,  and  the  two  figures  standing  with 
]>acks  on  tlioir  backs  reaily  to  move. 


CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


43 


Seasonable  Hardware  Advertising 

Readers  of  the  Journal  are  requested 
to  forward  samples  of  their  Ads., 
Circulars,  etc.,  to  the  Editor, 


TYPOGRAPHICAL  DISPLAY  OF  ADVERTISEMENTS. 
W.  H.  C,  in  Iron  Age  Hardware. 

Few  hardware  men  pay  any  attention  to  the  display  of 
newspaper  advertising,  yet  much  of  the  effectiveness  of  a  good 
advertisement  may  be  lost  in  the  typesetting. 

An  advertisement  that  fails  to  attract  the  reader's  eye 
stands  very  poor  show  of  ever  becoming  a  paying  investment. 
So!  Mr.  Hardwareman,  you  should  aim  to  make  your  adver- 
tisement attractive. 

How  can  you  do  it  ?  Take  a  little  care  in  preparing  your 
copy.    Familiarize  yourself  with  a  few  good  faces  of  type. 

Don 't  think  because  you  sell  hardware  you  should  not 
know  something  about  the  printing  art?  It  is  your  business 
to  know  everything  that  will  assist  you  in  getting  trade. 

If  you  write  your  advertising  copy,  know  how  to  display 
that  copy  so  it  will  bring  returns.  Newspaper  space  is  costly, 
but  it  costs  no  more  than  an  effort  to  make  that  same  amount  of 
space  pay. 

Most  hardware  men  leave  the  display  entirely  in  the  hands 
of  the  compositor.  This  is  wrong.  The  printer  may  know  a 
lot  about  his  business,  yet  his  ideas  of  display  won 't  sell  goods 
for  3'ou.  Some  of  the  poorest  specimens  of  tyj)ographieal  dis- 
play that  I  have  recently  reviewed  were  advertisements  of 
' '  print  shops. ' ' 

The  proof;  look  over  your  local  paper,  note  the  advertising 
columns,  90  per  cent,  of  those  advertisements  that  were  left 
to  the  compositor  for  display  fall  short  of  tyj)ographical  art. 
Fig.  1  shows  one  printer 's  idea  of  display,  and  to  the  hardware 


THE  CANNING  SEASON  IS  HERE 

so  ARE  WE — With  the  best  offer  ever  made  on 
Preserving  Kettles  in 

0|IYXT",i!:r.a'-ddEH|linELEDWiE 

The  ware  that  carries  the  guaTantee  of  satisfaction 

or  your  money  back 
TWO  STYLES  FOUR  SIZES 

OUR  GRAND  OFFER  WHILE  THEY  LAST 
75-C«nt  tlzn  at  49  cents  each  $1 .00  size  at  69  cents  each 

85<Cent  size  at  59  cents  each  $1 .25  size  at  79  cents  each 

With  each  kettle  sold  at  this  price  we  wUI  give  FREE  one  No 
110  tonft-handled  dipper.  This  nale  Is  now  on  at  our  store- 
Come  in  and  look  them  over. 

SPECIAL  ON  LAWN  MOWERS 

Regular  $3.75  at  $2.75 


Geo.  T.  Gadd  Hdw,  Co. 

225-227  Second  Avenue  ' 


The  Canning  (j) 
Season  Is  Here 

So  are  we  —  with  the  best  offer  ever  made 
on  preserving  kettles  in  Onyx  high-grade  triple- 
coated  enameled  ware— the  ware  that  carries  the 
guarantee  of  satisfaction  or  your  money  back. 


Our  Special  Offer  in  Pre$er?ine  Kettles 

7,S<-  Size.  4Qc  Each.  Si, oo  Size,  OOc  Each 
8,sc  Size.  5<Jc  Each.      $1.25  Size,  79c  Each, 


With  each  kettle  sold  at  this  price  we  will 
give  FREE  one  No.  no  long-handled  dipper 
The  sale  is  now  on — crime  in  and  look  them  over. 
During  this  sale  our  $3.7,5  lawn  mowers  go  at  $2.75. 

Geo.  T.  Gadd  Hardware  Company 

225-227  Svcond  A.v«. 


man  who  is  not  posted  on  typography  it  may  look  as  if  this  were 
the  best  bold  face  type  could  do,  yet  Fig.  2  shows  how  it  has 
been  imjiroved  upon. 

Pig.  3  shows  the  same  ad.  rewritten  in  6  inch  single  column 
size,  minus  the  lawn  mower  offer,  it  being  better  to  confine 
an  ad.  of  this  kind  to  one  special  line. 

In  Fig.  4  only  one  size  kettle  is  listed,  and  the  price  of 
that  one  size  is  made  prominent.  If  the  reader  wants  a  larger 
size  kettle,  this  attractive  price  will  tempt  him  or  her  to  come 
in  and  look  your  stock  over.  It  is  then  up  to  you  or  your 
sales  force  to  sell  this  prospective  buyer  other  articles  needed 
for  the  kitchen  comfort. 

Never  advertise  enamel  ware  as  "the  75-cent  size  49  cents 


Preserving 
Kettle? 


Here's  a  treat  for  the  econom- 
ical' A  sale  of  enameled  pre- 
serving kettles,  not  seconds,  but 
first  quality  "Onyx"  high-grade 
triple-coated  enameled  ware. 
Don't  trust  yourself  to  use  any 
but  perfect  enamel  ware  for 
preserving.  Don't  risk  the 
dangers  that  lurk  in  lightly 
coated  and  imperfect  kettles. 
Every  piece  of  "Onyx"  is  free 
from  any  poisonous  substance 
and  sold  to  satisfy  or  money 
back  To  make  you  acquainted 
with  this  ware,  we  will  place  on 
sale  500  preserving  kiettles,  2 
styles,  4  sizes,  and  until  sold 
give  Free  with  each  purchase  a 
long-handled  enameled  dipper. 
Better  come  early — they  will  not 
linger  at  these  prices- 


10  Qt.  Size   39c 

U  Qt.  Size  59e 
18  Ql.  Size  8  9c 

30  Qt.  Size  .  $  1.1  9 

Oadd  Hardware  Co 

225  Second  Ave. 


I  Preserving  i 


I 


Time. 


I 


How  about  your  pre- 
serving kettle^  No  need 
to  make  the  old  one  do. 
Here's  an  opportunity  to 
buy  first  quality  enameled 
preserving  kettles  at  prices 
others  ask  for  seconds. 
Come  in — have  a  look. 
This  10  qt.  first  quality 
kettle 


39c 


>.  I  *  Gadd  Hardware  Company 
^    \    I  227  Second  Ave. 


each."  Your  adverttsemout  tells  more  when  it  roads:  "14- 
quart  size  49  cents. ' ' 

Make  your  firm  name  as  short  as  possible,  long  names  are 
hard  to  remember.  Everything  that  helps  the  coijy,  helps  the 
disjilay.    Aim  to  hel|i  both. 

HERE  ARE  TWO  SUGGESTIONS  FOR  STOVE  ADS. 

A  FREE  TURKEY. 

with  a    Range  from  now  until  Thanksgiving  Day. 

Each  purchaser  of  a    Range  will  receive  a  fine 

turkey  free  of  charge.  This  offer  is  made  to  prove  the  baking 
and  coal  saving  qualities  of  these  famous  Ranges. 

  Ranges  will  make  your  cooking  easy,  your  meat 

juicy,  your  jiie  crust  flaky,  your  cookies  crisp  and  your  bread 
light. 

Prices  !^25.00  to  $55.00. 
DEALER  &  DEALER. 


THAT  NEW  RANGE. 

It's  not  a  bit  too  early  to  begin  tliinlung  about  the  new 
range  you  must  have  this  winter. 

We 've  already  put  our  sample  lines  on  the  floor. 

We'll  be  glad  to  have  you  come  in  and  look  them  over. 

Our  leader  is  the   ,  with  oven  thermometer,  cop- 
per reservoir  and  witii  or  without  warming  closet.  We  also 
carry  the    line. 

They  are  all  good  ones — the  best  you  can  buy  for  tlie 
money. 

Prices  according  to  size,  style  and  finish.  .$25.00  to  $55.00, 
.■ill  cdniiilete  and  set  U]i  in  yonr  lionie. 

DEALER  &  DEALER. 
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Paint  and  Varnish  Trades 


MAKING  THE  MOST  OF  OPPORTUNITIES. 
By  C.  M.  Lemperly. 

To  cmuiicrjitc  all  t.lic  ways  of  ail\ citising  a  paint  (l('|iait- 
ment  would  take  many  volumes.  But  to  emphasize  a  few  of 
the  best  ways  is  within  the  province  of  this  article.  There 
are  so  many  niercliants  who  overlook  the  simple,  effective  ways 
in  their  efforts  to  "  ^et  rich  quick"  and  shoot  at  a  long  diiftanec 
range.  The  most  eflicieiit  advertising  lies  near  at  hand,  but 
its  simplicity  often  obscures  it  from  the  retailer's  vision. 

The  mails  are  at  the  disposal  of  every  merchant  in  the 
country.  Yet  how  few  merchants  use  this  service — this  direct, 
short  cut,  effective  service?  Not  one  in  a  tliousaud  uses  it  to 
good  advantage.    What  is  the  reason? 

Tjetters  are  generally  conceded  to  be  an  old  way  of  get- 
ting business,  but  each  year  they  are  used  more  and  more,  be- 
cause retailers  are  finding  out  what  the  manufacturers  have 
been  claiming  is  true,  viz.,  that  the  personal  letter  is  the 
strongest  apjieal  between  merchant  and  consumer.  J  believe, 
and  I  know  from  experience  in  the  paint  game,  that  dea'ers 
swear  by  the  personal  letter  system  after  they  have  tested  it 
out. 

But  even  with  all  the  offers  made  by  manufacturers  to 
assist  tliein  in  this  service,  many  merchants  have  never  tried 
direct  mail  advertising.  In  the  paint  business  these  letters 
can  be  made  very  effective  by  the  color  sample  system.  By  that 
I  mean  that  a  little  envelope  of  samples,  pasted  to  the  end 
of  one  of  these  letters,  will  have  a  decisive  appeal  to  the 
recipient. 

1  know  of  cases  where  hundreds  of  farmers  have  come 
to  the  retail  store  after  receiving  such  envelopes  and  have 
ordered  ])aint  on  the  sjiot  by  holding  up  the  sample  color  slip 
whicli  happened  to  ajijioal  to  their  taste.  You  can  see  that 
this  little  featnic  adds  a  luiinan  interest  to  your  letter. 

Advertising  in  tlic  local  ncvvs]iapors  is  good  if  it  is  done 
consistently  and  jjersistently.  Jt  should  .suj)plement  tlic  direct 
mail  campaign.  Enough  space  to  tell  your  story  is  ail  you  nccil. 
If  you  can 't  get  electrotypes  from  manufacturers,  just  sit  down 
and  put  a  little  of  your  heart-stuff  on  the  sheet  of  ]iai)er,  read 
it  over,  inject  human  interest  into  it,  then  have  it  inojierly 
displayed  in  type,  with  a  small,  neat  border. 

Make  your  ads.  interesting  above  all  else;  tell  what  can 
be  doiK!  in  a  decorating  way,  how  the  floors  can  be  made  to 
shine  like  new,  how  the  shabby  chairs  can  be  brightened  up, 
how  the  property  can  be  protected  against  the  weather,  the 
storms  and  the  ravages  of  time.  All  these,  while  facts,  still 
have  an  a])|>aling  interest,  ff  small  space  will  tell  your  story, 
use  it. 

Personal  Solicitation. 

I  know  of  one  dealer  who  follows  ])ersonally  every  build- 
ing permit  in  his  town,  every  new  building  operation,  and 
when  he  can't  find  these  he  goes  around  and  takes  a  me- 
morandum of  houses  that  need  painting  or  repainting.  Then 
he  finds  some  "local  color"  matter  and  i)Uts  it  up  to  the  own- 
ers in  such  a  way  that  they  look  at  painting  ditfcrently  and 
see  the  economy  and  not  the  first  cost. 

It  is  always  ])rofital)le  to  develop  painters"  business,  Iw- 
cause  you  can  sell  large  orders  to  this  class  of  people.  The 
painting  contractors  are  readers  of  national  advertising,  and 
if  they  become  interested  in  the  line  you  are  handling  they 
will  come  to  you.  But  let  them  know  what  you  are  selling, 
why  it  is  the  best  for  their  use,  how  they  will  build  a  lasting 
business  by  tying  up  to  your  line. 

Cultivate  the  painter's  friendship  and  get  all  the  pointers 
you  can  from  him  about  the  working  of  varnish,  the  "devil- 
tries" and  ways  to  overcome  them,  the  uses  of  different  var- 
nishes for  different  purposes,  etc.    You  will  be  called  ujion  to 


answer  sucii  (juestions  and  tiie  more  practical  knowledge  you 
have  the  greater  success  you  can  make. 

T  know  of  j)ractical  painters  who  have  seen  their  oppor- 
tunity, gone  into  the  retail  business,  and  made  a  big  success, 
because  they  knew  the  way  to  take  the  prospect  out  in  the 
yard  and  ai)j)ly  the  goods;  how  to  make  demonstrations,  fence 
tests,  etc. 

Be  i)ractical.  If  you  and  your  clerks  can't  find  the  way 
to  learn  the  ins  and  outs  of  the  paint  and  varnish  game  by 
every  day  experience,  write  to  manufacturers,  study  their 
literature,  and  post  j-ourself  in  that  way. 


PAINTS  IN  HARDWARE  STORES. 
By  John  Bowman. 

"Does  it  pay  to  sell  paint  in  a  hardware  store?"  Yes. 
you  bet  it  does — if  the  hardware  man  will  give  it  a  little  at- 
tention. Place  your  stock  in  a  conspicuous  part  of  your  store. 
Don 't  put  it  in  the  back  of  your  store,  in  the  cellar,  or  under 
the  counters.    Put  it  "right  up  front"  where  it  belongs. 

That  old  advice,  "Know  thyself,"  may  aptly  be  para- 
phrased "Know  thy  Paints."  Learn  the  history  of  each  kiad 
and  its  uses,  whether  inside  or  outside.  You  can  give  quite 
a  "spiel"  on  a  pocketknife  or  on  a  cook  stove — why  not  on 
paintf  To  really  know  a  line  it  may  be  necessary  to  make 
several  trips  through  the  factory. 

Advertise  one  kind  of  paint  at  a  time;  do  it  in  such  a 
way  that  your  customers  will  have  confidence  in  you,  -jur 
store, — and  your  paints.  Push  paint — don't  let  your  stock  start 
sliding  toward  the  back-door,  "a  dead  one  into  the  alley'' — 
l)ut  make  it  a  live  member  of  the  procession  that  waltz.'S 
merrily  out  the  front  door. 

The  value  of  window  displays  has  been  acknowledged  for 
so  long  a  time  that  it  is  hard  to  believe  there  are  any  retail 
dealers  of  any  line  who  neglect  this  phase  of  advertising — yet 
it's  true.  Don't  neglect  the  window  disjdays — the  index  to 
your  store. 

Watch  your  stock.  The  secret  of  success  here  is  in  not 
carrying  too  many  colors,  and  in  always  having  enough  of 
each  body  color  on  hand  to  do  one  job.  The  average  house  re- 
quires from  six  to  eight  gallons — therefore  you  should  have 
from  six  to  eight  gallon  cans  of  each  popular  body  color  always 
in  stock,  with  a  few  halves  and  quarts.  If  you  let  your  stock 
run  down  smaller  than  this  you'll  lose  business,  for  very  often 
paint  is  bought  at  the  moment  the  user  wants  to  apply  it,  and 
he  '11  go  elsewhere  rather  than  wait  until  you  get  it.  The  best 
way  to  keep  down  ijpour  stock  is  to  limit  your  number  of  shades. 
In  towns  the  size  of  my  own  (3,000  to  5,000  people)  ten  to 
fifteen  colors  are  sufficient. 

If  those  hardware  men  who  are  asking  that  question, 
"Does  it  pay  to  sell  paint  in  a  hardware  store?"  will  follow 
these  methods  they'll  find  that  it  does  pay — I  did. 


HOW  TO  APPLY  CHEAP  PAINT. 

A  party  brought  some  paint  some  time  since  to  beautify 
his  house,  and  it  wasn't  long  before  lie  was  back  at  the  store 
with  a  kick  that  could  be  heard  further  than  a  yelp  over  a 
long-distance  telephone. 

"That  jiaint  you  sold  me  was  no  good,"  he  shouted  to  the 
proprietor  of  the  store.  "Every  darned  bit  of  it  has  peeled 
off  the  house! ' ' 

"There  wasn't  anything  the  matter  with  the  paint,"  was 
the  defensive  reply  of  the  dealer.  "You  must  have  put  it  on 
wrong. ' ' 

"I  know  T  did,"  (piickly  responded  the  ]uircliaser.  "The 
only  way  to  make  i>aiiit  of  that  kind  stick  is  to  nail  it  fast 
witii  carpet  tacks  " 
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"DOPING"  LINSEED  OIL  AND  PAINT. 
By  V.  W.  Hartman. 

There  are  traps  set  on  every  side  to  catch  the  unwary 
imint  dealer.  Some  of  the  traps  are  cleverly  baited,  others 
have  so  clumsy  a  bait  there  is  little  danger  from  them. 

The  most  widely  used  bait  just  at  present  is  the  offer  to 
supply  dealers  with  a  cheap  substitute  for  pure  linseed  oil. 
They  are  invited  to  order  a  sample  barrel,  get  a  local  painter 
to  try  five  or  ten  gallons,  and  if  he  can  detect  any  difference 
fiom  pure  linseed  oil — finds  it  inferior  in  any  respect — just 
return  the  barrel  less  the  amount  used  "and  get  your  money 
back." 

The  letters  are  cleverly  written  and  most  plausible,  and 
are  calculated  to  appeal  to  the  cupidity  supposed  to  exist  in 
the  mind  of  the  average  dealer.  Actually,  these  letters  are  an 
insult  to  the  intelligence  and  honesty  of  the  retail  dealer. 

There  is  no  known  substitute  for  linseed  oil.  We  all  know 
this  to  be  a  fact. 

And  the  moment  any  of  these  cheap  "paint  oils"  are  used 
trouble  commences  to  incubate  and  later  develops  into  a  lusty, 
healthy  bunch  of  trouble  for  the  dealer  selling  it. 

One  of  the  largest  manufacturers  of  pure  linseed  oil  re- 
ports that  fully  80  per  cent,  of  the  samples  of  linseed  oil 
sent  them  for  analysis  are  impure,  i.  e.,  "doped." 

Also,  that  the  only  difference  between  them  and  the 
numerous  so-called  "Paint  Oils"  and  linseed  oil  substitutes 
is  that  the  latter  (not  masquerading  under  the  name  of  Lin- 


Actual  photograph,   showing  results   from   pai'^'ing  with  "doped'' 
linseed  oil.  xig 

seed  Oil,  but  advertised  and  sold  under  fancy  names)  are 
more  heavily  doped  or  adulterated. 

There  is  no  question  but  that  the  high  price  of  pure  lin- 
se('(l  oil  is  responsible  for  this  unhealthy  activity  on  the  lyait 
of  those  who  would  foist  their  nostrums  on  the  consumer, 
using  the  dealer  as  a  cat's-jjaw,  and  it  is  up  to  every  dealer 
wlio  values  his  reputation  and  the  future  prosperity  of  his  paint 
trade  to  steer  clear  of  all  but  known  brands  of  pure  linseed 
oil. 

.VnotluT  trap  is  the  allurement  held  forth  to  the  dealer 
In  put  in  a  line  of  cheap  paints.  He  is  told  that  people  will 
not  pay  the  price  a  first-class  paint  commands,  and  is  advised 
to  put  in  the  cheap  brand  to  "take  care  of  trade  to  whom 
he  cannot  sell  his  high-grade  paint,"  the  evident  theory  of 
tliose  behind  such  schemes  being  that  the  dealer  can  get  the 
paint  trade  "coming  or  going." 

The  far-sighted  dealer  will  not  "fall"  for  such  a  line  of 
argument.  lie  knows  it  spells  ruin  for  his  paint  business. 
Tt  means  in  the  end  a  list  of  disgruntled  and  disgusted  cus- 
tomnrs.  The  reaction  is  especially  severe  because  he  has 
acf|uired  a  reputation  for  selling  good  paints — paints  that 
render  satisfactory  service.  This  is  smashed  to  smithereens 
liy  chea})  paints  in  no  time,  because  they  are  made  to  sell,  not 
to  -svcar,  and  the  makers  arc  only  concerned  in  getting  them 
into  the  ili'alcr's  hands. 

In  times  like  the  |)rosent  there  is  often  a  tendency  to  seek 
tlir  ''iiiK;  of  least  resistance"  and  drift  with  the  tide.  Our 


best  writers  are  calling  attention  to  gross  abuses  in  many  lines 
of  industry.  The  textile  manufacturers,  we  are  told,  are  sell- 
ing "pure  wool"  fabrics  that  have  no  vestige  of  wool  in 
them.  "Pure  silk"  is  made  from  cotton,  chemically  treated 
so  that  it  defies  any  one  not  an  expert  to  tell  it  from  the 
genuine. 

That  the  paint  industry  should  pass  through  this  period  and 
escape  such  practices  on  the  part  of  the  unscrupulous  is  not 
probable,  and  for  this  reason  a  word  of  caution  now  is  felt 
by  the  writer  to  be  not  out  of  -place.  We  all  know  that  re- 
putable paint  manufacturers  are  a  unit  in  discouraging  any 
deviation  from  their  established  policy  of  manufacturing  only 
high-grade  paints  and  finishes  that  will  build  and  maintain 
for  the  dealer  a  stable  and  satisfactory  business.  That  dealers, 
as  a  rule,  appreciate  this  attitude,  and  lend  their  help  to  the 
jjaint  manufacturers,  is  a  fact  gratifying  to  every  one  con- 
nected with  the  paint  business  and  alive  to  its  best  interests. 

MANUFACTURE  OF  PAINT  BRUSHES. 

Address  by  T.  H.  Miles,  Boeckh  Bros.  Co.,  Toronto,  at 
Master  Painters'  Convention. 

Paint  brushes,  and  by  this  I  mean  all  kinds  of  painters' 
brushes,  should  always  be  made  of  good  quality  bristles,  and 
this  is  equally  as  important  as  the  process  of  manufacture. 

Boar's  hair,  commonly  called  bristle,  is  gathered  by  the 
peasants  of  Germany,  Russia  and  China,  and  is  quite  an  im- 
portant industry.  At  certain  times  of  the  year  the  boars  rub 
themselves  against  the  tree  trunks,  causing  the  bristles  to 
shed,  and  same  is  generally  gathered  in  these  places.  The  hair 
is  then  bundled,  and  in  a  very  dirty  and  matted  shape,  is  sold 
to  the  dressers  at  the  different  markets,  who  put  it  through 
various  processes  of  washing  and  sorting,  and  it  is  then  sold 
to  the  manufacturer. 

This  is  the  case  with  most  of  the  China  bristles,  but  the 
Russian  and  German  kinds  are  very  often  received  in  a  raw 
or  unclean  condition.  The  white  French  bristle,  which  is  used 
in  the  best  varnish  brushes,  is  well  dressed,  and  fine  clean  stock 
when  marketed  by  the  dressers. 

A  well  equipped  brush  factory  must  be  in  a  position  to 
wash,  clean  and  sort  bristles  when  received,  and  this  must  be 
thoroughly  done  before  the  hair  is  ready  to  be  used.  Most  of 
you  know  how  brushes  are  made.  The  flat  brushes  are  com- 
monly nailed  in  metal  ferrules,  and  the  ovals  are  held  by  a 
handle  or  plug  driven  into  the  steel  or  wire  ferrules.  There  is 
also  a  new  process  of  manufacturing  flat  paint  brushes  by  the 
use  of  the  compressed  ferrules  as  used  on  Boeckh 's  "Steel 
Grip ' '  brushes. 

There  are  many  different  kinds  of  cements  used  for  hold- 
ing the  bristles  in  the  ferrules,  all  of  them  being  of  a  more 
or  less  similar  composition,  there  being  few  kinds  of  cement 
that  will  hold  the  bristles  in  a  brush  securely. 

The  Care  of  Brushes. 

A  well  made  brush,  whether  oval  or  flat,  paint  or  varnish, 
or  kalsomine,  one  made  of  the  best  black  or  white  bristle, 
will  give  excellent  satisfaction  and  may  be  used  till  the  bristle 
is  worn  completely  down — if  the  brush  is  broken  in  in  the 
right  way  and  kept  clean  after  being  in  use. 

Many  painters  have  an  idea  that  a  brush  must  be  soaked 
in  water  before  use — this  I  would  strongly  protest  against,  as 
the  bristles  lose  their  spring  or  elasticity,  and  the  handle  is 
apt  to  become  swollen,  breaking  the  ferrule  and  making  the 
brush  useless. 

A  brush  should  never  be  allowed  to  stand  either  on  the 
handle  or  the  hair — in  the  former  case  the  paint  or  kalsomine 
will  run  down  into  the  brush,  which  will  make  the  bristle 
spread  and  open  up,  and  leave  it  very  difficult  to  be  cleaned 
out.  A  brush  stood  on  the  bristles  will  soon  become  out  of 
shape  and  may  require  quite  a  bit  of  using  before  it  regains 
its  natural  state,  though  this  may  easily  be  done  by  steaming 
and  otherwise  treating  the  bristles. 

A  brush  should  never  be  used  other  than  for  the  purpose 
it  is  made  and  a  great  deal  of  trouble  results  from  paint 
brushes  being  used  dry  as  dusters,  and  flat  paints  being  used 
in  kalsomine,  and  also  through  brushes  being  used  in  liquids 
which  dissolve  or  affect  the  cement. 
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Stoves  and  Housefurnishin^s 


AT  THE  TORONTO  EXHIBITION. 

Tlic  Gurney  Foundry  Co.,  Toronto,  .nnl  tho  Hamilton  Stove 
and  Heater  Co.,  Il.-niiilton,  and  tho  Enterprise  Foundry  Co., 
Sackvillc,  N.B.,  are  three  stove  manufacturers  who  will  not 
exhibit  at  tho  Canadian  National  Exliibition  this  year.  The 
official  list  of  exhibitors  will  not  be  printed  until  Au<,nist  20, 
however. 

Moffat  Stove  Co.,  Weston,  will  have  their  new  gas  range 
and  several  other  improvements  in  their  lines  on  display. 

McClary  Mfg.  Co.,  London,  will  have  a  large  space  in  which 
to  show  their  Sunshine  and  Eadium  warm  air  and  combination 
furnaces,  Pandora  coal  and  wood  ranges,  Famous  base  burn- 
ers, Interchangeable  coal,  wood  and  gas  ranges,  and  many 
other  of  their  varied  line  of  heating  and  cooking  goods. 

James  Stewart  Mfg.  Co.,  Woodstock,  will  display  their 
"Good  Cheer"  and  "Equator"  circle  water  pan  furnaces,  as 
well  as  their  latest  lines  of  steel  and  cast  ranges. 

Canadian  Heating  and  Ventilating  Co.,  Owen  Sound,  will 
show  their  line  of  Empire  Queen  and  Empire  Steel  ranges, 
Joy  malleable  ranges.  Empire  Oak  heaters.  Empire  King  fur- 
naces, and  registers,  including  the  latest  additions  to  their 
line. 

Supreme  Heating  Co.,  Welland,  will  demonstrate  their 
Supremo  coal  and  gas  ranges,  and  offer  to  prove  how  the 
"Supreme"  range  saves  .TO  per  cent,  of  a  customer's  fuel  bill. 

D.  Moore  Co.,  Hamilton,  will  display  their  new  I  X  Ij 
Treasure  gas  and  coal  combination  ranges,  in  both  square  and 
reservoir  types.  For  country  trade  they  will  show  their  British 
B.  Treasure  steel  range,  in  semi  plain  style.  It  has  a  tile  back 
and  a  large  fire  box,  capable  of  taking  24  inch  wood.  Their 
Sovereign  Treasure  steel  range  will  also  be  shown  in  three 
styles  with  tile  backs,  this  range  having  increased  nickle  plat- 
ing this  year.  An  improved  oven  door,  etc.,  will  be  shown  on 
the  Domestic  Treasure  steel  range,  while  two  new  sizes  have 
been  added  to  the  new  cheap  line  of  oak  stoves  introduced 
last  year.  In  base  burners  an  im])roved  urn  will  be  seen,  they 
showing  their  linos  of  Art,  Empire,  Crown  and  Euby  Treasures. 
A  new  to]),  ca)iable  of  taking  a  tea  kettle,  has  also  been  added 
to  tho  Chamjiion  Treasure  natural  gas  heating  stove. 

James  Smart  Mfg.  Co.,  Brockville,  will  feature  their  Kel- 
sey  warm  air  generator,  along  with  their  new  Tropic  furnace, 
Quebec  heaters,  etc. 

Findlay  Bros.,  Carleton  Place,  will  display  their  new  Regal 
Favorite  range  along  with  their  full  line  of  steel  and  cast 
ranges.  The  Regal  is  recommended  as  a  leader  for  country 
trade,  having  a  beautiful  tile  back  and  being  built  on  com- 
mendable lines. 

Burrow,  Stewart  &  Milne,  Hamilton,  will  again  show  their 
big  lino  of  ".lowol"  furnaces,  coal,  wood  and  gas  ranges, 
featuring  the  new  low  furnace,  which  has  attracted  a  lot  of 
attention  since  it  was  introduced  a  few  months  ago. 

Clare  Bros.,  Preston,  who  have  brought  out  a  new  Jlecla 
furnace  fitted  with  a  horseshoe  water  pan  this  year,  will  also 
exiiibit  their  other  Tlecla  and  Standard  furnace  and  heater 
linos,  as  well  as  their  many  styles  of  Peninsular  ranges,  in- 
cluding their  now  stool  range  the  Paragon  Peninsular. 

Pease  Foundry  Co.,  Toronto,  will  not  show  their  hot  water 
and  steam  boilers  this  year,  confining  their  exhibit  to  their 
hot  air  and  combination  furnaces,  and  their  steam  heating  and 
ventilating  systems  for  schools. 


PROF.  GRAHAM  BELL'S  ICE  STOVE. 

Dr.  Alexander  Graham  Bell,  inventor  of  tlie  t(>lophone  and 
many  other  things,  is  this  summer  working  on  a  cold  air  sys- 
tem of  making  life  in  city  houses  in  the  summer  time  endur- 
able.   The  results  of  his  investigations  have  been  that  he  has 


maintained  a  temperature  of  6.5  degrees  in  an  improvised 
study  in  his  Washington  home,  has  luxuriated  in  this  ideal 
temperature,  while  others  forced  to  remain  in  the  heat  of  the 
national  capital  have  sweltered. 

Dr.  Bell's  refrigerating  system  is  a  modification  of  the 
"ice  stove"  invented  some  years  ago  by  Willis  J.  Moore,  chief 
of  the  Weather  Bureau.  In  Mr.  Moore's  ice  stove  the  process 
was  reversed  and  ice  was  fed  instead  of  coal.  A  current  of 
air  was  passed  through  it  and  into  the  living  rooms  of  a  house. 
This  cold  air  had  a  certain  effect  in  lowering  temperatures,  but 
it  was  found  that  the  cold  air  soon  escaped  and  the  original 
temperatures  returned. 

Dr.  Bell  has  just  returned  from  a  trip  around  the  world. 
In  many  tropic  countries  he  was  surprised  to  note  that  no 
effort  was  made  to  reduce  temperatures.  In  none  of  the 
houses  of  the  tropics  is  the  temperature  less  than  the  normal 
shade  heat.  Dr.  Bell  held  that  by  taking  thought  this  condi- 
tion might  be  improved  upon. 

Tie  returned  to  Washington  just  at  the  beginning  of  the 
summer.  The  ice  stove  suggestion,  couided  with  his  observa- 
tions abroad,  and  a  desire  to  remain  comfortably  in  Wa^hing- 
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Cold  Air  Supply  Pipes  to  Prof.  Bell's  Room. 


ton  for  a  time  to  look  after  his  interests,  led  to  cold  air  ex- 
periments. He  soon  decided  that,  while  the  ice  stove  produced 
cold  air,  the  ordinary  apartment  was  not  fitted  for  retaining 
it.  It  is  a  well-known  fact  that  cold  air  is  heavier  than  warm 
air.  Everybody  has  noticed  that  when  a  window  is  opened 
in  a  room  in  cold  w-eather,  the  feet  of  tlie  occupants  soon  feel 
the  cold,  while  the  room  is  still  warm  higher  up.  The  admitted 
cold  air  has  fallen  to  the  floor. 

More  exact  exact  experiments  jirove  more  conclusively  the 
greater  weight  of  cold  air.  Cold  air  may  be  poured  into  a 
bucket  and  be  carried  about.  It  is  much  like  water  or  any 
other  of  the  liquids.  Being  heavier  than  warm  air,  however, 
it  has  a  tendency  to  spread  out  as  water  would  unless  re- 
strained. So,  when  cold  air  is  poured  into  the  ordinary  cham- 
ber, it  flows  out  through  the  doors,  the  windows  or  any  other 
leaks  that  may  exist  in  the  given  apartment.  All  houses  are 
built  open  at  the  floor  level.  They  will  not  retain  the  cold 
air.  An  attempt  to  keep  cold  air  in  them  is  as  useless  as  an 
attempt  to  keep  water  in  a  bucket  full  of  holes. 

Such  were  the  conclusions  which  Dr.  Bell  reached.  Then 
tho  idea  occurred  to  him  of  finding  a  receptacle  for  his  cold 
air.  On  the  ground  floor  of  his  house  is  what  was  once  a 
swimming  tank.  It  is  built  to  hold  water.  He  decided  that 
it  would  hold  cold  air. 

Dr.  Bell  discarded  the  original  ice  stove  and  arranged  a 
large  ice  box  of  his  own  design.    Air  pipes  lead  into  this  ice 
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box,  and  lead  from  it  into  the  bottom  of  the  empty  swimming 
tank.  Into  this  lead  pipe  is  placed  an  electric  fan,  which 
regulates  the  flow  of  air.  When  the  fan  is  started  it  draws 
air  through  the  ice  box  and  conducts  it  to  the  bottom  of  the 
swimming  tank.  The  tank  is  filled  with  cold  air  just  as  it 
might  be  filled  with  water.  To  be  sure  a  certain  amount  of 
the  cold  air  comes  in  contact  with  the  warm  air  at  the  top 
and  is  carried  away.  But  a  small  current  constantly  coming 
in  from  below  replaces  it,  and  the  room  is  kept  at  the  desired 
temperature. 

Dr.  Bell  set  the  scale  of  the  desirable  temperature  at  65 
degrees.  This  is  regarded  as  the  ideal  degree  of  heat  and 
cold  for  the  well-being  of  man.  lie  regulated  his  fan  in  such 
a  way  that  it  would  keep  a  sufficient  current  of  cold  air  com- 
ing into  the  room  to  maintain  this  temperature.  He  moved 
his  easy  chair,  his  study  table  and  his  couch  into  the  old 
swimming  tank.  There  he  is  spending  the  hot  weeks  in  ideal 
comfort,  with  the  thermometer  at  90  and  above.  Once  in  three 
days  the  ice  box  requires  refilling,  taking  200  pounds.  This 
and  the  current  required  to  keep  the  small  fan  going  is  the 
sum  total  of  the  expense  of  maintaining  the  cold  air  plant. 

Dr.  Bell  holds  that  he  is  establishing  a  principle  upon  which 
may  be  based  a  practical  plan  for  refrigerating  a  portion  of 
any  city  house.  In  almost  any  house  there  is  some  room  that 
may  be  adapted  to  the  scheme  of  containing  cold  air.  Any  man 
may  arrange  himself  an  apartment  where  he  can  regulate  his 
climate  to  suit  himself.  The  expense  of  this  made-to-order 
climate  for  an  entire  summer  will  be  less  than  a  single  week's 
end  at  a  watering  resort.  Dr.  Bell  believes  that  the  future 
will  witness  a  general  application  of  this  method  of  overcom- 
ing summer  lieat  discomfort  through  taking  thought. 

The  illustration  shows  Prof.  Bell's  summer  study,  with 
the  piping  system  which  supplies  him  with  cold  air. 

Pipe  A  discharges  at  A  cold  air  from  an  ice-box  B  into 
the  lower  jjortion  of  the  swimming  pool.  In  the  pipe  A  is 
placed  an  electrically  operated  fan  C,  which  receives  the  air 
from  the  ice  box  B,  which  may  be  an  ordinary  ice  box,  and 
the  air  in  the  pipe  D  leading  to  the  box  B  for  supplying  fresh 
air  has  a  suitable  valve  E,  by  which  the  supply  of  fresh  air 
may  be  regulated.  The  drawing  shows  the  ice  box  in  a  small 
room  adjoining  the  swimming  pool. 


HOW  GRANDAD'S  CLOCK  WORKED  WONDERS. 
By  Josiah  Crabtree. 

I  bought  it  in  a  junk  shop,  an  old  fashioned  wooden  cased 
clock,  probably  made  about  one  hundred  years  ago,  and  it  was 
such  a  curiosity  that  some  of  my  friends  suggested  my  stand- 
ing it  in  the  store  near  the  front  window,  where  it  would  be 
visable  from  the  street. 

The  summer's  day  was  unusually  still.  Not  a  customer 
disturbed  the  quiet;  a  few  flies  shrilled  dismallj'  as  they  vainly 
tried  to  escape  frm  the  sticky  fly  paper.  I  stood  behind  the 
counter  at  the  front  of  the  store  and,  all  at  once,  the  ticking 
of  the  old  clock  attracted  my  attention.  I  looked  at  it  and 
thought,  "Well,  you  blamed  old  time  killer,  you  have  certainly 
got  a  good  con.stitution  to  keep  in  the  ring  these  many  years. 
I  wonder  what  Grandad  would  think  to  look  at  you  now?" 
Then,  like  a  flash  it  came  to  me,  "What  would  Grandad  do? 
Would  he  stand  here  like  an  egg  and  wait  for  something  to 
turn  up,  or  would  he  get  out  and  do  the  turning  act  him- 
self?" 

"  IIow  did  (Irandad  get  the  business  in  your  day,  old  fel- 
low?" I  asked,  half  to  myself  and  half  to  the  old  clock. 
"Say,  he  had  a  cart  and  a  team  of  horses  and  he  went  around 
the  country  pretty  near  wherever  he  pleased  and  he  had  the 
goods  with  him  and  sure  made  the  coin." 

"What  in  blazes  am  I  standing  here  for,  nothing  doing, 
nor  in  sight,  and  only  the  breeze  blowing  into  the  store? 
I'm  going  to  look  into  this  idea  at  once  while  the  spirit  moves. 
This  dignity  of  jjlaying  the  gentleman  to  an  enijity  house  is 
costing  me  too  dear,  and  I'm  going  to  get  active  at  once." 

Xow  Grandad  was  mostly  a  peddler,  and  that  isn't  in 
line  with  this  most  modern  time,  thought  I.  What  I  want 
is  to  be  a  salesman.  "Say,  you  mutt"  (to  myself)  "wliy 
couldn't  you  give  a  practical  demonstration   on  wheels  and 


make  a  hit?    Show  'em  just  what  can  be  done  in  a  five  by 
ten  room,  and  how  easy  it  would  be  to  turn  the  trick?" 

The  longer  I  thought  of  this,  the  more  the  idea  appealed 
to  me,  and  the  ptroposition  gradually  assumed  a  more  definite 
form  as  I  studied  over  the  matter.  "With  the  store  as  a  base 
of  supplies  from  which  to  work,  and  from  where  articles  for 
repairs  can  be  obtained  on  short  notice,  why  am  I  not  in  a 
better  jjosition  to  meet  daily  demands  than  the  big  catalogue 
houses,"  I  queried?  Yet  I  have  not  done  so  to  any  great  ex- 
tent. Why? 

When  the  customers  come  into  the  store,  they  see  the  dif- 
ferent fixtures  or  articles  located  separately,  but  seldom  as- 
sembled in  working  order  for  daily  use.  They  might  have 
an  idea  of  what  these  things  ought  to  do,  but  they  do  not 
realize  just  exactly  what  can  be  accomplished  when  things  are 
properly  set  for  the  day's  business. 

If  peo]5le  can  demonstrate  in  a  window  to  a  crowd,  why 
can 't  I  do  the  same  thing  on  wheels.  That  night,  at  supper, 
I  told  my  story  to  my  wife  and  she  said,  "Why  not  put  in  a 
gasoline  stove  and  fix  up  a  table  and  a  sink  and  have  a  small 
locker  at  the  side,  cover  the  whole  thing  and  take  me  along 
to  do  the  baking,  while  you  do  the  talking  to  the  folks.  I'll 
do  the  practical  work  and  you  get  the  orders. ' ' 

' '  Two  heads  are  better  than  one,  as  the  old  saying  goes, 
and  we  '11  try  it  out  if  you  are  game, ' '  I  rej^lied.  So  I  went 
to  work  planning  on  the  contraption.  Got  a  large,  light  de- 
livery waggon  and  had  a  platform  built  so  that  it  gave  me  a 
flooring  about  four  and  one  half  by  nine  feet  in  size.  Light 
framework  and  a  good  canvas  cover  completed  the  traveling 
room. 

Under  the  waggon  I  slung  a  small  tank  (air  tight),  to 
which  I  attached  rubber  hose,  and  set  a  light  force  pump  in 
the  room  at  the  side  of  a  small  sink  to  which  there  was  a  drain 
pipe  running  down  through  the  floor. 

I  connected  the  tank  so  that  it  could  be  filled  readily 
from  a  well  or  stream,  and  there  I  had  a  small  pneumatic  sys- 
tem on  wheels  along  with  the  rest  of  the  fixtures.  In  the 
room  was  a  gasoline  stove,  with  an  oven  and  all  the  other 
attachments.  A  drop  table  gave  the  cook  (my  wife)  plenty 
of  room  on  which  to  work,  and  a  small  but  very  complete  cup- 
board was  directly  over  the  table.  A  camp  chair  or  two  was 
also  thrown  in  for  effect  and,  with  several  of  different  lines 
of  small  specialties,  we  were  ready  to  make  the  trip.  One 
fine  sunny  morning  just  after  sunrise,  we  set  out  behind  a 
span  of  good  horses,  driving  at  a  fair  trot,  for  the  whole  ar- 
rangement did  not  make  a  heavy  load. 

Did  I  decorate  the  sides  of  the  room  with  ads?  I  cer- 
tainly did  not,  for  I  desired  to  sirring  the  affair,  in  all  its 
glory,  when  I  arrived  at  each  place.  We  drove  several  miles 
before  we  made  up  our  minds  to  make  a  trial.  Passing  along 
a  certain  road  we  saw  several  men  at  work  in  the  harvest 
fields.  "Pull  up  at  the  side  of  the  road,"  said  my  wife  to 
me,  "and  we  will  make  some  coffee'  and  drop  cakes."  So, 
as  she  got  to  work,  I  went  out  into  the  fields  and,  when  I  came 
to  where  the  men  were  working  I  said,  "Come  and  have  dinner 
with  me,  boys."  They  thought  it  was  some  kind  of  a  "con" 
game  at  first,  but  when  I  assured  them  that  I  meant  what  I 
said,  they  followed  me  to  the  waggon.  You  should  have  seen 
their  eyes  pop  out  when  they  saw  just  what  was  doing  therein, 
for  my  wife  had  been  busy  and  had  things  well  under  way  as 
we  returned,  it  not  being  advisable  to  have  the  lunch  entirely 
ready  when  we  came  back. 

We  got  three  of  them  into  the  room  at  a  time  and  they 
sure  did  light  into  the  refreshments.  When  every  one  had 
been  fed,  the  farmer  who  had  been  looking  the  arrangement 
over  for  some  time,  turned  to  me  and  said,  "I'm  going  up  to 
the  house  with  you  and  show  this  doing  to  ma." 

We  drove  along  the  road  and  I  enlarged  on  the  many  ad- 
vantages of  a  gasoline  stove,  some  of  the  ranges  that  could 
be  set  and,  incidentally,  the  air  pressure  apparatus  that  I  had 
in  the  w^aggon.  The  result  of  this  was  that  we  took  an  order 
for  a  new  gasoline  stove,  several  useful  kitchen  utensils  and 
the  farmer  asked  for  figures  on  a  bath  room  and  an  air  pres- 
sure system. 

We  drove  about  2.)  miles  that  day  and  took  orders  in  every 
jdace  that  we  stopped  but  two,  and  got  acquainted  with  a  lot 
of  new  people.    You  can  bet  that  the  next  Saturday  was  a, 
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busy  time  with  nic,  and  the  result  of  the  oxporiiiicnt  lins  con- 
vinced ine  that  it  is  bound  to  be  a  success. 

(irandad's  clock  was  a  source  of  inspiration,  and  tli(!ro'll 
be  no  more  standing  in  the  store  waiting  for  custoiiiers  for 
mine. 


MONEY  IN  FIVE  AND  TEN  CENT  GOODS. 

A  hardware  dealer  in  a  Western  town  sells  .$1,000  worth 
of  bargain  goods  a  year.  His  investment  in  this  department 
of  business  is  about  .$150.  This  means  that  he  turns  his  stock 
several  times  a  year  at  a  nice  profit  on  each  turnover.  He 
conducts  three  bargain  tables — one  for  five-cent  articles,  one 
for  ten-cent  goods  and  one  at  fifteen  cents. 

Over   each    table   hangs   a   sign,     "Your  Choice   

(^ents. "  The  tables  are  at  the  front  of  the  store  and  cus- 
tomers who  come  in  frequently  look  over  the  articles  on  sale, 
and  ])ick  out  something  they  want  and  take  it  to  a  clerk  to 
make  a  record  of  the  sale. 

Thus  these  tables  act  as  "silent  salesmen."  In  fact  the 
hardware  man  and  his  clerks  do  not  make  any  effort  to  sell 
goods  from  these  tables — they  simply  let  customers  wait  on 
themselves.  These  bargain  tables  pay  a  net  profit  of  several 
hundred  dollars  a  year,  the  goods  sell  themselves  and  the  in- 
vestment is  exceedingly  small.  How  many  departments  of  the 
hardware  man's  business  pay  such  a  good  return  on  the  in- 
vestment with  so  little  effort? 

A  Way  to  Work  Off  "Stickers." 

Every  hardware  store  should  have  one  or  more  bargain 
tables.  They  bring  in  extra  profits  and  afford  an  opportunity 
to  work  off  ]ittl<!  odds  and  ends  of  "dead  stock"  and 
' '  stickers. ' ' 

There  are  scores  of  articles  in  the  hardware  store  which 
sell  for  one,  two  or  three  cents  apiece.  These  can  be  made  up 
in  assortments  of  two  for  five  cents,  three  for  ten  cents  and 
so  on.  The  bargain  table  method  is  a  convenient  way  of  sell- 
ing these  small  articles  and  the  merchant's  time  is  not  taken 
up  making  small  sales  from  his  shelves. 

An  instance  of  the  success  of  the  exclusive  bargain  goods 
stores  in  the  small  towns  is  this:  A  man  without  mercantile 
exi)erience  started  a  store  in  a  South  Dakota  town.  His  initial 
investment  was  just  .$940.58.  The  first  month  in  business  he 
bought  .$72. S;?  worth  more  goods.  The  second  month  his  pur- 
chases jum])ed  to  $1,442.81.  In  a  year  he  had  bought  $5,02.3.68, 
and  his  purchases  after  the  first  year  averaged  $1,000  a  month. 

He  started  with  less  than  $1,000.  He  has  owned  the  store 
two  years  and  has  sold  out  for  $5,000.  He  is  now  looking  fur 
a  new  location  and  exjiects  to  do  the  same  thing  over  again. 

(I.  A.  Binns,  Newmarket,  and  M.  Weichel  &  Son,  Water- 
h)o,  are  two  Ontario  retailers  who  have  made  a  success  of 
bargain  conntcis,  while  the  McMurtry  Hardware  Co.,  St. 
Thomas,  have  adopted  a  simple  idea,  which  any  hardware  man 
witli  a  tinshop  can  adopt.  A  tin  tray,  30  x  36  inches  was  ar- 
ranged into  30  sections,  each  section  being  about  an  inch  in 
depth.  Jn  these  sections  were  door  pulls,  screen  door  hinges, 
screw  eyes  and  hooks,  brass  headed  tacks,  picture  hooks,  etc., 
all  the  articles  being  priced  at  five  or  ten  cents.  The  tray  was 
set  on  a  table  near  the  front  door,  but  can  be  removed  to  any 
other  j)Osition,  or  placed  in  the  window  very  readily. 

Requires  a  Small  Investment. 

To  put  in  a  stock  of  five  and  ten-cent  goods  requires  but 
a  small  investment.  There  are  wholesale  houses  that  make  a 
specialty  of  this  class  of  trade.  They  make  up  special  assort- 
ments which  will  sell  for  at  least  50  per  cent,  gross  profit  on  the 
cost.  Advertising  matter,  disjilay  cards,  tables  and  other 
equipment  are  also  furnished  at  a  minimum  of  expense. 

Below  are  some  of  the  articles  suggested  by  the  Hardware 
Trade  that  can  be  bought  and  sold  profitably  at  five  and  ten 
cents: 

For  five  cents: — Baseball  bats,  hammock  hooks,  toy  gar- 
den sets,  fishing  hooks,  wire  tea  strainers,  tea  balls,  tea  and 
coffee  pot  stands,  asbestos  stove  mats,  wire  egg  beaters,  soap 
baskets,  wire  potato  mashers,  coat  and  suit  hangers,  wire  fly 
killers,  covered  tin  pails,  one  and  two-quart,  vegetable  graters, 
funnels,  cups,  milk  skimmers,  measuring  cups,  dippers,  cake 
cutters,  biscuit  cutters,  basting  spoons,      cake  plates,  wash 


basins,  dairy  pans,  pudding  pans,  bread  pans,  dust  pans,  flue 
stops,  kettle  knobs,  apple  corers,  spice  scoops,  oil  cans,  ice 
picks,  egg  beaters,  can  openers,  steak  pounders,  mincing 
knives,  stove  cover  lifters,  stove  pokers,  quilting  frame  clam[i9, 
tack  pullers,  stove  shovels,  drij)  pans,  carpet  tacks,  cork 
screws,  hinges,  staples,  padlocks,  stove  blacking,  harness 
hooks. 

For  ten  cents: — Flaring  pails,  covered  tin  pails,  milk 
kettles,  milk  strainers,  tea  and  coffee  pots,  flour  sifters,  com- 
bination nutmeg  and  vegetable  graters,  funnels,  two  quart, 
milk  skimmers,  large  size,  dippers,  large  size,  jelly  moulds, 
self-sealing  pie  plates,  dairy  pans,  jiudding  pans,  roasting  pans, 
muffin  pans,  half-covered  dust  pans,  match  boxes,  galvanized 
wash  basins,  preserving  kettles,  nickel  plated  ware,  tooth 
brush  holders,  towel  bars,  aluminum  cups,  wire  tea  strainers, 
asbestos  toasters,  wire  boilers,  sink  strainers,  folding  coat 
hangers,  carpet  beaters,  wooden  rolling  pins,  fiber  chair  seats, 
wooden  faucets,  window  cleaners,  axe  handles,  lunch  boxes, 
braided  table  mats,  lemon  squeezers,  ice  cream  dishes,  plate 
scrapers,  oil  stones,  scythe  stones,  stove  shovels,  bed  and 
bureau  casters,  claw  hammers,  shingling  hatchets,  measuring 
tapes,  pocket  pincers,  hog  scrapers,  coat  hooks,  padlocks,  dog 
collars,  driving  whips,  wire  door  springs. 


ALUMINUM  COOKING  UTENSILS. 

While  aluminum  cooking  utensils  have  been  before  the 
trade  for  more  than  a  decade  their  general  use  is  of  com- 
paratively recent  growth.  The  lightness  of  the  metal,  together 
with  its  conductivity,  peculiarly  adapts  it  for  cooking  ntensils. 

Aluminum  ware  is  nearly  100  per  cent,  pure,  therefore  the 
metal  will  not  rust  nor  corrode.  Air,  wet  or  dry,  h-i3  ro  ap- 
preciable action  on  aluminum.  When  the  housewife  purcLase'J 
an  aluminum  cooking  utensil  she  has  a  practically  indestruc- 
tible article.  It  can  burn  dry  again  and  again  without  crack- 
ing, chipping  or  leaking.  Common  salt  does  not  corrode. 
Should  food  boil  dry  and  burn  in  an  aluminum  vessel  it  can 
be  readily  cleaned  and  without  injury  to  the  utensil. 


.\n  .\ttractive  Displ.iy  of  Aluminum  Kitchenw,ire. 


The  process  of  manufacture  of  aluminum  utensils  is  exceed- 
ingly interesting,  although  simiile.  After  the  sheet  aluminum 
(•nines  out  of  the  jiowerful  rolling  machines,  which  rolls  the 
nictal  to  the  re(piired  thickness,  if  for  a  tea  kettle  Che  flat 
round  piece  is  placed  is  placed  in  a  very  powerful  press  and 
drawn  to  the  required  shape.  The  properties  of  the  metal  arc 
surli  that  in  this  drawing  there  is  no  difference  in  the  thick- 
ness of  the  metal  after  the  process  is  completed.  The  Uaudie 
and  spout  are  then  jnit  in  place.  There  are  no  sea.ns  and  no 
solder.  The  outside  or  polished  surface  of  cooking  uteusils 
c;in  be  kejit  bright  by  the  use  of  a  metal  polish.  The  inside 
surface  is  hardened  Viy  a  special  process,  thus  making  it  easy 
to  keep  clean. 
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^Canadian  Trade 


BUSINESS  CHANGES. 

Eastern  Canada. 

Sherbrooke,  Que. — O.  Gardner  has  succeeded  Gardner  & 
Gardner,  tinsmiths. 

St.  Jerome,  Que. — A.  L.  Laviolette,  suffered  loss  by  fire. 

Farnham,  Que.— G.  L.  Elmes,  E.  D 'Artois  and  -T.  A.  De- 
cellcs,  suffered  loss  by  fire. 

Ontario. 

Eenfrew — Devine  &  Legree,  succeeded  by  James  Legree. 

Toronto — J.  E.  Walnwright  sold  to  Gillean  McLean. 

Eganville — J.  Mclntyre,  hardware,  and  J.  C.  Gourlay,  tin- 
smith, suffered  loss  by  fire. 

Walkerville — Walkerville  Hardware  Co.,  incorporated, 
capitalized  at  $60,000. 

Owen  Sound — Cole  &  Eobertson  establishing  new  store. 

Toronto — E.  O.  Hodgson,  new  store  at  322  Royce  Avenue. 

Manitoba. 

Winnipeg — Whiting  Hardware  Co.,  succeeds  D.  J.  Wa/llac?. 
Winnipeg — Cobban  Hardware  Co.,  succeed  Warnken  IFaid- 
ware  Co. 

Ochre  Elver — Schoop  Bros,  succeed  W.  A.  Oliver. 
Grandview — H.  J.  McLean  succeeds  G.  L.  Challoner. 
Transcona — George  Houston  opening  tinshop. 

Saskatchewan. 

Watrous — E.  M.  McLeod  bought  hardware  stock  of  Clark, 
Tullock  &  Co. 

Merid — Evans  &  Co.,  new  store. 
Scott — McKenzie  Hardware  Co.,  opening  tinshop. 
Earl  Gray — Pinknel  Bros.,  opening  hardware  store. 
Weyburn — Hoshal,   Carmiehael   &   Co.,   opening  tinshop. 

Alberta. 

Swalwell — Wilson  &  Wilson  succeed  W.  F.  Pieper. 
Drumheller — Vickers  Bros,  establishing  hardware  business. 
Cardston — E.  N.  Wakely,  opening  tinshop. 
Calgary — ^M.  Tilin,  opening  tinshop. 
Delburne — E.  S.  Gunn,  new  hardware  store. 
Edson — W.  A.  Miller,  new  hardware  store. 
Edam — J.  W.  Clark,  new  hardware  store. 
Lougheed — Brown  Bros.   &   Higginson,  succeed  Lougheed 
Hardware  Co. 

Three  Hills — A.  W.  Eeimer,  new  hardware  store. 
Calgary — Eobert  Lawrie,  opening  tinship. 

British  Columbia. 

Chilliwack — James  Munro,  sold  to  Burton  Bros. 
North  \'ancouver — J.  D.  Eraser  &  Co.,  sold  to  Salisbury  & 
.Johnstone. 

Grand  Forks — ^Manly  Hardware  Co.,  suffered  loss  by  fire. 
Kelowna — E.  C.  Scott  &  Co.,  succeeded  by  Kelowna  Hard- 
ware &  Specialty  Co. 

Vancouver — A.  Kier,  establishing  hardware  business. 


HAEDWARE  TRADE  HAPPENINGS. 

The  Edmonton  Iron  Works  are  enlarging  their  foundry. 
MacDonald    &    Godson   will    establish   an    iron    works  at 
Barnet,  B.C. 

Milton  Blewett,  of  tlic  Peterboro  Hardware  Co.,  Peterboro, 
has  sold  his  interest  in  the  business  and  is  moving  to  Regina. 

Lowe  Bros.,  Dayton,  Ohio,  broke  ground  for  their  new 
Canadian  factory  on  Sorauren  Avenue,  Toronto,  on  August  8. 

J.  H.  Callaghan,  Hamilton,  has  moved  into  a  fine  new 
store  at  24.36  Barton  Street,  in  the  center  of  the  factory 
district. 

li.  J.  Hunt  &  Son,  Thorold,  have  enlarged  tlnii-  store  by 
milling  nil  extension  to  the  rear,  the  growth  of  their  business 
hiixing  necessitated  greater  floor  space. 


Bowes,  Jamieson,  Limited,  have  taken  over  the  stove 
foundry  of  Bowes,  Jamieson  &  Co.,  Hamilton.  The  business 
will  be  under  the  management  of  James  W.  Jamieson. 

Fred  W.  King,  for  eight  years  superintendent  of  the 
McClary  foundry  at  London,  is  moving  to  Fort  William.  Be- 
fore leaving  Mr.  King  was  the  recipient  of  a  presentation  made 
by  Mr.  John  McClary  and  Col.  Gartshore. 

A.  A.  Tritseh,  manager  of  the  International  Distributing 
Co.,  Montreal,  spent  a  couple  of  days  in  Toronto  last  week. 
He  reports  a  very  large  demand  for  the  new  "Yankee" 
safety  razor,  it  having  taken  the  lead  amongst  the  lower  priced 
safeties  on  the  market. 

E.  Holt  Gurney,  sales  manager  of  the  Gurney  Foundry 
Go.,  Toronto,  has  returned  from  a  holiday  trip  to  Norway, 
Sweden  and  other  European  countries,  during  which  he  com- 
bined business  with  pleasure  by  securing  an  order  for  steam 
and  hot  water  equipment  to  be  installed  in  large  buildings  in 
Norway.  ^ 

The  New  West  Manufacturing  Co.,  who  two  years  ago 
established  a  stove  foundry  business  at  Vancouver,  now  em- 
j)loy  52  workmen.  They  make  the  "Universal"  range  in  17, 
19,  and  21  inch  ovens.  Their  plant  is  located  on  a  lot  125  x  350 
feet  in  size,  on  11th  Avenue,  the  officers  of  the  company  being 
T.  P.  Mclntyre,  President,  James  E.  Gloster,  Secretary,  and 
N.  C.  Kaufman,  Managing  Director. 

The  Perrin  Plow  &  Stove  Co.,  Smith 's  Falls,  have  been 
amalgamated  with  the  Tudhoj)e-Knox  Co.,  Orillia.  West  Lorne 
Wagon  Co.,  West  Lorne,  and  the  Tudhope-Knox  Co.,  Winnipeg, 
the  new  com^Jany  to  be  known  as  the  Tudhope  Co.,  with 
headquarters  at  Orillia,  and  the  manager  to  be  F.  .1.  Oliver, 
formerly  manager  of  the  Smiths  Falls  business.  The  plow  plant 
will  be  transferred  to  Orillia  and  the  stove  plant  at  Smith's 
Falls  enlarged. 


"SAMSON"  GOODS  AT  TORONTO  EXHIBITION. 

H.  S.  Howland,  Sons  &  Co.,  Toronto,  will  have  a  head- 
quarters for  visiting  hardwaremen  at  the  Toronto  Exhibition 
in  a  bungalow  to  be  located  in  the  rear  of  the  stove  building 
near  Machinery  Hall.  The  building  will  be  constructed  of 
' '  Samson  ' '  ready  roofing,  with  a  ' '  Samson ' '  wire  farm  fence  in 
front  and  a  display  of  ' '  Samson ' '  farm  tools  inside.  Eepre- 
sentatives  of  the  firm  will  be  present  to  help  entertain  hard- 
ware men  from  outside  points. 


LANTERN  COMPANY  TO  ENLARGE  PLANT. 

The  annual  meeting  of  the  Ontario  Lantern  &  Lamp  Co., 
Ltd.,  was  held  at  Hamilton,  on  July  5.  President  Ginder,  pre- 
sented his  annual  statement,  showing  a  business  increase  of 
nearly  40  per  cent,  over  the  previous  year,  the  balance  to 
the  credit  of  the  profit  and  loss  account  was  deemed  most 
satisfactory.  The  usual  dividend  was  declared,  all  the  Direc- 
tors being  re-elected,  as  follows: — W.  H.  Ginder,  President  and 
General  Manager;  F.  W.  Gates,  'Vice-Pres.;  P.  D.  Crerar,  K.C., 
Honorary  Treasurer;  Geo.  Webb,  A.  Ward  and  G.  H.  Levy, 
Board  of  Directors.  The  company  own  a  large  piece  of  ground 
in  the  rear  of  their  factory,  and  the  question  of  building  a 
five-story  extension  was  discussed,  the  president  being  in- 
structed to  get  plans  and  specifications  so  that  arrangements 
could  be  made  to  commence  this  most  necessary  addition  im- 
mediately. 


FINED  FOR  FALSE  ADVERTISING. 

The  case  of  the  Gordon  Mackay  Company,  Toronto, 
charged  with  a  violation  of  the  Gold  and  Silver  Markings  Act, 
was  decided  on  before  Judge  Winchester  on  May  26. 

Inspector  Eyan  said  he  had  received  a  cojiy  of  the  com- 
pany's catalogue  of  1909,  and  he  informed  the  companj'  that 
the  representations  in  it  were  contrary  to  the  provisions  of 
the  Act.  The  trouble  arose  over  an  advertisement  in  the  cata- 
logue, which  represented  "gold-filled  watches,  fully  guar- 
anteed." Judge  Winchester  found  the  Gordon-Mackay  Com- 
pany guilty  and  fined  them  $25. 
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Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Glirney  Foundry  Co.,  r<jr(iMto,  arc  offering;  to  (  aiiinlian 
stovp  (loalcrs  one  of  the  most  praftical  window  trims  ever 
])re|)jire(l  to  help  the?  sale  of  stoves.  In  tlieir  advertisement 
they  {?ivo  ])arti»'ulars  and  offer  to  send  the  trim  and  a  folder 
deseribinff  same  to  any  dealer  who  sends  his  name  and 
address. 

Marlin  Fire  Arms  Co.,  iVew  Haven,  Conn.,  have  issued  a 
new  122  page  catalogue  describing  their  American  repeating 
rifles  and  shot  guns,  as  well  as  the  Marlin  hand  cuffs,  the 
manufacture  of  which  they  recently  resumed.  New  goods  not 
previously  shown  include  Model  27,  a  pump  action  repeater; 
Model  20,  a  full  mazazine,  and  Model  30,  a  light  weight  re- 
j)eating  shot  gun  in  four  grades,  Marlin  field  model  shot  gun 
in  two  gauges.  A  new  price  list  accompanies  the  catalogue, 
coj)ies  of  which  will  be  sent  to  dealers  on  request. 

Hamilton  Stove  &  Heatsr  Co.,  Hamilton,  have  gotten  out 
a  handsomely  printed  booklet  for  distribution  by  retailers  and 
probable  customers.  Tiie  title  of  the  book  is  "1  never  spent 
money  that  ga\  e  me  more  ])leasure, "  this  sentence  having 
been  extracted  from  a  testimonial  letter  from  one  of  the 
users  of  the  New  Idea  Furnace.  Scattered  through  the  booklet 
are  a  number  of  very  flattering  testimonial  letters,  which  ought 
to  encourage  probable  customers  to  close  their  orders  for  the 
New  Idea.  The  booklet  is  also  very  argumentative,  giving 
])ractical  advice  regarding  operation  of  the  furnace  and  in- 
formation regarding  the  s-aving  to  be  made  on  coal  bills.  The 
booklet  closes  with  a  guarantee  that  in  the  event  of  any 
defect  develo])ing  in  the  New  Idea  fire  pot  within  five  years, 
a  new  pot  will  be  supplied.  A.  McKim,  Limited,  Montreal, 
prepared  the  book,  and  it  is  very  creditable  to  them.  Any 
furnace  dcabM-  will  find  it  well  worth  sending  for. 

Armstrong  Bros.  Tool  Co.,  Chicago,  in  their  new  booklet, 
No.  4,  illustrate  their  com]dete  line  of  ratchet  drills. 

Carborundum  Co.,  Niagara  Falls,  have  issued  a  catalogue 
describing  their  Carborundum  Razor  Strops,  one  of  the  articles 
shown  being  a  razor  auc  handle  in  which  razor  can  be  slipped 
when  not  in  use. 

Glidden  Varnish  Co.,  Cleveland  and  Toronto,  have  issued  a 
folder  showing  sain])les  of  (Hidden  Endurance  Wood  Stains. 
Another  folder  shows  color  samples  of  Glidden  Endurance 
Color-spar,  a  combination  of  a  stain  and  high  grade  spar 
varnish. 


New  Goods  on  the  Market 

When  wntmg  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Onward  Mfg.  Co.,  Berlin,  Out.,  h:i\i'  made  several  improve- 
ments in  their  electric  and  hand  vacuum  cleaning  machines, 
over  one  tliousand  of  which  they  sold  during  the  spring  months 
this  year.  The  cylinder  in  the  dust  receiving  tank  is  now 
screwed  to  the  bottom  instead  of  merely  set  into  the  tank,  and 
the  blow  attachment  is  made  much  easier  to  use.  A  fine  nickel 
base  is  also  being  placed  on  the  electric  machine.  The  manu- 
facturers anticijjate  as  large  a  trade  during  the  fall  months 
as  they  en  joyed  ^during  the  spring. 

Ross  Rifle  Co.,  Quebec,  Que.,  announce  a  new  22  calibre 
rifle,  ready  for  the  market  this  fall,  to  retail  at  about  $6.50. 

P.  &  F.  Corbin,  New  Britain,  Conn.,  have  gotten  out  a 
new  Corbin  night  latch,  number  13.56.  The  latch  may  be  either 
locked  or  unlocked  entirely  independent  of  tlie  thumb  piece  on 
tlie  inside. 

Richards-Wilcox  Mfg.  Co.,  Aurora,  111.,  are  introducing  a 


new  carrier  and  track  for  displaying  racks.  They  are  adapted 
for  the  display  of  screen  doors,  bed  spring.s,  mattresses,  etc. 
There  is  a  good  opportunity  for  retailers  to  secure  orders  for 
these  from  furniture  merchants,  etc. 

John  Chatillin  &  Sons,  85-93  Cliff  St.,  New  York,  are  in- 
troducing a  s|)ortsman"s  pocket  sca:e  to  retail  at  25c.,  weigh- 
ing  up   to    l."<  IllS. 

Onward  Mfg.  Co.,  Berlin,  Ont.,  have  secured  the  Canadian 
agency  for  Grab's  Wonder  Gas  Lighter,  an  ingenious  device 
for  lighting  gas  and  gasoline  burners  by  means  of  a  spark  pro- 
ducing device,  which  can  be  easily  carried  in  a  pocket.  With 
the  gas  lighter  there  are  no  burnt  matches  or  defaced  walls 
from  scratching  matche.''. 

Trimont  Mfg.  Co.,  Roxbury,  Mass.,  are  supplying  custom- 
ers with  a  handsome  oak  display  board,  24  x  36  inches,  illus- 
trating the  four  leading  Trimo  wrenches.  The  display  board 
is  supi)lied  free  to  customers,  who  promise  to  give  it  a  pro- 
minent location. 

Enders  Sales  Co.,  173  Duane  St.,  New  York,  has  arranged 
to  market  the  products  of  the  Christie  Knife  Co.,  Fremont, 
Ohio.  Special  attention  will  be  given  to  distributing  Christie 
(Jentre  Cut  Serrated  Edge  Bread  Knives,  Christie  Mayonnaise 
Mixer  and  the  Christie  Spatula. 
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Hardware  and  Stove  Opportunities 

SHELF  BOXES  FOR  SALE — 562  Bennett  Shelf  Bo.xes  for  sale. 
Oak  front,  dillevent  sizes;  new.  Apply  Box  1026  Hardware  and  Stove 
.lournal,  'I'oronto.  

TOOLS  FOR  SALE — Oster  pipe  dies,  1  to  2  inches:  Armstrong 
dies.  2'4  to  4  inches,  both  in  first  class  condition.  Paulin  &  Ruther- 
ford, Simcoe,  Ont.   

TINSMITHS — T  need  4  tinsmiths  and  2  improvers.  Fii-stclass 
simp:  g(MHl  class  of  work;  highest  wages  and  year  round  job.  J.  C. 
Wanless,  Cliatliani.  Ont. 

CLERK  WANTED — four  years'  experience,  good  stock  keeper. 
Permanent  position  for  risht  man.  State  salary.  J.  H.  Bell,  Mattawa. 
Ont. 

EXPERIENCED  HARDWAREMAN  wanted  as  Vancouver.  Must 

be  experienced  at  accurately  posting  Cmadian.  .\merican  and  Eurc^pean 
invoices  and  keeping  up  price  book  for  retail  and  wholesale  hardware 
house.  Reply  immediately,  giving  age.  single  or  married,  former  ex- 
perience, with  whom,  and  salary  expected,  correspondence  confidential. 
Martin  Finlayson  &  Mather,  Vancouver,  B.C. 
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PROFITING  BY  THE  FRESH  AIR  CAMPAIGNS. 

The  furnace  dealer  who  does  not  take  advantage  of  the 
campaigns  made  by  various  organizations  relative  to  fresh  air 
is  losing  a  mighty  good  opportunity. 

There  is  nothing  more  interesting  at  the  present  time, 
or  more  talked  about,  than  the  value  of  fresh  air  during  all 
hours  of  the  day  or  night.  In  the  public  schools  children  are 
being  taught  the  advantages  of  keejiing  windows  wide  oj)en, 
especially  in  the  sleeping  rooms,  so  that  ample  fresh  air  is 
obtained.  Common  councils  are  passing  ordinances  compelling 
the  street  car  companies  to  install  ventilators  in  the  cars  in 
order  to  insure  an  amjjle  supply  of  fresh  air.  Societies  of  all 
kinds  are  taking  uj)  the  matter  and  are  using  every  means 
within  their  power  to  bring  about  more  healthful  conditions  of 
living. 

In  a  recent  issue  of  one  of  the  leading  magazines  a  very 
interesting  and  instructive  article  appeared  on  ' '  Oxygenizing 
a  City."  The  city  referred  to  was  Chicago,  and  this  article 
told  how  a  prominent  doctor  who  had  devoted  years  of  study 
to  the  effects  of  fresh  air  on  animals  as  well  as  on  human  be- 
ings, had  worked  out  experiments  which  had  proved  not  only 
very  interesting  but  helpful  to  the  human  race. 

In  order  to  find  out  just  how  essential  fresh  air  was  in 
prolonging  the  lives  of  animals,  the  doctor  tried  the  open-air 
treatment  on  animals  in  the  Zoo.  He  found  that  the  animals 
which  had  been  kept  out  of  doors  during  the  winter  as  well 
as  the  summer  months  were  the  animals  that  lived,  while  those 
kept  indoors  in  buildings  heated  with  steam  had  invariably 
died.  In  the  case  of  monkeys  it  was  found  that  even  though 
the  rooms  in  which  the  cages  were  kept  were  at  the  same 
temperature  as  would  be  the  case  in  the  tropical  climate,  still 
they  did  not  live  because  of  the  hot,  dry  air. 

This  proved  that  it  was  not  the  climate,  but  lack  of  fresh 
air  that  killed  them.  This  interesting  experiment  showed  that 
even  animals  must  have  fresh  air  in  order  to  live.  It  brings 
out  the  fact  that  prominent  scientists  and  doctors  are  giving 
the  subject  of  ventilation  in  the  homes  and  the  necessity  for 
fresh  air  much  thought  and  attention  these  days. 

What  does  this  signify  to  the  furnace  man?  It  means  that 
if  ho  is  selling  a  line  of  high-grade  warm  air  furnaces  he  can 
without  very  much  effort  or  extra  cost  on  his  part  profit  by 
this  campaign  that  is  going  to  all  parts  of  the  country.  He 
can  attach  clipjiings  to  his  advertisements  which  will  have  far 
more  weight  than  anything  he  alone  might  say  relative  to  the 
value  of  high-grade  warm  air  furnaces. 

Anything  he  may  say  in  his  advertising  relative  to  fresh 
air  heating  is  going  to  be  read.  It,  therefore,  means  money  in 
his  pocket  to  take  advantage  of  every  opportunity  to  call 
attention  to  the  furnace  he  is  selling,  and  the  reasons  why  it 
pays  buyers  to  install  warm  air  furnaces. 

One  reason  why  the  sale  of  warm  air  furnaces  is  not  greater 
than  it  has  been  in  the  past  is  due  not  to  the  fault  of  the  heating 
apparatus,  but  to  the  fact  that  they  have  not  been  advertised 
as  widely  or  as  extensively  as  other  methods  of  heating.  That 
more  attention  is  being  paid  to  them  in  the  last  year  or  so, 
however,  means  that  the  sale  of  warm  air  furnaces  is  bound 
to  grow  by  leaps  and  bounds. 

To  those  merchants  wlio  are  anxious  to  increase  tluir  fur- 
nace business  it  will  pay  them  to  get  in  line  and  use  every 
{)Ossible  opportunity  of  connecting  the  furnace  they  sell  with 
the  vigorous  pure  air  campaigns  which  are  now  being  con- 
ducted. 


pamphlet  form  of  directions  for  control  of  range  and  furnace 
fires.   The  directions  are  presented  in  the  following: 

Never  attempt  to  check  the  fire  by  removing  (partly  or 
wholly)  the  lids  of  the  range;  close  all  openings  that  would 
admit  air  to  the  ashpit;  open  the  dust  damper,  if  any;  close 
the  direct  damper;  open  the  check  register  in  the  smoke  pipe; 
close  the  damper  in  the  smoke  pipe  (if  any)  to  the  extent  that 
may  be  necessary,  but  never  use  a  "tight"  or  closed  damper;  a 
damper  with  an  opening  or  openings  through  it  may  be  neces- 
sary where  there  is  a  very  strong  draft  in  the  chimney  flue. 

Never  check  the  fire  by  opening  the  feed  door  of  the  heater; 
to  check  the  fire  of  a  heater  (furnace  or  boiler),  close  all  open- 
ings that  would  admit  air  to  the  ashpit;  open  the  dust  damjjer, 
if  any;  open  the  draft  at  the  rear,  if  any  (nearly  every  heating 
ajjparatus  has  a  rear  draft  check) ;  where  there  is  a  very  strong 
draft,  it  may  be  necessary  to  have  an  "open"  damper  in  the 
smoke  pij^e. 


LEGISLATION  FOR  VENTILATION. 

The  following  bill  was  introduced  in  the  last  Indiana 
legislature: 

"Be  it  enacted,  that  on  and  after  four  years  from  the  date 
of  the  passage  of  this  act  it  shall  be  unlawful  to  construct  any 
room,  with  floors  and  windows  that  can  be  closed  in  any  build- 
ing designed  for  human  habitation  unless  the  same  be  provided 
with  an  outlet  opening  on  the  floor  or  in  the  baseboard  next 
the  floor,  in  size  proportioned  to  the  cubic  contents  capacity  of 
the  room  to  be  determined  by  the  board  of  health  of  the  state 
of  Indiana,  the  said  outlet  opening  to  be  connected  directly  or 
indirectly  with  the  outdoor  air." 


SMOKELESS  COMBUSTION  FURNACE. 

Carl  Wegnor,  Berlin,  Germany,  has  obtained  a  patent  in 
the  United  States  on  a  smokeless  combustion  furnace,  which  is 
described  as  the  combination  of  a  combustion  chamber,  the 
bottom  and  lower  part  of  the  side  wall  of  which  is  formed  as 
a  grate,  a  pipe  leading  to  an  opening  in  the  bottom  of  the  com- 
bustion chamber  for  introducing  fresh  fuel  into  the  combus- 
tion chamber  from  underneath  below  the  layer  of  live  fuel, 
a  deflecting  device  located  in  the  combustion  chamber  above  the 
fuel  supply  opening  for  spreading  out  the  fuel  as  it  enters  the 
combustion  chamber,  a  feeding  cylinder  from  which  the  fuel 
is  fed  to  said  pipe,  a  hopper  from  which  the  fuel  is  sujiplied 
to  the  feeding  cylinder  and  the  hopper  and  means  for  opening 
and  closing  the  dampers. 


CONTROLLING  RANGE  AND  FURNACE  FIRES. 

An  exainiile  of  the  work  which  the  Federal  Furnace 
League  is  doing  is  presented  in  its  recent    publication  in 


TIN  SHOP  CAN  BE  MADE  PROFITABLE. 

At  nearly  every  convention  of  retail  hardwaremen  the 
question  of  how  to  make  the  tinshop  pay  conies  up  for  dis- 
cussion. At  the  Ontario  meeting  at  Peterboro  last  February 
the  old  discussion  was  renewed  and  a  manufacturer  of  sheet 
metal  goods  gave  some  practical  advice  to  the  convention. 

It  will  be  admitted  by  all  that  unless  the  tinshop  equip- 
ment is  kept  up-to-date  and  the  local  man  buys  the  goods 
he  cannot  afford  to  make,  that  the  tinshop  cannot  be  expected 
to  show  a  profit  at  the  end  of  the  year. 

A  traveler  for  a  manufacturer  of  tinshop  machinery  re- 
cently called  upon  a  retailer  in  a  "Western  Ontario  city  and 
solicited  an  order  for  some  new  tools  for  the  retailer's  tin- 
shop.  "No,"  was  the  reply.  "I  have  the  same  set  of  tools 
my  grandfather  had  and  they  are  in  pretty  good  shape  yet." 
No  thought  entered  the  retailer's  mind  apparently  that  inven- 
tive genius  had  worked  great  changes  during  the  past  forty  or 
fifty  years,  and  that  newer  and  better  tools  now  do  the  work 
better  and  quicker  than  the  tools  our  fathers  and  grandfathers 
used. 
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The  old  time  tinner,  as  the  Hardware  Reporter  recently 
pointed  out,  was  a  tradesman  whose  presence  in  a  community 
was  practically  indispensable.  He  was  a  jack  of  all  trades 
and  master  of  most  of  them.  Tie  could  repair  anything  from 
a  broken  watch  to  a  balky  furnace.  He  was  equally  adept  at 
manufacturing  new  articles.  His  usefulness  was  limited  only 
by  the  comparatively  restricted  use  of  tin  and  sheet  metal  in 
those  days.  He  was  not  called  upon  to  do  such  work  as  that 
which  devolves  upon  the  sheet  metal  man  of  the  present  day, 
tlie  field  of  his  activities  being  confined  within  narrow  limits. 
Little  did  he  dream  that  it  would  come  within  the  province  of 
his  twentieth  century  brethren  in  the  trade  to  construct  auto- 
mobile bodies,  build  sheet  metal  garages,  equip  houses  and 
other  buildings  with  sheet  metal,  after  the  manner  of  the  pre- 
sent day,  in  accordance  with  the  modern  uses  to  which  this 
jnatcrial  is  put. 

Within  recent  years  sheet  metal  has  come  into  very  gen- 
eral request  for  building  purposes.    There  seems  to  be  no  limit 
to  its  utility  and  usefulness  in  this  direction.    Its  adaptability 
to  the  requirements  of  modern  building  and  architecture  gives 
it  preference  over  other  materials.    With  the  increased  use  of 
cement  in  building  construction  its  popularity  has  been  greatly 
enhanced  by  reason  of  its  non-inflammability.    In  addition,  it 
can  be  made  to  assume  almost  any 
form  or  shape  desired,  combining 
artistic  beauty   with  serviceability. 
It  is  scarcely  any  wonder  that  under 
such  conditions  its  uses  are  many 
and  varied,  and  that  it  is  employed 
so   extensively   on   the   exterior  of 
buildings  as  well  as  the  interior. 


points  in  profile  of  side  elevation  draw  lines  parallel  with  side 
of  pipe,  extending  them  indefinitely.  From  points  ]  1  to  K 
in  end  view  draw  lines  intersecting  corresfionding  lines  in  side 
elevation.  Tracing  lines  through  these  points  gives  the  miter 
line.  To  obtain  pattern  for  elliptical  pipe  draw  a  line  at  right 
angles  to  the  side  of  the  elliptical  pipe  and  place  the  stretchout 
1 — 9 — 1  on  same.  Draw  lines  of  side  elevation,  draw  lines 
intersecting  lines  of  corresponding  numbers  in  stretchout. 
Tracing  lines  through  these  points  gives  pattern  for  elliptical 
pipe.  To  obtain  pattern  for  hole  in  round  pipe,  j)lace  the 
stretchout  1 — 11 — 1  on  a  line  drawn  at  right  angles  to  the  side 
elevation,  using  line  11  as  center  line.  Take  the  spacings  11 
to  K  from  jirofilc  of  round  pipe  in  end  view,  [dace  them  above 
and  below  line  11  in  stretchout,  as  shown.  From  points  in 
miter  line  of  side  elevation  drop  lines  intersecting  correspond- 
ing lines  in  stretchout  drawing  lines  through  intersections. 


While  the  hardware  trade  is  cast- 
ing about  for  profitable  lines  to  take 
up,  it  might  be  well  not  to  overlook 
the  constantly  increasing  demand  for 
sheet  metal  for  building  and  other 
]nir])Oses.  It  does  not  require  a 
large  outlay  of  money  to  equip  a 
sheet  metal  shop  sufficiently  to  em- 
bark in  the  business  on  a  fairly 
substantial  basis,  and  if  the  hard- 
ware dealer,  after  studying  the  con- 
ditions in  his  locality,  will  take 
advantage  of  every  oi)portunity  of- 
fered to  advocate  the  use  of  sheet 
metal,  wherever  practical,  it  would 
not  be  long  before  a  profitable 
business  would  be  forthcoming  from  this  source. 

Sheet  metal  is  being  used,  in  one  form  or  another,  more 
ctxensively  than  ever  before,  for  roofing,  siding,  ceiling,  cor- 
nice, gutter,  eaves  trough  and  conductor,  store  counter  fronts, 
for  ornamental  puri)oses  and  in  a  hundred  and  one  ways  that 
were  unknown  to  the  tinner  and  sheet  metal  man  of  the  old 
days.  And  there  is  no  doubt  that  with  the  agitation  by  the 
fire  insurance  underwriters  for  a  more  extended  use  of  it,  it 
will  come  into  still  greater  demand. 


side  ^he^^^on\ 


AN  ELIPTICAL  PIPE  INTERSECTING  A  ROUND  PIPE. 

By  G.  L.  Gray,  New  York 

To  draw  the  ellipse,  let  1,  9  represent  the  width  and  5,  5 
the  length.  Take  the  width  1,  9  and  place  on  line  5,  5  as  at 
A,  intersect  the  remaining  part  A  5  in  three  equal  parts,  as 
B  C.  With  a  radius  equal  to  two  spaces  and  C  as  center,  scribe 
the  arcs  D  E,  with  a  radius  equal  to  D  E.  With  D  E  as  centres, 
describe  the  arcs  intersecting  one  another  as  F  G.  Draw  lines 
through  these  intersections  as  shown,  F  G  being  the  centres 
from  which  the  large  arcs  are  drawn  and  1)  B  centres  for  the 
smaller  ones. 

Having  drawn  the  ellipse,  now  draw  the  end  view,  also 
side  view  at  a  convenient  distance  from  the  end  of  the  ellip- 
tical pipe  in  side  elevation.  Draw  a  dui)licate  profile  of  the 
ellipse,  with  the  center  line  .5,  5  on  a  line  with  center  line 
of  the  pipe,  intersect  both  profiles  into  the  same  number  of 
equal  spaces  as  shown  by  1—9—1.  Drop  lines  from  profile  of 
end  view,  intersecting  side  of  round  pipe,  as  11  to  K.  From 


An  Elliptical  Pipe  intersecting  a  round  pipe  at  nn  angle. 
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JENKINS  &  HARDY 

Assignees,    Chartered  Accountants,    Estate  and  Fire 
Insurance  Agents 

15>2  TORONTO  ST.,  TORONTO         52  CANADA  LIFE  BLOC,  MONTREAL 


ROSS  &  WRIGHT 

Insurance  Counsellors.  Adjusters  of  Fire  Losses  for  the  Assured- 

67  Victoria  Street,  TORONTO 

We  prepare  your  insurance  contract  so  that  ynu  shall  Jiave  rue  insurance  that  doos  insurc- 
we  act  for  tlie  people  only,  assisting  in  the  aOjustniLtnt  of  fire  losses,  wire  us  wlien  your 
loss  occurs. 


ORNAMENTAL/—- 

.mm  WORK 


^^SRE  GOODS 


Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  Goods  Mf^.  Co. 
HAMILTON,  ONT. 


Will  Wear  Longer 
"QUEEN'S  HEAD" 


Galvanized  Iron 

Extra^ieavily  galvanized 
to   wear  well. 


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  &  CO.,  Limited, 

Makers,  MONTREAL, 

Bristol,  Newport  Managers  Canadian  Branch 


FLAT  ROLLED 

STEEL 

"BEST  BRIGHT  FINISH" 

Just  the  stock  for  nickel  plating,  stove  rings, 

facings. 

corner  pieces.      All   widths,   thicknesses  and 

tempers. 

Send   for  illustrated  Booklet 

United  States  Steel  Products  Co., 

Montreal,  Que. 

Monarch  che)(ing  ofall 
rry  ,  Wn'fi'ng 

1  ype  write  rs  jViachmes 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


THE  MONARCH  TYPEWRITER  CO.,  LimiTED 

46  ADELAIDE  STREET  WEST 

TORONTO,     -  ONT. 


Enroll  now  for  fall  and  winter  study 

SEPTEMBER  is  the  best  time  to  start  your  course  which  gives  you  ten 
months  of  uninterrupted  study,  asour  scholars  arc  not  expected  to  study 
during"  July  and  August. 

Experience  has  proven  that  Sheet  Metal  Pattern  Drafting-  can  be  taught 
more  thoroughly  by  correspondence,  us  ing  my  short  methods,  than  by 
personal  instruction,  for  the  scholar  who  studies  out  a  problen^  htmselt 
will  remember  it  longer  and  will  have  more  confidence  in  himselt  than  the 
one  who  has  an  instructor  at  his  elbow. 

My  full  (2,^)  months'  course  is  ($.55.00).  payable  ($3.00)  first  payment  with 
application  and  ($2.00)  each  month  till  paid,  or  ($2.5.00)  for  full  course  in 
advance. 

Write  fc^r  my  new  circular  giving  full  information  about  this  school,  also 

list  of  the  {\2^  school  drawings. 

Enclose  four  cents  in  stamps  to  cover  postage. 

GRAY'S  SCHOOL 

3537  Third  Ave.       •       -       -       NEW  YORK  CITY 


Whcu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Market  Situation  Jj 


METAL  MARKETS. 

Wotals  cannot  be  said  to  be  active,  they  seldom  arc  in 
.I'uly  and  August,  but  tliey  are  decidedly  interesting  on  account 
of  tlie  strcngtli  luMiig  sliown,  jiarticulaily  in  tin,  lead  and 
sjiolter. 

Pig  Iron  niail<(>ts  arc  holding  very  steady,  in  spite  of  the 
unfavorable  conditions  in  the  States,  and  implement  foundries 
keejiing  (Janadian  furnaces  l)usy.  Canadif^ri  foundry  No.  ]  is 
quoted  at  .+  18. .■)(),  while  Old  Country  irons  range  from  $19  to 
.$22. 

The  consumption  of  copper  has  practically  caught  U])  to 
the  jiroduction,  according  to  statements  of  reliable  authorities, 
and  if  this  is  so  prices  cannot  but  tend  upward.  Quotations, 
hdwever,  continue  at  13  1-4  cents  per  pound. 

Tin,  while  quoted  now  at  .$4o  to  $46,  is  still  in  strong  hands, 
with  futures  higher  than  jirrsent  prices.  The  syndicate  eon- 
tiolling  the  market  has  had  many  months  of  successful 
manipulation,  and  there  is  no  indication  that  they  will  re- 
linquish control. 

Lead  and  spelter  are  still  cpiotod  at  $.3.7-5  for  domestic  and 
$.'?.8.'5  for  foreign  lead,  with  $6  for  foreign  spelter.  Foreign 
markets  are  ad\ancing,  however,  and  the  local  situation  is 
strong. 

Sheets  and  Plates  arc  im])roving  in  demand  and  the  out- 
look is  for  an  active  trade  during  the  fall  months. 


HARDWARE  MARKETS. 

While  reports  recei\('(l  froni  some  sections  of  Ontario  in- 
dicate that  the  hot  s])ell  in  .luly  had  a  bad  effect  on  crops, 
the  ])robability  is  that,  taken  as  a  whole,  Ontario,  Quebec  and 
the  Maritime  Provinces  will  produce  very  satisfactory  results 
for  the  labors  of  the  farming  section  of  the  community. 

In  Western  Canada  it  is  predicted  that  the  demand  for 
hardware  will  be  the  greatest  in  the  history  of  the  country. 
A  record  breaking  crop  is  assured,  and  merchants  are  buying 
accordingly. 

Toronto  jobbers  report  trade  seasonably  quiet,  owing  to 
the  vacation  season,  with  travelers  off  the  road  and  merchants 
away  from  their  stores.  The  hot  weather  causes  a  relaxation 
also,  and  even  those  who  are  not  holidaying  are  not  putting 
much  energy  into  their  labors. 

Harvest  tools  has  been  been  a  very  active  line,  and  there 
is  still  a  lot  of  sorting,  preference  being  given  to  the  best 
advertised  private  brands,  because  of  the  quality  being 
guaranteed. 

Sporting  goods  are  coming  on  strong,  and  indications  are 
that  more  guns  and  anununition  than  ever  will  be  sold  this  fall, 
because  of  the  general  prosperity  Canadians  are  enjoying. 
Football  goods  have  not  commenced  to  move  as  yet. 

Builders'  Hardware  was  never  in  more  active  demand  than 
at  the  present  time,  and  never  was  there  a  better  quality  of 
goods  being  called  for.  All  Canadian  cities  are  enjoying  a 
steady  growth,  while  in  the  West  the  demand  is  equally  good 
from  the  smaller  places.  Competition  amongst  builders  of 
aj)artment  houses,  etc.,  is  also  making  more  popular  such 
specialties  as  wall  safes,  a  finer  grade  of  casement  window 
fasteners,  and  similar  hardware. 

Stoves  and  Honsefurnishings  are  ini])roving  in  demand,  the 
))ossibility  of  a  shortage  in  ranges  encouraging  many  retailers  to 
acce]it  earlier  deliveries  than  in  other  j'ears  when  stocks  were 
larger.  The  fruit  canning  season  is  also  responsible  for  a 
steady  trade  in  kitchen  onamelware,  etc. 


Both  oil  and  turpentine  has  shown  a  decline  during  the 
month,  but  on  the  other  hand  there  has  been  an  advance  of 
]')  cents  {)er  hundred  on  most  grades  of  white  lead. 

Linseed  Oil  is  now  quoted  at  J'S  cents  for  raw,  and  $1.01 
for  boiled,  a  drop  of  seven  cents  during  the  month.  A  good 
crop  of  flax  seed  is  assured,  but  not  sufficient  to  materially 
reduce  the  price  of  oil,  so  the  market  should  hold  pretty  firm 
from  now  on.  Substitutes  for  oil  are  being  used  in  large 
quantities,  but  already  reports  are  heard  of  the  ill-effects  of  the 
"dojied"  article. 

Turpentine  has  also  drop[>ed  a  couple  of  cents,  and  is  now 
(pu)ted  at  74  cents,  and  the  market  is  none  too  strong  at  that. 
Rosins,  on  the  other  hand,  are  firm  in  yirice  because  a  South- 
ern syndicate  is  holding  large  stocks  off  the  market. 

White  Lead  is  firming  up  because  of  the  stronger  y>osition 
of  ])ig  lead  in  the  metal  market,  and  prices  are  being  advanced 
on  many  lines  from  $6.1.)  to  $6.30  per  hundred.  Red  lead  is 
unchanged  at  $4.7.5,  and  putty  at  $2  for  bulk  in  casks. 

Glass  has  a  brisk  season  ahead  according  to  the  building 
outlook,  and  prices  seem  likely  to  advance  because  of  the 
lightness  of  stocks  and  the  difficulty  experienced  in  getting 
deliveries  of  orders  placed  with  European  makers. 


WESTERN  HARDWARE  SITUATION. 

Trade  conditions  were  somewhat  slower  during  the  latter 
]iart  of  July.  But  it  is  only  temporary,  as  prospects  for  an  im- 
mense harvest  are  good.  Merchants  are  stocking  pretty  freely 
throughout  the  smaller  towns,  and  all  expect  to  do  considerably 
better  business  than  for  some  seasons  past. 

Whether  a  shortage  of  harvest  hands  will  in  any  way 
crijiple  the  fall  business  is  a  query.  But  all  railroads  and 
corporations  are  doing  all  possible  to  supply  sufficient  har- 
vesters to  handle  the  big  yield. 

Winnipeg  business  is  fine,  all  kinds  of  hardware  is  moving 
well,  and  July  reports  showed  a  big  month's  selling. 

Winnipeg  Prices  Current, 

Black  Sheet  Iron— 28-gauge,  $3.75;  26,  $3.60;  24,  $3.50;  22, 
20,  18,  17,  $3. .50;  16,  14,  12,  $3.40;  10,  $3.25. 

Canada  Plates— Half  polished,  6-7,  $3.65;  8,  $3.90;  full 
jiolishcd,  6-7,  $4.40;  8,  $4.65. 

Copper — Planished,  16  oz.,  30c.;  plain  tinned,  16  oz.,  24c. 

Galvanized  Iron— Apollo,  10%  oz.,  $4.80;  28,  $4.60;  26, 
$4.20;  24,  $4.00;  22,  .$4.00;  20,  $3.90;  18,  $3.85;  16,  .$3.80. 
Queen's  Head,  28  guage,  $4.80;  26,  $4.60;  24,  $4.20;  22,  $4.20; 
20,  $4.00. 

Tin  Plates— I.e.,  20  x  28,  full  boxes,  $10.25;  half  boxes, 
$5.50;    I.X.,  20   x  28,   full  boxes,   $12.25;   half  boxes,  $6.50; 

I.  X.X.,  20  X  28,  full  boxes,  $14.25;  half  boxes,  $7.50;  Terne, 
20  x  28,  .$9.75. 

Iron — Bar,  $2.50;  Base,  sleighshoe  steel,  $2.65;  plow,  com- 
mon, $4.50;  crucible  plow,  $6.00;  angle,  $2.75;  harrow,  $2.75; 
east  October,  SV2  base;  Spring,  $3.40;  machine,  $3.50,  tire, 
$3.00. 

Wire— Barb,  $2.65;   Annealed,  9-gauge,   $3.00;   10,  $3.06; 

II,  $3.12;  12,  .$3.20;  U,  $3.30;  14,  $3.40;  15,  $3.-55;  16,  $3.70. 
Galvanized,  plain,  8-gauge,  $3.40;  9,  $2.90;  10,  $3.50;  11,  $3.55; 
12,  $3.10;  13,  $3.25;  14,  .$3.95;  15,  $4.-50;  16,  $4.75.  Stove  pipes, 
Noc.  18  and  19,  514.    Poultry  netting,  57%  p.c. 

Nails— Wire  f.o.b.  Fort  William,  $2.45;  Winnipeg,  $2.90. 
Cut  f.o.b.  Winnipeg,  $3.15. 

Building  Paper — No.  1,  tarred,  62\2^75c.  per  lb.;  plain, 
45((/60c.;  sheathing,  $1.10  per  roll;  tarred  felt,  8,  10  and  16 
oz.  $2..'^5  ])er  100  lbs. 

Linseed  Oil — Raw  gal.,  $1.15;  boiled  $1.18  gal. 

Turpentine — S5c.  per  gal.  in  barrels. 

White  Lead— .$5.75(o$6.75  per  100  lbs. 


PAINT  AND  OIL  MARKETS. 

Trade  has  kejit  up  better  than  anticipated  in  paints,  the 
warm  weather  not  showing  as  big  a  slump  as  usual  in  ready 
mixed  paints,  this  jirobably  being  accounted  for  because  of 
their  increased  use  bj'  master  painters. 


URNS  FOR  BASEBUBNERS. 

"F.  E. ''  asks  for  the  names  of  United  States  manufac- 
turers of  urns  for  base  burners. 

New  Jersey  Lamp  and  Bronze  Works,  Brunswick,  N..T.,  and 
the  Ireland  .'c  Matthews  Co.,  Detroit,  ]\[ieh. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


55 


ITS 

GRATIFYING 


WTSUJSEIS^ 


The  story  the  cash  book  tells  makes  the  paint  dealer's  sky  look  rosy  or  a 
dark  deep  blue  —  according  to  the  profit  it  shows.     It  is  certainly  gratifying  to  look 
over  your  books  and  see  that  business  is  growing  year  after  year  — ■  to  see  the 
names  of  the  same  customers  season  after  season.    It's  a  sure  sign  of  satisfaction. 

You  can  have  that  gratification  if  you  sell 

Martin -Senour  Paint 

100%  Pure 

"The  Kind  thai  Makes  Business  Better" 

Don't  lose  the  lesson  the  books  tell,  nor  miss  the  moral  the  lesson  points  —  the  paint  that 
gets  the  profit  for  you  is  the  paint  that  drav)s  the  patronage  of  the  particular  patron  — ■  the  patron 
who  will  come  back  stronger  next  year. 

Write  us  today  for  our  proven  plan  to  pull  that  kind  of  patronage. 


Montreal 


THE  MARTIN -SENOUR  CO.,  Limited 

PIONEERS     OF     PURE  PAINT 


Chicago 


Sl^TlN-SENom? 


^ARTIN-SE# 


LIMITED  . 
REAL  ChUC 


You  Can't  Overlook  Facts 


Mr.  Dealer: — Here  are  a  few  state- 
ments that  you  can't  ai^brd  to  over- 
look. 

Minerva  Paints  and  Varnishes  were 
first  manufactured  in  England  76 
years  ago — their  growth  was  spon- 
taneous and  steadily  increased  until 
the  London  house  was  supplying 
Minerva  Brajids  to  the  markets  of 
the  world.  Canada  was  recently 
recognized  as  a  market  which  could 
produce  a  large  demand,  and  al- 
though the  competition  was  strong, 
it  was  decided  to  build  a  Canadian 
factory  and  manufacture  identically 
the  same  brands  as  were  made  in 
England.  About  six  months  ago  the 
large  Toronto  factory  started  to  fill 
the  already  waiting  orders.  Since 
the  first  day  the  success  of  Minerva 
Paints  and  Varnishes  has  surpassed 
all  expectations.    The    demand  has 


been  such  that  the  extreme  possible 
output  has  been  taxed.  The  success 
of  Minerva  Brands  has  been  assured 
in  Canada.  There  are  reasons  for 
such  growth. 

Minerva  Paints  and  Varnishes  give 
honest  value — they  contain  absolutely 
the  very  highest  grade  ingrediefits 
possible  to  procure. 

The  Manufacturers  co-operate  in  every 
possible  way  with  the  dealer. 

Extensive  consumer  advertising  is  used. 
A  good  fair  niargi?i  of  profit  and  an 
attractive  proposition  is  offered. 

This  is  why  Minerva  Brands  mean 
your  reputation  and  profit. 

Write  us  for  informatio)i — be  a  part 
of  this  big  selling  organisation  and 
get  your  fair  share  of  the  7vaiting 
profits. 

F29 


Established  in  England-  1834 

Pinchin,  Johnson  ®.  Co.  (Canada),  Ltd. 

377-387  Carlaw  Ave.,  Toronto,  Can. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE  GOODWILL  OF 
THE  WOMEN  FOLK 


IS  ONE  OF  YOUR  MOST  VALUABLE 
ASSETS,  AND  THEY  WILL  BECOME 
THE  GOOD  FRIENDS  OF  YOUR 
STORE,  IF  YOU  RECOMMEND  AND 
SELL 


LACQUERET 

The    Bri^hteiic^r    of    the  Home 


LACQUERET  ACTS  LIKE  MAGIC  IN 
BEAUTIFYING  AND  PRESERVING 
OLD  FURNITURE,  DINGY  WOOD- 
WORK AND  MARRED  AND  DIRT- 
STAINED  FLOORS.  THERE  IS 
AN  URGENT  NEED  FOR  "LAC- 
QUERET" IN  EVERY  ROOM  OF 
EVERY  HOME. 

WE  HAVE  A  BOOKLET  FOR 
DISTRIBUTION  "THE  DAINTY 
DECORATOR"  WHICH  TELLS  OF 
THE  NUMEROUS  USES  TO  WHICH 
"LACQUERET"  CAN  BE  PUT. 
HAVE  YOU  A  SUPPLY  OF  "DAINTY 
DECORATORS"?  THEY  ARE  REAL 
BUSINESS  BRINGERS. 

SOLD  IN  FULL  IMPERIAL  MEAS- 
URE CANS  ONLY. 


WINNIPEG 


M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floor^laze 

Is   the    floor    finish    most  people  want.  Easy  to 

sell     it    because    it's  so   hard   to  excel  it.  Ten 

pleasinfj  shades.  In  pints  and  quarts,  also  half 
f^allon  and  jjallon  sizes. 

Elastilite  Varnish 

Is  the   most   brilliant   and  durable  for  inside  or  out 
'side  use.     Best  to  sell — best  to  use. 

Vou'll  find  it  pays  to  carry  the  com- 
plete line.      Get  particulars  from— 


Imperial  Varnish  ^  Color  Co. 

Limited 

81  o  24  Morse  St.,  Toronto 


108  Princess  Si. 
Winnipeg 


524  Beatty  St. 
Vancouver 


Time  For  Fall 

Housecleaning 

Now  is  the  time  to  stock  up  and 
bring  to  the  front  brushes  and 
brooms  required  for  cleaning  after 
the    summer    holidays    are  over. 


We  make  all  kinds  of  brushes  for 
painting  and  cleaning,  and  on  re- 
ceipt of  a  post  card  request  will 
send  a  copy  of  our  191 1  catalogue. 

THOMAS  BRYAN,  Limited 

London  ...  Canada 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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PREVAILING  MARKET  PRICES. 

Toronto,  August  lOth,  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots    ^ a^,? 

Antimony,   per  lb                 0  08  4 

Brass  rods,   V2  to  1  inch...  0  ^l 

Slicets,   up  to  20  gauge..  0  22 

Tubing,    1   inch,   base....  0  23 

Copper   ingots,    casting   13% 

Sheets,  plain,  14  oz.  base  0  22 

Sheets,  tinned,  14  02.  base  20% 
Sheets,   planished,    14  oz. 

base    0  28 

Sheets,  braziers    0  23 

Bars,  round  V2  to  2  in...  0  21 

Black  Sheets,  28  gauge  base 

Toronto   

Montreal   

Canada  Plates — 

Ordinary,    52  sheets.  To 

ronto    2 


80 
40 


All  bright,  52  sheets 
Galvanized  Apollo 


90 
00 


4 

Ordinary 
4  35 
4  60 

8  70 

9  20 


18x24x52     ....   4  45 
60     ....  4  70 

20x28x80    8  90 

20x28x80  ....  940 
Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....  3  30 
Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base,  1  inch.  .   6  35 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron,  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Ciiiadian  foundry.  No.  1  18  25 
.Middlcsboro,  No.  3  ....  19  00 
Hadnor    (cliarcoal)     ....  32  50 

Lead,  Canadian  pig   3  75 

Imported   pig,   100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  214  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 

24  261/2 

Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,   im;(]ts,   ino  lb...4(i  00  45  00 
Tin  Plates,  charcoal — - 
M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I    C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I  X   X,   14x20  base    ....   7  50 
".Allaway's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    4  60 

I  X,  14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Cokes,  Bessemer  Steel. 

I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,   20x28,   112  sheets..  7  50 

I  X,  Terne  Tin    9  00 

Charcoal   Tin   Boiler  Plates. 
I   X   X,    14x60,    50  sheet 

bxs    7  00 

Tinned  Iron. 

72x30   up    to   24  gauge, 

case   lots   7  25  7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  11% 

Light  copper  bottoms   ...  09% 

Heavy    red    brass    10  4i 

Heavy  yellow  brass    08% 

Light    brass    06  Vz 

Tea  lead    021/2 

Heavy    lead    02% 

Scrap    zinc    0  04 

No.  1  wrought  iron  ....10  00 
Machinery      cast  scrap. 

No.  1   14  50 

Stove   plate   13  00 

Malleable    9  00 

Miscellaneous  steel    6  00 

PAINTS  AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80  0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

stone)    0  07 

Litharge,   ground    0  05 

Litharge,   flaked    0  05% 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of   Lead    0  09 

Colors  in  Oil — • 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,  pure    ...  018 

Golden  ochre,  pure    0  11 

Frencli  ochre,  pure   0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 

Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10  0  15 

1  lb.  packages  (Brantford)  0  25 

Paris  Green — • 

Toronto 

Barrels,    550    lbs   0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets,   l  ib   0  20% 

Tins,   1-lb.,   100  in  case  0  21% 

Petroleum — • 

Can.    Prime   white,    gal.  0  12 

U.S.  Water  white    ....  0  13% 

U.S.  Pratt's  astral  ....  0  15% 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls   0  17% 

Benzine,  per  gal,  single 

bbls   0  15% 

Putty — 

Bulk   in   casks    2  00 

Bulk    100    lb.    drums....  2  20 

Bladders   in   barrels    ....  2  40 

Ready  Mixed  Paints — 

I'l  r  g.illon,  qt.  tins.   1  50  2  00 

Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5-galIon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    0  74 

Linseed  Oil,  single  barrel, 

r.nw    0  98 

Linseed  Oil,  single  barrel, 

boiled    0  01 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — • 

Carriage,  No.   1    1 

Pale   durable   body    3 

Finest   elastic   gearing    .  .  3 

Elastic   Oak    1 

Furniture,    polishing    ....  2 

Furniture,  extra    1 

Furniture,  extra  No.  1   .  .  0  95 

Light   oil  finish    1  35 

Gold  size  japan   

Turps  brown  japan  .... 
Baking  black  japan  .... 

Crystal  Damar   

Pure  asphaltum   

Oilcloth   

Lightning  dryer   

Stovepipe       varnish,  % 

pints,,   per  gross   

Pure  white  shellac  var- 
nish,  in  barrels   

Pure  orange  shellac  var- 
nish,  in  barrels   

White  Lead,  ground  in  oil — 

B.  B.  genuine   

Elephant  genuine   

Other  brands    ....  615 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0 

Pure,     in     25-lb.  irons 

(in  oil)    0 

Window  Glass — 

United  Inches  Star 
Under   26    4  25 


00 
60 
35 
50 
40 
50 

0  85 

8  00 

1  75 


7  40 
6  90 
6  50 


07% 
08% 

D.D. 
6  25 


6  75 

7  50 

8  50 

9  75 

11  00 

12  50 
15  00 
17  50 
20  50 


26    to    40    4  65 

41    to    50    5  10 

51    to    60    5  35 

61    to    70    5  75 

71    to    80    6  25 

81    to   85    7  00 

86    to  90   

91    to  95   

96    to  100   

Toronto,   30  and  5  p.c. 
Miscellaneous — 

Beeswax,    per   lb  0  40 

Orange    mineral,    100  lb. 

kegs    0  09% 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster  of  Paris,  bbl.  ..230 

Paris  white,  bbls  0  90 

Whiting,  gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  macliine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  slioe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  ofif. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  oiT. 

Stove  rods,  per  lb.,   5%   to  6c. 

Stove  bolts,  80. 
Chain — Proof  coil, 

in.,   $6.00;  5-16 

in.,   $4.25;  7-16 

in.,   $3.75;  9-16 

in.,  $3.65;   %  in. 

$3.45;    1    in.,  $3.40. 

Stall   fixtures,   35;    trace  chain, 

45;   jack  chain,   iron,   50;  jack 

chain,  brass,  50;  cow  ties,  40; 

halter    chains,    50    and    5;  tie 

outs,  75 ;  coil  chain,  50  and  5 ; 

hammock  chains,  galvanized,  35 

and  5. 
Forges — 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 

larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel,  No.  0  to  4,  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J.P.  &  Co., 
"Blunt''  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


per  100  lb.  ^4 
$4.85;  % 
$4.00;  % 
$3.70;  % 
$3.60;  %  in.. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,   33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 

$4.25;     No.      15,      $4.50,  in 

lengths  6  ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25 ;  No. 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs.,  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.    mesh,  19 

w.g.,  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,    %,  $5;  1 

inch,  $16,80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition -'  'Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c ; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
''Crown"  Black  Powder,  "So- 
vereign'' Bulk  Smokeless  Pow- 
der, "Regall''  Dense  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.  sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh   bells,   shaft   and  hames, 
pair,  22c  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells,  No.  1,  $1.65. 
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CANADIAN  HARDWARE 


AND    STOVE  JOURNAT,. 


Bolts  and  Nuts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 
70  p.c. 

Carriage  Bolts,  7-16  and  up, 
70  p.c. 

Carriage  Bolts,  Norway  Iron  (.$3 
list),  (>0  p.c. 

Macliino  Bolts,  %  and  less,  60, 
10  &   10  p.c. 

Mncliine  Holta,  7-16  and  up, 
60  p.c. 

Plough   Bolts,   55,   5   &    10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Ends,  6  Op.c. 

Sleigh  Shoe  Bolts,    %   and  less, 

60  and   10  p.c. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,    55   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4V4c  pi-r 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4  Vic 
per  11).  off. 

Stove  rods,  per  lb.,  5  V4c  to  6c. 
Stove    Bolts,  80. 
Building  Paper,  Etc. — 

'J'arred  slater's  paper,  per 

roll    0  70 

O.K.  paper,  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred    Fibre,   No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre   Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch.   Boston  or  Sydney, 

per  100  lbs   0  70 

I'itch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply   complete,   per  roll.    1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  5u 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barft  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,    !0  p.c. 
Cement — Portland,   bags  per 

bill  1  55     1  65 

Cold  Chisels,  5  x  6  in,,  doz.  2  20 

Level  rdgo.  1  inch,  doz...  2  50 
Conductor  Pipe — • 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  . .  4  00 

4  "  "  .  .   5  28 

5  "  "  .  .   7  26 

6  "  ■'  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  .jet  knobs, 
net  list. 

Door  Sets — Canadian,  4  5  and  10 
per  cent. 

Door  pulls.   60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,   each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Dr.iw  Knives — 

Carpenters'  6  inch.  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavctrough — 

8  in.  in  100  ft.  lengths..   2  00 
10  "  "  .  .   3  15 

12  "  "  . .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
121/2  p.c. 
Files  and  Basps — 

Diaston's,  (<rcat  Western  Amer- 
ican. Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Eagle,  McClel- 
lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,   10  oz., 

doz   5  60 

Tinners    setting,     V2  lb., 

doz   -i  50 

Machinists,  %  lb.,  doz. .  .  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,   up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and  stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50   per  cent. 

Heavy  T  and   strap,   4-in.,  100 
lbs.    net,    $7.25;    Heavy   T  and 
strap,  lO  in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw    hook   and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasp.s, 
65  p.c. 

Hinges  (Spring) — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove   pipe    eyes,    kitchen  and 
square   hooks,    60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;   7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

.Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p  c. 

M.-.llots —  Tinsmith',     2  %  x 

51/>  in..  PP'"  doz   1  25 

Carpenters',    round  hick- 
ory,,  6    in   1  95 

Lignum   Vitae,    round,  5 

inch    2  40 

Caulking.   No.   8.   oak.... 15  00 

Mnttocks — 6  lb..  18  inch.  $6  doz. 
Picks,   6   to   7  lb..  4.65  doz. 
Pick  bandies.  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars.    3%    cents   per  lb. 
Oilers — Kemp's   Tornado   and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,   5   gallon,   per  doz., 
$10.00. 

Davidson   oilers,    40  p.c. 
Zinc   and   tin,   50   p  c. 
Coppered   oilers,    50  p.c. 
Brass  oilers.  50  p.c. 
Malleable,   75  p.c. 
Planes — Wood    bench,  Canadian, 
40.  American,  25  p.c. 
Wood,    fancy,      30    to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...  0  08% 


Cotton,   3-16    inch  and 

larger    O  24 

Russia   Deep    sea    ....  0  10 

Jute    0  OJ 

Lath    Yarn,    single....  0  08 
Lath   Yarn,  double    ...  0  OS  % 

Sisal   bed   cord,   48  feet, 

per   doz  0  65 

Sisal    bed    cord,    00  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proi)ortion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22  %  p.c. 
Kivct  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,   per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  eacli,  per  100  lb.  ...  2  25 
Sectional,  I/2  lb.  each,  per 

100    lbs  2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb...  0  32 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  TO 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 

Drive   screws   85  and  10 

Set,    case   hardened..  60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,    iron,    30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and    21/,  p.c. 

No.  3  and  4  grade,  50  and  2  % 
per  cent. 
Soldering  Irons — 

Base,   per  lb.,   23  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — 

Poultry  netting,  100  lbs...  5  70 
Bed.  100  lbs.,  No.  14  ....   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,   40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles.  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85:  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10:  14i  weights.  00; 
Swedes  cut  tacks,  blued  and  t  n- 
ned,  bulk,  "85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk.  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%:  zinc  t^cks,  35;  leather  car- 
pet tacks,  35;  copper  tacks.  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net:  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;    saddle  nails,   in   papers,  10; 


saddle  nails,  in  bulk,   15;  tufting 
buttons,   22    line   in   dozens  only, 
60;     zinc     gb.ziers'     points,  5; 
double   pointed   tacks,    papers,  90 
and  10;  double  pointed  t.icks,  bulk, 
55;    clinch    point   shoe    rivets.  45 
and   10;   cheese  box   lacks.  87%; 
trunk    tacks.    80    and    2U ,  straw- 
berry box  tacks.  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry,  75  to  75  and   10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinncd,     75  and 
121/2- 

Traps    (steel    game)  —  Newhouse, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  rent. 

Oneida    Jump    (Star),    50,  10, 

and  5  per  cent. 
Wheelbarrows — 

.Vavvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,  $1.65  per  100  sq. 

ft.;    in    50-ft.    rolls,    .$1.70  per 

100  sq.  ft. 
Wire  Door  Mats — -16  x  24,  doz., 

$9.00. 

HOUSEFTJKNISHINGS. 

Stoves  and  Banges — 

Gas  ranges,  50  per  cent. 
.  Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Registers,   70   to   75   per  cent. 

Range  Boilers — 30  gallon.  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron,  16x24, 
$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks,  15x24, 
$2;  18x30,  $2.35;  18x36.  $3.50. 

Enameled  Ware — White  ware,  75 
per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel,  50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  w.->re,  tinned  cast,  50 
per  cent.  off. 

p;namelled   street   signs,   40  per 

cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts,   40  per  cent. 

Galvanized    Ware — Duffcrin  pat- 
tern pails,  .'SO  per  cent. 
Flaring  pattern,   50  per  cent. 
Galvanized  washtubs.  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom   tea   kettles  and 
boilers.   35  p.c. 
Coal  hods.   40  per  cent. 
Boiler  and  tea  kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain,    75  and 
1 2  %  per  cent. 
Hetinned.   75  and  12%  p.c. 

Silverware — Holloware,  40,  flat- 
w.ire.  40  and  10. 

Churns — No.  0,  $9;  No.  1.  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton.  London  and  St. 
Marys.  40  per  cent.;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal, 
37%  and   10  per  cent. 

Washing  M.-'chaics — - 

New  Ontario    41  25 

Hound,  re-acting,  per  doz.  73  75 
Square,    re-act.   per   doz.  77  50 

Dowswell    52  50 

New  Century,   Style  A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — • 

Ivoval   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,   12  inch   100  00 

Challenge,  3  year.  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite.  5  year.  11  inch.  61  75 
20  per  cent. 


CANADIAN    HARDWAEE    AND    STOVE  JOURNAL. 


59 


BUYERS'  DIRECTORY 

V/hen  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal. 


ALUMINUM  WARE. 

Northern   Aluiiunum   Vo.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

AUGEE  BITS. 
Rapid  Tool  Co.,  Peterboro. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 
AXES. 

Allan     Hills     Edge     Tool  Works, 
Gait. 

James  Smart  Mfg.  Co.,  Brockville. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 

Gurney   Foundry  Co.,  Toronto. 

Hamilton    Stove     &   Heater  Co., 
Hamilton. 

Pease   Foundry   Co.,  Toronto. 

Taylor  Forbes  Co.,  Guelph. 
BRASS  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

BRUSHES. 

Boeckh   Bros.    Co.,  Toronto. 

Thomas  Bryan,   Limited,  London. 

Meakins  ^;  Sons,  Hamilton. 

BUILDERS'  HARDWARE. 

Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Cowan   &   Britton,  Gananoque. 

Canada  Steel  Goods  Co.,  Hamilton. 

Hamilton     Stove    &   Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

Peterboro   Lock   Mfg.    Co.,  Peter- 
boro. 

Jas.   Sma'rt  Mfg.   Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

CASH  REGISTERS. 
Dominion   Register   Co.,  Toronto. 
National    Cash    Register    Co.,  To- 
ronto. 

CHURNS. 

J.  H.  Connor  &  Sons,  Ottawa. 

Cummer   Dowswell    Co.,  Hamilton. 

D.  Maxwell  &  Sons,   St.  Marys. 
COAL  CHUTES. 

Clare  Bros,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 
CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer   Dowswell,    Ltd.,  Hamil- 
ton. 

D.  Ma.xwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COW  TIES  AND  CHAINS. 

B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

Oneida   Comraunitv,    Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 

H.  S.  Howland,   Sons  &  Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis   Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor  Forbes  Cn..  (Jiielpli. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Metallic   Roofing  Co..  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Sheet    Metal    Produce     Co.,  To- 
ronto. 

ENAMELED  WARE. 

Thos.   Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet   Metal   Products     Co.,  To- 
ronto. 

FIRE    PLACE    BASKETS,  AND- 
IRONS, ETC. 
Enterprise    Keiinil  iv      Co.,  Sack- 

ville,  X.B. 
James   .Stewart   Sffg.    Co.,  Wood 

stock. 

FURNACES    (Warm  Air). 
Butterworth   Foundry  Co..  Ottawa. 
Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Can.    Heat.    &    Vent.    Co.,  Ow^n 
Sound. 

W.  J.  Copp  &  Son,  Orillia. 


Clare  Bros.,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 

Enterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
Findlay  Bros.,  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &  Heater  Co., 

Hamilton. 
Hall   Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 

C.  S.  Norsworthy  Mfg.  Co.,  St. 
Thomas. 

Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 

FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co.,  I'.erlin. 

GALVANIZED  IRON. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

B.  &  S.  H.  Thompson,  Montreal. 

GAS  CONTROLLERS. 

Westwood  Bros.,  Turonto. 

GAS  RANGES. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Gurney  Foundry  Co.,  Toj'onto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore   Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
Supx-eme  Heating  Co.,  Welland. 

GLASS. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

GUNS. 

Tobin  Arms  Mfg.  Co..  Woodstock. 

HARNESS  GOODS. 
B.  F.  Ackcrraan,  Son  &  Co.,  Peter- 
boro. 

HANDLES. 

.J.  H.  Still  Mfg.  Co.,   St.  Thomas. 
HINGES. 

Canada  Steel  Go(jds  Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Gamnoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 

J.   H,   .-it  ill   Miff.  Co. 

ICE   CREAM  FREEZERS. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- 
ronto. 

JOIST  HANGERS. 

Taylor  Forbes  Co.,  Gueljili. 

KNIVES  (Draw). 
Allan   Hills   Edge     Tool  Works, 
Gait. 

LAMPS   AND  BURNERS. 

Ontario  Lantern  and  Lamp  Co., 
Hamilton. 

LANTERNS. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilttm. 

Sheet  Metal  Products  Co..  To- 
ronto. 

E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  it  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LIGHTING  FIXTURES. 

.Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

LOCKS,  KNOBS,  ETC. 

Bellevilh^  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Hamilton  .Stove  &  Pleater  Co., 
Hamilton. 

National   Hardware   Co.,  Orillia. 

James  Smart  Mfg.  Co.,  Brock- 
ville. 

Taylor  Forbes  Co.,  Guelph. 
METALS    (Sheet  and  Ingots). 

A.  C.   Leslie  &  Co.,  Montreal. 
McClary  Mfg    Co.,  London. 
EShcet    Metal    Products    Co.,  To- 
ronto. 

U.  S.  Steel  Products  Co..  Montreal. 

B.  &  S.  H.  Thompson,  Montreal. 


METAL  WASHBOARDS. 

Meakins   &   Sons,  Hamilton. 

NAILS  (Wire) 
U.   S.   Steel   Products   Co.,  Mont- 
real. 

OILERS. 

Thos  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products     Co.,  To- 
ronto. 

OIL  STONES. 

Pike  Mfg.  Co.,  Pike,  N.H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London 
Queen   City   Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

OIL  PUMPING  SYSTEMS. 

S.  F.  Bowser  &  Co.,  Toronto. 

National  Equipment  Co.,  Toronto. 
ORNAMENTAL   IRON  WORK. 

Canada  Wire  Goods  Co.,  Hamil- 
ton. 

OVEN  DOOR  SPRINGS. 

IT.  S  Steel  Products  Co.,  Mont- 
real. 

PAINTS  AND  VARNISHES. 

Brandram  Henderson,  Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Canadian  Oil  Companies,  Toronto. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

International  Varnish  Co.,  To- 
ronto. 

Glidden  Varnish   Co.,  Toronto. 
Martin-Senour   Co.,  Montreal. 
Benjamin    Moore    &    Co.,  Toronto. 
Ohio  Varnish   Co  ,  Cleveland. 
Pinchin  .lohnston  Co.,  Toronto. 
.Tames   Robertson   Co.,  Toronto. 
Shervvin  Williams  Co.,  Montreal. 

POULTRY  NETTING. 

B.  Greening  Wire  Co.,  Hamilton. 
John  Lysaght,   I^td.,  Bristol,  Eng., 
and  Montreal. 

PLUMBING  GOODS. 

James  Morrison  Brass  Mfg.  Co., 
Toronto. 

PNEUMATIC  WATER  SYSTEMS. 

National    I?(|uipment    Co.,  Toronto. 

RAZORS  (Safety). 
Gillette    Safety   Razor    Co.,    Mo:  t- 
real 

International  Distributing  Co., 
Montreal. 

RAZOR  HONES. 

Pike  Mfg.  Co.,  Pike,  N.  H. 
REGISTERS   (Warm  Air). 

Canadian  Heating  &  Ventilatng 
Co.,  Owen  Sound. 

Clare  Bros.,  Preston. 

Ferrosteel  Co.,  of  Canada,  Bridge- 
burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co..  Loudon 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

James  Smart  Mfg.  Co.,  Brock- 
ville. 

Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

ROOFING  (Metal). 

Metallic  Roofing   Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

ROOFING  (Prepared). 

Brantford  Roofing   Co.,  Brantford 
Canadian  Supply  Co.,  Toronto. 
Standard    Paint    Co.,      of  Canada, 
Montreal. 

REFRIGERATORS   AND  ICE 
CHESTS. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McClai-y  Mfg.  Co..  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

RULES  AND  TAPES. 

I<ufkin  Rule  Co.,  of  Canada, 
Windsor. 

SAD  IRONS 

Dover  Mfg.  Co.,  Canal  Dover, 
Ohio. 

Taylor  Forbes  Co.,  Guelph. 

SAFES. 
Goldie-McCulloch    Co.,  Gait. 

SAWS. 

Shurly-Dictrieh    Co.,  Gait. 

SCALES. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

SCREEN  CLOTH. 

B.  Greening  Wire  Mfg.  Co., 
Hamilton. 


SCREW  AND  BOLT  CASES 

American    Bolt    and    Screw  Case 
Co.,  Dayton,  Ohio. 
SHOVEL  SAND  SPADES. 

Lundy   Shovel  &   Tool  Co.,  Peter- 
boro. 

SILVERWARE. 

Oneida   Community,    Ltd.,  Niagara 
Falls,  Ont. 

SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 

B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland   Sons   &    Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

STOVES    AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow   Stewart   &   Milne,  Hamil- 
ton. 

W.  J.  Copp,  Son  &  Co.,  Fort  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise      Foundry  Company, 

Sackville,  N.B. 
Findlay  Bros.,   Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
Adam   Hall,  Peterboro. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClarv    Mfg.    Co.,  London. 
Moffat    Stove    Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties      Manufacturing  Co., 

Grimsby. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Supreme  Heating  Co  ,  Welland. 
STOVE  CEMENT. 

G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 

U.   S.   Steel   Products   Export  Co., 
Montreal. 

TENTS    AND  AWNINGS. 

,1.  J.  Turner  &  Son.  Peterboro 

TOOL  GRINDERS. 
Pike  Mfg.  Co.,  Pike,  N.H. 
Taylor   Forbes    Co..  Guelph. 
TOOLS. 

Allan    Hills    Edge    Tool  Works, 
Gait. 

TRAPS. 

Oneida   Communitv,    Ijtd.,  Niagara 

Falls.  Ont. 

VACUUM  CLEANERS. 
Onward  Mfg.   Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Export  Co., 

Montreal. 
Universal    Vacuum    Cleaner  Co., 

Montreal. 

VALVES. 

.James    Morrison    Brass    Mfg.  Co., 
Toronto. 

WAFFLE  IRONS. 
Taylor  Forbes   Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.   Connor  &   Son,  Ottawa. 
Cummer    Dowswell,    Ltd..  Hamil- 
ton 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor   Forbes   Co.,  Guelph. 

W.HIFFLETREES  (Steel). 
Canada  Sted  Goods  Co..  Hamilton. 
W.HOLESALE  HARDWAEE. 

H.  S,  Howland,   Sons  &  Co..  To- 
ronto. 

Kennedy  Hardware  Co.,  Toronto. 

I.  jewis  Bros  .  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 
Peart    Bros.,      Limited.  Regina. 

Sask. 

Peterboro    Hardware    Co.,  Peter- 
boro. 

WIRE  FENCING. 
Page  Wire  Fence  Co.,  Walkei-ville. 
U.   S.   Steel   Products   Co.,  Mont- 
real. 

WIRE  GOODS. 

Canada    Wire    Goods      Mfg  .  Co., 

Hamilton. 
B,  Greening  Wire  Co..  Hamilton 

WOODENWARE. 
Meakins  &  Sons,  Hamilton, 
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A  STATEMENT  IN  FULL 

That  is  what  the  user  of  a  McCaskey  Account  Register  gives 
his  customer  after  each  purchase. 

At  the  time  of  the  sale  the  merchant  who  uses  The  McCastcev 
Gravity  Account  Register  System  posts  and  totals  each  account  to 
date.  He  cuts  out  all  useless  bookkeeping  (posting  and  copying 
from  one  book  to  another),  prevents  errors  in  his  accounts  and 
disputes  with  customers,  because  each  patron  has  the  same  record 
of  his  account  and  in  the  same  handwriting  as  he  has,  prevents 
forgotten  charges,  that  is,  goods  sold  but  never  charged,  collects 
his  money  automatically  and  faster  than  any  human  agency  could 
collect  it,  has  an  automatic  credit  limit  and  is  protected  against 
loss  of  insurance  in  case  of  fire  because  with  the  McCaskey  System 
proof  of  loss  can  be  furnished  in  an  hour's  time  to  the  satisfaction 
of  any  insurance  adjuster. 


Only 
One  Wr  \ing 


You  don't  have  to  wail  until  the  man  next  door  or  on  the 
corner  has  installed  the  McCaskey.  Then  it  will  be  too  late. 
Act  now  !  Please  your  trade  by  giving  them  a  statement  in 
full  with  each  purchase,  cut  out  useless  bookkeeping  and  get 
more  information  about  your  business  with  less  expenditure 
of  time,  labour  and  money. 


SYSTEM 


First  and  Still 
the  Best 


Seventy  thousaiul  retail  merchants  are  using  the  McCaskey 
System  and  tell  us  that  it  pays  for  itself  several  times  in  the 
course  of  the  first  year  it  is  installed. 

A  letter  or  postal  card  will  bring  you  information  without 
obligation  on  your  part  to  purchase. 

Or,  tear  out  this  advertisement,  sign  your  name  and 
address  and  we'll  know  vou  want  information. 


Dominion  Register  Co.,  Limited,  Toronto,  Canada 

MaL.nufacturers  of  Surety  Duplicating  and  Triplic&tjng  S&les  Books  and  Single  Ca.rbon  P&ds  in  Sk.ll  varieties 


Hundreds  of  Hunters  are  going 
to  carry  "Tobin  Simplex  Guns" 
this  Fall. 

Are  You  Going  to  Sell  your  Share? 

Tliis  coming  shooting  season  there  is  going 
to  be  a  great  demand  among  sportsmen  for  the 
"  Tobin  Simplex  Gun."  They  have  given  such 
tliorough  satisfaction  in  the  past,  you  can  depend 
on  it,  the  hunter  is  going  to  ask  for  this  depend- 
able weapon.  We  have  been  doing  considerable 
advertising  for 


Simplex  Guns 

and  are  daily  receiving  enquiries  about  them. 

We  are  ilesirous  of  establishing  connnections  with 
live,  aggressive  dealers,  in  districts  where  we  are  not  rep- 
resented. The  "Tobin  Gun''  is  such  a  thoroughly  good 
gun  that  to  sell  it  is  but  a  matter  of  displaying  it  and  ex- 
plaitnng  its  points  of  superiority.  When  you  write  us  we 
will  tell  you  about  our  "money  back"  guarantee.  It  gives 
dealers  a  forceful  selling  argument. 

wRrrK  I  S  TO-nAV. 

The  Tobin  Arms  Manuf'g  Co.,  Limited 

Woodstock,  Ontario 


REVOLVING  CASES 

For  Bolts,  Screws  and  other  articles 


Save  time  and 
money  and  mixing 
of  contents  of 
drawers.  A  hand- 
some piece  of  furni- 
ture as  well  as  very 
useful  for  bolts, 
screws  and  other 
articles.  They  are 
used  by  Hardware 
Dealers.  Plumbers, 
Machine  Shops, 
Auto  Manufactur- 
ers. Dealers,  and 
Repairers.  Each 
drawer  is  locked  in 
the  Case  to  pre- 
vent its  removal, 
therefore  the  con- 
tents of  the  drawers 
are  not  apt  to  get 
mixed.  These 
Cases  are  made 
square  with  square 
drawers,  or  octa- 
gonal with  V-shap- 
ed drawers  as  de- 
sired. They  are 
well  finished  and 
will  last  indefinite- 
ly. Sold  by  all 
jobbers  in  Hard- 
ware and  Auto 
Supplies. 

Manufactured 
by 


American  Bolt  &  Screw  Case  Co. 

DAYTON,  OHIO,  U.S.A. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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'UFKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "  CHALLENGE  "  Steel  Tape  illuslrated  in  this  advertisement  is  one  of  the  great 
variety  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers. 

THE li/FK/N Rule ofQanadaJtj). 

W/ND30/tONn 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  ^  Lock  Mfg.  Co.,  Ltd. 

BELLEVILLE,  CAN. 


PIKE  TOOL  GRINDERS 

Wide  awake  dealers  are  everywhere 
pushing  the    sale    of   these  machines 

Because 

they  have  learned  that  the  Pike  standard  of  qual- 
ity is  built  into  every  machine  and  that  every 
grinder  sold  stays  sold  and  gives  perfect  satisfac- 
tion. Moreover,  there's  an  interesting  profit  for 
the  dealer. 

Won't  you  drop  us  a  line  and  let  us  tell  you  more 
about  them?    It's  well  worth  while. 

PIKE  MANUFACTURING  CO.,  pike,  n.h..  u.s.a. 


THE  QUALITY  IS  GUARANTEED 

WHEN  we  place  our  name  on  the  goods  we 
manufacture,  we  prove  our  faith  in  the 
quality  of  the  workmanship  and  material,  and  in  no 
Hue  is  qualit}-  more  important  tlian 

BUILDERS'  HARDWARE 

We  make  a  full  line,  including  Butts,  Hinges,  Hasps, 
Staples,  Nails,  etc.  WRITE  for  catalogue. 

COWAN  .V-  BHTTTON,   -    Gananoqiie,  On*. 


LooU  for  the  above  brand. 
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The  Best  Receipts  are  those  Printed 
by  National  Cash  Registers 


BECAUSE 


Takes  no  time  to  make  it  out.  Receipt 
is  printed  automatically  as  the  sale  is 
recorded.  Better  than  written  receipt 
because  it  is  indelibly  printed.  Duplicate 
record  is  left  inside  the  Register  under 
lock  and  key. 


Only  system  that  enforces  correct  record 
of  all  cash  sales,  all  credit  sales,  all  money 
received  on  account,  and  all  money  paid 
out.  Its  receipts  advertise  the  mer- 
chant's business,  and  satisfy  customers. 


Every  Merchant  Should  Give  a  Receipt 

Because  it  is  the  only  vi^ay  to  stop  mistakes,  stop  losses,  remove  temptation,  and  insure 
him  all  his  profits.  National  Cash  Register  Receipts  offer  the  greatest  protection  to 
proprietor,  customer  and  clerk.  A  National  Cash  Register  pays  for  itself — a  million 
merchants  have  proved  it. 


FIND  OUT  ABOUT  OUR  "GET  A  RECEIPT"  PLAN 


NATIONAL  CASH  REGISTER  CO. 

Head  Office  for  Canada  Canadian  Factory :  Manager  in  Canada 

285  YONGE  ST.  TORONTO  F.  E.  MUTTON 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 


TORONTO  EXHIBITION  NUMBER 


VICTOR  TRAPS 

Now  is  the  time  to  prepare  for  the  trapping  season.  Be  sure  to 
have  a  full  line  of  VICTOR  traps.  The  demand  will  be  even 
greater  than  during  last  year's  successful  season. 

Yours  truly, 

ONEIDA  COMMUNITY.  LTD.,  Niagara  Falls.  Ont. 

Also  makers  of  Newliouse,  Hawley        Norton,  and  Oneida  Jump  Traps. 


SEPTEMBER,  1911. 


Commercial  Press,  Limited,  Publishers,  Toronto. 


VOLUME  3,  NUMBER  9. 
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You  Are  Losing 
Money  If  You 
Do  Not  Sell 
Gillette 
Safety  j 
Razors 


GILLETTES  sell  READILY  and 
STEADILY — over  a  million  a  year. 

Profits  are  substantial         sure,  tor  there's 

no  price  ciittiny. 

Some  retailers  are  s^etting  these  profits.     W'liy  shouldti'l  you? 

So  far  as  appearance  is  concerned,  tlie  gold  and  sii\er  plated  and  gun  metal  finished  Gillette  sets, 
in  their  leatlier  and  plated  metal  cases,  are  handsome  enough  to  grace  the  finest  hardware  store. 

In  value  and  profit  for  the  space  occupied  they  compare  very  favorably  with  the  rest  ot  your  stock. 

Behind  the  Gillette  Safety  Razor  is  one  of  the  most  forceful  and  most  extensi\  e  advertising  campaigns 
now  being  carried  on  in  Canada,  making  new  customers  every  da\ . 

As  a  trade-retainer  the  Gillette  is  luiique.  There  is  not  onl\-  the  genuine,  delighted  satisfaction 
when  a  man  realizes  how  much  it  adds  to  the  comfort  of  his  daih  toilet — though  this  means  much  to  you  in 
his  good-will.  Besides  that,  each  man  who  buys  a  Gillette  from  you  will  come  back  to  you  regularly  for 
new  blades.     How  much  of  \  our  other  lines  you  can  sell  him  on  tiiese  visits  depends  on  }  our  salesmanship. 

There  is  no  reason  in  the  world  why  \  ou  should  not  participate  in  Gillette  profits,  and  many  reasons 
why  you  should.     Stock  up  now  and  be  ready  for  the  Christmas  trade. 


THE  GILLETTE  SAFETY  RAZOR  CO. 
OF  CANADA,  Limited 


Office  and  Factory,      -      63  St.  Alexander  St.,  MONTREAL 

Offices  also  in  New  York,  Chicago,  London,  Eng.,  and  Shanghai,  China. 
Factories  in  Montreal,  Boston,  Leicester,  Berlin  and  Paris. 
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LABOR  SAVING  DEVICES 

FOR 

Fall  House  Cleaning,  etc. 

With  the  advent  of  Fall,  you  are  sure  to  be  inundated  with  enquiries  for  such  labor-saving  devices 
as  we  name  below.  You  are  conscious  of  the  advantage  of  having  actual  stock  of  the  articles  asked 
for,  and  know  how  far  it  goes  towards  effecting  a  sale.  We  would  suggest  that  you  augment  your 
stocks  now,  and  we  will  willingly  tender  to  you  all  particulars  and  prices  that  you  may  require.  Don't 
hesitate  to  send  your  enquiries — they  will  receive  careful  and  prompt  attention. 

Washing  Machines,  Wringers 

and  Mangles 


All  the  best  known  makes  are  represented 
in  our  stocks  and  we  will  gladly  send  par- 
ticulars at  your  request.  Note  the  two  illus- 
trations on  this  page.  They  are  examples 
taken  from  our  stocks. 

Cleaning  Materials 
Paints  and  Polishes 

These  include  :  Liquid  Veneer,  "Cobra  " 
Furniture  Polish,  Old  Dutch  Cleanser,  John- 
son's Floor  Wax,  and  all  high  grade  Brass 
Polishes. 

Paints  and  Varnishes,  Martin-Senour's 
ready  mixed  paints  suitable  for  inside  or 
outside  work.  Floor  Paints,  Porch  Paints, 
Enamels,  Chair  Paint,  etc- 


Success"  Hand  Vacuum  Cleaner 


This  moderately  priced  Vacuum  Cleaner  does  the  work  as  efficiently 
as  the  most  expensive  Vacuimi  Cleaner  made. 

It  is  simple  and  easily  operated — will  stand  hard  and  constant  use 
— weighs  only  eight  lbs.  and  can  be  easily  carried  to  any  part  of  the 
house.  It  retains  the  dirt  and  dust  till  disposed  of  later,  thereby  sav- 
ing stirred  up  dust  settling  all  over  your  room. 

Bissell's  Carpet 
Sweepers 

These  include  the  Ball-bearing  and 
Cyco-bearing-  They  are  so  well  and 
favorably  known  that  no  further  words 
from  us  are  necessary. 

Look  over  your  stock  and  write  us. 


RICE  LEWIS  ^  SON,  Limited 

TORONTO  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Russwin  47-11 
Food  Choppers  Pocket  Cutlery  and  Butcher  Knives  Razors 


POCKET   KNIVES.  — Kennedy   Brand,    Jos.   Rodgers  &  Sons,    Henry  Boker  &  Co.,  NonXll, 
\V.  II.  Morley  &  Son,  Edward.s  Sons  Co.,  A.  W.  Wadsvvorlh  &  Son. 

BUTCHER  KNIVES.-  Kenned}'  Brand,  Jos.  Rodgers  &  Sons. 

TABLE  CUTLERY.-M  aleliam  it   \'eomans,  Jos.  Rodgers  it  Sons,   \ixon  &  Winterbottom , 
Jos.  I-enton  &  .Sons. 

CARVERS.  —  Malehain      \'eoman's,  Jos.  Rodgers  &  Sons. 

PLATED  FLATWARE.  — Oneida,  Reliance,  Pate,  Wildvvood  and  Tipped  Patterns,  Rogers 
Bros.  1847  Tipped  Pattern,  Oxford,  Lexington. 

PEARL  HANDLES  . — Dessert  Knives  and  Forks  and  I""ruit  Knives. 


KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 


Exclusively  Wholesale 


Everything  in  Hardware 


WAFFLE  IRONS 


Genuine  merit  and 
quick-selling  ability 
have  placed  the 
Taylor- Forbes  W^af- 
fle  Iron  in  most  of 
the  leading  hard- 
ware stores  through- 
out Canada. 


Years  of  experience,  combined  with 
the  work  of  skilled  mechanics  have 
made  the  "T-F"  Waffle  Iron 
superior  to  all  others  for  simplicity, 
durability  and  service. 

Your  customers  get  their  money  s 

worth  when 
they  buy  our 
Waffle  Iron. 


THE  TAYLOR    FORBES  COMPANY.  LIMITED 


GUELPH 


ONTARIO 


11.  t;.  ROGERS,  s.;^  Dock  Street,  St.  John.  N.H. 
J.  B.  H.  RICKABY,  Victoria,  B.C. 


REPRESENTED  BY 


W.  .\.  MacI.ENN.W.  Vancouver.  B.C. 

HARRY  F.  MOULDEN,  Travellers'  Bldg..  Winnipeg. 


CANADIAN  I  NITED  MFRS'.  AGENCY.  London.  Eng. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal 
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Does  each  sale  you  make 

help  to  bring  that  customer  back 
Satisfied  and  Wanting  More? 


Our  share  is  to  fill  your  order  carefully  and  ship 
promptly.    You  will  be  satisfied  with  the  quality  of 
goods  received— your  customer  will  be  pleased  and 
come  back  for  more---the  combination  of  service,  quality  and  satisfied 
customer  will  make  your  own  efforts  more  effective. 


SEND  US  YOUR  ORDER 


H.  S.  Howland,  Sons  &  Co.,  Limited 


We  Ship 
Promptly. 


Wholesale  Hardware 
TORONTO 


Our  Prices 
are  Right. 


GRAHAM   NAILS  ARE  THE  BEST. 


When  writiiiL'  to  advertisers,  kindly  nieution  the  Canadian  Hardware  and  Stove  Journal. 
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Tubular  Steel  Whiffletrees,   Neckyokes  and  Doubletrees 


Better  than  Wooden  ones.     Just  as  cheap.    Do  not  weigh   any  more.     They  last  much 
longer.    Fittings  do  not  get  loose,  and  no  lost  time  getting  them  repaired. 

RELIABLE   GOODS   THAT   WILL   MAKE  YOU 

BIG  PROFITS 


Send  in  your  orders  in  time  for  the  Fall  business. 

Canada  Steel  Goods  Company,  Limited 

Manufacturers 

HAMILTON,         -  CANADA 


Talk  the  IDKAL  to  Your  Customers 


Drive  in  the  fact  that 
thereisno  t^reater  House- 
hold Labor  saver  than  a 
good  Water  Motor 
W'ashinq'  Machine  aiui 
liiat  tliere  is  nO  Water 
Motor  Machine  eL|uai  to 
the 

IDEAL 


Agents: 
W.  L.  Haldimand  &  Son 
Montreal 

H.  r.  Moulden  &  Son 
Winnipeg 


PERFECTLY  SIMPLE  AND  SIMPLY  PERFECT. 


The  evidence  of 
quality  in  its  make-up, 
in  the  \va\-  it  is  put  to- 
gether, in  materials, 
finish  and  simplicity  of 
construction,  backed  by 
t  li  e  w  e  1 1  -  k  n  o  \v  n  a  n  d 
popular 

TRADE  MARK 

are  an  efiectix  e  salesmen. 

It  has  a  "  Warp- 
Proof  "  tub  nng  inside, 
and  a  double  thick 
■'Screwed  Together" 
Cover. 

Two  of  the  manypoints 
of  superiority  of  this 
machine. 

MAKERS 


CUMMER-DOWSWELL,  limited.  Hamilton,  Ont. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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WE  ARE  THE  LARGEST  MANUFACTURERS  OF 


ADZES 

DRAW  KNIVES 


AND 


BENCH  AXES 


IN  THIS  COUNTRY 


Ijlll 


STOCKED  BY  THE  JOBBERS 
EVERY  TOOL  GUARANTEED 


Allan  Hills  Edge  Tool  Co. 


Gait,  Ont. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Made  in  Berlin,  Canada 

1912  MODELS  NOW  READY 


The  "Double  Tank" 
Means  Less  Work 

'Pile  double  tank  device  (an  exclusive 
feature  of  the  Onward  Automatic  Hand 
Power  \  acuuni  Cleaner)  separates  95 
]ier  cent,  of  the  dust  from  the  air  witli- 
out  the  use  of  screens,  baffles  or  water. 
Only  5  per  cent,  of  the  dust  is  screened, 
which  means  that  the  screening  device 
offers  but  .1  per  cent,  resistance  to  the 
pump.  This  machine  is  the  easiest  to 
jiump  and  the  easiest  to  empty,  as  there 
are  no  com])licated  screens  as  in  other 
cleaners. 

It  has  the  greatest  air  displacement  bo- 
cause  the  ]iunip  is  one-third  larger  than 
any  other.  This  gives  it  a  more  power- 
ful suction  and  ;i  strong  blow.  (This 
is  the  only  liaml  machine  that  blows 
as  well  as  sucks). 

Do  not  bo  deceived  by  any  other  claim- 
ed to  be  just  as  good  as  the  Automatic 
' '  TTand  Power. ' ' 

jNTade  of  malleable  iron  and  steel,  it 
will  last  an  ordinary  lifetime.  Write 
for  prices  and  discounts. 

ONWARD    MFG.  CO. 

Largest  Builders  of  Hand  and  Electric 
Power  Vacuum  Cleaners  in  Canada 


BERLIN 


CANADA 


ghki:nin(;'s 

cow  TIES 


Made  in  Six  Different  Styles,  viz.: 

Open  Ring,   Closed  Ring,   Small  Closed 
Ring,  Three  Chain,  Four  Chain. 

GRKENING'S  SPECIAL 

Tliese  are  standard  goods  made  of  Greening's  Steel 
Cliain,  without  a  weak  spot,  and  all  fittings  of  pro- 
portionate strength.  They  are  incomparable  in 
lightness,  strength  and  appearance. 

WRITE  TO  US  FOR  TRADE  PRICES. 


THE  B.  GREENING  WIRE  CO.  Limited 


HAMILTON,  ONT. 


MONTREAL.  P.Q. 


Wlieu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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The  Greatest  Selling  Oaks  made  in  Canada 


"OAK  TREASURE" 


Made  ill  3  Sizes.     Mica  Front  Door.    Duplex  Grates.    Patent  Screw  Draft  in  Front  Door 

MANUFACTURED  BY 

The  D.  Moore  Company,  Limited 

HAMILTON       -  CANADA 

Merrick  Anderson  Co.    WINNIPEG  John  Burns  VANCOUVER 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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"All 
Metal 


Sanitary  Washboards 


The  "  All  Metal  "  will 
wear  longer  lliaii  i'wr 
w  o  ()  d  e  11  w  ashboards. 
They  are  highly  sani- 
tary and  will  not  rust 
or  corrode.  No  smell 
a  f  t  e  1  washing.  jVo 
nails  or  torn  metal 
facing  to  tear  clothing 
or  cut  hands — it's  all 
ill  one  piece. 

Branches : 

MEAKINS  &  SONS 
Winnipeg 

MEAKINS  &  SONS 
Toronto 

MEAKINS  BRUSH  CO. 
Montreal 


 ^ 

No  Uirt  Can  Lodg^e 
in  the  "All  Metal." 


MEAKINS  &  SONS 

SOLE  MANUFACTURERS 

Hamilton,       -       -  Ont. 


This    new     line  has 
caught  Mil  ill  surprising 
fashion. 


Large  orders  coming 
f  r  o  m  a  1  1  jiarts  o  f 
Canada. 

Ask  }T)ur  liardware 
jobber  for  the  "All 
Metal  "  washboard. 


Nova  Scotia  Agents 
C.  E.  CREIQHTON 
Halifax,  N.S. 

British  Columbia  Agents 
F.  G.  EVANS  &  CO. 
Vancouver,  B.C. 


BANNER "  LANTERNS 


BLAST 

We  recommend  the  '  BANNER 

—BECAUSE— 

It  will  last  longer, 
Has  Patent  Automatic  Lift  Lock, 
Has  Patent  Double-seamed  Oil  Well, 
Burns  fifteen  hours  longer  than  others. 
Has  Solid  Non-corroding  Brass  Burner, 
and 

Costs  you  no  more  than  inferior  lanterns. 
Good  Talking  Points,  Eh? 


99 


FOR  SALE  BY  ALL  JOBBERS 


Ontario  Lantern  &  Lamp  Co.,  Limited  |||||| 

HAMILTON  -  ONTARIO 


I 


When  writing  to  advertisers,  kiudly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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WEAR -EVER 

Sample  Aluminum 
Saucepan 

pictured,  of  which  the  list  price  is  55  cents, 
was  advertised  in  women's  magazines  last 
year  as  the  sample  that  would  be  sent  for  30 
cents  to  women  who  could  not  secure  the 
saucepan  off  dealers.  The  same  saucepan 
will  be  advertised  this  year.  In  order  that 
women  may  secure  the  sample  saucepan  from 
you,  rattier  than  from  us,  we  make  you  a 
price  on  this  special  of  20  cents,  if  ordered 
in  lots  of  twenty-five  or  more. 
Cash  in  on  the  demand  created  by  demons- 
trating salesmen  and  by  national  advertising 
of  aluminum  utensils  bearing  the  "Wear- 
Ever  "  trade  mark.  Write 

The  Aluminum  Cooking 
Utensil  Co. 

DEPT.  27,  NEW  KENSINGTON,  PA. 

Distributing  Agents  for  Canada,  Nor- 
thern Aluminum  Co.,  Ltd.,  Toronto,  Can. 

Warehouses  :  New  Kensington,  Pa.,  East  St. 
Louis,  111.,  Portland,  Ore.,  Toronto,  Ont. 
l^ratich  Offices  ;  Boston,  New  York,  Philadelphia, 
Pittsburgh,  Cincinnati,  Detroit,  Chicago,  Baltimore, 
Minneapolis,  Kansas  City,  Eatt  St.  Louis,  New 
Orleans,  Portland. 


"No!    They  are  not  all  the  same." 

"Wear-Ever" 

Aluminum  Utensils 


are  different. 


Of  course,  aluminum  is  aluminum;  but  utensils 
may  differ  in  purity,  in  thickness,  in  handles,  in 
finish. 

Purity.  "Wear-Ever"  utensils  are  99  per  cent  pure. 
Thickness.  They  are  made  thick  enough  to  pre- 
\eiH  denting  readily;  thick  enough  lo  guarantee  a 
lifetime  of  satisfactory  service. 

Handles.  Take  hold  of  the  aluminum  handle  of  a 
hot  aluminum  utensil  — even  with  the  usual  "holder" 

—  and  you  quickly  will  be  convinced  that  aluminum 
is  a  "good  conductor  of  heat."  The  handles  of 
"Wear-Ever"  utensils  are  made  of  the  best  tinned 
steel.  Aluminum  handles  would  become  too  hot — 
wooden  handles  would  burn  off  or  break.  The 
handles  of  "Wear-E\er"  utensils  are  gripped  to 
the  utensils  by  aluminum  rivets  with  large  heads. 
The  heads  are  not  sunk  into  the  side  of  the  utensil 

—  the  side  remains  of  uniform  thickness,  strong 
enough  to  hold  the  handle  on  firmly  for  years. 
Finish.  The  outside  of  a  "Wear- Ever"  utensil  is 
polished.  The  inside  is  hardened  by  an  electrical 
process  which  makes  the  metal  harder,  smoother, 
less  liable  to  be  discolored  by  fend  or  water  con- 
taining alkali  or  iron,  and  more  easily  cleaned  than 
would  be  possible  if  the  utensils  were  not  so  finished. 

THE  "WEAR-EVER"  TRADE-MARK 
is  your  guarantee  of  Safety ,  Saving,  Service. 
Replace  utenEils  that  wear  out 
with  utensils  that  "Wear-Ever" 
If  your  dealer  canncK;  supply  you  with  "Wear-Ever" 
ware,  juat  fill  in  and  mail  the  coupon  below,  enclosing 
15  two-cent  stamps  (Canadian  stamps  accepted',  and 
we'll  send  you,  prepaid,  the  1-quart  Baucepan  pictured. 


Il'r 


■  boo. 


THE  ALUMINUM  COOKING  UTENSIL  CO. 
Dept.  New  Kensington,  Pa. 

.     or  NORTHERN  ALUMINUM  CO..  Ltd..  Toronto  ' 
Distributing  Agents  for  Canada 


TIIE  ALUMINUM  COOKING  UTENSIL  CO.. 
Dept.        New  Kensington,  Pa.,  or 
Northern  Aluminum  Co.,  Ltd.,  Toronto,  Ontario. 
(Distributing  Agents  for  Canada.) 
Please  send   me,  prepaid,  sample,  1  quart  "Wear- 
Ever"  Saucepan,  for   which   1  enclose  15  two- cent 
stamps  {30c.) ,  money  to  be  refunded  if  I'm  not  satisfied. 


lO 
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Satisfy  Your  Customers 


By  handling 
David  son's 
Enamel 

Ware 

Our  Brands 
"Colonial" 

AND 

"  Prem  i  e  r  " 

White  and 
Star  Decor- 
ated. 


Attractive 
in  color. 

Smooth  in 
finish. 

Clean  as 
china. 

Profit  and 
Satisfaction 
in  every  sale 
made. 


IVnte  us  to-day  if  you  arc  not  alreai/y  selling  our  line.     We  will  at  o>ice  arrange  lor  our  nearest  traveller  to  call. 

The  THOS.  DAVIDSON  MANUFACTURING  CO.,  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


Our  New  Cast  Range 

For  City  and  Town  Trade 


We  want  you  to  iinesti- 
j^ate  the  merits  of 

THE  FAIRY  DIAMOND 

Made  in  16  and  18  inch  ovens 

This  is  an  up-to-date  range,  witli 
drop  oven  and  spring  controlled 
door,  neatly  nickelled.  Looks 
right  and  works  right. 

It  sells  at  a  medium  price  and  is 
a  great  trade  catcher. 

Give  us  a  trial  order. 


Butterworth  Foundry 

Limited 
OTTAWA,  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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NOT  IN  THE  "COMPETITION"  CLASS 


THAT  DESCRIBES,  IN  A  NUTSHELL 

THE  "GOOD  CHEER 

CIRCLE  WATERPAN  FURNACE 


Introduced  only  a  year  ago, 
our  "Circle  Waterpan  "  is  al- 
ready being  imitated.  It's  past 
the  e.Kperimental  stage. 

The  "  Circle  Waterpan  "  is 
a  necessity  wherever  HEALTH 
and  COMFORT  are  considered 
more  than  PRICE.  Its  field  is 
everywhere  but  in  Speculative 
Building. 

Intelligent  furnace  purchas- 
ers are  now  insisting  on  humi- 
dified heated  air,  and  in  the 
face  ot  the  public  demand  on 
this  point,  are  you  going  to 
argue  that  humidity  is  unne- 
cessary ? 

Better  get  in  line  to  supply 
what  he  asks  for.  You  get 
your  own  price,  for  the  "  Good 
Cheer  "  is  not  in  the  competi- 
tion class — it  has  no  competitors. 

This  year  we  have  two 
complete  lines  of  Circle 
Waterpan  Furnaces,  the 
"  Equator,"  our  new  furnace, 
being  second  only  to  the 
"  Good  Cheer." 

We  also  make  the  neatest 
and  cheapest  line  of  Side  Wall 
Registers  in  the  market,  and  a 
new  Side  Wall  Cold  Air  Base 
Plate  of  same  design  as  the 
registers. 

Write  us  now  for  particulars. 


THE  JAMES  STEWART  MFG.  CO.,  Limited 


Western  WarelioiiKc: 

156  Lombarnl  Street 
WI]N>I1»KG 

MANITOBA 


WOODSTOCK 
ONTARIO 


DISTRIBUTING  AGENCIES: 

McLennan,  McFeely  ®  Co. 

Vancouver,  B.C. 
Wood.  Vallance  Hardware  Co. 
Nelson.  B.C. 
Ross  Bros..  Limhed 
Edmonton,  AHa. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE 


S.M.P.  LITHOGRAPHED  STOVE  BOARDS 


Wood  or 
Paper  Lined 


Assorted 
Colors 


Mnnufacdired  in  all  Standard  Sizes.    Prices  on  Application. 

The  SHEET  METAL  PRODUCTS  CO.  of  Canada,  Limited 

Successors  to  KEMP  MANUFACTURING  COMPANY 
MONTREAL  TORONTO  WINNIPEG 


LIGHTING  FIXTURES 


The  evening-s  are  drawing  in  and  it's  time  to 
push  lighting  goods.  And  there's  profit  in  it 
for  the  merchant  who  goes  in  for  the  best 
class  of  trade.  Many  towns  are  using  Hydro- 
electric power  and  thousands  of  Canadian 
homes  will  be  lighted  by  electricity  for  the 
first  time  this  winter.  Are  you  ready  for 
this  trade  ? 

The  James  Morrison  Brass  Mfg-.  Co. 

make  a  full  line  of  high  grade  electric,  gas 
and  combination  ceiling  fixtures,  clusters, 
wall  brackets,  etc.  Call  and  see  our  line 
when  \  isiting  Toronto. 

We  also  manufactiu'e  ''J.  M.  T. "  v^alves, 
plumbers'  and  engineers'  brass  goods,  plumb- 
ing supplies,  etc, 


James  Morrison  Brass  Mfg.  Co. 

Limited 


TORONTO 


ONTARIO 


When  writing  to  advertisers,  kindly  meiitiou  the  CanadKin  Hardware  and  Stove  Journal. 
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THE  REGAL  FAVORITE 

IS  OUR  LEADING  CAST  RANGE 


It  is  entirely  new  and  is  specially  designed  and  constructed  to  meet  the  growing  demands  for  a 
SIX-HOLE  RANGE  with  an  exceptionally  large  firebox  for  wood  and  a  well  proportioned 
firebox  for  coal.  ORDER  A  SAMPLE  OF  THIS  RANGE^  EX  AMINE  IT,  WEIGH  IT, 
MEASURE  IT,  AND  TEST  IT  BY  EVERY  MEANS. 


There  is  Nothing  on  the  Market  to  Compare  with  it 


The  REGAL  FAVORITE  is  the  largest  and  roomiest  COAL  and  WOOD  RANGE  on  the 
market.  Firebox  Door  Opening,  7'^  inches.  Oven  measures  20x21;j  x  13.  Roomy  Top  with 
Front  Hinged  Key-Plate. 

The  Loose  Locked  Nickel  Parts  are  only  one  of  the  many  new  and  excellent  Features  which 
are  embodied  in  this  Range. 

Our  New  Catalogue  and  Price  List  will  be  distributed  to  the  Trade  by  the  ISth  of  September. 


FINDLAY  BROS.  &  CO.,  LIMITED 

Head  Office  and  Works,  -  CARLETON  PLACE,  ONT. 
Branch  House,         -         -         20O  Princess  St.,  WINNIPEG. 

DISTRIBUTING  AGENCIES: 

H    H.  DR'i  DEN  STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS.,  Ltd.  GEO.  D.  HORSMAN 

Sussex,  N  B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 


When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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BANNiai  STOVES 

AND  KAN(iKS 


'T^IIK  design  and  eijuipment  of  the  ART  BANNER  RANGE  are  the 

height  of  stove  perfection,  [t  is  an  entirely  new  range  of  tlie  loose 
hearth  pattern. 

Il  is  the  nattiest,   neatest  and  cheapest  range, 
when  (|iialily  is  considered,  ever  offered  to  the  trade. 


SPECIAL  FEATURES    Flues  Ofadepth 

that  insure  quick  operation.  Oven  Large,  square 
and  well  ventilated.  Fire  Box  — Large  in  size  and 
well  proportioned.  Orates  Duplex,  for  coal,  of 
our  latest  improved  design.  Wood  Fixtures — This 
range  is  provided  w  th  a  heavy,  durable  basket  wood 
grate  which  is  unequalled  for  wood  burning  require- 
ments and  will  take  24-inch  wood.  Nickel  Bands  — 
Are  all  removable  and  of  our  most  approved  fo  m. 

Write  for  full  infoi  niati  jn,  because  we  have  Ihe 
best  propiisitiim  to  offer  in  the  stove  line. 


DOWN  DRAFT  FURNACE  CO. 

LIMITED 

GALT,       -  ONT. 


Wright's    Spiral    Tubular  Radiator 

6  or  7  inch  collar 

Will  heat  a  room  as  quickly  as  a  gas  or  coal  oil  stove  at  NO  EXTRA  EXPENSE  FOR  FUEL 


O.  H.  STOVE  PIPE  ELBOWS 

I'rom  3  to  S  inches.     Wired  i  doz.  in  a  bundle. 
Rivetted  at  large  end. 


Headquarters  for  Elbows  (all  angles),  Dampers, 
Tees,  Tapers,  Damper  Lengths,  Thimbles, 
Plugs,  Chimney  ("aps.  Ridge  Pipe,  Side  Roof 
Pipes,  etc. 

E.  T.  Wright  &  Co.,  Hamilton,  Can. 

H   <i.  \\  RHiH T' 


COOPER'S 
DUSTLESS  STOVE  PIPE  ELBOWS 

6  and  7  inches.  Crated  i  doz.  in  a  crate.  Will 
expand  or  contract  to  fit  any  size  pipe. 


Scheip's  Perfect  Patent  Pipe  (in  crates),  Rivet- 
ted Pipe  in  sizes  from  3  to  7  inches,  Galvanized 
I'urnace  Pipe  and  Elbows. 

Winnfpeti  Agents   Merrick-Anderson  Co..  Winnipeii.  Man. 
Vancouver  Agents,  Macpherson  *  Teetzel,  Vancouver,  B.C. 
Toronto  Agent    1".  I!   Wilson.  3;l  Maitland  St  .  Toronto.  Ont. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Let  Regina  Vacuum  Cleaners 


Build  Up  Your  Profits 

E\"ERV  hoiisewite  in  the  land  wants  a  Vacuum  Cleaner 
because  it  means  cleaning  under  a  carpet  as  well  as  on 
top.     The    REGINA    Cleaner   costs    very   little.  It 
bring's  a  good  profit  for  the  dealer. 

Move  the  handle  back  and  forth.    The  double-pump 
works  continuously.    The  REGINA  is  simply  constructed, 
simply  operated,  but  "simply  perfect"  in  its  work.  The 
Cleaner  is  worked  with  one  hand  ;  easily  carried 
around  the  house.     It  builds  its  own    sales  and 
brings  you  customers. 

Remember  our  Special  Dealer's  ProposKion 
for  this  season.  You'll  not  get  it  again,  but  30U 
can  get  it  now  by  writing  us  at  once.  We  may 
withdraw  it  at  any  time. 

For    towns    with    electric    supply,  the 
electric  double-pump    REGINA    VACUUM  / 
CLEANER  is  sure,  satisfactory,  and  excel- 
lent.   Ask  us  about  this  machine,  if  you  want 
to  be  first  in  your  town  with  the  best  develop 
ment  of  the  electric  cleaner. 

DO  YOU  SELL 
FENCES  ? 
Get  PAGE  supplies 

We  sell  quality  fence  material  of  superior  '| 
design.    You  retail  at  standard  prices  and  _  -i 

make  good  money.    Dozens  of  lock-\\  ire  roll  .       '  j 

fences  in  all  heights  and  weights,   poultry  fence  and  netting,  ornamental  fence. 

Also  Staples  (sharp,  well  galvanized),  Netting  Staples,  Fence  Wire-Locks,  Coiled  (elastic  crimped) 
Fence  Wire,  Post-hole  Diggers,  Fence  Anchors,  Ready-built  Gates,  Concrete  Reinforcing,  PicketHooks, 
Lawn  Fence  and  Fancy  Gates  to  match.    See  our  Catalogue. 

Here's  a  NEW  LINE— PAGE  FARM  ENGINES.  This  is  a  little  motor  on  skids  or  a  truck  that  runs 
on  gasoline,  kerosene,  alcohol,  distillate,  etc.,  without  any  change  or  adjustment  of  parts.  Farmers  use 
them  for  pumping,  chores,  wood  sawing,  feed  cutting,  etc.  Two  sizes — and  they  work  all  the  year  around 
at  any  time.  Cost  very  low,  and  a  good  margin  on  every  sale.  Be  tlie  Local  Dealer  in  them.  Write  to- 
day for  the  engine  catalogue  and  dealer's  proposition. 


THE  PAGE  WIRE  FENCE  COMPANY,  Limited 

WALKERVILLE,  ONT. 

Branches:  Toronto,  King  Street  West  and  Atlantic  Avenue. 
Montreal:  505-517  Notre  Dame  Street  West. 
St.  John  :  37  Dock  Street. 


Some  Worthy  li^xaiiiples  of  the  Bi^  PAGE  Line. 


ACME  WHITC  LAWM 
FENCE 


ACME  CHICKEM 
FENCING 


HIGH  CARBON  WIRE 
R-EINFORCEMENT 


37  VARIETIES  OF  PAGE 
FENCE  IN  WEIGHTS 
ANDMESH  TOSUIT 
ALL  NEEDS 


VICTOR    POULTRY  FENCE 


FENCE  STAPLED 


COILED  WIRE 


WINDOW  GUARDS 


iHi 


PAGE    IRON  FENCING 


PAGE    SPECIAL  POULTRY  FENCE 


STEEL  FLEXIBLE  MATS 
ANY   SIZE  OR  SHAPE 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Specialty  Manufacturing  Co. 

Manufacturers  of 

Oak  Stoves 

Grimsby       -        -  Canada 

SPECIAL  OAK 


U'e  make  a  specialty  of  this  one  stove  in  tlie  throe 
popular  sizes,  numbers  12,  14  and  16,  all  of  which  are 
true  to  numbers  in  measurement. 

We  are  in  a  position  to  give  you  the  lowest  price  Oak 
Stove  in  Canada,  weight  and  finish  being  considered. 

]Vrilv  us  for  firices  and  full  description 

SPECIALTY  MANUFACTURING  CO. 


Grimsby, 


Ontario, 


Canada 


THE "GEM" 
WASHER 

HIOH  SPEED  FLY  WHEEL. 
RAPID     ACTION  DASHER. 


For  smooth  running, 
easy  working  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"Gem''  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  bv 


J.  H.  CONNOR  &  SON.  Ltd. 

OTTAWA,  ONTARIO 


MADE  IN  CANADA 

STERNES 
STOVE 
PUTTY 


Odorless. 
Never  Cracks. 
Ne\er  Crumbles. 
Never  Falls  Out. 
Makes  tight 
joints    and  pre- 
vents the  escape 
of  Cias  or  Ashes. 


ASBESTOS  FURNACE  CEMENT 

Bakes  Hard  as  the  Iron  Itself  Strictly 
Fireproof  —  Perfect  Non  •  Conductor. 

Try  a  sample  order  of  either  or  both  of  the  above,  and 
be  convinced  of  their  superioritj-.  If  vou  are  not  satisfied 
return  the  goods  at  our  expense. 

Put  up  in  anj-  size  package  from  a  1|  pound 
car.  to  a  800  pound  barrel. 


Write  us  for  prices  and  samples. 


G.  F.  STERNE  &  SONS 
BRANTFORD,       -       -      •  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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FAMOUS  BASE  BURNERS 


No.  300  Series 


THE  "Famous"  Base  Burner 
is  favorably  known  to  the 
trade  throughout  Canada 
as  a  first-class  heater. 

It  is  the  most  modern  con- 
structed heater  on  the  market, 
having  extra  large  flue  capacity 
and  radiating  surface. 

It  has  the  Famous  combi- 
nation Shaking  and  Duplex 
Grate  and  Semi-Steel  Fire  Pot, 
which  can  be  removed  and  re- 
placed through  the  front  door, 
large  ash  pan  and  coal  magazine. 

Every  Stove  is  a  double  heater 
and  the  warm  air  can  be  conducted 
to  another  room. 


Made  in  Three  Sizes 
One  Size  with  Oven 


McCLARY'S 


LONDON  TORONTO  MONTREAL 

WINNIPEG  V  ANCOrV  ER  ST.  JOHN 

HAMILTON  CALGARY  SASKATOON 


When  writing  to  advertisers,  kiudly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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M  AXWELL  FOOD  CU 1 TKUS 


Alier  months  of  careful  work  by 
our  desig'ning'  and  testing  depart- 
ments, we  have  perfected  a  line  of 
Food  Cutters  worthy  to  be  offered 
to  the  public  as  Maxwell's. 

Our  long  experience  in  manfac- 
turing  house,  garden  and  farm 
machinery  of  various  kinds,  of 
course,  gave  us  a  decided  advant- 
age when  it  came  to  designing  a 
Food  Clutter  that  would  cut  or  mince 
to  any  size,  cleanly,  quickly,  and 
with  little  effort.  Our  different 
models,  of  which  we  illustrate  one, 
are  distinguished  by  these  advant- 
ages, as  well  as  by  their  fine  finish 
and  superior  quality  throughout. 

You  can  sell  them  with  perfect 
confidence  that  they  will  make 
good,  for  we  have  already  put  them 
through  more  severe  tests  than 
they  are  ever  likely  to  meet  in  use. 


David  Maxwell 
&  Sons 

ST.   MARY'S,  ONT. 


Two  Trade  Winners 


FROM  THE 


Empire  Line 

Best  Value  on  the  Canadian  Market 


THE  EMPIRE  OAK. 


THE  EMPIRE  OAK— made  in  14  Sizes— Nos.  ii, 
'3>  '5>  I/-  artistic  and  strictly  hig'h-grade  Oak  at 

an  attractive  price.  The  body  is  made  of  heavily 
polished  sheet  steel,  mounted  with  a  flang"e,  formings  a 
perfectly  tight  joint. 

Nos.  II  and  13  have  single  feed  door;  15  and  17 
double  feed  doors,  with  mica  in  lower,  and  fitted  with 
Duplex  Grates.     Will  burn  coal,  coke  or  wood. 

THE  EMPIRE  CHINOOK— a  serviceable  Steel 
Range.  Large  firebox,  heavy  cast  linings,  Duplex 
grates,  easily  removed.  Size  of  oven,  18  inches.  Made  with  liigii  closet,  high  shelf 
and  in  square  sizes.  Burns  coal  or  wood.  Meets  tlie  demand  for  a  cheap,  serviceable 
range  and  we  guarantee  an  excellent  worker.  we  solicit  your  enquiries. 


THE  empire  CHINOOK. 


Canadian  Heating  and  Ventilating  Co.  Limited 

OWEN  SOUND,  ONTARIO 


CHRISTIE  BROS.  CO.,  LTD. 

IS24  Dunilas  Street,  TORONTO 


THE  ATKINSCO. 

VANCOl VER 


CHRISTIE  BROS.  CO.,  LTD. 

Park  and  Henrv  Streets,  WINNIPEG 
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The  Special  Features  in  Maxwell's 

Champion  Hi^h  Speed  Washer 


make  it  a  winner  against  all  competition.  Made  of 
Red  Cypress  (the  wood  that  lasts  a  lifetime),  with  both 
crank  and  top  lever  drive,  heavy  balance  wheel,  and 
extension  wringer  attachment  allowing  practically  the 
whole  top  to  open.  The  Champion  catches  the  fancy 
of  the  woman  who  sees  it  for  the  first  time,  and  wins 
the  warm  recommendations  of  the  woman  who  uses  it. 

It  pays  to  link  up  your  store  with  such  successes 
as  the  Champion. 


DAVID  MAXWELL  &  SONS 


ST.  MARY'S,  ONTARIO 


Champion  Grate 

A  wonderful  invention.  Superior  to 
all  others.  Crosswise,  non-warping 
bars,  easily  shaken,  more  open  sur- 
face and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

and  is  one  of  its  many  attractive  features 
vvhicli  appeal  to  every  housewife.  A  sample 
range  will  prove  to  you  what  an  easy  selling- 
line  the  "  Champion  "  is. 

Get  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


All  Known  Sizes  REGISTERS  Shapes  and  Finishes 


CAST  IRON 

Floor  and  Wall  Registers 

Faces 

Borders 

Baseboard  Registers 
Original  Design  Goods 


UNRIVALED  SELECTION 


SEMI-STEEL 

Floor  and  Wall  Registers 
Convex  Reversible  Wafers 


WROUGHT  STEEL 

Floor  and  Wall  Registers 

Faces 

Borders 

Reversible  Wafers 
Baseboard  Registers 


EXTRA  HEAVY  DISCOUNTS 


Convex  Kcver-siDit; 


Canadian  Ferrosteel  Company,  Ltd.,  Bridgeburg,  Ont. 
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A  COMMON  SENSE  FURNACE 

The  merits  of  vvhicli  every  Canadian  I'  urnace  man  should  caret\illy  investigate. 

The  Enterprise  Blazer 


DESIGN  REGISTERED.     FIRE  POT  PATENTED  1909. 


Is  sold  from  coast  to  coast 
and  wherever  introduced 
has  attracted  much  atten- 
tion because  of  its  merit. 

Space  will  not  permit  a 
full  description,  hence  we 
will  refer  to  a  few  only  of 
its  special  features. 

Patented  Fire  Pot 

Canada,  1909 

The  greatest  improvement 
and  the  heaviest  Fire  Pot 
made. 

Note  the  Weights: 

No.  250 — 135  lbs. 

"  350—175  " 
"  450-250  " 
"    550—350  " 


Direct  Draft  Damper,  with  gas  vent, 
which  allows  the  gas  to  escape. 

Unusually  Wide  Radiator  (will  not  choke 
with  soot). 

Large  Clean-Out  Doors  on  each  side, 
hence  easily  cleaned. 

Very  Deep  and  Roomy  Ash  Pit  (with  large 
Ash  Pan). 

Triangular  Grate  (easily  removed). 

Low  in  Construction  (good  for  low 
cellars). 

Built  in  the  most  substantial  manner  to 
withstand  the  wear  and  tear  of  hard  use. 

The  Blazer  has  many  other  good  features 
which  are  all  fully  explained  in  our 
Illustrated  Catalogue,  which  will  be 
sent  to  any  address  on  application. 


.Also  ask  for  Book  of  Testimonials  (just  out),  telling  what  people  in  every  Province  in  Canada,  who  are 
using  the  Bi.azkk,  think  of  it.     These  opinions  will  interest  you  and  your  customers. 

If  you  are  a  dealer  in  Stoves  it  will  pay  you  well  to  know  about  our  line  of  Steel  Ranges,  Cast  Ranges 
and  Heaters.     There  is  no  more  attractive  or  more  saleable  line  made  and  the  price  is  right. 


The  Enterprise  Foundry  Co.,  Sackville,  N.B. 

REPRESENTED  IN  WESTERN  CANADA  BY 

Fred.  J.  C.  Cox  &  Co.,       -       -       Winnipeg,  Calgaiy  and  Edmonton. 
W.  T.  McArthur  &  Co.,        -       -    Vancouver,  B.C. 
The  Enterprise  Hardware  Co.,    -       Saskatoon,  Sask. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range.  .  - 

Six  sizes  are  made,  namely  :  Nos.  816,  916,  818,  gi8,  920  and 
922,  with  or  withovit  Reservoir,  and  with  any  equipment  of 
shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact  Reservoir  on  left 
end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once 
sold  it  never  comes  back,  but  is  always  a 
working  advertisement.  One  sale  makes 
another  and  the  demand  is  constantly  in- 
creasing. 

Make  the  Royal  Jewel  Steel 
Range  your  Leader  and 
you  are  sure  of  the  best 
stove  trade  in  your  locality. 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 

STYLE  R.  F. 

We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ing the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and  ap- 
preciated wherever  wood  can  be  secured  for  fuel. 

We  makeman}-  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the  country, 
including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels,  Jewel 
Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  &  Milne  Co.,  Ltd. 

Head  Office  and  Factory  at  HAMILTON 
Offices  also  at  Montreal,  Toronto  and  Winnipeg 

Western  Customers  please  write  for  information  and  send  orders  to  our  Winnipeg 

Branch,  No.  130  James  Avenue 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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WE  ARE  READY  TO  HELP  YOU  NOW 

If  you  have  a  prospect,  whose  problem  is  a  Httle  out  of  the  ordinary,  drop  us  a 
post  card  and  we  will  have  one  of  our  travellers  go  out  with  you  to  see  this 
prospect  and  show  the  most  economical  method  of  installing  the  system. 
Your  customers  who  are  contemplating  putting  in  furnaces  (or  any  other  Heat- 
ing System )  will  soon  be  making  their  decisions. 
Don't  let  the  other  fellows  get  the  orders. 
Get  in  early !    Get  m  right,  and  stay  in  ! 


Manufacturers  of 

Warm  Air 
Furnaces 

Combination 
Heaters 

Round  and 
Sectional 
Boilers  for 
Hot  Water 
and  Steam 

Registers 

Radiators 

Ventilating 

Systems, 

etc. 

We  are  in  a 

position 
to  quote 
prices  and 
make 
prompt 
shipments 
of  all 
materials 
required 
in  the 
installation 
of  Warm 
Air,  Hot 
Water  and 
Steam 
Heating 
Systems. 


REMEMBER  WE 
CAN  GIVE  YOU 
PROMPT  SHIP- 
MENTS ON 
GOODS  ORDER- 
ED NOW. 

Our  reputation  of 
over  36  years  in  the 
manufacture  of 
Warm  Air  Furnaces 
and  Heating  Sys- 
tems affords  an  ex- 
cellent example  of  a 
TRIBUTE  TO 
HONEST  MANU- 
FACTURE. 

You  make  a  friend 
of  your  customer 
every  time  you  in- 
stall a  Pease  Fur- 
nace or  Heating 
System. 

Pease  Furnaces 
are  constructed  from 
the  best  materials 
only. 


EconomylFurnacc    300    Series  B.TlWith  Verlical  Shikrr. 


PEASE  FURNACES  AND  HEATING  SYSTEMS 


MANUFACTURED  BY 


PEASE  FOUN D RY  COMPANY. 

■    ■  UHITIO  ■ 

TORONTO  WINNIPEG  58 


WESTERN  REPRESENTATIVES 

PEASE- WALDON  CO..  LTD. 

WINNIPEG 


When  writing  to  advertisers,  kindly  mention  tbe  Canadian  Hardware  and  Stove  Journal. 
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Whiffs 
Worth 
Watching 
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By  the  Adverlising  Dept.  of  The  Gurney  Foundry  Co.,  Limited,  Toronto. 


Once  more  the  month  of  Septembei',  once  more  the  Stove 
Season  is  the  most  engrossing  thought  in  the  mind  of  the  Cana- 
dian Hardware  man.  How  to  get  more  business ;  hoAV  to  sell  more 
ranges.  A  satisfactory  range  clinches  an  entire  household  ac- 
count. This  range  lousiness  now  is  the  crux  of  the  whole  hard- 
ware situation  and  will  be  for  another  sixty  days. 

Busy  at  GURNEY-OXFORD  Headquarters?  Just  what  you 
might  notice.  Here's  why.  For  four  months  now  we  have  been 
telling  you  fellows  that  we  had  something  really  good  in  the  way 
of  co-operation  to  offer  and  a  lot  of  you  have  sat  up  and  taken 
notice.  As  a  result  to  a  great  many  live  hardware  men  this  is 
what  we  are  doing  right  now :  we  are  shipping  a  quantity  of 
large  steel  signs  with  the  name  of  the  local  dealer  on  them.  This 
will  tell  a  farmer  who  drives  along  the  road  where  to  get  the 
best  line  of  stoves ;  incidentally  other  things.  These  are  going  out 
in  two  sizes. 

A¥e  are  slapping  these  live  dealers  the  finest  line  of  window 
dress  that  has  yet  appeared  in  a  hardware  window.  Magnificent 
five-color  lithographs,  which  tell  their  own  convincing  story. 

We  are  shipping  large  quantities  of  tlie  most  unique  little 
business  getter  a  dealer  ever  received — something  extra  special 
in  the  way  of  a  catalogue  under  the  local  dealer's  cover,  not  ours. 
And  that  cover  is  something  unique.  Incidentally,  tlie  advertising 
man  has  sent  out  liundrcds  of  contracts  to  local  newspapers. 
These  ads.  are  over  the  name  of  owr  local  representative,  without 
charge  to  liim.  Full  page  space  is  also  shouting  "GURNEY- 
OXFORD"  ri'om  under  the  covers  of  the  leading  periodicals  of 
tlie  country. 

Something  doing  on  the  shipping  platforms  too. 
We  are  getting  tlu^  samples  out  to  these  men  in  quantities 
now,  for  they  will  need  them.  And  this  kind  of  co-operative 
siTxice  is  going  to  mean  repeat  orders  from  all  these  fellows — 
these  fellows  that  took  hold  and  showed  their  enterprise. 
This  is  about  the  last  call,  Mr.  Dealer:  not  much  use  in  co- 
np, ■ration  alter  t!i(>  October  Number  is  in  your  hands.  AYe  still 
would  like  W»  Ileal-  l:'rom  you  if  you  are  not  one  of  tlie  Elect. 
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THE  SMOKE  PIPE 


**Tlie  Complete 
(iuriiey  -  Oxford  Line 
I  or  Mine'' 


Said  one  dealer  Exhibition 
week  —  this  after  a  careful 
inspection  of  our  heating 
stoves : 

"  Look  at  this  baseburner, 
It's  a  beautiful  thing,  and  the 
best  of  it  is  that  it's  so  dif- 
ferent from  my  competitor's 
stuff.  Yes,  and  it  looks 
'value'  from  front,  sides  and 
back." 

TWO  LINES  OF  BASE  BURNERS 

TWO  STYLES  WITH  PARLOR  OVENS 

THREE  LINES  OF  OAKS-ONE  JUST 
OUT 

THE  GREATEST  ASSORTMENT  OF 
SMALLER  HEATING  STOVES  IN 
CANADA 

All  under  that  oval  Gurney- 
Oxford  sign  that  you  know 
as  the  best  known  high  grade 
Canadian  brand. 

Tell  us,  "A  catalogue,  please, 
and  that  publicity  booklet," 
mail  it  to-night. 


GURNEY-OXFORD  ART  LAUREL.  300  ^RIES 


THE  GURNEY  FOUNDRY  CO.,  Limiied,  Toronto 


MONTREAL 


HAMILTON 


WINNIPEG 


CALGARY 


VANCOUVER 
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Display  of  Philadelphia-Made-Hardware  by  Miller  Lock  Company,  North  Bros.  Mfg.  Company,  Henry  Disston  &  Sons,  Enterprise 

Mfg.  Company,  and  Fayette  R.  Plumb  Company,  Philadelphia. 

Hardware  and  Stove  Displays  at  the  Toronto  Exhibition 

Displays  of  interest  to  Hardwaremen  increase  in  interest  each  year — United  States 
concerns  with  branch  plants  in  Canada  make  elaborate  displays — Stove  and 
Plumbing  firms  show  many  new  lines — Paint  and  Varnish  demonstrations  popular. 


That  the  Canadian  National  Exhibition  is  becoming 
more  and  more  what  its  name  implies  is  self-evident. 
Never  in  any  previous  year  vras  it  so  much  so.  It 
lias  become  to  all  intents  and  purposes  a  business  man's 
exhibition.  That  is  the  pivotal  point  on  which  the 
spirit  of  the  exhibition  turns. 

While  to  some  extent  it  still  has  its  defects,  it  is 
a  reflex  of  the  industrial  life  of  Canada  such  as  cannot 
be  seen  elsewhere. 

Even  he  who  runs  must  have  read  enough  in  the 
exhibits  to  have  been  impressed  with  the  development 
which  is  taking  place  in  the  manufacturing  industries 
of  the  country.  Not  only  is  this  noticeable  in  the 
extent  and  variety  of  the  products  of  the  Canadian 
factories,  but  in  their  quality  as  well. 

Canadian  manufacturers  are  yearly  becoming  more 
and  more  possessed  with  the  ambition  to  excell  in 
quality.  This  fact  must  have  impressed  itself  upon 
many  of  the  visitors  at  the  recent  Exhibition.  There 
is  undoubtedly  a  prejudice  in  the  minds  of  a  good 
many  Canadians  in  regard  to  the  quality  of  the  pro- 
ducts of  the  home  factories,  but  the  object  lessons 
wliicli  are  being  given  from  year  to  year  at  the  To- 
ronto Exhibition,  without  even  taking  into  account 
other  factors,  must  be  gradually  dissipating  it. 

But  important  and  all  as  the  Toronto  Exhibition 
is  as  an  epitome  of  the  industrial  and  business  life  of 
tiie  country,  the  stage  has  undoubtedly  been  reached 
where  its  capacity  is  no  longer  eciual  to  the  task  of 
adequately  representing  the  manufacturing  interests 
of  tile  Dominion. 

In  spite  of  the  increase  in  the  capacity  of  the 
lHiil(liiii>-s  and  tlir  uroiiiids.  tiicrc  is  still  a  most  urgent 


demand  for  more.  There  is  not  an  important  depart- 
ment of  the  Exhibition  to  which  this  does  not  apply. 
In  consequence,  there  are  many  manufacturers  who 
have  been  unable  to  exhibit  the  products  of  their  fac- 
tories at  all,  while  those  avIio  have  secured  space  have 
in  many  instances  been  comi^elled  to  be  satisfied  with 
much  less  than  they  required.  This  has  militated 
against  the  effective  display  of  some  of  the  exhibits,  al- 
though many,  on  the  other  hand,  have  not  made  the 
best  use  of  the  space  which  was  at  their  disposal.  The 
committee  of  business  men  who  have  the  over-seeing 
of  the  arrangement  of  tse  exhibits  are  doing  a  great 
deal  to  correct  this  by  the  timely  suggestions  they 
make  while  on  their  tours  of  investigation. 

That  the  exhibition  is  assuming  an  international 
character  is  shown  by  the  exhibits  made  by  several 
United  States  manufacturers,  many  of  whom  have  es- 
tablished branch  plants  in  Canada.  In  one  case,  hoAV- 
ever,  that  of  "Philadelphia-i\Iade-Hardware, "  only 
one  of  the  five  manufacturers  concerned  have,  as  yet, 
begun  manufacturing  in  Canada. 

To  the  retail  merchants  of  the  country  the  Exhi- 
bition is  undoi;btedly  of  great  value.  Within  the  com- 
pass of  a  few  buildings  it  enables  them  to  see  in  a  few 
hours  a  fairly  representative  variety  of  manufactured 
goods,  such  as  would  be  impossible  for  them  to  see  in 
many  months  under  almost  any  other  condition ;  in 
many  important  instances  the  process  of  manufactur- 
ing is  also  revealed  to  them. 

But  the  mere  seeing  of  exhibits  is  not  the  only  in- 
terest there  is  in  the  Toronto  Exhibition  for  the  retail 
merchants  of  the  country.  There  is  the  men  they  m;^et. 
the  new  ideas  they  pick  up,  and  the  desirable  lines  of 
merchandise  they  are  enabled  to  secure. 


3° 


CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


SAMSON  GOODS  AT  THE  EXHIBITION. 

JI.  S.  I  low  liiiicl.  Sons  &  Co.,  Ijiiiiitcd,  wiiolcsii  ii' 
hardwjirc  tncrcliant.s,  Toronto,  wclcoincd  ;i  Ifirgc  riiiiii- 
l)cr  ol  their  custonicr.s  who  visited  Toronto  durin<,'  tlic 
i'Lxliiliit ion.  iit  tiicir  Hue  sjiniplc  rooms  on  Front  Street, 
opposite  the  I'nion  Station. 

'I'he  wareliouse,  as  the  niatiy  visitors  found,  is  un- 
excelled for  eonv(  nieiice,  new  and  special  lines  heinf? 
attractively  arranji'ed  on  display  stands  and  in  sani])le 
cases  in  the  saiHj)le  rooms  for  the  inspection  of  cus- 
tomers. In  the  warehouse  itself  the  larfje  stock  carried 
was  conveniently  arranjred  so  as  not  to  interfere  un- 
duly with  the  activities  of  sliippinf^,  which  gave  evi- 
dence of  the  laro'e  am(,unt  of  business  handled 

A  second  lieachpiarters  was  established  this  year 
on  the  E.xhibition  f^rounds,  a  neat  little  building  being 
erected  midway  between  the  stov  building  and  .Ma- 
chineiy  Hall,  the  building  being  roofed  and  carpeted 
with  Samson  Heady  Hoofing,  while  outside  a  neat  fence 
and  gate  were  erected  of  the  Samson  brand  of  lawn 
fencing.  On  the  inside  advantage  was  taken  of  the  op- 
poi'tunity  to  display  Samson  tarm,  gartlen  and  me- 
chanics' tools,  which  are  nu-eting  with  an  evei-  in- 
creasing sale,  as  the  merits  and  good  (piality  of  Samson 
))rand  hardware  becomes  better  known.    Each  Samson 


tool  is  wrapped  in  a  separate  l»ag,  which  ensures  it  be- 
ing kept  in  the  very  best  condition  until  it  readies  the 
consumer's  hands.  Samson  brand  saws  and  a.x-s  were 
<lis[)layed  along  with  the  farm  and  garden  tools. 

That  Samson  Heady  Roofing  is  meeting  with  an  in- 
creasing sale  is  not  to  be  surprised  at,  as  it  is  a  high 
grade  ready  roofing  made  of  the  best  materials  and 
being  sold  at  a  price  which  enables  retailers  to  com- 
pete most  successfully  with  other  brands. 

Having  a  sales  staff  of  their  own  constantly  calling 
on  the  trade  in  all  parts  of  the  country,  11.  S.  Ilowland. 
Sons  &  Co.  are  able  to  keep  down  the  cost  of  the  goods 
to  the  retailer,  it  not  being  necessary  for  the  manufac- 
turers to  maintain  an  expensive  selling  force.  As  a 
result  IT.  S.  Tlowland,  Sons  &  Co.  point  out  that  the 
margin  of  profit  is  most  attractive  to  the  retailer. 

Samson  Lawn  Fence  makes  a  good  companion 
articde  to  Samson  Heady  Hoofing  and  should  enjoy  a 
steadily  increasing  trade,  with  merchants  who  have 
stores  in  the  town  and  villages,  where  an  attractive 
and  substantial  lawn  and  garden  fence  is  reciuired  at 
a  moderate  price. 

The  Exhibition  display  cannot  but  be  helpful 
to  the  customers  of  the  Howland  Company  in  all  parts 
of  the  Dominion,  by  making  the  consuming  j)ublie 
more  familiar  with  the  Samson  brand  name. 
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FINE  DISPLAY  OF  PAINTERS'  BRUSHES. 

One  of  the  most  noticeable  displays  at  this  year's 
Fair  was  tliat  of  the  Boeckh  Bros.  Company,  Limited, 
Toronto,  who  have  recently  added  a  new  line  to  their 
already  large  assortment  of  painters'  brushes.  They 
call  it  the  "Steel  Grip"  line.  In  this  brush,  the  bristle 
is  set  into  a  steel  ferrule  by  a  compressing  process. 
Only  the  highest  grade  of  bristle  is  used,  thereby  en- 
suring a  thoroughly  pliable  and  easy  working  brush. 
Tlic  pressure  of  the  compressed  nickelled  ferrules  is 
such  as  to  make  it  impossible  for  the  bristles  to  come 
out.  Tliese  steel  ferrules  possess  the  advantage  of 
strcngtli.  They  are  compressed  with  tremendous  ma- 
cliine  force  and  no  nails  are  used  in  these  brushes. 
The  shajx'  of  the  handle  permits  of  the  easy  holding 
of  tlu'  l)rush.  the  design  of  which  is  registered  and  the 
|)i-()(M'ss  patented.  Painters  and  hardware  dealers  were 
much  interested  in  these.  The  Boeckh  Bros.  Co. 
guarantee  this  brusli  the  best  on  the  market  for  the 
\'ci-y  finest  woi'l<  niid  foi-  cv/i'v  use. 

.\  wjixing  l>rush  foi-  h;i I'dwood  Hooi's  was  also 
I'ejitured.  X()\\M(hiys,  in  a  great  niauv'  houses  that  are 
Ix'ing  creeled,  jxilished  hardwood  (ioors  are  taking  the 
phicc  ol'  cai-])<'ts  and.  (in  tliis  account,  tins  line  should 
l)e  a  good  seder. 

i''oi-  deahu's  in  Iruit  gruwing  iM-ntres  and  in  to\\'us 
and  I'itii's  wliere  endiing  nioili  is  ]:revalent,  and,  in 
I'aet.  in  an>-  |daee  w  liei-e  a  good,  streng  hrusli  is  needed, 
their  line  nf  wire  liruslies  is  a  pa  rt  imhirly  good  one. 

Their  disphi>'  nf  hiaishes  I'm'  use  around  the  stable 
W!is  7-ight  up  t(i  tlie  iiiai'k-.  Tile  lai-ge  variety  ol'  brushes 
I'ni'  Ihi'  sailidei'v   traih'  ei mi prisi's  (i\ei-   10(1  \'ai"ieties. 


y  y':  . 

One  ol-  the  new  lines  shown  was  their  whalebone 
dandy  brush.  This  is  being  featured  this  year,  and  is 
typical  of  the  Boeckh  line.  It  is  made  of  the  best 
quality  of  whalebone  ever  produced,  the  back  is  of 
fine  quality  maple  and  the  brush  is  guaranteed  not  to 
loose  the  whalebone  or  get  loos(/ 

The  firm  have  recently  added  to  their  plant  equip- 
ment, a  machine  for  stamping  their  well  known 
"Boar's  Head"  trade  mark  on  their  goods,  as  well 
as  the  number  and  brand. 

It  is  a  fact  that  a  whole  lot  of  hardware  men  do  not 
give  the  attention  to  brooms  that  they  should.  JMany 
men  in  the  trade  may  buy  a  dozen  or  so,  just  to  have 
them  on  hand  in  case  any  one  asks  for  them,  and,  in- 
stead of  displaying  theni  the  same  as  they  do  tools 
and  other  lines  handled,  leave  them  down  cellar  or 
away  at  the  back  of  the  store,  where  they  are  never 
seen.  It  is  an  old  saying  that  "Goods  well  displayed 
are  half  sold"  and,  if  a  couple  of  good  lines  of  brooms 
were  purchased  and  displayed  Avhere  they  could  be 
seen,  a  good  trade  could  be  Avorked  up. 

Boeckh  Bros,  have  several  lines  of  the  best  corn 
brooms  on  the  market  and  can  supply  the  trade  with 
any  quantity  of  any  line  at  any  time.  They  manufac- 
ture a  line  that  is  made  specially  for  curlers.  They 
do  not  advise  a  dealei-  stocking  this  line,  but  advocate 
that  he  canvass  the  (dubs  in  his  toAvn  for  orders  and 
then  pur(duise  from  the  manufacturer  accordingly. 

For  dealers  who  handle  automobile  supplies,  the 
Hi-m  has  introduced  a  new  line  of  automobile  brush  for 
(deaning  spokes,  wheels,  etc.  These  sliotdd  liave  a  big 
sale  in  harchvare  stores,  foi'  every  owner  of  a  car  is  a 
pdssilile   |tur(duiser  of  this  specialty. 
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MORRISON'S  BRASS  AND  LIGHTING  GOODS. 

As  ill  tlic  |);ist  two  y<';u-s,  the  .hiincs  Moi-r'isoii  Brass 
M I Co..  Limited,  'I'oroiito,  occupied  tluiir  booth  in 
the  Iiidiistri;il  liiiilding,  midway  between  \ho  Stove 
and  I'roccss  sections. 

Ijijjlitiiifj;  fixtures  were  a«aiii  featured,  tlloUf^ll  there 
was  a  fjood  supply  of  the  hi<iher  <i'ra(h's  of  ])]unibers' 
supplies  and  en<^ineers'  t)rass  ^oods.  This  firm  is  at 
tlu'  top  of  tlu'  ladder  foi'  supplying  ])lumbing  fixtures 
for  durnbility,  and  liacdware  men  and  plumbers  who 
visited  tile  exhibit  were  well  ])leased  and  much  im- 
press<'d  with  the  extensive  and  well-arranged  line  this 
firm  is  carrying.  The  display  of  tiu'ir  new  "Victor- 
ian" lavatories  was  pailicularly  good,  and  the  wa.y 
oi'ders  were  placed  during  tlie  two  weeks  of  the  Fair, 
shows  the  confidence  the  trade  has  in  "J.  INI.  T."  bi-and 
goods.  A  luunber  of  types  were  arranged  along  the 
wall,  with  beveled  plate  glass  niirrors,  shelves  and 
bathrootn  fittings  ai'tistically  fitted  above.  Their  new 
line  of  "Victorian"  Vitreous-China  lavatories  and 
(doset  tanks  was  pai-ticularly  well  received. 

A  large  silent  salesiiuui  in  the  foreground  cojitained 
many  samples  of  .1.  M.  T.  grade  plund)ers'  brass  goods, 
in  both  brass  and  ni<-kel  finishes,  including  radiator 
valves,  fuller  and  j)atent  cushion-disc  compression 
work,  bath  fittings  and  other  articles  essential  to  the 
plumbing  trade.  A  special  feature  was  a  double  fuller- 
bath  cock  of  colonial  design  which,  however,  has  not, 
as  yet,  been  introduced  to  manv  in  the  trade. 


The  display  of  lighting  fixtures  was  away  aliead  of 
other  years,  and  the  arrangement  in  the  booth  was 
sujx'rl).  Several  new  designs  were  shown,  the  most 
striking  of  which  was  a  large  assembly  hall  light  in 
hammered  bra.ss.  This  took  the  form  of  a  cast  brass 
winged  dragon,  clasi)ing  in  its  claws  a  brass  rod,  from 
which  were  suspend(!d  three  rustic  lantern  globes  of 
uni(|ue  design  in  colored  glass.  The  whole  light  was 
suspended  from  the  ceiling  by  a  heavy  brass  chain. 

Another  new  design  was  a  large  cylindrical  prism 
dining  room  light.  This  was  composed  of  long,  hollow 
glass  tubes,  '46  inches  in  length,  with  a  smaller  light, 
of  similar  design,  suspended  from  each  of  the  four 
corners.  An  excellent  light  tor  a  dark  finished  dining 
room  or  den  was  one  in  red  colored  glass,  on  which  a 
cobweb  effect  pattern  was  worked. 

liesides  these  new  features,  hanging  from  the  ceil- 
ing and  arranged  on  tables  and  desks  Avere  various 
handsome  designs  of  wall  })rackets,  for  halls,  dining 
rooms  and  drawing  rooms;  decorative  globes  for  ex- 
t(n-ior  use  and  a  most  attractive  display  of  table  lamps. 

In  engineers'  and  marine  brass  work,  the  display 
was  complete  and  showed  up  well.  Their  line  is 
guaranteed  the  best,  and  each  article  bears  the  cele- 
brated "J.  ^l.  T."  brand  trade  mark,  known  every- 
wliere  in  Canada  because  of  its  high  quality.  Their 
goods  can  be  taken  up  with  eveiy  confidence  by  the 
i.ardware  men  who  have  a  trade  with  factories  or  with 
boat  owners  in  any  of  the  lake  port  towns  or  cities  in 
the  Dominion. 
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NEW  ELECTRIC  IRON  DEMONSTRATION. 

The  Dover  Mfg.  Co.,  Canal  Dover,  Ohio,  known  to 
the  hardware  trade  throughout  Canada  as  the  manufac- 
turers of  Asbestos  Sad  Irons,  conducted  a  demonstra- 
tion of  their  irons  in  the  Manufacturers'  Annex  under 
the  Grand  Stand,  the  display  being  in  charge  of  A.  S. 
Plowe,  who  has  been  in  charge  of  the  Asbestos  Sad 
Iron  exhibit  at  several  Retail  HardAvare  Conventions 
in  Ontario.  The  booth  was  arranged  in  very  attrac- 
tive form,  the  chief  feature  being  the  demonstration 
of  the  Company's  new  "Asbesto"  Automatic  heat  con- 
trolled electric  sad  iron,  which  after  a  year  of  thorough 
test  and  experiment  has  been  placed  on  the  market. 

The  "Asbesto"  Electric  Iron  was  connected  to  a 
socket  on  an  electric  Avire  above  the  booth,  and  al- 
though the  current  was  constantly  fluctuating  the  iron 
was  kept  at  stationary  heat,  the  variation  not  being 
iiioi'c  tlian  ten  degrees,  this  being  proven  to  visitors  to 
tlic  booth  by  a  simple  device,  the  adjustment  of  an 
electric  l)u]k  to  tlie  same  socket  as  connected  the  iron 
to  tlu'  current  automatically  switched  the  current  on 
and  off,  the  liglit  showing  when  tlie  current  was  going 
into  the  iron,  ;nid  likewise  by  going  out  indicated 
when  tlic  currciit  wns  turned  off. 

By  turning  on  tlie  current  the  iron  will  (juickly 
heat  up  to  2(l()  (lc<ir..|.s.  This  temperature  is  too  low 
for  oi'diiiji i-y  ironing,  with  exception  of  very  light  or 
dry  goods.  ( 'onscciucntly  the  temperature  is  raised  by 
mejiiis  o\'  the  h(-at  insulator  screw  at  tiie  rear. 

'I'lie  usu;il  t.'iM|icr;iture  used  in  oi'dinary  ii'ojiiiig  is 
aj)pr().\iiiiately  4:)()  ilegrees.  There  is,  iiowe\er.  sufli- 
eient  leeway  in  tlu'  adjusting  screw  to  raise  the  tem- 
perature 600  (ien-rees  foi"  lieavy  and  (hiitip  ironing. 

The  "Asbesto"  iron  will  oi)erate  in  \dltages  From 
100  to  12.")  volts,  either  .\.  ('.  or  I).  C,  the  iron  being 


attached  in  the  ordinary  Avay  by  screw  adjustment 
plug  into  a  suitable  socket  or  receptacle.  By  means  of 
the  automatic  controlling  device  the  electric  current 
is  shut  ofl:'  at  the  desired  temperature,  and  no  elec- 
tricity is  Avasted  because  the  heat  does  not  I'ise  above 
the  Avork  temperature  the  danger  of  fire  is  thus  prac- 
tically eliminated. 

The  base  of  the  iron  is  of  solid  steel  into  Avhich  a 
coiled  spring  is  placed,  and  over  which  moulten  porce- 
lain is  poured,  this  insuring  an  even  distribution  of 
heat  over  the  complete  ironing  surface,  and  making  the 
iron  so  strong  that  nothing  but  an  exceptionally  hard 
bloAv  could  cause  a  breakage.  This  is  one  great  ad- 
vantage that  the  "Asbesto"  has  over  other  electric 
irons. 

AVhile  the  first  cost  is  slightly  higher  than  some 
other  irons  on  the  market,  the  user  of  the  "Asbesto" 
is  practically  insured  against  having  any  repair  bill 
to  pay. 

In  addition  to  the  "A.sbesto"  electric  iron  quite  a 
display  Avas  made  of  Asbestos  Sad  Irons,  the  object 
of  the  display  being  to  interest  as  large  a  number  of 
consumers  as  possible,  and  thus  assist  the  retail  trade 
in  securing  additional  business  on  this  line  of  goods. 

Asbestos  sad  irons  are  made  for  every  use,  and  be- 
ing a  price  maintained  specialty,  hardAvare  men  can 
make  a  fair  profit  for  themselves  by  encouraging  the 
sale  of  special  laundry  sets,  sleeve,  flounce  and  tourist 
irons,  Avhich  are  put  up  in  cartons  by  the  manufac- 
turei'S. 

Retailers  Avho  have  already  stocked  Asbestos  sad 
ii'ons  are  urged  to  get  prices  and  particulars  regarding 
the  new  "Asbesto"  electric  iron  as  the  tendency  to- 
day is  toAvard  the  use  of  electric  labor  saving  devices 
A\lierevei-  they  eaii  be  used  to  advantage. 
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MOFFAT'S  EXTENSIVE  STOVE  DISPLAY. 

Tiic  Mol'tiit  Stove  Co.,  Wfstoii,  Out.,  Mfrfiin  showed 
i\  mfifrnifidont  display  of  their  National  Stoves  and 
lianjrcs  tor  eoal,  wood  and  gas,  in  tlie  well-known  loea- 
tioii  they  have  occupied  for  many  years,  iiiiiiiediately 
to  the  r'i<,dit  ol  entrance  to  the  stove  l)uihlin<^'.  .Mr. 
T.  I  J.  Moffat  was  in  eliarjre  and  i^ave  personal  attention 
to  tlic  display  during  the  entire  exhibition. 

'I'he  most  itnportant  features  of  the  Moffat  exhibit 
this  year  were  the  new  Canada  gas  ranges,  Nos.  ")7  and 
08,  these  being  claimed  to  be  the  most  powerful  and 
economical  gas  ranges  on  the  market.  No.  58  has  a 
large  wanning  closet  under  the  cooking  surfaee.  with 
broiling  and  i)aking  ovens  on  one  side,  with  a  glass 
door  on  the  baking  oven,  enabling  the  house  wife  to 
see  the  articles  in  the  oven  as  they  are  browning,  this 
making  it  possible  to  turn  off  the  heat  and  save  the 
gas.  No.  f)?  is  slightly  different  in  construction,  the 
warming  eloset  being  located  under  the  canopy  near 
the  cooking  burners,  both  ranges  being  very  compact 
in  size,  measuring  42  inches  in  width  over  all. 

In  addition  to  the  new  ranges  referred  to  the  older 
lines  of  (!anada  gas  ranges,  including  last  year's  No. 
56;  No.  50,  with  the  coal  or  wood  fire  box  adjustment 
for  heating  kitchen  and  water  front;  Nos.  51  and  52. 
with  high  baking  oven,  specially  designed  for  kitchens 
where  space  is  limited;  the  Nelson  single  and  double 
oven  gas  ranges;  the  No.  55  for  burning  natural  gas: 
No.  54,  with  baking  and  broiling  ovens  to  the  side  of 
the  cooking  burners  and  large  shelf  underneath,  and 
the  Moffat  gas  water  heater  in  sizes  one,  two  and  three, 
made  up  a  very  complete  line  of  gas  stoves  and  ranges. 

In  steel  ranges  the  Canada  B.  range,  with  a 
glass  dooi-,  which  makers  it  more  popular  than  ever, 
was  again  displayed.  The  Canada  H.  continues  to  be 
the  leader  in  steel  ranges,  and  with  the  improvements 
made  this  year  it  is  bound  to  win  even  greater  favor 
during  the  coming  season.  It  is  a  most  beautiful  range 
in  tlesign  and  finish,  and  as  a  rang(>  to  push  amongst 
those  who  are  looking  for  quality  rather  than  cheap- 
ness, every  Moft'at  ag<'nt  has  round  it  to  be  a  trade 
builder. 

The  Nelson  A  and  Nelson  B  steel  ranges  wei-e  also 
featured  in  the  exhibit,  they  continuing  to  be  large 
sellers  because  of  the  I'easonable  price  asked  for  these 
particularly  attractive  and  serviceable  ranges.  During 
the  past  year  the  Nelson  B.  has  won  a  name  for  itself 
as  a  lin(>  to  featui'e  in  eoiupetition  with  mail  ordei" 
house  ranges. 

.\  new  lin(>  shown  this  year  was  tht>  new  ^Foft'at 
Oak.  an  attractive  heater  tinisheil  in  superior  nickel, 
with  simple  tinisli  and  no  carving  to  catch  dust.  It 
has  a  straight  tii-e  pot.  with  or  without  the  n-turn  flue 
on  the  back. 

The  .Mofl'at  Company  also  make  a  cheap  line  of 
Oaks  known  as  the  l)erl)y.  in  11.  l-i.  15.  17  inch  sizes. 
They  also  manufacture  an  attractive  line  of  base 
burners,  known  as  the  Magic,  intended  to  be  retailed 
at  moderate  prices,  while  containing  all  the  features 
of  higher  pi-iced  lines. 

The  .Motfat  Company  ai'e  sjieeialists  on  heating  and 
cooking  st(i\(s  and  ranges,  they  concentrating  their 
foundry  solely  on  these,  without  going  into  the  manu- 
t'aetui-e  of  furnaces  or  other  lines.  In  consequence, 
they  aic  able  to  give  their  retail  customers  the  very 
best  lines  of  ranges  for  th(>  kitchen,  and  stoves  for 
house  warming. 

With  the  eidargement  of  their  phint  this  year  they 
are  also  abl(>  to  sup{>!y  customers  with  greater  ease 
than  ever  before,  although  their  last  growing  trade  in 
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Western  Canada  is  taking  an  increasing  share  of  their 
foundry's  output.  Retailers  who  are  open  to  add  an- 
other line  of  ranges  or  stoves  to  their  stock,  are  urged 
to  secure  catalogue  of  the  Molfat  line  before  making 
any  decision  regarding  the  extension  of  their  line. 


LOWE  BROS.'  HIGH  STANDARD  PAINTS. 

Unique  and  educational  was  the  display  of  paints, 
varnishes  and  enamels  made  by  Ijowc  Bros.,  Limited, 
Toronto  and  Dayton,  Ohio,  in  the  Industrial  Building, 
immediately  adjoining  the  plumbing  goods  exhibit  of 
the  James  Robertson  Company,  Toronto,  from  whom 
Lowe  Bros,  have  taken  over  the  long  established  j^aint 
department  of  their  business. 

No  display  of  paints  made  in  recent  years  attracted 
so  much  attention  as  the  exhibit  made  by  Lowe  Bros., 
this  being  proven  by  the  large  numbers  of  interested 
merchants  and  master  painters  who  visited  and  re- 
visited the  booth. 

To  merchants,  the  wide  range  of  advertising  helps 
was  probably  of  greatest  interest,  although  merchants 
were  equally  concerned  with  master  painters  in  the 
demonstration  made  by  the  expert  painter  present, 
which  proved  to  those  who  have  a  knowledge  of  paint 
materials  that  the  claims  made  for  Lowe  Bros,  pro- 
ducts as  being  the  highest  standard  on  the  market, 
can  be  substantiated  by  any  who  will  take  the  trouble 
to  test  the  paints  for  themselves. 

To  the  general  public  the  question  of  paint  is 
generally  a  matter  of  pretty  colors,  little  attention  be- 
ing paid  to  the  scientific  nature  of  the  materials. 
Heretofore  paint  has  been  bought  and  sold  mostly  on 
the  basis  of  color  and  price,  while  the  most  important 
features — quality  and  service — have  been  neglected.' 

With  a  view  to  educating  the  public  to  the  neces- 
sary qualities  of  durability  and  service,  and  to  the 
proper  methods  of  application,  Lowe  Bros,  had  their 
expert  present  to  demonstrate  the  advantages  of  paint 
manufactured  with  the  idea  of  rendering  good  service 
in  color  permanency,  weather  resisting  qualities  and 
covering  power  as  points  of  first  consideration,  the 
matter  of  price  being  a  secondary  matter. 

An  important  feature  of  the  display  was  the  large 
panels  on  which  "Mellotone"  new  flat  oil  finish  was 
shown  to  demonstrate  the  exceedingly  artistic  effects 
which  can  be  obtained  by  the  use  of  "Mellotone"  for 
interior  decorations  of  fine  residences  as  a  wall  de- 
coration of  refinement. 

"Make  the  best  goods  we  know  how,  and  then 
supply  the  dealer  with  the  most  resultful  selling 
helps,  which  we  have  been  able  to  devise  after  our 
many  years  of  experience,"  is  the  motto  which  T;owe 
Bros,  follow  in  producing  and  marketing  their  goods, 
and  the  variegated  display  of  advertising  helps  shown 
on  panels  in  the  rear  of  the  display  was  sufficient  evi- 
dence to  merchants  who  visited  the  booth  that  Lowe 
Bros,  live  up  to  their  motto,  not  only  in  the  mainifae- 
ture  of  High  Standard  paints,  but  in  the  assistance 
given  their  retail  customers  in  placing  them  in  the 
hands  of  customers. 

Numerous  merchants  interested  b.y  th''  demon'^.tra- 
tion  and  display  of  paints  in  tlu>  foreground  of  the 
display,  made  enquiries  regarding  the  methods  of  ad- 
\  iTtising,  and  were  invited  to  inspect  the  score  or  iuore 
of  swinging  panels  containing  samples  of  window 
trims,  indoor  and  outdoor  signs,  booklets,  color  cards, 
panels,  post  cards,  etc.  whicii  are  svipi^lied  to  r(>tnil 
customers  of  the  company  by  Lowe  Bros. 
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For  tlic  cncourafroinont  of  sales  Lowo  Bros,  have 
prepared  for  distribution  to  tlie  general  public  by 
tlieir  local  representatives  many  tastily  designed  book- 
lets coinjilete  in  themselves,  giving  interior  and  ex- 
tej'ioi-  views  in  color,  witli  suggestions  regarding  lawn 
and  hiiidscape  gardening  as  applied  to  the  beautifying 
of  home  surroundings.  One  of  the  most  interesting 
of  these  is  booklet  on  "Color  TIarmony,"  describing 
and  illustrating  in  detail  the  exceedingly  artistic  wall 
finishes  which  can  l)c  obtained  by  "Mellotone." 

Lowe  Bros.  e(|uip  each  retail  custoirier  who  carries 
a  stock  of  their  products  with  a  supply  of  color  panels, 
window  trims,  signs,  booklets  and  other  printed  matter, 
giving  tlies(>  advertising  heljis  in  such  quantities  as 
retailers  desii'e.  in  order  that  tlu'y  may  be  distributed 
amongst  intending  ])aint  users  in  order  to  encourage 
people  to  buy  paints,  and  when  doing  so  to  specify 
"lligli  Standard"  paints  and  "Mellotone"  finishes. 

It  isn't  necessai-y  to  make  reckless  claims  about 
Lowe  I!f(is.  paints — tlu;  goods  speak  for  themselves, 
and  the  half  century  which  has  passed  since  their 
manufacturing  industry  was  established  in  1862,  has 
enabled  them  to  pass  far  beyond  the  experimental 
stage  into  the  era  of  ripe  experience.  Consequently 
they  know  what  they  are  doing  when  they  manufac- 
ture a  high  class  paint  and  back  their  goods  up  with 
high  class  advertising  matter  to  enable  their  local 
agents  to  secure  tiie  highest  class  of  paint  trade  in 
their  respective  Jncnlif ies. 

The  assistance  Lowe  P>ros.  give  retailers  will  un- 
doubtedly b(^  appreciated  by  Canadian  hardware  men 
who  fitid  paints  one  of  their  most  attractive  lines,  and 
there  is  not  much  question  about  them  jumping  into 
the  very  front  ranks  amongst  Canadian  paint  manu- 
facturers during  the  coming  year.  They  have  the 
advantage  of  the  long  connection  established  by  James 
Hobertson  Company  with  liai-dware  men  and  painters 
in  all  parts  of  ('anada,  and  with  their  fine  new  factory 
on  Sorauren  Ave.,  Toronto,  where  they  will  make  the 
lines  fornu'rly  manufactured  by  the  James  Robertson 
Co.,  as  well  as  the  paint  products  which  have  won  such 
a  good  name  and  trade  for  Lowe  Bros,  in  the  United 
States,  ai'e  equipped  not  only  to  produce  the  very 
highest  grade  of  materials,  ])ut  also  to  produce  them  in 


siii  li  (|nantities  as  the  fast  growing  trade  in  Canada 
calls  tor. 


ADDITIONS  TO  THE  "EMPIRE"  LINE. 

At  tlie  exhibit  of  The  Canadian  Heating  and  Ven- 
tilating Company,  Owen  Sound,  their  "Empire  (^ueen" 
steel  range  was  featured.  The  make-up  of  the  exhil)it 
was  plain  and  simple  and  showed  th(;  firm's  goods  to 
the  best  advantage. 

The  "Empire  Queen"  range  is  a  very  strong  one. 
Tt  is  simple  and  plain  in  design,  with  just  enough 
nickel  to  make  it  an  attractive  line  and  a  thing  of 
beauty  in  any  kitchen.  The  special  feature  about  this 
stove  is  in  the  construction  of  the  draft. 

The  "Empire  Steel"  range  was  shown  last  year, 
but  several  new  features  have  been  added.  One  of 
these  is  the  tile  high  closet,  adding  much  to  the  general 
appearance  of  the  range.  They  have  also  added  a  new 
thermometer  and  name  plate.  It  is  also  built  now  so 
that  it  will  burn  either  coal  or  wood. 

In  the  "Empire  Chinook"  1911  models,  a  tile  high 
closet  is  iised,  giving  the  range  a  very  attractive  ap- 
pearance. Another  feature  about  this  line  is  that  it 
is  the  only  cheap  steel  range  on  the  market  in  which 
the  grates  can  be  removed  for  repairs  without  dis- 
connecting the  water  front  or  linings. 

The  "Joy  Malleable"  has  an  established  reputation 
in  Western  Canada  as  one  of  the  most  higii  class 
ranges  on  the  market.  It  is  designed  especially  for 
theW  estern  market,  and  finds  a  ready  sale  there. 

A  new  range  shown  for  the  first  time  was  the  "Em- 
pire State."  This  is  a  steel  range  of  moderate  price, 
designed  specially  to  meet  mail  order  competition. 

The  "Empire  Oak"  and  "Empire  Quebec"  heaters 
were  again  shown.  These  are  now  made  in  four  sizes 
each  and  are  two  very  excellent  lines.  The  "Oaks" 
are  fitted  witii  duplex  grate  and  removable  feeders. 

In  the  furnace  line,  the  "Empire  King"  was  again 
shown,  along  with  a  most  complex  line  of  registers, 
comprising  side  wall  and  floor,  finished  m  black, 
oxydized  and  nickel  in  an  attractive  ^loorish  design. 
The  company  also  showed  their  new  Empire  design  of 
side  wall  registers,  ranging  in  size  from  8  x  10  in.  to 
10  X  13  inches,  in  various  finishes, 
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PiaAiSli;  COMBINATION  HEATING  SYSTEMS. 

The  Pea,se  Fouudiy  Co.,  Limited,  Toronto,  liad 
theii"  exhibit  this  year  in  the  same  stand  they  have 
occupied  for  the  last  10  or  12  years.  This  year,  no  hot 
water  or  steam  boilers  or  radiators  were  shown,  the 
exhibit  being  confined  to  warm  air  furnaces,  combina- 
tion lieaters,  wood  burning  furnaces  and  their  patent 
steam  heater  and  ventilator  for  schools  and  joublic 
buildings.  A  complete  line,  from  the  smallest  warm 
air  furnace  np  to  one  that  will  heat  the  largest  build- 
ing, was  shown. 

The  "Economy"  combination  lieater  attracted  a 
lot  of  attention.  The  heating  of  a  house  is  one  of  the 
big  problems  a  contractor  has  to  deal  with,  and  diffi- 
culty is  often  experienced  in  supplying  heat  to  rooms 
at  the  (extremes  of  the  building.  The  combination 
heater  is  the  solution  of  this  problem.  It  can  be  in- 
stalled in  any  furnace. 

This  system  consists  of  cast  iron  rings  placed  im- 
mediately above  the  fire  pot  and  in  the  combustion 
chamber.  These  rings  are  hollow  and  the  water  pass- 
ing through  them  becomes  heated  and  is  then  con- 
ducted to  radiators  in  rooms,  which  cannot  be  easily 
reached  with  warm  air. 

Contractors  in  Toronto  and  elsewhere  are  featuring 
combination  heating,  and  in  all  cases  it  is  giving  en- 
tire satisfaction.  This  is  the  day  of  specialization.  A 
man  has  to  buld  up  his  business  reputation,  and  the 
only  sure  way  to  do  this  is  by  handling  some  special 
ai'ticle  that  no  hardware  iium  in  your  town  is  agent 
for.  If  there  is  no  tinsmith  or  hardware  man  in  your 
locality  handling  com biim! ion  heating,  write  to  the 
Pease  Foundry  Co.  for  Ii1  ■  iii-c,  and  investigate  the 
matter  thoroughly. 

Till'  '  ■  Kconoinv  ' '  I  iicmiht.   I'or  liuMiiiui'  hard  coal. 


sol't  coal  or  wood,  I'lnnr 
IVin  people  living  in  t  ln'  i 
of  wood  and  very  littlr 
Up  in  the  north  count  I'v 
large. 


ill  lor  ;i  |(il  1)1:'  commendation 
iiiilry.  W'lici'c  there  is  plenty 
colli,  this  is  the  right  thing, 
the  ih'iinind  foi-  these  is  verv 


The  supply  of  a  certain  amount  of  heat  to  the  body 
is  fundamental  to  human  life  and,  in  our  climate,  next 
to  a  supply  of  food  and  drink,  some  means  of  securing 
heat  is  an  absolute  necessity  for  the  maintenance  of 
existence. 

The  lack  of  efficient  means  of  warming  a  school  or 
public  building  properly  and,  at  the  same  time,  sup- 
plying large  ciuantities  of  pure,  fresh  air,  -  at  a  mini- 
mum fuel  cost,  has  been  a  problem.  That  no  building 
can  be  proj^erly  heated,  in  a  sanitary  sense,  unless  it 
is  properly  ventilated,  is  no  longer  a  matter  for  dis- 
pute. It  has  been  proved  beyond  doubt  that  pure  air 
is  as  necessary  to  health  as  pure  food.  Science  has 
shown  that  impure  air  is  as  certain  a  poison  as  any, 
though,  fortunately,  slower  in  its  action  than  most. 

The  Pease  Co.,  have  been  engaged  in  solving  heating 
and  ventilating  prol)lems  in  Canada  for  a  great  many 
years,  and  now  claim  to  have  evolved  a  system  for 
warming  and  ventilating  public  buildings  of  all  kinds, 
Avhich  will  operate  at  the  lowest  possible  fuel  cost  and 
will  give  results  in  the  way  of  satisfaction  which  are 
unequalled  by  any  other  system. 

During  the  past  seven  years  the  Pease  Steam  Heater 
and  Ventilator  has  been  installed  in  over  200  schools 
in  Canada  and,  in  every  case,  has  given  absolute 
satisfaction.  Testimonials  from  school  boards,  to- 
gether with  a  report  from  Prof.  Wright  of  the  School 
of  Practical  Science,  shows  that  the  apparatus  is  in  a 
class  by  itself  where  heating  and  ventilating  at  small 
cost  is  wanted. 

The  Pease  Warm  Air  Furnace,  Avith  its  new  grate, 
by  means  of  which  the  operator  does  not  have  to  stoop 
when  shaking,  does  away  mth  all  backaches.  The 
construction  of  the  furnace,  with  its  large  open  air 
spaces,  in,sures  a  large  supply  of  moderately  warmed 
;iir,  rather  than  a  small  supply  of  hot.  burned  air. 
The  weight  of  the  furnace  insures  long  life,  being  one 
of  the  heaviest  on  the  market.  IMany  furnaces  that 
have  been  in  use  for  the  past  20  years  are  still  giving 
satisfaction. 
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NEW  QUEBEC  HEATERS  INTRODUCED. 

Tlic  Iljill,  Zryd  Kouiidi'y  Co.,  ( j riitisby,  Out.,  iiuimi- 
ffU'turcrs  of  stoves,  rnnfrcs  find  furnaces,  cxliihitcHl 
ji^ain  in  their  weM  located  stand  in  tlie  centre  of  tlio 
Stove  Uiiildin<;-,  and  showed  substantially  the  sanu;  line 
of  goods  as  were  exhibited  last  year,  including?  several 
new  IVatui-es  and  iniprovements,  which  make;  their 
furnaces,  i"anf,'es  and  heaters  thoroughly  up-to-date. 

The  chief  line  featured  was  the  "Pilot  Dread- 
nou.trht,"  a  cast  rang(>  with  a  s(|uare  steel  oven,  duplex 
double  shaker,  draw-out  gr-ate,  cast  iron  lininj^s,  large, 
roomy  ash  pit,  lai'g(>  pouch  feed  dooi-,  swing  grat-  door, 
and  |)()\\ci-rul  water  front.  This  range  is  built  on  at- 
tracti\('  lines,  with  sini|)l"  decoi-ations  and  highly 
polisbi'd  nickel  trinimings.  The  line  is  nuide  in  two 
sizes  and  six  styles,  and  embodies  every  merit  of  a 
high  (dass  range.  It  will  burn  either  coal  or  wood 
and  is  interchang(!able  in  ten  seconds.  It  is  thoroughly 
tested  and  makes  every  chimney  work. 

Their  line  ol  "Pilot  Pillar,"""Pilof  Peai-y,"  "Pilot 
Western"  and  "Pilot  P>rilliant,"  also  was  shown,  and 
attracted  (tonsider'able  attention.  These  ranges  are 
built  along  siniilai-  lines  oidy  the  "Pilot  Peary"  is 
without  hearth,  and  is  built  nu)re  for  city  trade,  where 
kitchen  space  is  limited. 

This  yeai-  the  company  showed  models  of  two  new 
Quebec  lieatci-s.  one  having  two  holes  on  the  top  and 
the  other  (iidy  one.  These  stoves  have  a,  nickel-})latcd 
base  and  rest  on  nickekplated  feet.  They  also  have  an 
N.  P.  steel  nsli  tr;iy.  This  is  a  specially  good  thing,  as 
they  are  tlic  only  (jjucbec  heaters  on  the  Oanadian 
mai'ket  this  yejir  that  have  this  feature.  This  over- 
comes the  difficulty  of  removing  ashes,  usually  ex- 
perienced in  other  makes  of  these  heaters.  Ashes  can 
l)e  removed  without  dirtying  the  floor  in  the  least. 


Then,  again,  with  the  stove  standing  on  legs,  the  Hoor 
underncHth  can  Ix;  swept  without  removing  the  stove. 
This  n(^w  stove;  has  a  (hiuble  casting  at  the  elean-Mit 
door,  thus  overcoming  the  old  nuisance  of  clinkers  la!!- 
ing  on  the  Hoor  or  on  the  stfind.  This  line;  is  a  very 
attractive  one.  and  tlic  ap|)cai-ancc  of  the  stove  alone 
should  sell  it. 

Ill  ruriiaces,  the  "I'ilot  Success"  was  again 
featured.  This  is  a  high  class  warm  air  furnace  and 
is  having  a  good  .sale  all  over  Canada.  Kconomy  in 
the  use  of  fuel  has  beeti  the  first  object  in  the  design- 
ing and  construction  of  the  "Pilot  Success."  This 
furnace  gives  twice  the  fire  travel  of  other  makes,  tin; 
radiator  lieing  divided  by  a  baffle  [)late.  thus  the  smokt; 
enters  at  the  back,  divides  and  circles  to  the  front, 
then  down  and  returns  to  the  back,  where  it  enters 
into  the  smoke  pi[>e.  The  (bmie  that  fits  over  th;'  fire 
pot  is  larg(;  and  roomy,  giving  proper  combustion  of 
gases.  Other  special  features  are  the  air  blast  tube, 
which  supplies  the  heated  oxygen  into  tln'  coml)Ustion 
cliambei-,  thus  iisiny'  tin'  gases  that  would  otherwise 
escape;  the  direct  draft  damju'i',  extra  large  ash  pit, 
four  bar  triangular  grate,  extra  heavy  fire  pot,  the  du.st 
pipe,  wdii(di  connects  the  ash  pit  with  the  feed  chute 
in  such  a  manner  as  to  draw  the  dust  up  into  the  dome 
and  out  into  the  smoke  i>ipe,  and  the  hot  water  at- 
ta(diment. 

Plans  have  been  formulated  which  will,  during  the 
coming  year,  make  a  big  change  in  the  company.  The 
large  plant  of  the  Parkin  Elevator  Co.  and  the  Do- 
minion Heating  and  Ventilating  Co.,  at  Hespeler,  Ont., 
having  been  purchased  this  Fall,  the  foundry  at 
(irimsby,  which  was  located  on  a  site  which  prevented 
the  enlargement  of  the  plant,  will  be  closed  and  the 
equipment  moved  to  Hespeler. 
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THE  "SUPREME"  FUEL  SAVER. 

One  of  the  most  noticeable  and  tasty  displays  in 
till'  Stove  BTiilding  was  that  of  the  Supreme  Heating- 
Co.,  Welland,  Ont.  This  is  the  third  year  this  firm 
has  exhibited  at  Toronto  and,  as  usual,  introduced 
.several  new  lines.  Tlie  "Supreme"  makers  claim  that 
their  method  is  the  most  up-to-date  in  America. 

This  year  a  new  "Supreme"  front  draft  was 
featured.  This  range  is  made  of  east  or  steel,  and  lias 
an  18  and  20  inch  oven.  In  all  other  makes  of  stoves, 
the  heat  circulates  down  the  back  and  up  the  front, 
whih'  in  the  new  "Supreme,"  things  are  just  the  re- 
verse— the  heat  going  down  the  front  and  up  the  back, 
and  is  regulated  by  a  control  damper. 

The  air  is  carried  in  through  slots  on  either  side  of 
the  i-iimv,  between  the  coal  lining  and  the  division 
lijM-k-.  'I'liis  air  becomes  super-heated  and  goes  down 
Ix'twccn  tlic  fire  liack  and  tlie  oven,  and  comes  up 
lliniiigh  the  gi'ate,  thus  forming  a  combustion  on  top 
111'  the  lii'c  and  burning  all  gases.  This  creates  a  very 
iiili'iisr  hint.  A  kettle  can  be  boiled  or  an  article 
ti-ii'ii  ill  imii-h  Ji'ss  time  than  in  the  back-draft  type. 

\\  liih'  1his  stovr  is  very  economical  where  hard 
iMijii  is  hiinin!.  it  is  (Joubly  so  when  soft  coal  or  wood 
is  iis:'il.  'I'licsi'  ]:ittci'  make  more  gas  than  does  hard 
rii;ih  ami  w  ith  this  ni'W  system,  these  gases  that  other- 
wise ^1)  111  wasti'  ill  till'  form  of  smoke,  are  all  used  to 
gdod  ail \  a  iita gi'.  W'lirii  the  super-heated  air  comes  u]) 
Ihi'ouLili  1lic  '.^rali'.  i1  ignites  the  monoxide  gas  from 
till'  wdihI.    Till'  lili'iiiliiiL;-  (if  till'  air  and  the  gas  burns 

II)  1  till'  siiioki'.    Till'  liii  1)11  till'  range  can  be  lifted,  and 

III)  siii()l<e  eaii  lie  seeii.  The  liuniiiig  of  this  Waste 
means  a  lii'eat  -avim.';  in  I'liel. 

The  n\rii  in  this  range  ran  he  lieateil  mure 
(•(•onoiiiienlly,  in  h'ss  time  ami  Imtter  than  in  other 
nnikes,  because,  as  stateii  almve,  in  the  old  stx'le.  the 
heat  is  i-arri'-il  dxcr  tim  1o|i  ami  ilnwii  through  the 
reser\oi  r,  m-  haek  of  the  raiiL;e.  ( 'iiiisei|iient  ly,  the 
llcat  is  eooli'd  liclnrc  it  gets  to  the  iimleriieath  |iarl  of 
the  ovi'ii,  where  it  is  most  i'ei|nireil.  In  tlie  tnuit  draft 
raiiL;e.  the   hrat    is  eai'i'ied   down   imm  ■diately  heliind 


the  firebox  and  in  front  of  the  oven,  and  passes  under 
the  oven  and  up  through  the  reservoir.  This  method 
equalizes  the  heat  in  the  oven  more  perfectly,  and  a 
pan  of  ])iscuits  or  bread  does  not  have  to  be  turned  to 
prevent  burning  on  either  side. 

It  is  impossible  to  thoroughly  describe  tlie  saving 
qualities  of  this  stove  unless  it  is  put  up  and  given  an 
actual  demonstration,  which  will  gladly  be  done  in 
any  store  or  house  in  Ontario.  If  not  satisfactory,  the 
range  will  be  taken  back. 

The  main  reason  why  dealers  should  handle  the 
"Supreme"  line  is  on  account  of  their  saving  quali- 
ties. The  firm  furnishes  a  written  guarantee  that  their 
stoves  will  save  50  per  cent,  of  the  fuel  bill.  This 
guarantee  is  also  printed  on  all  their  letter  heads. 
Wlien  a  dealer  has  to  back  him  up  and  can  prove  to  a 
householder  that  he  can  cut  his  fuel  bill  in  two,  it  is  an 
easy  matter  to  get  $10  more  for  the  stove  than  for  the 
ordinary  back  draft  range.  Another  reason  is  that 
the  "Supreme"  people  are  the  only  makers  of  this 
class  of  range  in  Canada.  Consequently  there  is  no 
competition  from  other  makers.  In  selling  the  ordin- 
ary make  of  range  in  Canada,  it  is  only  a  question  of 
whicli  dealer  can  give  the  lowest  price.  The  customer 
knows  they  all  work  alike  and,  naturally,  want  the 
lowest  prices  he  can  secure. 

In  tlie  18  in.  oven  "Supreme,"  the  l)ody  is  just  as 
large  as  in  a  20  in.  oven  of  ordinary  make.  This  gives 
a  larger  cooking  surface  and  a  larger  h'.'ating  surface 
as  well. 

A  full  line  of  all  their  other  makes  was  shown,  in- 
(duding  "i\Iodern  RenoAvn,"  a  back  draft  stove  of  liigh 
grade;  "Star  Herald,"  another  back  draft  stove,  Init 
at  a  clieaper  price,  and  their  "Suprenu^"  gas  range. 
This  gas  range  Avill  consume  eitlier  natural  or  artificial 
gas  and  is  e(|ual  to  any  American  make.  The  firm  can 
sujiply  dealers  with  a  complete  line  of  ranges  of  all 
descriptions. 

The  exhibit  was  in  eiuirge  of  James  Hickey,  manag- 
ing dii'ector,  W,  llallarn,  salesman  in  Eastern  and 
Soiitiiern  Ontario,  and  R.  MacKeen,  salesman  in  West- 
ern ami  Northern  Ontario. 
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B.O.T.  WATER  CLOSETS. 

Locjitcd  ill  ainoiifrst  tlic  exliihits  of  ^';i.s  and  coal 
ranges,  liot  aii-  rurnaccs  and  liof  water  boilers,  where 
the  ])raetieal  men  o\'  the  hardware  and  plund)ing 
trades  are  wont  to  sjx'nd  as  nuieli  time  as  possible  in 
I)iel\ing  np  as  inueh  practical  information  regarding 
the  latest  innovations  in  equipment  for  their  line  of 
trade,  the  U.O.T.  MaTUit'aeturing  Coitipany.  Toi-oiito. 
had  a  most  atti'actixc  display  of  theii'  popnliU'  line  of 
water  closets. 

Introduced  on  the  Canadian  market  oidy  fi  year 
ago  the  "B.O.T."  caught  on  with  the  trade  at  once, 
and  has  been  specified  on  hundreds  of  plumbing  jobs 
in  Toronto  and  other  Canadian  cities  dui'ing  the  past 
summer.  I  bird  \va  re  men  and  pluml)ers  in  the  smaller 
places  are  also  I'ealizing  the  good  features  of  the 
"B.O.T.,"'  and  it  is  ensured  of  an  increasing  demand  as 
the  sjx'cial  features  of  its  construction  ai-e  under- 
stood. 

The  B.O.T.  is  one  of  the  most  up-to-date  coml)ina- 
tions  on  the  market,  having  a  great  many  new  and  ex- 
clusive features,  such  as  patented,  non  (dogging  bow], 
and  a  fool  proof  lever.  The  trap,  instead  of  being  a 
long,  winding,  contracted  affair,  has  a  straight  ex- 
panded down  leg,  making  clogging  impossible.  The 
bowl  has  an  extrenu'ly  strong  syphonic  action,  a  3  inch 
s?al  and  larii'e  water  area.    The  B.  O.  T.  reverse  trap 


is  prononneefl  by  all  who  have  seen  it  as  a  great  ad- 
vaiiee  o\-er  syphon  jet  and  wash  down  bowls. 

The  le\-er  is  a  meehanieal  master[)ieee.  positive  and 
|)owerrid  in  action,  and  absolutely  fool-proof,  and  is 
so  constructed  that  tiie  handle  placed  in  the  upper 
right  hand  corner  of  tank,  can  he  moved  to  either 
right  or  left  to  open  valve.  It  is  locked  hy  the  shape 
of  till'  rocker  phite  fitting  into  the  recess  of  the  inside 
lever  and  cannot  be  moved  beyond  the  full  opening 
of  the  \alve,  and  therefore  the  rublier  ball  cannot  be 
strained. 

The  fittings  are  of  substantial,  heavy  pattern  and 
made  to  last.  The  B.O.T.  compound  lever  elevated  ball 
co<'k  is  well  machined  and  y)ractically  noiseless.  Lin- 
ings are  made  of  full  weight  copper,  with  lock  seams 
and  tinned  bottoms. 

Tanks  made  in  all  woods  from  solid  mahogany  to 
sti-aight  cut  oak,  and  being  made  with  a  patented  lock 
dovetail  joint,  splitting  and  cracking  is  impossible. 
Vitreous  China  Tanks  were  also  shown. 

Catalogues  showing  various  styles  and  finishes,  as 
well  as  booklets  on  tank  and  bowl  construction,  will 
be  gladly  sent  to  any  reader  who  asks  for  same,  and 
they  are  well  worth  going  to  some  trouble  to  get.  par- 
ticularly for  those  who  desire  to  keep  abreast  of  the 
advancements  iriade  in  the  manufacture  of  sanitary 
equipment  in  all  parts  of  the  globe. 
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JAMES  ROBERTSON  COMPANY'S  PLUMBING 
SUPPLIES. 

Tlie  James  Robertson  Company,  Toronto,  divided 
their  exhibit  into  three  sections  this  year.  The  splen- 
tlid  display  of  plumbing  supplies,  in  Avhich  Canadian 
hardwaremen  who  conduct  plumbing  departments  are 
largely  interested,  was  in  its  accustomed  place  just 
inside  the  entrance  to  the  Industrial  Building.  The 
paint  department,  Avhich  in  future  will  be  conducted 
under  the  name  of  I^owe  Bros.,  was  in  the  adjoining 
space,  while  Robertson's  metals,  babbitts,  solders,  etc., 
were  in  another  liooth  in  Machinery  Hall. 

Two  of  the  striking  features  of  the  plumbing  ex- 
hil)it  were  the  marble  stall  shower,  fitted  with  a  plate 
glass  door,  and  the  nickeled  brass  shower  standing  on 
an  enameled  receptor.  In  these  days  when  home  sani- 
tation is  sucli  an  important  question,  shower  baths  are 
l)eing  installed  in  thousands  of  homes  and  every  plumb- 
ing business  should  be  ready  to  quote  on  the  finest  of 
this  class  of  equipment  when  work  is  being  done  for 
well-to-do  customers. 

,\ii(itli('i'  popular  lixtui'c  shown  was  an  enameled 
sanitai'v  di-inkiiig  fountain,  hundreds  of  Avhich  have 
been  installed  in  public  buildings,  schools,  etc.,  during 
the  past  year.  With  a  little  enterprise  a  dozen  of  the 
fountains  can  sold  in  every  town,  and  a  good  margin 
of  profit  sriMii'i'il  hy  Ihi'  jiliiiidiing  contractor. 

A  surgeon's  sink,  witli  knee  action  fittings,  was  an 
object  of  some  curiosity,  while  the  varied  display  of 
pedestal  lavatories  attracted  mudi  altention,  1)oth  these 
Hnd  several  of  the  fine  b;ith  tubs  shows  being  fitted 
with  the  K'ih'v  basin  and  luitli  cocks,  the  patent  rights 
for  which  have  been  secured,  by  the  James  Robertson 
Compiiny.  'I'liese  fixtures  are  the  product  of  the 
Robertson  brass  works,  and  they  have  won  favor  very 


quickly,  having  a  large  composition  disc  which,  while 
unlikely  to  get  out  of  order,  is  very  easy  to  repair  if 
necessity  arises.  The  "Riley"  bath  cock  costs  a  little 
more  than  the  ordinary  goods,  but  their  attractive- 
ness and  utility  ensures  their  freqiient  specification  in 
the  future. 

Behind  the  lavatories  a  particularly  attractive  line 
of  bevelled  mirrors  and  nickeled  bath  room  fittings 
was  displayed,  including  glass  towel  bar,  soap  dishes, 
tooth  brush  and  drinking  glass  holders,  etc. 

What  prol)ab]y  excited  the  greatest  amount  of  in- 
terest, however,  was  the  "Kingdom"  non  soiling  and 
the  "Kingsmute"  noiseless  closets,  fitted  Avith  open 
seats.  For  high  class  jobs  and  absolute  sanitation  these 
closets  win  favor  at  once,  and  those  who  are  not  al- 
ready familiar  with  them  should  send  for  descriptive 
literature  without  delay. 

"Don't  pull  the  string  in  the  bathroom  and  register 
in  the  parlor,"  is  the  slogan  of  the  "Kingsmute" 
salesman.  The  value  of  a  closet  which  Avill  flush  si- 
lently can  only  l)e  appreciated  by  those  who  have  been 
subjected  to  the  noisy  disturbance  of  the  other  kind. 
The  "Kingsmute"  is  so  constructed  that  even  Avith  the 
lid  raised,  when  flushed,  it  cannot  be  heard  outside  its 
immediate  environment.  There  is  no  longer  need  for  a 
householder  to  embarrass  his  friends  Avith  a  noisy  Avork- 
ing  closet.  Besides  being  noiseless,  the  "Kingsmute" 
has  a  deep  Avater  seal,  leaving  no  place  for  soil  inside 
the  boAvl,  and  preventing  the  escape  of  seAver  gas.  It 
has  a  quick,  thorough  flush,  completely  cleansing  the 

1)0AV1. 

The  James  Robertson  Company  expect  to  be  in 
thcii-  magnificent  neAV  building  on  Spadina  Avenue, 
Toronto,  by  Decend)ei%  Avhere  they  Avill  be  in  a  better 
position  than  ever  before  to  cater  to  the  needs  of  those 
Avlu)  do  |)hiiiibing  Avork  in  all  parts  of  Ontario. 
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DEMONSTRATION  OF  CHI-NAMEL. 

The  Ohio  \';ifiiisli  Coiiipiiiiy,  (  Icvclniul,  Oliio.  wlio 
jirc  rcpi'csciit'.Ml  in  Ontario  by  Fred  Crooks,  and  who 
arc  jiisf  complcl itif,'  ai-rangcnicnts  to  cxtiMid  Ihrir-  linsi- 
iicss  into  Western  Canada  Ity  airaiif^inii-  lor  i-.  jirr 
sentation  and  a  series  of  deiiionsti'ations  in  all  th" 
leadinc;  liardware  stores  between  Lake  Su])er'ioi-  and 
the  Paeitie  Ocean,  had  a  vei-y  attractive  display  in 
the  .^Llnutaetul•ers'  Annex,  AL-.  Crooks  beinji'  on  hand 
with  a  stall'  of  demonstrators,  while  Mv.  Clapp,  |)i"esi- 
deiit  of  the  C<)ni|)any,  w;is  a  \isitor  durinj,'-  tlie  early 
])art  ol  t  he  I'lxhibition. 

'I'he  denionsi  i-ation  of  "  Chi-iXanK'l" "  at  the  Toronto 
l']xliii)it ion  was  as  siicccssiul  as  the  hnndreds  ol'  d"- 
nionstrations  already  held  in  Canadian  hardware 
stores  have  been,  and  most  of  the  \  isitors  eai'ricd  away 
color  cards  and  soux'enir  pins  as  reminders,  so  that 
they  can  have  their  wants  filird  by  Ihrir  local  hard- 
ware m;in. 

Speaking  of  d  'liionst  ra I  ions  it  is  intei'est  inu'  to 
hear  of  the  success  achieved  l)y  the  Pui'dum  Ilai-dwarc 
Company,  Ijondon,  Out.,  who  as  a  result  of  the  inti-o- 
duction  ol  " Ciii-Namel. "  by  demonstration  in  Ihcir 
store,  and  featuring'  tiie  line  in  their  local  news])aper 
adverti,' in*?,  have  sold  over  ^LTjOO  worth  of  the  Ohio 
Varnish  Comj)any's  specialty  duriui;'  the  |)ast  year. 

A  lady  demonstrator  is  sent  to  each  dealei-  who 
stocks  "Chi-Namel"  every  sprin^:  and  fall,  and  tlii' 
I'ctail  'r  is  assisted  iu  brinf^inf?  the  advantaf2;es  of  the 
line  to  (he  notice  of  the  local  townspeople.  Only  one 
hardwai'c  man  is- fiiven  the  agency  in  each  town,  he 
having"  the  exclusive  sale  so  long  as  he  jnishes  the 


^oods.  "We  refuse  to  sell  'Clii-Xainer  tiirougli  dir- 
partmcnt;d  or  10  cent  stores,"  said  Mr.  Crooks. 

"  Chi-.\;imcl "  is  both  a  stain  and  a  varnish,  the 
claims  m;ide  lor  it  bein^  that  as  a  varnish  it  will  cover 
one-third  more  surface  and  also  outwear  other  var- 
nishes, besides  taking  one-third  less  time  to  apply.  It 
is  herl  proof,  hammer  proof  and  water  i)roof. 

An  important  feature  of  the  "Chi-Nainel""  spe- 
cialty is  the  sale  of  their  special  sel f-grainer,  by  means 
of  which  anyone  can  successfully  do  the  finest  jot»  of 
graining.  For  customers  desiring  to  decorate  their 
floor  by  tin;  parquetry  floor  process,  cartons  Jsr.-  put 
up  containing  all  the  e(piipitient  necessary  for  the 
selected  design,  the  carton  including  the  first  coater. 
graining  compound,  self  grainer.  or  stippling  brush, 
stencils  atid  stenciling  comi)outid,  and  the  "Chi- 
Namel"  Natural  \arnish,  these  cartons  retailing  at 
.^'{.50  to  .'!>;). 7.").  |',y  their  rrady-to-us-  graining  process 
it  is  possible  to  obtain  an  u[)-to-f[ate  hardwood  effect 
on  almost  any  floor  at  a  total  cost  of  on'y  2'  cents  i)er 
sipuu'c  foot  of  surface. 

A  feature  of  the  ■■Chi-Namel""  exhibit  was  the 
offei-ing  of  daily  j)riz:'s  foi-  the  best  samples  of  graining 
done  eacdi  day  by  visitors  to  the  booth.  In  addition 
<';ich  competitor  was  given  a  ticket  certifying  that  tin- 
holder  had  learned  to  use  the  " Chi-Namel"  grainer  at 
the  Toronto  p]xhibition,  and  w'as  entitled  to  a  tree 
sample  can  of  "Chi-Namel"  on  presentation  of  the 
card  at  any  hardware  store  in  Ontario  where  the  Ohio 
Varnish  Co.'s  goods  are  sold.  On  the  I)a(d<  of  the 
card  the  nanu^s  of  all  the  "Chi-Namel"  agencies  in 
Ontario  were  printed.  • 

A  similar  competition  will  be  conducted  in  the 
stores  of  local  dealers  where  recpiested. 


THE  OHIO  VARNISH  COY 

^  'r^  C/.t  \         VO,  O/f/O.  ^  V  r 
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CiiAJtCJli  iS  OXOVJIjC)  AiVJLJ  i!'UKiNii.UJlj». 

One  of  the  largest  and  best-arranged  exhibits  in 
tlie  stove  ])iiilding  was  that  of  Clare  Bros.,  Preston, 
Ont.,  showing  tiieir  full  line  of  furnaces  and  Peninsular 
ranges.  Mr.  Herman  Clare  was  in  charge  and  was 
assisted  by  the  staff  of  A.  Welch  &  Son,  Toronto, 
agents  for  Clare  Bros.'  products.  The  booth  was  so 
large  that  in  spite  of  the  large  number  of  ranges  and 
furnaces  shown,  there  was  plenty  of  room  for  inter- 
ested persons  to  view  the  different  lines  in  comfort. 
Their  line  of  Peninsular  ranges,  including  Peerless, 
Adanac,  Constant  and  Harmony,  was  nuich  admired. 
These  are  all  made  from  the  one  set  of  bodies  with 
same  patterns  for  box  linings,  grates,  covers,  centres 
and  key  ])]ates.  Tlu^  only  point  in  Avhich  they  differ  is 
in  the  ornaiiu'iitations.  The  "Adanac"  is  made  per- 
fectly ])lain;  there  is  no  scroll  work.  The  nickel  is  all 
removable  for  cleaning.  A  feature  about  this  is  that 
it  li;is  1lic  adjustable  damper,  allowing  any  required 
aiiKiiml  i>r  draft.  One  advantage  these  four  lines  have 
liniiius  fit  al!  loui-,  making  it  un- 
(Icaf.i-  •   ■  ' 


IS  thai  thr  same 
necessai'v  loi-  tli- 
of  r(>paii'  parts. 

One  new  lim 
gon"  Peninsular 
I'aiigc  ami.  thou 
others,  is  huilt 
meet  inai!  (udi  r  imu 

The  ■  ■  M (Ilia M-h 
serviccaMc  ,~  I  n-i  rai 
a  good  cooker  and 
■'  l^oyal "  Pcninsulai 
"  M  oiia  i-i'li,  "  iiut  a 


■ai-i'v  eight  ditt'erent  sizes 


■  iiiti-oiiui 
stc 

iiist 


as 


tills  _\-car  is  the  "Para- 
i-angr.    This  is  a  medium  sized 
re  iiio(li'i-at e  in  price  than  the 
carelul'\-  and  is  desiu'ned  to 
pet  il  ion. 

I'eninsiilar.  a  large,  handsiune  and 
ue.  Iiiiilt  to  stand  hard  usage,  bul 
bakei-.  was  well  i'ecei\-(>d.  Tlie 
is  built  along  the  same  lines  as  the 
1 1  le  chea  |ie|-  ill  price. 


In  luruaces,  iwo  new  lines  were  iUirouUceu — tue 
"Standard"  and  the  "Empress."  The  "Standard" 
is  designed  especially  for  the  Western  trade,  having 
a  specially  constructed  fire  pot  for  burning  soft,  coal. 

The  "Empress,"  on  the  other  hand,  is  gotten  out 
more  especially  for  the  Ontario  trade.  It  is  a  little 
cheaper  in  price  than  the  "Hecla,"  but  embodies  many 
of  the  good  qualities  of  the  latter,  such  as  tlic^  patent 
fuse  joint  and  individual  grate  bar. 

The  "Hecla"  is  still  the  leader  in  hot  air  heating, 
and  the  improvements  made  on  the  1911  model  make  it 
one  of  the  most  economical  and  most  up-to  date  lines 
on  the  Canadian  market.  The  door  on  the  latest  de- 
sign is  larger,  thus  permitting  the  use  of  larger  and 
rougher  Avood.  Another  feature  is  the  circidnr  v.ater 
pan.  This  is  a,  decided  advantage,  as  it  gives  a  greater 
evaporation,  thus  insuring  better  air  and  ventih'tion. 

A  properly  constructed  warm  air  furnace  draws 
in  the  cold  out-dooi-  air,  warms  it,  passes  it  over  the 
evaporating  water  and  cii-culates  it,  moist  and  pure, 
to  every  corner  of  the;  house.  This  is  the  principle 
of  the  "Hecla."  In  the  spring  or  fall,  a  small  fire  can 
be  made  without  great  preijaration  and  there  is  no 
long  wait  to  heat  a  large  boiler  of  wat(>'- 

A  full  line  oF  heating  stoves  was  shown,  including 
the  "Ivegal"  and  "Elegant"  Peninsular  base  burners 
and  the  "Star"  and  "Signal"  Oak  heat(>rs.  The 
"Stai-"  Oak  is  a  very  serviceable  stove  for  snmll  halls, 
dining  rooms,  etc.  It  will  burn  either  coal  or  wood 
;ind  can  be  fitted  with  a  self  f(H'<ler  and  mica  door.  It 
is  built  in  three  sizes.  The  "Signal"  Oak  is  a  little 
cheaper  than  the  "Star,"  but  an  excellent  stove. 
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DOMINION  ROOFING  COMPANY'S  DISPLAY. 

The  cxliihil  ol'  The  Doiniiiioii  liooHti','  Co.,  of 
Cjiiiiuln.  Liiiiit(Ml,  in  the  Manut'fU'tnrers'  Annex,  under 
tlic  iirnnd  st;m(l.  jittracted  (■()iisidernl)le  attention.  Tiie 
booth  wa.s  i)nt  up  in  tli(>  form  of  a  huii(lin<?  roofed  with 
the  (•oni])any's  own  i)roduet.s,  Karl  H.  Malt])y,  manager 
of  the  eonii)any,  being-  in  (diargc. 

At  tile  preseid  time,  there  is  an  inereasinj?  demand 
foi-  a  sightly  and  durable  roofing  that  can  l)e  i)roi)erly 
ai)plied  by  any  one  with  ordinary  intelligence.  The 
i-oofiiig  mni-:t  be  moderate  pi'ieed  and  suitable  for  stores 
and  office  buildings,  apartment  lipuses,  dwellings, 
barns,  etc. 

The  Dominion  iiooliiig  Co.,  maniifactiu'c  a  lull  line 
of  i-i-e|)ared  roofing,  their  bi-ands  including,  .Maltiiite, 


Natural  asphalt,  in  which  "Malthite"  is  saturated, 
has  been  usecl  on  city  streets  extensively  for  years 
with  great  success,  where  weather  conditions  and 
traffic  are  much  more  severe  than  on  roofings.  On 
street  pavements,  fudy  H)  y)er  cent,  of  the  mixure  laid 
down  is  asjjhalt,  it  being  put  thehe  to  bind  the  pave- 
m(>nt  together  and  nuide  it  waterproof.  If  10  per  cent, 
natural  asi)halt  is  sufficient  to  withstand  these  ex- 
treme conditions,  is  it  not  reasonaf)le  that  "Malthite" 
roofing,  made  of  the  best  quality  of  heavy  felt,  satu- 
rated waterproof  and  coated  with  tliis  same  asphalt, 
should  be  the  be.st  roofing  you  can  buy? 

"(Jalvanite"  is  clainu'd  to  be  the  only  roofing 
manufactured  in  Canada  to-day  having  as  a  surface  a 
mica  coating.    The  Ixxlv  of  this  brand  is  a  heavv  wool 


.\ja\,  (iravel  Coated,  Sand  Coated  and  (lalvaiiile. 
They  ai'e  in  a  |)osition  to  sell  a  dealei*  roofing  of  the 
highest  quality,  at  a  price  that  will  enable  ium  to  make 
a  good  margin  of  profit,  and  wide  awake  Canadian 
dealers  know  tliat  things  on  wiiicdi  there  is  a  good 
profit  are  the  tlnngs  to  sell,  provided  the  (piality  is 
good.  The  Company  manufacture  their  own  woi  l  I'tdt, 
and  use  (HIsonite  asiduilt,  imported  direct  from  I'tah. 
at  a  cost  of  ^AO  per  ton.  This  asi)halt  is  considered  the 
best  waterproofing  nuiterial  in  existence. 

The  "IMalthite"  brands  of  I'oofing  are  featui'ed  by 
this  company.  ".Malthite"  smooth  roofing  is  made 
from  the  b(>st  aM-wool  felt,  saturated  thoroughly  in 
as])halt,  put  through  a  process  to  nuike  it  wateri)r(iof. 
and  coated,  leaving  a  fine,  smooth  surface. 


felt  .  iVom  sanitary  stock,  and  is  heavily  and  thoroughly 
satui-ated  with  a  pure  (ialvanite  asphalt  coni]iosition. 

".\.ja\"  brantl  is  put  up  for  the  benefit  of  the 
dealer  who  wants  to  sell  customers  who  are  looking 
for  an  e.xeeptionally  cheap  roofing  material.  This 
ai'tiele  is  by  no  nunins  cheap  in  manufacture,  but  is 
vei-y  duralile  and  is  liax  ing  a  very  large  sale  in  Canada 
to-day. 

Tlie  nonunion  Kooling  Co.  are  iu  a  position  to  sell 
the  dealei-  at  a  veiw  low  figure  roofing  that  will  give 
the  consunu'i-  nundi  i)etter  service  than  shingles.  There 
are  several  towns  in  Ontario  and  Canada  in  which  there 
are  no  agents  of  this  company.  The  company  will 
gladly  furnish  samples,  details  and  advei'tising  matter 
to  any  dealer  requesting  same. 
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McCLARY'S  lURNACES  AND  STOVES. 

The  i\IeClary  Mfg.  Co.,  London,  again  occupied  a 
stand  in  the  stove  building,  David  Millar,  Heating  En- 
gineer, 107  Church  Street,  Toronto,  being  in  charge  of 
the  exhibit.  The  "Sunshine"  furnace  was  featured, 
five  models  being  shown  in  different  sizes.  No.  200 
being  fitted  with  a  coil  for  heating  a  kitchen  boiler  and 
supplying  hot  Avater  throughout  the  house,  while  a 
No.  500  was  arranged  for  combination  Avarm  air  and 
hot  water  heating. 

The  "Sunshine"  is  fast  becoming  a  favorite  with 
builders,  one  of  their  arguments  in  selling  a  house  be- 
ing that  the  residence  contains  a  "Sunshine."  The 
1911  model  has  a  series  of  larger  baffle  plates,  which 
cause  the  heat  to  rotate,  thus  making  it  last  longer 
than  where  it  goes  straight  through. 

The  "Radium"  furnace  was  also  shown.  It  is 
more  moderate  priced,  not  biiilt  as  heavily  as  the 
"Sunshine,"  but  is  guaranteed  to  give  out  just  as 
much  heat.  It  is  built  more  for  the  smaller  homes, 
and  many  are  being  sold  in  the  country.  A  new  size 
lias  l)eeu  introduced,  No.  215,  with  21  in.  firepot. 

In  steel  ranges,  they  showed  the  "Sask-Alta"  and 
"Kootenay, "  and  in  cast,  the  "Pandora"  and  "Ladies' 
Aid."    A  new  feature  about    the    "Pandora"  and 


"Ladies'  Aid"  is  that  they  have  the  enamelled  tile 
back.  The  enameled  iron  looks  much  neater  than  some 
of  the  flashier  tile  designs.  In  the  "Sask-Alta"  a 
little  change  has  been  made  in  the  grate.  It  is  now 
duplex  in  two  sections.  A  change  in  the  grate  of  the 
"Pandora"  also  has  been  made,  there  being  now  three 
sections  so  controlled  that  each  section  can  be  shaken 
separately. 

In  gas  ranges,  the  only  changes  have  been  the  new 
tile  front,  the  enamel  drip  pan  and  the  black  nickel 
finish,  making  it  perfectly  sanitary.  The  black  nickel 
finish  is  a  decided  improvement.  It  does  not  require 
any  black  lead  and  can  be  cleaned  with  a  wet  rag. 

In  the  No.  218  "Champion"  interchangeable  range, 
an  improvement  has  been  made  in  the  burners,  and  it 
now  has  a  straight  water  front.  The  burners  in  the 
front  are  adjustable,  making  it  possible  to  have  the 
Avaterfront  connected,  the  same  as  in  any  ordinary 
range. 

In  base  burners,  the  "Famous"  Avas  shoAA^n  in  three 
sizes,  one  size  Avitli  an  oven.  This  year  the  "Famous" 
has  a  revolving  fire  pot,  permitting  it  to  be  turned 
around  to  burn  evenly. 

A  line  of  "Cam"  side  Avail  registers  and  base 
plates,  highly  finished  in  oxydized  copper  Avas  shoAA^n. 
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JOHNS-MANVILLE  ASBllSTOS  ROOFING. 

The  (';uiii(li;iii  II.  W.  Johns-Manville  Co.,  Ltd.,  To- 
i-()iit(),  hnd  tlicif  c.xiiihit  tliis  year  in  Machinery  Ilall. 
The  booth  was  built  entirely  of  their  own  products, 
with  the  exception  of  the  wooden  frame  support,  and 
showed  their  brands  of  roofing  applied,  while  the 
cohiiiins  were  artistically  covered  with  J.  ^L  Steam 
I 'i |)c  ( 'overinsi". 

.\  comprehensive  display  of  the  company's  entire 
line  was  shown,  but  .1.  M .  Asbestos  Roofing  was 
fca1ui-'d.  This  line  was  ])ut  to  a  very  severe  and 
nni(|Ue  tesl.  and  any  one  who  was  at  all  skeptical  soon 
becanu'  convinced  of  its  fireproof  and  waterproof  quali- 
ties. A  powerful  gasolene  blow  torch  was  kept  in  the 
bootii,  and  at  intei'vals  a  piece  of  roofing  was  taken 
and  subjecte<l  1o  the  Ihime  from  this  torch  for  several 
hours.  This  intense  heat,  which  is  sufhcient  to  melt 
iron,  had  pi-actically  no  effect  on  the  .1.  M.  .\sl)i>stos 
le  Ihiuie  had  been  discontinued,  the 
in  wati'r  for  a  considei-able  lengtii 
of  time,  and  it  speaks  well  for  Ihe  nuiterial  when,  alter 
being  put  through  such  a  severe  test,  no  leak  develo])S. 
When  a  roofing  will  stand  a  test  like  this,  it  is  woi-th 
while  looking  into,  and  dealers  should  write  the 
.lohns-.Man\  illc  ( 'o.  lor  agency  prices  atid  tei'uis. 

The  ('onipaiiy  also  showed  theii'  lines  of  ■"Key- 
stone" hair  insulatoi-.  Tins  is  used  in  the  construc- 
tion of  houses  as  an  insulator  for  weatherprooting.  and 
sound-deadening.  This  pai'ticnlar  kind  of  insulator 
consists  of  chemically  treated  hair,  thoroughly 
(deansed,  and  rendei'ed  tire  as  well  as  vermin  proof. 

Asbestos  wall  plastei",  asbestos  wood,  high  tenip  'i'a- 
tur-e  ceuKMits  for  foundries  and  fui'naces  of  all  de- 
scriptions also  were  shown. 

■\  s|)ccial  feature  of  this  year's  exhibit  was  llieir 
line  of  ■ '  Soldera  II. " "  This  is  a  new  article  being  in- 
troduced by  the  .1.  .M.  ("()..  and  is  the  simplest,  readiest 
and  uu)st  effective  nu'thod  of  making  a  soldered  joint. 


b'ooling.  .\l't:'r  t 
rooHna'  is  soaked 


and  should  lind  a  ready  sale  in  hardware  stores.  It 
will  repair  easily  and  without  kitchen  utensils,  toys, 
tin  roofs,  leaky  pipes,  automobile  parts,  wires  and  all 
kinds  of  tin  and  granite  ware,  making  it  a  valuable 
boon  for  the  housewife.  For  the  shop,  it  is  also  a  most 
economical  solder.  There  is  no  waste,  it  turns  out  the 
neatest  work  and  no  flux  is  needed.  "Solderall"  is 
the  most  useful  thing  in  the  electrician's  outfit.  It  is 
a  complete  solder  and  non-corrosive  flux  combined  in 
paste  form,  and  can  be  carried  in  the  pocket  like  a 
screw  driver.  AVith  the  aid  of  a  match  a  perfect  joint 
can  be  nuide.  For  the  motorist,  ''Solderall"  is  a  ne- 
cessity ill  the  repair  kit  of  every  owner  of  an  automo- 
bile. For  joining  wires,  stopping  leaks  or  repairing 
breaks  of  any  metal  parts,  it  is  indispensable.  This 
product  is  put  up  in  thi-ee  handy  siz(>s,  to  retail  at  "W 
cents,  ()()  cents  and  .+1.20  each. 

Articles  of  spt'<-ial  interest  to  stove  and  furnace 
men  were  their  well  known  lines  of  "Fireite"  furnace 
cement,  "Seal  Tite"  sto\c  jiutty  ami  ""riioenix"  stove 
lining.  These  artitdes  lind  a  ready  sale  amongst  stove 
and  I'uruace  maiuifacturei's  and  stove  foundries. 

In  addition  to  the  foi'egoing.  and  of  interest  to 
plumbers  and  steam  htters.  was  tiu'ir  "H-O"  pipe 
Joint  cement  and  ■"Fei-i-o"  compoiuid.  The  makers 
claim  tor  this  "ll-O "  pipe  joint  cenuMit  qualities 
supei-i(U'  to  the  ordinaiw  whitt'  lead  or  other  prepara- 
tions used  l)y  the  steam  fitter  and  plumber  in  making 
])ipe  joints.  When  mixed,  one  i>int  of  tins  cement 
makes  as  much  as  four  pounds  of  ordinary  cement,  yet 
costs  no  more.  The  price  is  an  attractive  one,  and  the 
artitde  is  above  the  ordinaiw. 

(Mhei-  lines  shown  wei-e  their  line  of  "Sanitor" 
water  closet  s(>ats  and  tanks.  This  excellent  line  is 
uKule  of  wood  fibre,  nu)lded  under  hydivudic  pressue 
into  one  solid  piece,  and  is  a  nuudi  superior  article  to 
the  oi'dinai'y  wooden  seal  and  tank.  The  company 
warrants  their  seats  and  tanks  not  to  warj),  split  or 
ci'ack  for  five  vcars. 
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THE  COLONIAL  LINE  OF  RANGES. 

Tlie  booth  of  the  Percival  Plow  ;aul  Stove  Co., 
r.iinited,  ]\rerrickville,  Ont.,  on  one  of  the  most  pro- 
minent right  hand  corners  in  the  centre  of  the  Stove 
l)uikling,  was  greatly  impi'ovetl  tiiis  year  by  the  addi- 
tion of  a  canvas  canopy,  tlecorated  in  red  and  white. 
Klectric  ligiits  siiidded  the  whole,  and  a  carpet  on  the 
Hooi'  added  greatly  to  the  neat  appearance  of  the 
booth.  Tile  exhibit  looked  very  attractive  and  not  be- 
ing overci-owded  with  ranges,  but  showing  a  fair  line, 
it  gave  the  company  an  excellent  opportunity  of  dis- 
playing to  advantage  the  various  stoves  and  ranges  ex- 
iiibited. 

On  a  prominent  location  in  the  most  important 
cornel-  of  tlie  booth  was  located  the  "Colonial  Com- 
liination"  'A  in  ]  range,  burning  coal,  wood  or  gas.  The 
gas  stove  is  easily  attachable  to  the  range  and,  where 
space  is  limited,  the  "Combination"  is  partieularlj^ 
desiral)le.  The  top  of  the  gas  attachment  is  large  and 
I'ooniy,  having  three  pot  holes  and  a  simmering  bur- 
ner. The  oven  is  a  good  baker  and  larger  than  is 
usual  on  this  style  of  stove.  Perfect  regulation  can  be 
obtained  for  the  burning  of  either  city  or  natural  gas 
by  the  type  of  mixers  used.  This  stove  attracted  a  lot 
of  attention  from  visitors  from  American  points,  sales 
being  made  to  i^eople  living  in  Buffalo  and  Pittsl)urg, 
Avith  inquiries  from  other  places. 

Another  member  of  the  "Colonial"  family,  dis- 
played alongside  the  'Colonial  Combination,"  was  the 
"Colonial  Princess."  This  is  a  steel  range  with  20  x 
22  in.  oven.  It  has  east  iron  fire  box  trimmings,  nickel 
trimmings,  which  are  easily  removable  for  cleaning, 
and  key  plates  or  movable  tops.  These  are  made  in- 
terchangeable, enabling  the  rear  plate  being  used  over 
fire  pot  or  changed  to  the  side  if  it  is  found  desirable 
to  use  a  boiler  in  front  position.  The  extended  tire  box 
permits  the  use  of  Avood  27  inches  long,  and  is  so  con- 


structed that  all  ashes  are  deposited  in  ash  pit,  also 
overcoming  the  annoyance  of  the  ixnburnt  end  being 
"pocketed"  when  balance  is  consumed. 

Several  styles  and  sizes  of  the  "Colonial"  and 
"Colonial  Prize"  cast  ranges  were  also  shown,  some 
with  high  closets  and  others  with  high  and  tea  shelves. 
Some  of  the  features  of  the  "Colonial"  are  its  extra 
large  ash  -pan,  removable  nickle,  with  no  bolts  to  rust, 
easily  removable  grate,  large  drop  broiler  door  and  the 
pedal  oven  door  opener.  Fixtures  which  can  be  fitted 
to  burn  coal  only  or  wood  only  are  furnished.  The 
water  fronts  on  this  range  are  corrugated,  giving  an 
extra  amount  of  prime  water  heating  surface. 

The  "(Jolonial  Prize"  is  designed  to  meet  mail 
order  competition  and,  while  a  little  cheaper  in  price, 
is  equally  as  good  a  heater  as  the  other  makes.  This 
range  has  reservoir  and  warming  closet,  or  can  be 
purchased  without  these.  This  line  was  mucli  appre- 
ciated by  A'isiting  hardware  men. 

The  "Imperial  Base-burning  Oak"  attracted  eon- 
sideralile  attention.  This  stove  combines  the  ad- 
vantages of  an  "Oak"  and  a  base  burner,  having  a 
base  flue,  whicii  carries  the  heat  around  the  bottom  of 
the  stove,  assuring  a  warm  floor.  This  stove  has  double 
the  heating  surface  of  the  ordinary  oak  of  the  same 
size,  or  of  a  base  burner.  Hard  or  soft  coal  can  be 
burned  with  ecpial  facility  and,  should  any  congestion 
of  the  flue  oceiu",  it  can  be  easily  remedied  by  the  re- 
moval of  the  inner  bottom.  The  double  heater  also 
can  be  applied  to  this  stove.  This  is  one  of  the  most 
handsome  stoves  on  the  market  to-day,  and  should 
prove  a  ready  seller  in  any  hardware  store. 

The  company  did  not  exhibit  their  plows  this  year, 
but  Mr.  Graham,  their  Western  Ontario  representative, 
who  was  in  charge  of  the  exhibit,  states  they  are  still 
manufacturing  the  best  quality  and  invite  correspond- 
ence from  hardware  men  handling  these  implements. 
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CANADA  METAL  CO.'S  NEW  PLANT. 

One  (lid  lint  li;i\('  to  enter  tlic  cxliil)!! ion  <,M'oun<ls 
to  know  )li;it  tlic  (';iiiii(l;i  Mct;il  ('oinpiiny  w.ci'c  tlicrc 
and  doini;'  tlic  sliow  ii|)  in  tlicif  nsiial  manner,  -lust 
hefoi-e  eiitcrinij  tlic  ^ates  on  Duffcrin  St.,  one's  atten- 
tion was  drawn  to  a  lai-ii'e  tnetal  sign,  well  lit  up  with 
eleetrie  iifi'iits,  and  on  to|)  heino-  a  \iir^v     tin  man, 


Hardware;  men  were  especially  interested  in  the 
Harris  heavy  i)ressiire  heariiif^  metal,  wliieh  is  used  on 
most  all  maeliincry  hearinf^s.  The  feature  of  thi.s 
in(!tal  and  the  reason  it  is  so  especially  adapted  for 
hardware  men  is  that  there  is  praetieally  no  work  too 
s((vere  for  it.  and  when  a  man  sells  this  metal,  lie  sells 


Ni-iv  plant  oi  1  lii*  C  an.nja  Met;il  Co. 

plant  on  Fraser  Ave 


just  a  l)lo( 


pointiiiL;'  to  I  heir  new 
east  of  the  exhihition  entrance. 

I 'poll  entering  Maehinery  Hall,  one  was  attracted 
hy  the  Canada  Metal  ('o.'s  exhibit,  in  (diarge  of  W.  (t. 
T Ian-is,  Sr.,  President  and  Oeneral  IManager  of  the 
Company,  and  the  various  travellers.  All  interested 
in  the  least  way  in  metals  were  shown  carefully  and 
thoroughly  over  the  exhibit  and  each  line  explained. 


W.  G.  Ha 


Jr 


ha  libit  that  will  bring  him  repeat  orders.  The  metal 
is  copper  coated,  thus  protecting  it  from  the  atmo.s- 
phere  in  melting,  making  the  metal  free  from  dross, 
and  it  is  copper  hardened. 

They  also  showed  many  of  their  other  lines,  such 
as  Imperial  Genuine  Babbit  metal,  for  main  engine 


CANADA  IMETAL  ^0.  '■'rTn^M 
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work,  solder  in  all  grades,  including  bar,  wire,  seg- 
ment and  block. 

Lead  pipe,  newspaper  metals  and  all  pig  metals, 
such  as  pig  lead,  copper,  antimony  and  spelter,  also 
were  shown.  Taking  the  exhibit  on  the  whole,  it  was 
one  of  the  best  the  Company  ever  has  made. 

Many  took  advantage  of  the  invitation  to  visit  the 
company's  new  plant,  and  were  well  repaid  for  the 
time  spent. 


THE  GURNEY-OXFORD  MODEL  STORE. 

The  Gurney  Foundry  Co.,  Limited,  followed  their 
plan  of  last  year,  and  did  not  make  an  exhibit  at  the 
Toronto  Fair.  Instead,  they  fitted  up,  in  their  show 
rooms  on  the  second  floor,  a  model  stove  store.  The 
most  important  feature  of  this  was  the  large  plate  glass 
store  front,  large  enough  to  show  two  ranges,  an  "Im- 
perial Oxford"  and  a  "Chancellor."  The  window  was 
trimmed  Avith  the  specially  designed  lithographs  sup- 
plied to  agents  of  the  Gurney  Company,  these  taking 
up  the  corners  of  the  glass,  without  hiding  any  of  the 
goods  shown. 

In  the  centre  of  the  window,  between  the  two 
ranges,  was  placed  a  large  card,  bearing  the  printed 
affidavit  testifying  to  the  excellent  results  secured  by 
using  the  Economizer  on  a  "  Gurney-Oxford"  range  in 
the  model  kitchen  of  the  Robt.  Simpson  Co.'s  restau- 
rant in  Toronto.  A  testimonial,  coming  from  a  source 
such  as  this,  is  ample  evidence  of  the  saving  qualities 
of  the  Economizer.  Tied  to  red  ribbon  suspended 
from  the  ceiling  and  connected  with  the  two  ranges, 
were  vai'ious  neatly  printed  cards,  emphasizing  the 


different  features  of  the  ranges,  the  idea  being  to  in- 
terest possible  customers  in  the  various  talking  points 
of  the  ranges,  in  order  that  the  work  of  the  salesman 
might  be  simplified  and  made  easier. 

Inside,  a  number  of  ranges,  base  burners,  etc., 
mounted  on  castors,  were  displayed,  while  the  walls 
were  covered  with  the  large  3x6  feet  metal  signs, 
which  the  Gurney  Co.  supply  to  agents  on  request. 
These  signs  are  used  for  barns  and  sides  of  buildings 
and  are  a  good  advertisement,  being  highly  colored 
and  easily  seen  from  a  distance.  Smaller  signs,  1  x  3I/2 
feet,  also  are  furnished  to  agents.  These  are  used  for 
nailing  on  fences  along  the  roadside.  The  smaller 
signs  were  arranged  on  the  outside  around  the  bot- 
tom of  the  model  store.  Both  these  signs  have  a  blank 
space  on  which  the  name  of  the  dealer  in  the  town  is 
printed. 

The  Gui"ney  Foundry  Co.  make  the  offer  that  they 
will  furnish  on  request  to  any  dealer  handling  their 
goods,  a  complete  oi;tfit  similar  to  the  one  shown  at 
their  plant.  This  includes  the  two  sizes  of  signs,  litho- 
graph window  trims,  small  advertising  cards,  large 
copy  of  affidavit,  and  the  white  enamel  letters  to  read 
"Gurney-Oxford  Stoves  and  Ranges."  All  this  will 
be  given  free  of  charge  to  the  dealer.  He  has  only  to 
ask  for  them. 

All  day  and  in  the  evenings,  one  or  more  of  the 
company's  employees  was  in  attendance  to  look  after 
and  serve  lunch  to  out-of-town  visitors.  IMr.  Holt  Gur- 
ney devoted  a  lot  of  his  time  to  this  end  of  the  work 
and  greeted  all  interested  persons  in  his  usual  affable 
manner. 
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PHILADELPHIA  MADE  HARDWARE. 

I''iv('  I'liiladclpliici  manuractiii-crs  co-oixiatrd  in 
maUiiifj  a  display  of  their  various  pro(lu<;ts.  II.  Diss- 
ton  &  Sons,  saw  manufacturers,  who  have  l)e(!n  iiianu- 
faeturiiif;  in  ('ana(hi  for  several  years  desired  to  ex- 
hibit their  saws,  and  as  they  are  associated  with  the 
-Miller  Ijoek  ('o.,  Nortli  Bros.,  Enterprise  Mf^.  Co.  and 
Fayette  H.  Plund)  Co.  in  .jointly  advertising  and  ex- 
liihitinj;  their  products  in  the  United  States,  the  other 
Mianufaef urers  decided  to  join  with  the  Disston  Com- 
pany in  makiiifj  a  composite  exhil)it  at  Toronto,  and 
from  the  picture  of  their  display  shown  on  page  29 
it  will  l)e  seen  tliat  the  Philadelphia  Made  Hardware 
exhibit  was  one  of  the  largest  and  most  interesting  to 
hardwan^  men  in  any  of  the  Exhibition  buildings. 

Every  part  of  the  display  was  interesting  to  hard- 
ware men,  biit  the  demonstration  of  Yankee  Tools  and 
exhibit  of  ]\Iiller  Lock  Comf)any's  new  keyless  ])ad- 
lock  ])robably  excited  the  greatest  interest. 

C.  W.  Asbury,  vice-president  of  the  Entcri)rise 
.Mfg.  Co.  spent  one  day  at  the  exhibit,  having  motored 
from  Philadelphia  to  Toronto  via  Montreal,  and  re- 
turning by  Niagara  Falls. 

\Vm.  Ramsay,  sales  nuinager  of  Miller  Tjock  Co., 
and  Secretary  of  the  "^Nlade  in  Philadelphia"  com- 
hination,  also  spent  several  days  at  the  exhibit,  others 
present  being  AV.  E.  Radcliff,  Manager  of  Disston  Saw 
Co.,  Toronto;  S.  W.  Batty,  IL  Disston  &  Sons;  Jas.  L. 
Kinsman  and  F.  A.  Mutchmore,  North  Bros. ;  C.  IL 
Hamilton,  Jr.,  Miller  Lock'  Co..  and  \Vm.  11.  Asbury, 
Enterprise  Mfg.  Co. 


OTHER  EXHIBITS  OF  INTEREST. 

The  Canadian  Supply  Co.,  Toronto,  manufacturers 
of  Leeknott  Roofing,  exhibited  their  line  in  Machinery 
Ilall,  the  booth  being  walled  in  by  rolls  of  roofing  on 
the  top  of  which  cans  of  "(^asco"  Elastic  paint  were 
placed,  and  above  these  being  rows  of  Leeknott  Roof- 
ing metal  signs  and  pictures  of  many  large  buildings 
which  have  been  covered  by  the  Company's  roofing, 
included  in  these  being  that  of  Clare  Bros,  stove  plant 
at  Preston.  Leeknott  roofing  is  now  so'd  in  221  towns 
in  Ontario. 

Parke  &  Leith,  Toronto,  Canadian  agents  for  the 
British  Aluminum  Co.,  had  a  veiy  attractive  display  of 
aluminiun  goods  in  Machinery  Hall,  imduding 
aluminum  plates,  bars,  rods,  ingots,  tubing,  wire, 
sheets,  etc.  In  the  course  of  a  couple  of  months  a 
|)!ant  will  be  in  operation  in  Toronto,  iiuinufacturing 
aluminum  cooking  utensils  and  iiollowware  for  the 
Canadian  trade. 

Macdonald  &  Sons,  Toronto,  nuiiiuracturers  of 
steam  fitters"  tools  demonstrated  their  pipe  wrenches, 
pipe  vises,  chain  tongs  and  pipe  cutters  in  Machiiun-y 
Hall,  there  always  being  an  interested  ci'owd  ol'  me- 
chanics and  manufacturers  around  who  were  interested 
in  the  remarkable  strength  shown  by  .Macdonald  Non- 
locking ])ipe  wrenches  which  wei'c  cliicHy  featured  in 
the  exhibit. 

Findlay  Brothers  Co.,  Carleton  Place,  are  stove 
specialists.  Their  exhibit  which  was  in  charge  of 
Stewart  &  Co.,  122  AVellington  St.  \V..  Toronto,  was  an 
evidence  of  this  fact.  Favorite  lines  with  the  public 
as  well  as  the  trade,  are  the  "Universal  Favorite" 
ste(>l  range,  and  the  new  "Regal  Favorite"  cast  range, 
exhibited  for  the  first  time  at  the  Fair.  The  latter  has 
become  very  popular,  especially  in  rural  districts,  since 
it  is  an  ideal  range  for  the  farm  home. 

The  Jas.  Stewart  Mfg.  Co.,  AVoodstock,  had  an  in- 


teresting exhibit  and  demonstration  of  the  new  "Good 
Cheer  Circle  \Vaterpan  Furnace."  This  furnace  stood 
the  test  of  the  severest  Canadian  climate  last  winter, 
and  many  who  purchased  a  Oood  Cheer  last  season 
called  at  the  booth  to  relate  by  actual  experience  how 
the  claim  of  supplying  a  summer  atmosphere  to  the 
home  in  the  coldest  weather  had  been  fully  substan- 
tiated. 

The  Ilarriston  Stove  (.'o.  occupied  their  usual  space 
near  the  centre  of  Stove  P>uilding,  and  exhibited  for 
the  fir.st  time  the  "Royal  .Matron,"  a  cast  range  in 
semi-plain  design.  Another  improvement  to  the  Royal 
line  this  season  is  the  visible  door  on  several  of  their 
higher  priced  ranges. 

The  Down  Draft  Furnace  Co.,  Gait,  have  shown  a 
marked  improvement  each  year  in  the  line  of  stoves, 
ranges  and  furnaces  offered  to  the  trade,  and  their  ex- 
hibit this  year  was  particularly  creditable  to  the  com- 
pany. The  exhibit  was  well  arranged,  while  the  finish 
and  style  of  lines  shown  received  much  favorable 
comment.  Among  the  new  goods  were  the  "Art  Ban- 
ner," a  very  fine  cast  range  in  semi-plain  design,  with 
all  up-to-date  features.  They  also  exhibited  two  new 
steel  ranges,  which  are  proving  good  sellers. 

The  Canadian  Ferrosteel  Co.,  Bridgeburg,  Ont..  had 
a  very  artistic  display  of  registers  for  the  floor,  base- 
board and  sidewall,  in  various  styles  and  finishes  to 
suit  the  Canadian  trade.  They  also  exhibited  some 
very  handsome  designs  in  grilles,  etc. 

The  Kelsey  "Warm  Air  Generator,  manufactured  by 
the  Jas.  Smart  Mfg.  Co.,  Brockville,  Ont.,  on  exhibition 
in  the  Stove  Building,  was  a  great  attraction,  from  the 
fact  that  it  is  entirely  different  in  construction  from 
other  furnaces.  The  Kelsey,  it  is  claimed,  has  more 
than  double  the  weight  and  heating  surface  of  the  or- 
dinary furnace,  with  the  same  size  grate,  while  the 
cast  iron  zig-zag  heat  tubes  furnish  warm,  fresh  air  in 
quantities  to  assure  a  uniform  temperature  all  through 
the  house.  They  also  exhibited  their  less  expensive 
furnaces,  the  "Canadian  Air  AVarmer, "  and  tJie 
"Tropic,"  both  of  which  have  very  long  fire  travel, 
and  burn  either  hard  or  soft  coal. 

The  C.  Norsworthy  Company,  St.  Thomas,  ex- 
hibited the  Howard  Furnace,  the  smaller  size  of  which 
weighs  over  800  lbs.,  which  gives  some  idea  of  the 
material  used  in  its  construction.  The  smallest  size 
also  has  22  feet  of  fire  travel  before  reaching  the 
chimney  pipe.  It  is  claimed  the  down-draft  principle 
as  perfected  and  applied  to  this  furnace,  •will  retain 
the  combustion  and  gases  longer  than  the  ordinary 
furnace.  They  also  exhibited  the  new  Canadian 
Howard  Hot  Water  Boiler,  which  has  a  very  large 
radiating  surface. 

The  D.  Aloore  Co..  Hamilton,  again  displayed 
Treasure  .stoves  and  ranges,  and  maintained  their 
standard  of  previous  years.  The  Souvenir  Treasure 
Steel  Range,  an  important  feature  of  the  exhibit,  is 
made  in  all  grades  to  meet  every  requirement.  An- 
other feature  of  the  Treasure  line  is  the  duplex  air 
burning  grate,  which  is  known  as  the  Shell  bar 
patented  Treasure  air-bui*ning  grate. 

The  Doherty  Alfg.  Co.,  Sarnia.  were  back  again  with 
a  good  display  of  their  ranges  and  heaters,  in  charge  of 
AVm.  Doherty.  The  Stenora  Cast  Range,  becoming 
very  popular  with  Ontario  trade.  The  Company  have 
brought  out  this  season  si.x  new  lines  of  steel  ranges 
suited  to  "Western  territory.  These  are  made  in  dif- 
ferent styles  and  sizes,  and  at  moderate  prices. 

The  Burrow,  Stewart  &  Milne  Co.,  Hamilton,  had 
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a  very  large  and  attractive  exhibit  from  their  most 
eomplete  line  of  stoves,  ranges,  gas  ranges  and  fur- 
naces. The  Royal  Jewel  Steel  Range,  was  a  leader  in 
the  exhil)it.  It  is  very  attractive  in  appearance,  and 
an  easy  seller.  They  advise  the  dealer  to  make  this 
range  their  leader  and  be  sure  of  the  best  stove  trade. 
In  cast  ranges  ti'ey  have  the  Dominion  Jewel,  Sterling 
Jewel,  Grand  JeAvel,  and  Home  Jewel.  The  Jewel  Gas 
Ranges  are  well  hnown  as  leaders  in  their  line.  This 
season  the  company  have  added  the  Jewel  Furnace, 
which  is  up  to  the  standard  of  their  other  products. 

Tli:'  Canadian  Tungsten  Lamp  Co.,  Hauiilton,  ex- 
hil)it;'d  in  the  Stove  Building  their  line  of  lighting 
specialties.  In  electric  laps  they  demonstrated  the 
merits  of  their  Kolloid  "Wolfram  Tungsten  Lamp,  and 
the  new  type  Brilliant  Carbon  Lamp.  A  new  spe- 
cialty is  the  Tungst-O-Lite  Mantle  Lamp,  for  coal  oil, 
giving  a  pure,  Avhite  light,  and  fully  guaranteed.  An- 
other new  idea  introduced  by  the  company,  is  the 
"Ontario  Lantern  Footwarmer, "  a  most  useful  article 
for  travellers  and  farmers  use  in  driving. 

J.  H.  Connor  &  Son,  Ottawa,  exhibited  tlieir  line  of 
washers,  wringers  and  churns.  The  Connor  washer  is 
made  in  various  styles,  ball  bearing  for  motor  power, 
hand  or  foot  power,  and  sold  under  guarantee.  They 
are  made  of  best  Louisiana  red  cypress,  and  finished  in 
natural  wood. 

S.  F.  Bowser  &  Co.,  Toronto,  exhibited  the  Bowser 
Oil  Tank  System,  an  up-to-date  method  of  storing  and 
measuring  oils  to  customers  quickly,  conveniently  and 
without  waste.  This  system,  it  is  claimed,  prevents 
evaporation,  over  measure  or  miss  of  any  kind,  and 
eliminates  fire  risk  usually  accompanying  the  handling 
of  oils.  It  keeps  the  oil  pure  and  clean  and  thus  in- 
creases profits. 

Ben.iamin  ]Moore  &  Co.,  Toronto,  had  an  interesting 
exhibit  in  the  jManufaeturers'  Annex,  which  was  neatly 
decorated  with  samples  of  relief  work,  illustrating 
their  products.  EA^ery  day  demonstrations  were  giA^en 
of  the  use  of  Muresco  as  a  Avail  coating,  and  Sani-Flat 
for  interior  decoration.  Sani-Flat  is  a  durable  flat  oil 
paint,  adapted  for  Avail  painting,  producing  the  beau- 
tiful effect  of  Avater  colors,  and  is  Avashable.  It  is  most 
sanitary,  and  is  used  Avith  splendid  success  on  old  walls, 
AvoodAvork,  steel  ceilings,  radiators,  Avall  paper  or 
burlap. 

The  National  ('ash  Register  Co.,  Toronto,  had  tAvo 
exhibits,  one  in  the  IManufacturers'  Building,  Avhere 
various  styles  of  registers  Avere  displayed  and  operated 
by  representatives  of  the  company,  to  i'amiliarize  the 
public  Avith  the  advantages  to  user  and  customer  of  a 
National  Cash  Register.  In  a  separate  building  on 
the  grounds  the  Company  provided  a  rest  room,  and 
showed  interesting  vicAvs  of  tlieir  model  factory. 

The  Dominion  Register  Co.,  Toronto,  occupied  a 
bootii  in  the  Process  Building,  Avhere  they  demon- 
strated the  McCaskey  Account  Register  System,  and 
hoAv  it  cuts  out  useless  bookkeeping,  prevents  forget- 
ting to  charge,  prevents  errors  and  disputes  Avith  cus- 
tomers over  their  accounts,  acts  as  an  automatic  col- 
lector, and  protects  the  user  against  loss  of  insurance 
in  case  of  fire.  Tiiis  exhibit  Avas  of  great  interest  to 
merchants  Avho  still  use  the  credit  system. 

Glidden  Yannsli  Co..  Toronto,  liad  tAvo  Avomen  de- 
monstrators constantly  at  Avork  shoAving  visitors  to 
the  exhibition  Iioav  easily  Avoods  can  be  varnished  and 
graiui'd  by  tlie  use  of  JAP -A-LAC  and  the  graining 
tools  whii'li  ;ii-e  supplied  willi  the  (iliddeii  |)i'oducts. 
^'"■■ill  s;iiii|ilc  tins  Avere  dist  ri Imf cd  freely,  jiiid  the  de- 


monstration and  exhibit  Avas  a  scene  of  interest  for 
interested  houscAvives  as  well  as  for  merchants. 

.Standard  Paint  Co.  of  Canada,  made  an  interesting 
display  of  Ruberoid  Roofing  in  a  booth  in  the  Indus- 
trial Building,  H.  C.  Cowherd,  sales  manager,  and  staff 
of  his  travelling  salesmen  being  present  to  greet  cus- 
tomers who  visited  the  Fair. 

Gendron  Mfg.  Co.,  Toronto,  occupied  their  accus- 
tomed space  in  the  Industrial  Building,  featuring  their 
various  lines  of  baby  carriages,  boys'  Avagons,  sleds, 
invalids'  chairs,  wicker  furniture,  etc. 

Berry  Bros.,  AValkerville,  Ont.,  were  again  located 
in  the  aisle  connecting  the  Stove  and  Industrial  Build- 
ings, their  booths  being  Availed  around  Avith  panels  of 
fine  Avoods,  covered  by  Berry  Bros,  fine  varnish.  A 
Berry  wagon  was  shoAvn,  loaded  Avith  tins  of  "liquid 
granite,"  the  floor  finish  which  they  have  built  up  sucn 
a  large  trade  for. 

The  Brantford  Roofing  Co.,  Brantford,  occupied 
their  permanent  booth  in  the  Industrial  Building,  it 
being  erected  in  the  form  of  a  building  in  itself,  on  the 
roof  of  which  was  shoAvn  their  high  grade  roofing. 
Samples  were  freely  distributed  to  visitors  Avith  the 
idea  of  increasing  the  interest  in  prepared  roofing,  and 
thus  help  their  retail  customers. 

Carborundum  Company,  Niagara  Falls,  N.Y.,  made 
an  elaborate  display  of  Carborundum    products  for 


At  the  C.uiadian  X.itlonal  Exhibition. 


sharpening  all  kinds  of  edge  tools.  The  Avide  range  of 
articles  into  Avhich  Carborundum  is  manufactured 
created  surprise  even  amongst  those  Avho  are  familiar 
Avith  the  merits  of  this  increasingly  popular  product. 

Cummer-Dowswell,  Limited,  Llamilton,  again  occu- 
pied their  familiar  stand  on  one  of  the  aisles  connect- 
ing the  Industrial  and  Process  Buildings.  Several  Avater 
motor  washing  machines  Avere  demonstrated  by  being 
connected  to  kitchen  sink  taps,  and  it  was  seldom  that 
the  demonstrator  in  charge  did  not  have  a  group  of 
interested  Avomen  customers.  The  Cummer-DoAvsAvell 
Company  have  a  new  electric  washing  machine  as  Avell 
as  a  ncAv  hand  poAver  machine,  both  of  Avhicli  are  cer- 
tain to  liaA'e  a  large  sale,  .judging  from  the  amount  of 
interest  they  excited  during  the  exhibition. 

Northern  Aluminum  Co.,  Toronto,  shoAved  quite  a 
large  range  of  aluminum  kitchen  utensils  at  their  booth 
in  the  Stove  Building.  The  brightness  and  lightness 
of  aluminum  is  attractive  to  all  housekeepers,  and  the 
demonstration  made  should  result  in  an  increasing 
sale  for  "AYeareA'er"  ahiminum  iitensils. 

Page  AVire  Fence  Co.,  AA^alkerville,  occupied  a 
tent  near  the  main  entrance  to  the  grounds,  Avire  fenc- 
ing being  erected  around  the  tent,  AAdiile  Regina  hand 
and  electric  poAver  A'acuum  cleaning  machines  Avere 
demonstrated  on  a  carpeted  floor  inside  the  tent. 
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The  value  of  trade  exhibitions  was  illustrated  at 
tlie  Toronto  Exliil)ition  just  closed,  an  increasing  num- 
l)er  of  e.xhiliitors  making  practical  de- 
Hardware  monsti-ations  of  their  goods  in  order  to 
Exhibition  f)rove  tlieir  quality  and  to  interest  prob- 
able eiistomers  by  not  only  placing  their 
goods  on  display  but  showing  how  to  use  them.  Re- 
tailers can  take  a  leaf  out  of  the  manufacturer's  ex- 
perience book  as,  if  demonstrations  are  successful  in 
manufacturers'  exhibitions,  tliey  will  be  equally  suc- 
cessful in  retail  stores. 

An  eclio  of  th(>  hardware  exhibition  at  Peterlioi'o 
last  Feliniary  was  heard  when  one  exhibitor  stated 
that  he  was  still  receiving  orders  as  a  rc^sult  of  his  dis- 
play at  the  hardware  convention  at  I'eterboro.  The 
exhibitor  in  (piestion  manufactures  office  equii)inent, 
and  dir(>ct  results  followed  his  exhibit  at  Peterboro, 
both  during  and  after  the  convention,  and  as  late  as  a 
fortnight  ago  an  ord(>r  was  plac(>d  for  goods,  the  state- 
ment being  made  that  the  goods  had  been  seen  at  the 
Peterl)oro  Convent  ion. 

A  month  ago  plans  for  the  hardware  exhibition  to 
be  held  at  (iuelph  during  the  Retail  Hardware  Con- 
vention next  Fel)ruary  were  nuiiled  to  maiuifacturers 
of  goods  who  s(dl  to  the  iiardware,  stove  and  paint 
trades.  The  allotment  and  options  taken  on  about  75 
of  the  !t1  booths  available  within  four  weeks  indicates 
tlie  interest  which  manufacturers  are  taking  in  the 
opportunity  to  display  their  products  to  the  retail 


Iiardware  men  of  Ontario  at  their  Annual  Convention. 
Retailers  should  take  an  even  greater  interest  in  the 
Exhibition  than  manufacturers  have  manifested.  It 
costs  them  less  to  do  so  and  their  opportunities  for 
gaining  knowledge  should  be  more  important  to  them 
than  the  manufacturer's  opportunity  to  display  his 
goods  is  to  him. 

Soiiu^  retailers  undoubtedly  attend  tlie  Annual  Con- 
vention witli  the  object  of  having  a  good  time.  The 
wise  ones,  however,  are  tiiose  who  attend  the  Conven- 
tion to  learn  more  about  the  business  from  which  they 
are  extracting  their  living. 

The  siiccess  of  the  hardware  exhil)ition  at  Guelph 
is  assiu'cd  from  a  manufacturer's  standpoint,  and  the 
central  location  of  Gvielph  is  favorable  to  a  much 
larger  attendance  of  retailers  than  at  any  preceding 
hadware  convention.  There  is  an  educational  oppor- 
tunity open  to  Ontario  retailers  and  they  should  take 
advantage  of  it. 


Althougii  Canada  has  a  Secret  Commissions  Act 
that  does  not  signify  that  all  business   is    fair  and 

aliove  board.  Talking  witli  a  manufac- 
Graft  turer  who  sells  goods  to  municipalities  as 

well  as  to  the  hardware  trade,  he  stated 
that  his  company  had  lost  a  big  order  this  year  be- 
cause they  had  decliiUMl  to  allow  several  of  tlie  civic 
officials  certain  commissions  in  order  to  liave  their 
g(»)ds  specified.  None  of  the  officials  in  question  were 
hardware  men,  l)ut  some  were  engaged  in  other  lines 
of  business,  and  they  did  not  hesitate  to  claim  a  com- 
mission on  goods  which  they  had  no  claim  upon  what- 
soever. 

The  same  manufaceurer  told  of  a  hardware  man 
who  had  put  in  a  claim  for  a  commission  on  the  sale 
of  some  goods  to  a  man  in  his  town.  The  hardware 
man  did  not  carry  a  stock  of  the  goods  and  had  never 
done  so,  but  he  insisted,  that  because  he  had  handled 
some  of  the  manufacturer's  goods  purchased  from  an- 
other department,  tliat  he  was  entitled  to  a  commission 
on  all  sales  made  liy  the  manufacturer  in  his  town. 

Where  merchants  have  an  agency  arrangement 
with  a  maiuifactur(>r  and  do  tlieir  iiart  by  endeavoring 
to  secure  all  the  business  available,  they  are  un- 
doubtedly entitled  to  exclusive  representation,  and  if 
orders  are  secured  on  the  goods  which  the  merchant 
handles,  even  though  he  does  not  assist  in  making  the 
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sale,  he  has  a  fair  claim  for  a  commission.  To  go  ftir- 
ther  than  this,  however,  and  to  claim  commissions  on 
sales  of  goods  which  the  merchant  does  not  handle,  is 
nnjust  to  the  manufacturer  and  the  merchant  who 
makes  a  practice  of  doing  so  is  liable  to  end  up  in  the 
same  dishonest  class  as  the  officials  of  the  Ontario  city, 
who  attempted  to  secure  graft  from  the  manufacturer 
interviewed. 


Kegret  will  be  expressed  l)y  some  with  the  decision 
of  the  Executive  of  the  Retail  Hardware  Association 
to  discontinvie  their  efforts  for  the  time 
Fire  being  to  organize  a  Mutual  Fire  Insur- 

Insurance  anee  Company.  A  lot  of  hard  work  has 
l)een  done  by  the  members  of  the  associa- 
tion in  the  effort  to  organize  a  similar  company  in 
Ontario  to  those  conducted  by  hardware  merchants  in 
several  of  the  United  States. 

The  powers-that-be  have  been  unfavorable,  how- 
ever, and  the  apathy  of  the  retailers  themselves  has 
forced  the  Executive  to  devote  their  energies  in  an- 
other direction.  Good  work  is  being  done  by  the  In- 
surance Department,  and  more  can  be  accomplished 
if  a  larger  number  of  retailers  take  advantage  of  the 
opportunity  to  place  their  insurance,  on  a  more  satis- 
factory basis  than  the  average  merchant's  policies  are 
usually  in. 

"A  load  has  been  taken  off  my  mind,"  stated  a 
member  of  the  Retail  Executive  at  its  recent  meeting. 
"Formerly  I  Avorried  considerably  about  my  fire  in- 
surance and  had  no  idea  as  to  who  I  would  get  to 
assist  me  should  my  store  be  damaged  by  fire.  I  have 
had  my  policies  gone  over  very  carefully  by  the  In- 
surance Department,  and  now  know  that  they  are 
clear  of  disturbing  clauses,  and  if  a  loss  occurs  I  have 
arrangements  made  for  the  Association's  ad,iuster  to 
look  after  my  interets  without  delay." 

Other  retailers  should  follow  this  example,  and 
instead  of  leaving  their  tire  insurance  matters  largely 
in  the  hands  of  their  local  agent  they  should  obtain 
the  best  advice  aA^ailable.  As  the  Retail  Hardware 
Association  has  made  an  arrangement  with  a  compe- 
tent insurance  adjustor  to  examine  the  policies  of 
hardware  men  at  a  nominal  charge  of  50c.  per  policy, 
there  is  no  reason  why  any  hardware  man  in  Ontario 
should  longer  leave  his  policies  in  an  indefinite  state. 

If  any  reader  of  the  Journal  has  a  question  to  ask 
regarding  any  phase  of  fire  insurance,  an  intelligent 
answer  Avill  be  sent  by  the  Association's  insurance  ex- 
pert without  delay. 


An  Ontario  harchvare  man  makes  it  a  practice  to 
j)iiy  his  own  freight  and  express  bills,  and  thus  culti- 
vate the  acquaintance  of  the  men  in 
Watches  charge  of  receiving  freight  and  express 
Incoming  for  delivery  to  people  in  his  neighbor- 
Ireight  hood.  During  his  visits  to  the  freight 
slied  and  express  offices  he  keeps  his  eyes 
oix'ii  and  takes  note  of  the  articles  of  hardware,  etc., 
wiiicli  are  passing  through  the  sheds  for  delivery  to 
his  customers.  If  a  farmer  receives  a  shipment  of 
goods  from  a  mail  order  house  and  that  farmer  is  a 
credit  customer  of  the  hai-dware  man's,  the  merchant 
knows  how  to  deal  with  him  when  the  question  of  ex- 
tending credits  comes  up  again,  and  he  does  not  hesi- 
tate to  point  out  the  unfairness  of  sending  cash  to  the 
big  city  stores  and  asking  the  local  merchant  to  sell 
goods  on  credit.  Frequently,  too,  the  hardware  man 
will  see  sl)i[)m('nts  addi'cssed  to  local  contractors  from 


other  merchants  or  townspeople  from  whom  he  should 
reasonably  expect  to  secure  business.  KnoAving  the 
sort  of  competition  he  has  to  meet  he  is  better  equipped 
to  secure  orders  from  those  who  have  purchased  from 
city  or  jobbing  houses. 

The  idea  of  keeping  a  tab  on  the  goods  going 
through  the  express  office  and  freight  sheds  is  a  good 
one,  and  other  merchants  should  take  it  up  to  ad- 
vantage. 


Talking  with  a  manufacturer  of  ammunition  re- 
cently the  point  came  out  that  although  a  complete 
line  of  shells,  etc.,  are  mads  in  Canada, 
Made  in  that  habit  is  so  strong  with  many  mer- 
Canada  chants,  that  although  they  can  buy  the 
highest  grade  of  goods  of  Canadian  manu- 
facture, and  at  less  than  imported  lines  can  be  pro- 
cured for,  that  many  Canadian  retailers,  although 
buying  certain  standard  sizes  of  Canadian  make,  con- 
tinue to  import  some  of  the  special  sizes. 

Buying  is  largely  a  matter  of  habit,  and  once  trade 
begins  to  run  through  a  certain  channel  it  is  hard  to 
change  the  course  of  the  stream.  But  incidents  fre- 
quentl.y  happen  to  cause  a  change.  For  example,  a 
well  known  Montreal  jobber  who  had  always  been 
welded  to  imported  cartridges,  was  out  shooting  a  few 
months  ago,  when  suddenly  a  big  buck  came  over  a 
rise  in  the  ground,  and  almost  looked  him  in  the  face. 
Up  went  the  trusty  rifle  and  off  bounded  the  deer  as 
the  imported  ammunition  had  missed  fire. 

As  in  ammunition,  so  in  other  lines.  There  is  no 
reason  Avhy  Canadian  mamifacturers  cannot  make  as 
high  grade  goods  as  the  manufacturers  of  other  coun^ 
ti'ies — especially  if  they  receive  the  support  of  their 
own  countrymen. 


A  most  interesting  situation  exists  in  the  stove 
business  in  Canada  this  Fall.  largely  as  a  result  of  the 
rapid  growth  of  Western  Canada,  where 
Interesting  the  establishment  of  a  water  tank  along 
Stove  the  line  of  railway  this  year  means  a  fair 

Situation  sized  village  next  year,  and  possibly  a 
toAvn  or  city  five  years  hence.  The  de- 
mand for  stoves  and  ranges  has  been  increasing  even 
more  rapidly  than  the  capacity  of  stove  foundries  in 
Eastern  Canada.  The  stove  market  was  left  pretty 
bare  last  year,  the  early  Fall  encouraging  a  larger  sale 
of  heating  appliances  than  would  have  occurred  had 
the  Winter  been  an  open  one.  Manufacturers  have 
prepared  for  a  big  trade  this  Fall,  but  the  demand  has 
apparently  been  greater  than  their  anticipations,  and 
as  a  result  a  number  of  manufacturers  already  report 
shortages  in  some  of  the  most  used  sizes  and  styles  of 
steel  and  gas  ranges. 

The  situation  has  other  points  of  interest  also.  Dur- 
ing the  past  month  the  ownership  of  two  Ontario 
foundries  has  In^en  changed  and  arrangements  are  be- 
ing made  to  increase  their  output.  A  third  stove 
foundry  is  arranging  to  locate  in  new  quarters,  where 
a  larger  expansion  will  be  possible,  while  promoters  of 
the  new  foundry  are  looking  for  a  site  to  begin  busi- 
ness in,  their  intention  being  to  get  on  the  market  in 
time  for  next  year's  trade. 

Altogether  the  stOA'e  situation  is  very  interesting, 
and  the  possible  shortage  this  Fall  should  encourage 
retailers  to  instruct  manufacturers  as  to  their  wants 
without  delay,  so  that  sales  Avill  not  be  lost  by  inability 
to  supply  the  goods  re(|uired. 
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Seated  iucuiiul  tlie  talilc  frcim  left  tii  rijilit  : — W.  F.  Maeplierson,  Prescott ;  Weston  Wriglcy.  'I'fironto  (Secretary);  H.  Occomore,  Guelph  (2nd 
Vice):  .Inliii  Caslor.  Toronto  ( Tnasnrer )  :  Wm.  Magladery,  New  Liskeard :  W.  \V.  IJennett.  Gananoque;  D.  Macnab,  Orillia:  M.  S.  Madole. 
Napanee    (1st  Vice):    li.   ('.   Chown.    Belleville    (President):    C.   W.    Conn.   'I'illsonhurg :   and   li.   W.   Blackmore,   St.  Thomas. 


Ontario  Retail  Hardware  1911  Executive  Hold  Meeting 

Proposed  Parcels  Post  Legislation  to  be  vigorously  oppose(J —  Mutual  Fire  Insurance 
and  Weights  and  Measures  Inspection  dealt  with — Preparing  for  Convention  at 
Guelph  next  February. 


The  PLxeeutivi!  Conimittee  oi'  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Association  met  on 
Tuesday,  Sept.  f),  in  the  rooms  of  the  Canadian  Whole- 
sale TLirdware  Association,  I;")!/,  Toronto  St.,  all  the 
iiii'iiilxM's  beiiifi'  present. 

On  the  day  precedinf>'  the  Legislative  Committee, 
composed  of  W.  V.  Maeplierson,  Prescott,  Ed.  AVan- 
less,  Chatham  and  (Jeo.  ^Fatthewson,  Toronto,  held  a 
meetintr  and  discussed  various  questions  of  lefjislation 
dealt  with  at  the  Peterboro  Convention,  and  which 
have  arisen  during  the  past  six  months,  steps  being 
taken  to  place  the  opinions  of  the  organized  hardv^are 
men  of  Ontario  before  the  proper  authorities  on  mat- 
ters which  effect  the  interests  of  hardware  and  other 
merchants. 

Presentation  to  Past  President  Hambly. 

Presidetit  Chown  called  the  Executive  me(>ting  to 
order  at  10.;5()  a.m.,  the  first  business  being  the  reading 
of  a  letter  from  Past  President  Hambly,  to  whom  the 
members  of  tiie  Executive  had  presented  a  handsome 
^Torris  chair  on  the  occasion  of  his  recent  marriage. 
]\rr.  irambly  acknowledged  the  receipt  of  the  gift  by 
the  following  letter. — 

JJoar  j\Ir.  Wrioley, —  I  can  asstirc  you  it  was  a  groat  sur- 
jirise  to  tiie  to  receive  the  morris  chair  which  the  IDxecutive 
of  the  Ontario  Retail  Hardware  .Association  so  kindly  presente:! 
to  me,  and  I  would  ask  you,  through  the  Canadian  Hardware 
and  Stove  .lournal,  to  exjire-s  to  the  Executive  my  sincer-' 
thanks  for  the  gift. 

Any  service  I  have  been  able  to  render  to  the  Association 
in  the  past  has  always  been  a  pleasure,  and  I  have  always  felt 
that  r  have  been  more  than  repaid  by  the  benrfit  the  Asso- 
ciation has  been  to  me.  . 

T  sincerely  thank  the  members  of  your  lixecutive  for  their 
kindness  in  making  such  a  handsome  and  useful  gift,  ami  I 
wish  the  Association  oven  greater  success  in  the  future  than 
it  has  enjoyed  in  the  past. 

^'erv  sincerely  yours, 
Barrie,  Se|>t.  1.  .T.  T?.  ll.VMHl.V. 


Treasurer  Caslor  reported  a  balance  on  hand  of 
.$913.91. 

Secretary  AVrigley  then  reported  regarding  various 
matters  which  had  been  dealt  with  by  the  Association 
since  the  meeting  of  the  Executive  on  Crood  Friday. 

Offensive  Weapons  Act. 

It  was  reported  that  several  interviews  had  been 
he'd  with  representatives  of  the  Ontario  Government 
and  the  Canadian  Wholesale  Hardware  Association  re- 
garding the  law  put  into  force  last  Spring  restricting 
the  sale  of  revolvers,  air  guns  and  other  weapons.  Cir- 
culars  had  also  been  sent  to  the  ti-ade  througlu)ut 
Ontario,  but  there  seemed  to  be  a  division  of  opinion, 
a  large  percentage  of  the  wholesale  as  well  as  the  re- 
tail trade  looking  with  favor  upon  legislation  which 
would  restrict  the  sale  of  offensive  weapons.  Some 
merchants  with  large  stocks  on  hand  were  anxious  to 
secure  a  nu)dification  of  the  law,  but  the  trade  as  a 
whole  seenuMl  apathetic.  During  the  discussion  of  the 
(|uestion  various  mend)ers  of  tlie  Executive  reported 
that  departuiental  stor*es  were  selling  air  guns  to  cus- 
tomers whom  hardware  merchants  had  refused  to  make 
sales  to.  The  Secretary  was  instructed  to  ask  hard- 
ware men  throughout  Ontario  to  secure  definite  in- 
formation regarding  sales  made  by  mail  order  houses 
in  order  that  the  information  could  be  passed  on  to 
the  provincial  police.  In  the  absence  of  definite  com- 
l)laints  from  retailers  it  was  decided  that  no  further 
action  be  taken  by  the  Executive  at  present,  other  than 
the  sending  of  the  following  Resolution  to  the  Pro- 
vincial Secretary. 

Resolved  that  the  Secretary  write  the  Provincial  Secre- 
tary 's  De])artnient  requesting  that  when  legislation  affecting 
the  sale  of  articles  of  hardware  is  being  considered  that  the 
representatives  of  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association  be  given  an  o])iuirtunity  to  consult  with 
the  Dejiartment  regarding  the  proposed  legislation. 
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Proposed  Parcels  Post  Law. 

Tlu'  Secretary  reported  that  he  had  sent  circular 
letter  to  all  hardware  merchants  in  Ontario  urging 
them  to  seciire  pledges  from  candidates  for  Parlia- 
ment in  tlieir  respective  districts  in  opposition  to  the 
proposed  parcels  post  legislation  which  is  likely  to  be 
broiiglit  up  at  any  time  after  the  new  Parliament 
meets.  Arguments  were  also  placed  in  the  retailer's 
hands  through  circular  letters  Avith  suggestions  that 
letters  be  written  to  Postmaster  General,  expressing 
opposition  to  the  proposed  enactment. 

On  the  request  of  Secretary  Wrigley  the  officials  of 
the  Wholesale  Hardware  Association  had  sent  copies 
of  the  Retail  Hardware  Association  circular  letter  to 
the  various  jobbing  houses  in  Ontario  and  Quebec  urg- 
ing wholesalers  to  place  the  circulars  in  the  hands  of 
their  travelling  representatives  in  order  that  the 
travelling  salesmen  could  back  up  the  Avoidv  of  the 
Retail  Association  in  stirring  up  opposition  to  the  pro- 
posed Parcels  Post,  which  would  have  an  injurious 
effect  upon  both  wholesale  and  retail  hardware  trade. 
The  Secretary  was  instructed  to  communicate  with  the 
Secretaries  of  the  different  wholesale  and  retail  Asso- 
ciations throughout  Canada  requesting  their  co-opera- 
tion in  fighting  against  suggested  parcels  post  law  and 
to  supply  petitions  to  be  used  in  securing  signatures 
of  merchants,  etc.,  to  be  forwarded  to  Ottawa  at  the 
proper  time. 

Weights  and  Measvu*es  Inspection. 

The  Legislative  Committee  reported  that  they  had 
discussed  various  matters  of  legislation  affecting  the 
hardware  trade,  and  after  hearing  the  Secretary's  re- 
port that  over  100  petitions,  containing  from  one  to 
thirty  names  of  retail  merchants  had  been  received 
favoring  the  abolition  of  the  charges  now  made  to 
retail  merchants  for  the  reinspection  of  weights  and 
measures  every  two  years,  the  Committee  decided  that 
the  work  should  be  carried  on  even  more  aggressively, 
and  steps  should  be  taken  to  secure  the  co-operation 
of  grocers,  general  merchants,  druggists,  bakers  and 
manufacturers,  Avho  use  scales  and  measuring  devices 
wliieh  are  subject  to  reinspection  charges.  One  mem- 
ber 01  the  committee  reported  that  the  inspector  had 
recently  visited  his  store,  and  charges  for  reinspection 
amounted  to  .$12.  Reference  Avas  also  made  to  the 
absui-d  charge  for  carting  the  testing  Aveights  from 
store  to  store.  The  Legislative  Committee  recom- 
niended  that  the  Secretary  comnumicate  Avith  the  vari- 
ous mercantile  associations  in  Ontario  and  other 
provinces,  reciuesting  their  co-operation  in  securing 
several  thousand  additional  names  in  favor  of  abolish- 
ing reinspection  charges.  The  point  Avas  made  that 
more  inspectors  should  be  engaged  to  inspect  Aveighing 
and  measuring  devices,  said  inspectors  to  be  paid  by 
the  Dominion  GoA'ernment,  and  they  to  call  upon  re- 
tailers at  indefinite  times,  and  that  all  merchants  using 
fraiululent  scales  sliould  be  fined  for  so  doing. 

The  Secretary  Avas  also  instructed  to  secure  copies 
of  various  laAvs  effecting  the  retail  trade,  in  order  that 
tlic  Legislative  Committee  could  carry  on  their  Avork 
more  intelligently. 

Mutual  Fire  Insurance. 
After  discu.ssing  the  suggestion  that  past  President 
Hr()ckh'l)ank.  .Mi-.  I\lacnab,  and  i\Ir  AVright.  of  the  As- 
sociation's Insurance  Departnu-nt,  l)e  sent  to  Philadel- 
l)liia  to  attend  the  Convention. of  the  iMutual  Fire  In- 
surance Companies  of  the  U.  S.,  Sept.  12  to  15,  the 
Executive  decided  that  in  view  of  the  limited  number 


of  provisional  applications  for  insurance  secured  by 
the  Mutual  Fire  Insurance  Committee  after  years 
of  active  Avork,  and  in  vieAv  of  the  advice  received 
froni  AV.  C  Wright,  the  Association's  insurance  ex- 
pert, it  Avas  decided  that  the  Executive  make  no  fur- 
ther effort  to  establish  a  mutual  insurance  company 
at  present,  but  that  in  the  meantime  everything  pos- 
sible be  done  to  develop  the  Insurance  Department  of 
the  Association  conducted  by  Mr.  Wright  in  co-opera- 
tion Avith  the  Mutual  Insurance  Committee. 

Complaints  have  been  received  from  hardAvaremen 
in  Northern  Ontario  that  some  fire  insurance  com- 
panies not  authorized  to  do  business  in  Canada  were 
accepting  insurance  at  high  rates,  and  Avhen  losses 
occurred  were  either  declining  to  carry  out  their  ob- 
ligations to  the  insured  by  refusing  to  pay  the  insur- 
ance or  by  paying  only  10  or  20  per  cent,  of  same.  It 
Avas  decided  that  a  list  of  unreliable  companies  should 
be  secured  and  supplied  to  hardAvare  merchants  in  the 
Northern  districts,  Avhere  insurance  rates  are  ex- 
tremely high,  and  it  was  also  decided  that  if  arrange- 
ments can  be  made  for  holding  a  meeting  of  the  hard- 
Avare  merchants  in  Northern  Ontario  that  Secretary 
Wrigley  and  Air.  A¥right  should  attend  such  a  meeting. 

A^?^ill  be  a  Big  Exhibition. 

The  Secretary  reported  that  on  August  12  a  cir- 
cular letter  had  been  sent  to  manufacturers  Avho  had 
exhibited  at  previous  conventions,  shoAving  a  floor  plan 
of  the  booths  laid  out  in  the  Winter  Fair  Building  at 
Guelph  for  the  harclAvare  exhibition  to  be  held  in  con- 
nection Avith  the  Retail  HardAvare  Convention  at 
GJuelph,  February  19  to  23,  1912.  In  laying  out  the 
floor  plan  91  booths  have  been  arranged  for,  and  67 
of  the  91  spaces  had  been  applied  for  by  Sept.  5.  It 
is  evident  that  arrangements  will  have  to  be  made  for 
a  larger  number  of  booths,  there  being  space  available 
for  additional  exhibits  on  one  side  of  the  exhibition 
hall. 

Several  members  of  the  Executive  expressed  the 
opinion  that  to  insure  the  permanency  of  the  anmial 
exliiliition  that  exhibits  be  only  solicited  and  accepted 
from  maniifacturers.  The  point  AA'as  made  that  the  ex- 
hibition is  chiefly  of  advantage  to  the  hardAvare  mer- 
chants in  so  far  as  it  is  participated  in  by  numufac- 
turers  of  special  and  staple  lines,  the  displays  being  in 
charge  of  salesmen  Avho  make  it  their  endeavor  to  ex- 
plain the  process  of  manufacture  and  selling  points  of 
each  of  the  various  articles  shoAvn.  On  the  other  hand 
exhibits  made  by  non  manufacturers  seem  to  be  made 
for  the  express  purpose  of  nmking  sales.  AVhile  the 
Retail  Association  Executive  has  no  desire  to  dis- 
courage the  placing  of  orders  at  the  convention,  they 
look  Avith  greater  favor  upon  the  exhibitor  Avho  devotes 
his  energies  to  demonstrating  and  explaining  the  sell- 
ing points  of  the  articles  displayed  rather  than  to  se- 
curing orders  for  the  goods  exhibited.  The  decision 
Avas  arrived  at,  therefore,  that  in  future  exhil)its  Avould 
be  confined  to  displays  made  by  manufacturers. 

Arrangements  for  Convention. 

The  ExecutiA'e  accepted  a  suggestion  made  by 
Secretary  that  draAvings  be  held  each  morning  at  9.30 
in  the  exhibition  hall  and  each  afternoon  and  evening 
in  the  convention  hall  at  the  hour  of  opening  the  meet- 
ing, the  idea  in  each  case  to  encourage  promptness  in 
attendance. 

A  neat  ribbon  and  button  badge  as  selected  by  tlie 
Executive  for  the  Guelph  Convention,    the  matter, 
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however,  being  left  open  for  the  present,  to  see  if  ;my 
l)etter  suggestion  is  submitted  to  the  Exeeiitive. 

A  windoAV  dressing  competition  was  decided  upon, 
four  i)rizes  being  offered  for  the  best  four  hjirdware 
and  stove  window  displays  made  in  Guelph  hardware 
stores  during  the  Convention,  a  committee  l)eing  ap- 
I)()int(>d  to  do  the  judging. 

.\  Reception  Committee,  composed  of  F.  C.  Lari- 
viere,  the  Association's  first  Honorary  Meiri})er,  Past 
President  D.  Cinnamon,  Lindsay,  J.  R.  Hamhly,  Bar- 
i-ie,  I).  Hrocklel)ank,  Arthur,  Vice-President  Occomore, 
(iui'l|)li,  and  the  Mayor  of  Cuelph.  was  named,  and  an 
appropriation  made  for  their  use  in  looking  after  im- 
poi-tiiiit  visitors  attending  the  Convention. 

it  was  decided  that  one  afternoon  convention  meet- 
ing would  be  an  Executive  session,  open  for  r(>tailers 
only,  and  that  the  Exhibition  Hall  should  be  open  to 
the  public  one  afternoon  and  evening  only. 

IManufacturers  of  enamelware  having  advised  the 
Association  that  they  could  not  consider  the  extending 
of  extra  10  per  cent,  given  Toronto  hardware  dealers 
on  tin  and  enamelware  in  order  to  help  the  city  re- 
tailers to  compete  with  departmental  stores,  and  that 
if  any  change  at  all  were  made,  it  would  be  to  dis- 
continue the  extra  discount  and  to  place  retailers  on 
the  same  basis  as  those  doing  business  in  outside  points, 
it  was  decided  that  no  action  be  taken  in  the  nmtter. 

Secretary  Wrigley  was  authorized  to  engage  s\ich 
extra  assistance  as  was  found  necessary  before  and 
during  the  Cuelph  Convention,  and  Fred  E.  Ellis,  of 
A.  Welch  &  Hon,  Toronto,  was  named  by  the  Secretary 
as  having  consented  to  give  his  assistance  in  handling 
extra  work  in  connection  with  the  Convention. 

A  vote  of  thanks  was  passed  to  Jenkins  &  Ilai'dy, 
Secretaries  of  the  Canadian  AVholesale  Hardware  Asso- 
ciation, for  the  use  of  their  meeting  room,  and  ad- 
joui'nment  was  iiuide  at  -V'^O  p.m.,  when  a  group  photo- 
graph of  the  1911  Executive  was  taken  for  the  Cana- 
dian Ilar<lware  and  Stove  Journal. 

Visited  the  Exhibition. 

Following  the  meeting  of  tiie  Executive  most  of 
tlie  members  visited  Toronto  Exhibition  in  a  body, 
calling  at  many  of  the  exhibits  of  firms  who  have  dis- 
played at  recent  hardware  conventions  in  Ontario,  the 
hardware  men  nuiking  themselves  heard  wherever 
they  went  by  giving  their  well-known  Hardware  Asso- 
ciation yell.  There  sure  was  some  excitement  in  the 
Stove  and  Industrial  Buildings  when  the  Hardware 
Association  cr'owd  were  making  their  friendly  calls. 

The  live  salesmen  at  the  Philadelphia  Made  Hard- 
ware exhibit  came  back  at  the  Ontario  hardware  men 
with  the  following  verse,  to  the  tune  of  "Rings  on  my 
?'ingers ' ' : 

Sure  we've  i\liller  Locks  in  cabinets. 

Keyless  padlocks,  too. 
Yankee  Tools  to  drill  holes  with  and 

Disston  Saws  also. 
Enteri)rise  food  choppers.  Fayette  Pluli  hammei-s 

All  "]\lade  in  Philadelphia""  liai'dware. 


ONLY  A  FEW  SPACES  LEFT. 

in  response  to  a  cii-cular  issued  on  August  12  and 
nuiiled  to  hardware  manufacturers  in  Canada  and  the 
I'nited  States,  about  7.")  of  the  1  spaces  in  the  hard- 
ware exhibition  to  be  held  at  (hu'Iph  during  the  Re- 
tail Hardware  Convention,  February  19  to  23,  1912, 
have  been  applied  for,  some  of  the  spaces  being  held 


under  option,  while  the  majority  have  definitely  been 
allotted  to  various  firms,  as  follows: 

Taylor  Forbes  Co.  (four  spaces)  ;  F.  AV.  Bird  &  Co.; 
Ohio  Varnish  Co.;  Sherwin-'SViiliams  Co.  (option); 
Martin  Senour  Co.  (option)  ;  E.  C.  Atkins  &  Co.;  Pin- 
chin  Johnston  Co.;  Pratt  &  Lambert;  H.  \V.  John  .Man- 
ville  Co.;  National  Equipment  Co.;  Dominion  Roofing 
Co. ;  Benjamin  Moore  Co. ;  Gendron  Mfg.  Co. ;  Stan- 
dard Paint  Co.;  Tobin  Arms  Mfg.  Co.  (three  spaces)  ; 
Oneida  Community,  Ltd.  (two  spaces)  ;  International 
Varnish  Co. ;  Page  Wire  Fence  Co. ;  Cummer  Dows- 
well,  Ltd. ;  S.  F.  Bowser  &  Co. ;  Imperial  Varnish  & 
Color  Co. ;  Boeckh  Bros.  Co. :  Lowe  Bros,  (two  spaces)  ; 
Canadian  Supply  Co.;  Glidden  Varnish  Co.;  Brantford 
Roofing  Co.;  David  Maxwell  &  Sons  (two  spaces); 
Gait  Hardware  manufacturers  (seven  spaces)  ;  Dover 
Mfg.  Co. ;  Gillette  Safety  Razor  Co. ;  Lufkin  Rule  Co. ; 
Brandram  Henderson ;  Carborundum  Co. ;  Ontario 
Lanter-n  &  Lamp  Co.;  Onward  Mfg.  Co.;  Gutta  Percha 
Rubber  Mfg.  Co. ;  Steel  Trough  &  Machine  Co. ;  Metal 
Shingle  &  Siding  Co. ;  Clare  Bros,  (two  spaces)  ;  San- 
denson  Harold  Co.;  Canadian  Heating  &  Vent.  Co.; 
J.  H.  Connor  &  Son ;  Hall  Zryd  Foundry  Co. ;  ]McClary 
Mfg.  Co.  (two  spaces)  ;  ]\Ioffat  Stove  Co.  (two  spaces)  ; 
J.  Wi.ss  &  Sons ;  Berry  Bros. ;  Gurney  Foundry  Co. 
(option  two  spaces);  J.  H.  Still  Mfg.  Co.;  Harriston 
Stove  Co.;  Canada  Paint  Co.;  D.  ^loore  Co.  (two 
spaces)  ;  Erie  Basket  Co.,  Northern  Aluminum  Co.,  and 
('anadian  Carbon  Co. 


FIRE  INSURANCE  TIPS. 

The  Canadian  Credit  Men's  Association  offers  the 
following  valuable  hints  to  merchants  and  other  policy- 
holders, which  they  will  do  well  to  heed : 

1.  Are  the  insuring  companies  financially  respon- 
sible and  in  a  position  to  pay  all  just  claims? 

2.  Are  you  sufficiently  insured  at  all  times?  Re- 
member your  stock  is  much  greater  at  one  time  of  the 
year  than  at  another.  Do  you  regulate  the  amount  of 
insurance  accordingly? 

■').  Are  your  buildings  and  contents  properly  de- 
scribed in  the  policy,  and  if  more  than  one  policy,  do 
they  all  read  the  same?  Make  your  description  as  brief 
as  possible. 

4.  If  you  are  insured  in  more  than  one  company 
it  is  necessary  to  have  a  "Concurrent  Insurance" 
clause  in  each  policy,  viz.,  the  written  consent  on  each 
policy  permitting  you  to  insure  in  more  than  one  com- 
j)any  without  notifying  each  company.  This  is  very 
imi)ortant.   Do  your  policies  contain  this? 

5.  If  you  use  gasoline,  acetylene  or  other  lighting 
))lants  on  the  premises,  the  policies  should  distinctly 
permit  same.  Your  policy  limits  the  amount  of  ex- 
plosives, gasoline,  coal  oil,  etc.,  to  be  carried  on  the 
premises.   Are  you  exceeding  this  limit? 

6.  Have  you  paid  your  premiums  and  obtained  a 
proper  receipt  for  same? 

U"  you  have  not  complied  with  the  foregoing  con- 
ditions, you  might  get  little  or  nothing  in  case  of  fire. 
.\fter  the  fire  your  policies  are  unalterable,  no  matter 
how  glaruig  their  errors  which  appear,  and  how  far 
they  are  from  what  you  expected.  Examine  your  poli- 
cies now.    It  may  be  too  late  to-morrow. 

Can  you  prove  the  amount  of  your  loss?  This  can 
be  done  only  by  using  the  following  methods:  By 
stock  taking  at  least  once  a  year.  By  keeping  proper 
books  showing  :  1.  Your  piu-chases ;  2.  Your  sales  both 
cash  and  credit.  By  placing  your  books  in  a  fireproof 
safe  or  vault  before  closing  your  premises. 
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Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  ^  Wright, 
Adjustors  for  the  Assured,  Toronto,  and  Advisors 
to  the  Insurance  Department  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  Association. 


HOW  TO  EFFECT  INSURANCE. 

By  W.  G.  Wright— First  Article. 

The  good  old  fasliioned  way  of  eft'eeting  insurance 
is  to  wait  till  Tom  Jones  or  Henry  Brown  gets  after 
you,  and  whichever  is  the  more  persistent,  or  offers 
the  lower  rate,  or  has  the  larger  account  outstanding, 
or  in  fact  any  other  consideration  than  that  of  insur- 
ance, that  one  gets  the  premium.  The  idea  of  effect- 
ing insurance  because  insurance  is  a  part  of  business, 
of  treating  it  like  any  commodity  which  forms  a  ne- 
cessary part  of  the  expense  account  of  purchasing  on 
merit ;  these  considerations  did  not  then,  and  except 
with  the  most  up-to-date  establishments  do  not  even 
yet  get  the  consideration  to  which  they  are  entitled. 

Now,  tir^t  of  all  in  the  proper  effecting  of  insurance 
don't  wait  for  the  solicitation  of  agents  at  all.  Sit 
down  and  go  into  the  question  jiist  as  you  would  were 
you  considering  putting  up  a  new  building,  or  pur- 
chasing a  new  stock.  You  probably  have  most  of  your 
assets  tied  up  in  business.  You  owe  the  bank  and 
wholesale  houses,  say  half  the  valiie  of  the  stock,  and 
you  owe  perhaps  half  of  the  Value  of  your  real  estate 
on  mortgage.  Your  net  worth  is  therefore  one-half 
of  the  value  of  your  property.  The  mortgagee  will 
see  that  his  interests  are  protected  by  an  insurance 
policy  assigned  to  him.  The  bank  is  quite  as  careful. 
Two  other  interests  in  the  business  are  those  which  may 
be  sacrificed,  your  creditors  and  your  own;  and  they 
are  to  you  the  most  important,  for  without  credit  and 
without  cash  a  man  ceases  to  be  in  business  and  that 
is  just  the  risk  to  which  you  subject  yourself  when  you 
neglect  the  most  important  question  which  crops  up 
in  the  transaction  ^of  the  year. 

Go  carefidly  into  the  matter  and  decide  on  an 
amount  that  will  protect  you  to  at  least  75  per  cent,  to 
80  per  cent,  of  your  values,  and  carry  that  all  the  year 
i-ound  and  then  when  stock  is  heavy  put  on  short  date 
insurance  to  always  have  protection  over  75  per  cent, 
of  your  values.  Don't  listen  to  the  talk  of  the  old 
fogey  agent  that  you  can  insure  only  for,  and  collect 
only,  two-thirds.  You  may  insure  for  any  amount 
if  you  ^ve  notice  or  have  a  permit  attached  to  all 
policies,  but  not  otherwise,  and  this  permit  should  al- 
\\  ;iys  lie  obtaiiK  d,  as  it  saves  enormous  Avorry  and  puts 
linl)ility  to  omit  notices  out  of  the  question.  You  can 
collect  every  dollar  of  your  loss  to  one  hundred  cents 
on  the  dollar  of  value  if  you  have  a  properly  drawn 
contract,  and  you  will  have  no  difficulty  in  securing 
that  if  you  go  the  right  way  about  it. 

Red  Ink  Variations. 

IIa\iiig  (liTidcd  on  the  amount  necessary,  get  out 
Jiu  insurance  policy  and  read  carefully  conciitions  No. 
t)  and  No.  7.  Then  set  about  it  to  see  that  you  get  a 
projx'i-  disti-ilmt  inn  of  insurance.  If  there  ai'e  any 
i-ed  ink  ronditidus  on  the  policies  (lecid(>  (bdinitely 
on  oni'  nf  things,  eithei-  you  are  going  to  study 

:ind  in;istiT  c'\ri-y  nne  1)1'  thcsi',  ny  1li;it  yuu  ai'e  going 
lo  lui\e  thcin  iTiii()\(Ml  iVoni  all  your  policies.  The 
latter  is  indnitely  the  better.-  and  from  the  writer's 
experience  the  only  proixT  loui'se.  for  after  thirty- 
five  years  the  couits  nni  ,|rri,l,.,l  as  to  the  mean- 


ing of  one-tenth  of  them,  but  they  cause  endless 
trouble  when  a  loss  occurs.  Some  of  these  red  ink 
clauses  are  very  exacting,  and  it  is  therefore  neces- 
sary to  draw  the  contract  so  as  to  get  past  conditions 
like  this : — 

"Gilding',  engravings,  pictures,  patterns,  models, 
prints,  books,  awnings,  signs,  store  furniture  and  fix- 
tures, counters,  shelving,  or  verandahs,  are  not  insured 
unless  mentioned  in  the  policy." 

Don't  Sign  Applications. 

Most  emphatically  we  wish  to  warn  against  signing 
of  applications  and  against  permitting  agents  to  make 
out  and  sign  applications  for  you.  No  merchant 
should,  under  any  circumstances  sign  an  application. 
The  application  contains  a  lot  of  fine  print  warranties 
and  agreements  and  sometimes  thirty  or  forty  ques- 
tions about  the  meaning  of  which  the  courts  have 
wrangled'  for  forty  years.  The  best  companies  are 
doing  their  business  without  requiring  applications, 
and  in  the  United  States  the  application  is  a  thing  of 
the  i^ast.  No  merchant  will  have  the  slightest  difficulty 
in  placing  all  his  insurance  without  signing  an  ap- 
plication, and  to  do  so  is  just  to  hedge  around  the  con- 
tract with  conditions  at  best  only  partly  understood 
b.y  the  assured,  and  which  never  act  to  his:  advantage. 
Never  sign  an  application  for  fire  insurance. 

(To  lie  Continued). 


RETAIL  CLERKS'  ASSOCIATION. 

The  E.etail  Hardware  Clerks'  Association  of  Read- 
ing, Pa.,  is  a  flourishing  organization.  The  members 
have  just  requested  their  employers  for  a  half  holiday 
during  July  and  August  and  it  has  been  granted.  The 
president  of  the  association,  at  the  last  meeting  an- 
nounced the  result  of  the  recpiest,  and  then  very  sen- 
sibly cautioned  all  elerl's  not  to  take  undue  advantage 
of  the  holiday,  but  to  be  at  business  bright  and  early 
the  following  morning  and  ready  for  work.  After- 
wards there  were  addresses  by  a  representative  of  the 
Aluminum  Cooking  Utensil  Co.,  who  carefully  ex- 
plained the  process  of  manufacturing  aluminum  cook- 
ing utensils,  and  l)y  a  representative  of  the  Miller  Lock 
Co.,  Philadelphia,  Avho  talked  about  locks  and  gavf' 
the  clerks  many  suggestions  as  to  the  proper  display 
of  goods  and  also  urged  them  to  keep  their  counters 
and  shelves  neat  and  clean. 


CALLS  IT  BUYING  EXPERIENCE. 

The  Zenith,  a  house  organ  published  by  the 
iMarshall-AYells  ir.irdware  Co.,  AYinnipeg,  comments 
thusly  on  the  proposed  hardware  jobbing  merger  at 
Montreal : — 

"The  wholesale  hardware  houses  of  Montreal  have 
under  consideration  a  plan  to  merge  their  interests. 

"Up  to  the  present,  there  have  been  no  successful 
attempts  along  this  line,  as  applied  to  the  jobbing 
business.  Manufacturers  have  turned  the  trick  in 
some  lines,  but  "where  competition  plays  the  part  that 
it  always  has  in  the  hardware  jobbing  business,  the 
prol)lem  has  generally  been  considered  beyond  the 
ra litre  of  possibilities. 

"  .\  monopoly  is  all  right, — for  the  fellow  with  the 
ir.oiKjjioly,  when  other  sources  of  supply  are  l  ot  avail- 
abl(\  But  to  monopolize  a  jobbing  business  in  one 
city,  when  there  are  other  interests  within  a  few  liun- 
di'cd  miles,  working  inclependently  and  decidedly 
active  in  their  efforts  to  get  business,  is  new  and  un- 
tried, and — seeing  is  believing.  People  befcu'e  have 
bought  experience." 
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Salesmanship  Essential  to  Success 


FAIR  TREATMENT  PAYS  BEST. 

"If  I  were  that  traveler  I'd  teach  you  a  lesson," 
said  an  Oakville  hardwaretnan  to  a  retailer  in  another 
line  of  business  the  other  day.  "He  came  in  to  ask 
you  to  look  at  his  floods  and  he  acted  very  courteously. 
Yet  you  treated  him  as  though  he  was  a  smallpox  pa- 
tient or  a  dog." 

This  hardAvareman  lias  the  right  way  of  looking  at 
things,  lie  treats  every  traveling  salesman  as  he 
would  a  customer,  and  so  long  as  a  salesman  does  not 
presume  upon  his  friendship  he  is  always  a  welcome 
visitor,  even  though  he  cannot  always  receive  an  order. 
And  it  pays  the  retailer  to  be  friendly  with  the  tra- 
velers, as  he  can  tell  of  quite  a  number  of  "snaps"  he 
has  been  "put  next  to"  by  friends  he  has  made 
amongst  the  salesmen  who  call  upon  him.  The  tra- 
veler is  but  human,  and  he  reserves  the  "tips"  he  has 
to  dispense  for  the  men  who  are  considerate  in  their 
dealings  with  him. 


HELP  SALESMEN  TO  LEARN. 

The  principle  of  holding  annual  conferences  and 
banquets  of  staffs  of  jobbing  and  manufacturing  con- 
cerns in  order  to  discuss  the  successes  or  shortcom- 
ings of  the  previous  year,  and  to  make  plans  for  the 
future,  is  meeting  with  more  and  more  favor  among 
the  trade,  and  many  retail  firms  are  now  taking  up  the 
idea.  These  serve  a  dual  purpose.  The  salesmen  and 
heads  of  the  firm  become  better  acquainted  wtih  one 
another  and  all  are  given  a  stimulus  to  do  better  work 
than  in  the  preceding  year.  They  are,  therefore,  to  be 
commended. 

When  a  manufacturing  firm  once  begins  these 
events  they  are  made  annual  affairs.  The  fact  that 
they  create  a  better  feeling  1)etween  salesmen  and  the 
heads  of  tlie  firm,  is  probably  the  best  justification 
for  their  pro])riety. 

The  more  the  retailer  shows  li's  sales:m<-n  that  li(> 
is  interested  in  their  success  and  wants  their  co- 
operation, the  better  will  their  work  l)e  in  the  future. 
Have  them  make  and  discuss  suggestions  for  improve- 
ment in  the  buying,  selling,  displaying  and  advertis- 
ing and  watch  their  interest  in  the  l)usin;'ss  grow. 


EARN  MORE  TO  GET  MORE. 

No  employer  advances  the  salary  of  a  man  merely 
in  tiie  expectation  that  the  man  may  thus  beconu^  worth 
more  to  the  concern.  The  employer  knows  that  an  ex- 
pectation of  that  kind  would  be  foolish.  When  salaries 
are  raised,  they  are  raised  to  meet  the  grading  value 
of  men  who  are  earning  more  than  they  get.  The  busi- 
ness man  knows  that  to  keep  good  men  working  for 
him  he  nuist  pay  them  accoi-ding  to  what  they  do.  not 
what  they  would  do  if  they  got  more  money. 

In  all  ki)ids  of  business  where  men  are  employed 


there  is  a  large  class  of  clerks  and  other  wage-earners 
who  work  only  for  pay  day.  They  are  continually 
haunted  by  the  fear  that  they  will  do  more  than  their 
neighbor,  who  is  paid  the  same,  or  that  they  will  wear 
out  their  brains  in  order  to  make  another  man's  for- 
tune. They  will  always  continue  to  work  for  pay  day, 
and  their  envelopes  at  the  end  of  each  week  will  always 
contain  the  same  amount  of  money — or  less — for  when 
a  man  lacks  interest  in  what  he  is  doing  he  soon  begins 
to  fall  off  in  his  earning  power. 

On  the  other  hand,  the  men  who  keep  interested, 
who  are  not  afraid  of  doing  more  work  than  they  are 
paid  for,  and  who  are  not  so  much  worried  about  wear- 
ing out  their  hrains  as  they  are  about  using  them  too 
little,  are  the  men  who  forge  ahead  and  whose  wages 
are  advanced. 

Bu.siness  men  have  long  ago  learned  that  such  men 
earn  more  than  they  are  paid,  and  while  their  salaries 
may  never  keep  pace  with  their  value — there  would  be 
no  profit  in  employing  them  if  such  was  the  ease — they 
at  least  are  progressing,  and  soon  will  leave  their  pes- 
simistic friends  far  behind. 

There  is  another  point  which  the  young  man  who 
goes  out  after  success  soon  learns :  it  is.  that  when  he 
does  another  man's  work  he  must  do  it  better  than  his 
predecessor  did.  For  instance:  If  one  bookkeeper  or 
clerk  takes  the  place  of  another,  he  will  attract  no  at- 
tention as  long  as  he  does  the  work  exactly  as  it  was 
done  before.  If  he  does  not  do  it  as  well,  he  will  not 
be  likely  to  last  very  long  in  his  new  position.  Bnt  if 
he  does  it  better,  he  will  be  noticed  and  will  stand  an 
excellent  chance  of  forging  rapidly  ahead. 

All  young  men  are  naturally  anxious  to  earn  more 
money,  to  obtain,  somehow  or  other,  that  valuable  and 
useful  thing  which  is  known  as  success.  If  you  are  a 
clerk  in  a  hardware  store,  seize  upon  the  good  that  is 
there.  You  get  good  by  giving  it.  You  gain  by  giving 
— so  give  sen-ice  and  cheerful  loyalty  to  the  institution. 

Every  employer  is  constantly  seeking  for  people 
who  can  help  him  make  his  business  grow  and  prosper. 
Naturally  he  is  also  on  the  lookout  among  his  em- 
ployees for  those  who  do  not  help,  and  eventually 
everything  and  ev(M-yl)odv  who  is  a  hiiidrance  has  to  so. 


Don't  allow  clerks  to  stand  behind  your  counters 
when  their  iiersonal  appearance  is  such  as  to  be  a  de- 
triment to  your  business  and  a  disgrace  to  the  clerks 
themselves. 


Boil  down  your  advertising.  Every  unnecessary' 
word  costs  money  and  detracts  from  the  .strength  of 
the  sentence.  People  do  not  read  advertisements  as 
an  intellectual  recreation.  They  read  to  find  out  what 
the  store  has  to  offer,  and  the  price.  If  there  is  a  de- 
sription  to  he  written,  make  it  short  as  possible, 
consistent  with  clearness. 
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SENSIBLE  SUGGESTIONS  FOR  SALESMEN. 
Written  for  the  Journal  by  W.  J.  Illsey. 

This  for  the  man  or  ))oy  who  chooses  the  hardware  busi- 
ness for  his  life  work: — Always  remember  that  nothing  -.vhich 
comes  your  way  to  do  should  be  thought  too  menial  or  dis- 
tasteful for  you  to  do.  The  successful  men  are  the  ones  wiio 
have  done  the  very  hardest  and  dirtiest  work  at  the  first.  The 
time  comes  and  surely  when  the  man  thus  "broken  in"  comes 
to  his  own  in  promotion  to  the  ' '  best  place. ' ' 

A  satisfied  customer  will  do  more  real  paying  advertising 
for  your  store  thau  a  full  page  advertisement.  Be  sure  that 
your  customer  is  always  satisfied,  and  you  will  have  the 
pleasure  of  knowing  that  he  will  come  again. 

The  man  who  was  "so  busy"  that  he  couldn't  do  such 
and  such  duties  is  too  busy  to  hold  down  the  good  jobs.  No 
man  should  ever  be  "too  busy."  Eemember  that  the  one  who 
can  always  listen  to  and  take  orders  from  his  customers  is 
the  man  to  whom  customers  will  come  again  and  again. 
Merchants  always  appreciate  the  salesman  who  makes  friends 
among  his  patrons,  and  he  will  reward  the  salesman  accord- 
ingly. 

Study  to  be  as  attentive  to  every  feature  of  your  em- 
ployer's business.  Don't  ever  think  that  because  you  are  not 
the  loser  that  you  don't  lose  sometime.  You  cannot  help  but 
lose,  and  the  loss  to  you  will  be  just  as  severe  or  more  so  than 
the  loss  which  your  employer  has  through  your  carelessness. 

The  great  pleasure  of  business  life  is,  or  should  be,  to 
make  your  customers  feel  as  well  satisfied  when  they  leave 
your  store  as  you  would  like  to  be  when  you  leave  any  place 
of  business.    Eemember  the  Golden  Eule  and  stick  to  it. 

KNOWLEDGE  OF  GOODS  MAKES  SALES. 
By  D.  Adams,  Iver  Johnson's  Arms  &  Cycle  Works. 

What  is  this  thing  "Personality"  which  is  always  being 
dragged  in  to  explain  phases  of  salesmanship  which  do  not 
readily  yield  to  analysis?  I  have  been  studying  its  influence 
on  myself  lately. 

iMy  neighbor  and  I  like  to  sedately  and  stiffly  throw  a 
ball  about  before  supper  these  first  pleasant  spring  afternoons 
and  I  went  into  a  store  the  other  day  to  buy  a  ball.  The  clerks 
were  all  busy  and  I  grabbed  the  errand  boy  and  made  him 
wait  on  me.  That  kid  knew  more  about  baseball  stuff  than 
Spaulding  himself.  He  loved  it.  He  fairly  hypnotized  me. 
He  made  me  give  up  $1.50  for  a  ball  with  some  kind  of  a 
fancy  center,  if 3  for  a  first  baseman's  mit,  although  my  neigh- 
bor usually  gets  it  to  me  on  the  first  bounce,  $1  for  a  bat  that 
Ty  Cobb  uses,  and  T  believe  he  would  have  sold  me  a  uniform 
if  a  regular  salesman  hadn't  butted  in  and  stopped  the  car- 
nage. I  was  surprised  later  to  observe  that  the  kid  was  a 
homely,  illiterate  little  runt  without  a  spark  of  human  intel- 
ligence in  l:is  face.  It  seems,  however,  that  he  is  the  champion 
l.id  i)itcher  in  town. 

Now.  there  you  have  an  almost  perfect  example  of  a 
"personality  sale."  The  kid  isn't  a  salesman — never  will  be — 
he  doesn't  know  enough.  But  he  can  sell  baseball  stuff.  Why? 
it's  perfectly  simjile.  He  knows  the  goods — knows  them  in  the 
same  wa.v  a  mother  knows  her  child.  Even  see  a  mother  who 
couldn't  interest  you  in  her  baby? 

When  that  kid  begins  to  tell  you  things  about  a  baseball, 
you  lii'lieve  him — that's  all  there  is  to  it. 

Personality  in  salesmanshii)  is  that  force  of  mind  which 
inspires  belief.    It  is  a  force  which  springs  from  knowledge. 

It  doesn  "t  make  any  difference  to  me  how  attractive  a 
salesman  is,  what  his  taste  is  in  cravats  or  how  many  words  he 
spills  to  the  minute,  jiroviding  I  don't  believe  him. 

I  simply  cannot  buy  stuff  in  a  department  store.  There 
is  something  about  the  vapid  chatter  of  the  low  grade  sales- 
men that  excites  uncontrollable  suspicion — about  the  feeling 
one  would  have  if  a  veterinary  were  to  operate  on  one  for  ap- 
pendicitis. When  a  department  store  succeeds  it  is  in  spite  of 
its  clerks.  They  are  so  obviously  ignorant  of  the  goods  that 
T  don 't  dare  to  do  business  with  them.  I  remember  one 
Christmas  I  asked  a  girl  in  a  book  department  for  a  Tertiple 
edition   of  Hamlet.     "What  author,     please?"     she  asked, 


smartly.  "Eichard  Harding  Davis,"  said  I.  "Mamie,"  she 
bawled  to  the  girl  across  the  aisle,  "have  we  a  Temple  edi- 
tion of  liamlet  by  Eichard  Harding  Davis?"  and  everybody 
laughed.    Could  that  girl  have  influenced  you  to  buy  books? 

What  a  wonderful,  fascinating  college  it  is — this  college 
of  salesmanship^.  What  a  tremendous  curriculum.  Contemplate 
its  library  of  a  million  \olumes.  Eeach  down  into  a  keg  and 
pull  out  a  nail — have  you  ever  read  the  story  of  that  nail? 
Take  a  revolver  out  of  the  show  case — have  you  ever  read  its 
story?  (I  have  been  reading  that  book  for  over  a  year  and 
it's  the  most  fascinating  story  I  have  ever  enjoyed).  An  ice 
cream  freezer  is  a  twelve-volume  masterpiece  of  human  in- 
terest.   Have  you  ever  read  it? 

A  bicycle — is  it  to  you  a  piece  of  running  gear  or  the  em- 
bodiment of  the  most  colossal  mechanical  achievement  in  the 
history  of  the  world? 

What  do  you  know  about  steel,  nickel,  copper  and  alu- 
minum? What  do  you  know  about  tempering?  What  do  you 
know  about  mechanical  princij)les  as  demonstrated  in  twenty 
articles  within  reach  of  j'our  hand?  What  do  you  know  about 
the  chemistry  of  paint? 

Every  article  in  your  store  represents  a  splendid  story, 
and  you  have  not  finished  your  course  in  salesmanship  until 
you  have  read  them  all. 

THOUGHTS  BY  THE  WAYSIDE. 
By  W.  J.  lUsey. 

The  man  who  succeeds  in  his  favorite  work,  is  ever  and 
always  a  man  who  won't  shirk;  and  he  wishes  to  say  to  all 
who  would  win,  that  it's  easier  far  to  work  with  a  vim,  than 
doing  just  simply  what  things  must  be  done,  and  watching  for 
quitting  time -ready  to  run.  If  you  would  climb  high  up  on 
life's  rugged  way,  you  must,  keex)  on  a-moving  and  hustling 
each  day,  and  do  in  the  very  best  manner  you  know,  all  duties 
which  offer,  and  be  on  the  go,  to  find  if  your  customers  feel 
as  they  leave,  that  your  service  has  pleased  them — you'll  hardly 
believe,  how  i^leasant  and  easy  your  work  will  become;  and, 
lastly,  the  best  part — the  boss's  "well  done." 


SERMONETTES 

By  Myra  Maitland 


THE  DEAD  THINGS  ON  THE  SHELVES. 

Has  that  energetic  and  aggressive  traveller  "stuck"  you 
for  something  you  can't  sell? 

Are  you  repenting  for  the  dead  tilings  on  your  shelves,  and 
vowing  that  Never  Again  will  you  be  overpersuaded  into 
buying? 

i  epentance  and  vows  are  all  right. 

Don't  buy  things  you  don't  want — and,  above  all,  don't 
buy  things  the  public  doesn't  want. 

For  every  cent  the  retailer  loses  through  buying  too  little, 
he  loses  two  through  buying  too  much. 

But  he  wouldn't  lose  anything  through  buying  too  much 
if  he  put  his  shoulder  to  the  wheel  in  the  Selling  Game. 

If  you're  overstocked  in  any  line,  if  it's  too  late  to  be 
cautious,  don't  lie  down  under  a  dead  loss. 

If  there  are  dead  things  on  the  shelves — push  them  off  the 
shelves. 

Extra  profit  is  wiped  out  if,  at  the  end  of  the  season  there 
are  a  lot  of  goods  on  hand  which  must  be  sold  at  a  sacrifice 
or  carried  over. 

If  you  sell  at  cost  (or  less)  you  supply  a  demand  that 
should  have  yielded  you  a  profit. 

Don't  be  afraid  of  yourself.  Put  your  shoulder  to  the 
wheel.  If  the  customer  won't  come  to  the  goods,  take  the 
goods  to  the  customer. 

Tell  him  about  them. 

Maybe  you'll  find  that  some  of  those  Dead  Things  are 
really  not  as  dead  as  you  thought  them. 


6o 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


Window  and  Newspaper  Advertising 


WINDOW   DISPLAYS    FOR   FALL  BUSINESS. 

(Written  for  tlio  .lournal  Ijv  \V.  .1.  lllscy). 

There  are  times  during  tiie  year  that  your  window  dis- 
]days  bring  Ijetter  results  than  they  do  at  other  seasons.  But 
the  best  paying  displays,  to  my  mind,  are  those  of  the  Fall. 
Live  merchants  can  and  do  realize  that  after  the  selling  of 
produce  and  the  season's  grain  crop,  there  is  more  easy  money, 
and  also  the  easy  spending  feeling  is  in  the  hearts  of  the 
poinilace.  Therefore,  make  your  displays  as  attractive  as 
I)ossible,  change  them  regularly  every  week  and  use  plenty 
of  printer's  ink  to  let  those  who  do  not  pass  your  store  know 
what  you  have  for  sale,  and  at  what  prices.  Don't  wait  to 
let  the  other  fellow  show  seasonable  linos  first.  Be  in  the  lead 
and  keep  there. 

An  Easy  Stove  Display. 

Select  tl/e  stox'es  to  l)c  shown,  and  if  you  liavo  large  enough 
windows  to  show  a  number  of  stoves  at  one  time,  do  so,  and 
early  in  the  season.  Drape  your  windows  with  fresh,  white 
cheese  cloth,  ])loated  to  give  a  soft  back.  Cover  the  window 
bottom  with  the  same  material.  Have  all  stoves  to  be  shown 
polished  to  the  finest  finish.  ITang  at  the  back  and  ends  of 
your  windows,  stove  boards,  ash  shovels,  coal  scoops,  coal 
hods,  ash  sifters,  etc.  Place  your  stoves  (each  on  its  own 
stove  board)  in  place,  and  then  at  the  front  and  close  to  glass 
show  a  goodly  assortment  ,of  nickoUod  teapots,  teakettles,  stove 
brushes,  jiolish,  jiipe  varnish,  lid  lifters,  aluminum  paint  for 
pij)es,  and  all  the  many  lines  as  go  with  stoves  and  heating 
apparatus. 

Hang  plain  ])rice  cards  on  each  stove,  and  have  large 
cards  made,  11  x  22.  tn  read:  ' 


i  <.l\v;u  o  Co.,   Hamilton.    See  Pagre  67, 


for   tlio  Mills 


Saw  Window  arranged  by  Roy  Gilmour  for  Fletts,  Limited,  Vancouver 

' '  Heating  Stoves ' '  that  look  well,  beat  well,  wear 
well.    We  sell  them.    Prices,  $5.75  to  $61.00. 

"If  you  buy  a  Heater  from  us  you  will  buy  the 
best.    Our  prices,  $8.00  to  $45.00." 

Where  two  windows  or  more  are  available  for  stove  dis- 
plays concurrentlj',  have  a  companion  window  along  with 
heaters,  disi)laying  your  leader  range.  Use  the  same  back- 
ground as  in  the  heater  window,  and  have  cards  drawing  at- 
tention to  its  strong  points.  Hang  a  plain  price  cards  on  the 
range,  or  if  a  special  price  is  being  given  on  it,  mention  it  on 
the  i)rice  card  as,  "Special  Cash  Price  for  this  Week,  $33.35.'' 
I''ill  background  with  cooking  utensUs,  enamel  ware,  tinware, 
etc.  All  the  lines  being  those  used  about  the  kitchen.  This 
latter  window  may  be  featured  as  a  Thanksgiving  Window,  it 
so  desired.  Have  cards  to  read  making  reference  to  the  Thanks- 
giving season,  as: 

"You  will  always  have  cause  for  'THANKSGIV- 
ING' if  you  use  a    Range.    Price,  $33.35." 

"Your  Thanksgiving  Turkey  will  be  done  to  a  turn 

if  roasted  on  a    Range.    Special  Thanksgiving 

price,  $33.35." 

Tlien  use  a  goodly  or  comidete  background  of  coverel  and 
ordinary  roast  pans,  mincing  Knives  and  machines,  wooden 
chojjping  bowls,  pie  tins,  pudding  jians,  etc. 

Another  Sporting  Goods  Window. 

Use  background  of  white  cheese  cloth  and  bottom  of  dark 
green.  Construct  rack  to  hold  guns  and  rifles,  right  across 
back  of  window,  where  they  may  be  easily  reached.  Fill 
this  with  as  many  guns  and  rifles  as  you  can  sjiare,  or  all 
your  stock,  for  that  matter.  If  enough  arms  are  in  hand  run 
this  rack  across  both  ends  and  back  and  fill  with  them.  Then 
at  top  of  background  and  ends  hang  hunting  coats,  waders, 
hunters'  sweater  coats,  gun  cases,  etc. 

On  window  bottom  display  your  full  line  of  loaded  shells, 
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loading  tools,  cartridges,  revolvers,  hunting  knives,  hunting 
boots,  shell  extractors,  etc. 

Have  price  cards  of  your  loaded  shells,  your  guns,  and 
announce  if  you  rent  guns  and  what  you  charge. 

A  large  card,  14  x  22  would  be  worded  effectively  thus: 
' '  We   supply  the   best   hunters   with     the  best 

hunters'  supplies.    Let  us  supply  you." 


representing  a  lake  with  the  pine  woods  in  the  distance  and 
being  realistically  painted  it  gives  a  very  handsome  view  from 
the  front  of  the  window.  The  water  effect  is  excellent  and 
serves  to  heighten  the  effect  of  the  front  of  the  trim,  which  of 
course  is  the  base  of  the  window  itself. 

The  figures  representing  boys  fishing  from  the  end  of  a 
dock  made  of  logs,  while  the  ends  of  the  windows  have  real 


VANCOUVER  WINDOW  FEATURING  HANDSAWS. 

The  accompanying  window  display,  in  which  Simonds 
saws  are  featured,  was  dressed  by  Roy  Gilmour,  with  Flett's, 
Limited,  Vancouver.  It  suggests  ideas  in  displaying  saws 
which  ought  to  be  of  service  to  other  trimmers.  The  hanging 
of  the  saws  by  ribbons  from  the  ceiling  and  the  display  of 
about  a  dozen  on  elevated  stands  in  the  center  of  the  window, 
is  done  in  very  attractive  fashion.  Mr.  Gilmour  is  winning 
quite  a  record  for  himself  as  a  result  of  his  fine  displays. 


GOOD    FISHING    SCENE    WINDOW  TRIM. 

A  fishing  scene  made  b}'  the  William  Doerflinger  Com- 
pany, of  La  Crosse,  Wis.,  had  as  a  background  a  scenic  picture 


trees  in  them  to  add  to  the  naturalness  of  the  scene.  Prac- 
tically all  of  the  goods  shown  are  articles  used  in  fishing,  and 
these  varieties  are  displayed  on  the  floor  of  the  window  so 
that  the  outside  observer  can  see  them  at  first  hand.  Aside 
from  some  fishing  rods,  dip  nets,  etc.,  and  a  camp  chair  or 
two,  the  articles  shown  are  small  ones,  such  as  artificial  baits, 
sinkers,  corks,  reels,  lines,  etc. 

The  attention  of  the  passer-by  being  once  arrested,  he  can 
look  over  the  assortment  of  articles  that  are  shown. 

Fall  is  the  hunting  season,  and  as  many  campers  go  early 
in  the  fall  for  their  outings  into  the  woods  the  store  handling 
this  class  of  goods  would  do  well  to  feature,  it  for  the  next 
month  or  so  in  their  window  displays. 


I-'ISHING  DISPLAY  OF  THE  WII.I.IAM  nOhKFLlNCiI£K  COMIWNY  WHICH  MAbL  A  DECIDED  HIT. 
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Seasonable  Hardware  Advertising 

Readers  of  the  Journal  are  requested 
to  forward  samples  of  their  Ads., 
Circulars,  etc  ,  to  the  Editor. 


The  passing  of  Suitirr.cr  and  tlio  arrival  of  the  flrfst  cold 
spoil  sliould  ho  a  reiiiinder  to  liarrtwnrcrnon  that  more  piieiffy 


,'^•«•c•o•«•««'.^»^«^»^•^■«^^•^^»^»:«<«^«.:«;«.:«.^:., 

We  have  more  than  J 
a  dozen  kinds  of 

Heating 

Stovcs..- 

I  Prices  from  $15  to  $^5 
I  === 

iYou  will  be  hard  to  please  if  we  can't 
suit  you  in  Style,  Quality  and  Price. 

I R.  P.  BUTCHART  &  BRO. 

I  MARDWARF.  .ukI  STOVI-S 

A    CORNER  jBd  AVE.  B,  and  3th  8TR  EST.  PHONB  LU. 

»^■♦-:■♦■I♦t♦^#^I■^^]♦t♦i^^•l^^•^»^:^^^:■♦^:•^^:•♦^:■♦•>»:■^^:■^:•»■:■^^■:-i 


Builders' 

Hardware  j 

We  have  everything  in  the 

Builders'   Hardware  line.  | 

front  Door  Sets,  four  pal 
ICtns.  pric«  Si. 50  to  S-S.OO 

Inside  Door  Sets,    six  pa  j 
terns,  price  40cto  $2  00  .  * 

.Montise  and  Rim  Loths  with 
black  or  white     Wnobs  2St 

Bron/t;,  Anliiue  Copper  and  > 

to  SI  on  complete. 

and  ^teel  loosi  pin  bolts,  all  « 
sizes,  lOc  to  50c  per  pair-  i 

Parlor  and  Barn  Oocr  Hznn 
'  t^rs.  round  and  flat  track 

Door  Bells  and  Turns,  sever-  ] 
al  nice  pattorna  to  choose  1 

tiOc  tD  «3  00  per  pair. 

from  40t  to  $1.50  each.  j 

Vale  Night  Latchca.   4  %ize 
$2  00  to  $4  00  eacS- 

Hat  and  Coat  HooUs,  several 
different  styles,  lOc  to  $2  00 
per  dozen. 

See  our  stock  of  Padlocks  20  different  liinds. 
Price  lOc  to  $1.60  each- 

Gardner  &  czo 

Laadtn 

I  Hardware 

THE 


Banner 
Lantern 


This  is  the  time  of  year  you  need  a 
good  Lantern,  and  a  safe  one.  The 
new  igio  Banner  is  the  best  Lantern 
made  in  this  market.  If  you  examine 
it,  you  will  find  it  made  of  citra  heavy 
Jin  with  oil  part.*  n-:  de  of  tin  or  brass 
according  to  your  .  rder.  The  lift  is 
vei'y  easy  to  opevntf  You  can  lift  it 
g-ood  and  high">o  the  wick  can  be 
cleaned.  The  glass  you  will  find  the 
very  be-';i.  We  wll  these  good  Lanterns 
at  75c  and  $1.00  each,  according  to 
make  of  oil  pari. 

In  ^buying  ^PANDORA 
RANGE  you  get  even  more  than 
yOLi  expect,  (or  the  salesman  didn't 
befjin  (o  let  yoti  know  the  satisfaction 
you  have  in  the  use  of  one.  COME 
TO  US  AND  GET  THE  BEST. 


The  Howell  Hardware  Co., 

LIMIT  hU. 


T  J.  EGAN'S 


VKIt  OAnxniUOKS  of  Winchester.  Dominion.  Kyiin-V 
A  largo  Bloc:<  nnd  lowcit  prices 

177  LOWER  WATER  S' 
HALIFAX.  N.S. 


Comfort  and 
Economy  of  a 
Chafing  Dish 


Wf  Uv.:  -  ..  ii^'W  sl.M'- 
,„,./it  of  ili.^.r  in  Cop. 
per,  Brajs  .-."d  Copper 
and  Wickel  Plate  with 
porcelain  lined  fond 
pari  liavc  thi-ni 

riMBy  trimmed  and  mis- 
tiOD  styles. 


Ndw  is  the  Time 
to  Instal  Ycur 
Fleating  .... 


tiilbcr  Hoi  Ait .  01 
Let  U5  give  >ou  es-iin 
for  the  best  sy&iems 


^     W.  R.  KEYS 

IIN  MITHI.NG    AND  HEATING 


designs 


Modern  Gas  Fixtures 

RE.ASONABLE  PRiCESAND  TERMS 


$6,  $8,  $10,412 
$17.50 

Percolators 

4&ak  make  perlect 

COllM. 

Wo  Imv.  tliPUi  m 
Copper      Braas.  and 

Nicker   *lftl«,  Bvlilablr 

-lui  ii.*fl  on  Ras  store 
ind  range  Wa  also 
Il(»v»  theoi  akobol 
slo^e  spceiully  adapted, 
(ur  Ub(e  use,  Oetprirfs 
hnd  particulttm  atator* 


Rice  Lewis  &  Son 


In  Building  the  Importance  of  Buying 

GOOD  HARDWARE 

Is  many  times  overlooked. 


The  Locks,  Hinges,  Saeh  Locks.  Door  Sets,  etc.,  are  a  very 
small  part  of  a  building,  but  will  repay  many  times  for  cost 
ind  trouble  of  proper  selection.  Cheap  Goods  are  a  con- 
tinual source  of  trouble  and  worry.    We  are  prepared  to 

Furnish  Itie  Best  Building  Hardware 

at  prices  you  will  find  entirely  satisfactory.    Txy  us  now. 

JaOTnEILL  &  SONS.  ltd. 

FHEDBRIOTON'S  BIG  ^ARDWARE^STORE 


must  bp  ]»ut  into  the  store  advertising,  and  larger  space  taken 
in  the  lofal  papers  during  the  next  three  or  four  months.  Re- 
tailers should  double  their  advertising  space  during  October, 
November  and  December,  closing  up  with  even  larger  space 
during  the  two  or  three  weeks  before  Christmas. 

Already  two  good  examples  of  large  space  advertisements 
have  been  received  by  the  .Journal.  One  is  a  lar»e  seven- 
column  advertisement  devoted  almost  exclusively  to  guns  and 
ammunition,  the  ad.  being  inserted  in  the  Hamilton  Spectator 
by  Stanley  Mills  &  Co.,  on  Saturday,  September  9.  TTnder  two 
scenes  picturing  hunters  shooting  duck  and  deer,  was  the  an- 
nouncement, "The  season  for  game  shooting  will  open  in  a 
few  days.  We  arc  ready  now  to  supply  hunters  with  all  re- 
quirements for  guns,  rifles,  ammunition,  clothing,  tents,  camp 
.supplies — in  fact  all  you  will  need  except  the  game." 

Then  followed  this  paragraph:  "Absolute  rel'ability  is  the 
prime  requisite  of  all  firearms  and  ammunition.  The  safety 
of  human  life  rests  upon  this  feature — as  well  as  the  success 
of  the  hunt.  For  this  reason  we  exclude  from  our  stocks  all 
but  the  best  known  makes  of  these  goods — makes  that  are 
backed  uf)  by  honest  guarantees.  Tn  buying  any  of  the  items 
mentioned  here,  you  may  be  sure  that,  however  low  the  price, 
there's  thorough  quality,  reliability,  and  lasting  satisfaction  to 
go  with  every  purchase.  Look  over  these  particulars — it  might 
be  a  good  idea  for  you  to  save  this  page  for  future  reference. 
Be  sure  to  see  our  windows  next  week. ' ' 

M.  Weiehel  &  Sons,  Waterloo,  ami  Elmira,  each  September 
usGa  page  space  in  their  local  paper  to  feature  the  opening  of 
their  Fall  camyjaign.  The  large  space  makes  it  possible  for 
them  to  use  quite  a  number  of  engravings  supplied  by  manu- 
facturers and  to  quote  prices  on  numerous  lines  of  goods,  which 
could  be  only  barely  mentioned  in  a  smaller  advertisement. 

A  number  of  advertisements  clipped  from  local  papers 
tliroauhouf  *';iii;i(la  are  reproduced,  that  of  .lames  S.  Xeill  & 
Sdiis,  Fn  i'i  l  i  I  'II,  N.B.,  being  particularly  striking  in  that  it 
is  well  displayed  and  features  one  particular  line  of  goods. 

R.  P.  Butchard  &  Co.,  Owen  Sound,  also  use  liberal  space, 
and  their  ad.  is  well  arranged,  but  it  is  doubtful  if  they  are 
wise  in  advertising  the  "dozen  kinds  of  heating  stoves."  They 
would  probably  get  more  satisfactory  results  by  centering  their 
efforts  upon  one  or  two  lines. 

The  Howell  Hardware  Co.,  Goderich,  use  a  large  space 
and  give  very  interesting  talks  regarding  two  seasonable  lines. 
The  dis])lay  isn 't  as  good  as  it  ought  to  be,  however.  A  little 
more  might  have  been  said  about  stoves  and  ranges  where  cuts 
are  not  used  and  a  large  space  taken.  A  combination  of  the 
TTowell  advertisement  with  that  of  Gardner  &  Co..  Wood- 
stock, would  make  an  effective  arrangement,  a  strong  intro- 
ductory paragraph  being  written  about  some  seasonable  lines, 
followed  ty  shorter  particulars  and  prices  on  various  items 
which  it  is  desired  to  feature. 

Heating  and  lighting  goods  are  seasonable  reminders,  and 
announcement  of  W.  R.  Keyes,  Lindsay,  that  "Now  it  the 
time  to  instal  your  heating"  is  very  niuch  to  the  point.  Like- 
wise the  smaller  single  column  announcement,  "The  lighting 
season  will  soon  be  with  us  again. ' ' 

For  a  small  space  the  advertisement  of  T.  .J.  Egan,  Halifax, 
is  quite  effective,  emphasis  being  placed  upon  various  classes 
of  goods  and  a  range  of  prices  being  quoted  along  with  names' 
of  various  makes  carried  in  stock. 

Another  of  Rice  Lewis  &  Son's  attractive  series  of  ad- 
vcvtiseinents  is  reproduced,  their  long  single  column  style 
being  particularly  effective  in  following  out  their  plan  of 
featuring  one  or  two  seasonable  articles  in  each  of  their  ad- 
vertisements. 

It's  a  good  plan  to  adopt  a  certain  style  and  develop  it 
to  a  iioint  where  readers  of  the  papers  can  recognize  in  a 
moment  your  firm 's  advertising  from  amongst  other  ads  in  the 
various  papers. 


Peck,  Stow  &  Wilcox  Co.,  27  Murray  St..  New  York,  are 
manufacturing  an  improved  tin  pipe  former,  a  large  size  of 
which  may  be  used  for  forming  stove  pipe. 

Maxim  Silence  Fire  Arms  Co.,  Hartford,  Conn.,  have  is- 
sued circular  describing  Maxim  Silencer,  giving  information 
regarding  different  models  of  rifles  to  which  it  may  be  at- 
tached. 


CANADIAN   HARDWARE    AND    STOVE    JOURNAL.  63 


New  Goods  on  the  Market 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Page  Wire  Fence  Co.,  Walkerville,  has  put  on  the  market 
a  new  Page  press,  for  baling  waste  paper,  etc.  This  machine 
is  invaluable  in  factories  and  offices  where  there  is  a  lot  of 
waste  paper.  Every  one  knows  the  nuisance  disposal  of  waste 
paper  causes.  Burning  the  stuff  is  unsatisfactory,  but  with 
this  machine,  all  that  has  to  be  done  is  to  dump  the  paper  in 
and,  when  full,  run  the  plunger  down  to  pack  the  paper  par- 
tially, an  operation  that  requires  but  15  seconds.  This  is 
done  from  day  to  day  till  the  press  is  full  and  then  the  final 
pressure  is  put  on  and  the  bale  is  wired  and  ready  to  be  sold 
.  to  the  junk  man.  The  machine  occupies  a  floor  space  of  but  3 
feet  by  2  feet  10  inches,  and  its  height  is  5  feet  8  inches.  It 
has  a  pressure  of  4,000  lbs.,  and  costs  $35.00. 

Onward  Mfg.  Co.,  Berlin,  Ont.,  are  handling  Grab's  Wonder 
Lighter,  a  device  for  lighting  gas  jets,  gas  stoves,  etc.  This 
article  reduces  fire  risk  and  saves  annoying  litter  of  burnt 
matches  and  unsightly  scratches  on  wall  paper  and  woodwork. 
It  works  perfectly  in  a  wind  or  damp  atmosphere.  Each 
ligliter  is  good  for  5,000  lights  and  retails  at  25  cents  each, 
with  extra  spark  tips  at  two  for  10  cents. 

Benjamin  Moore  &  Co.,  Toronto,  are  introducing  this  year 
a  cement  coating  for  concrete,  cement,  brick  and  plaster  sur- 
faces, both  interior  and  exterior.  It  is  a  durable,  waterproof 
and  artistic  treatment,  always  ready  for  use  and  a  very  quick 
and  hard  drier.  For  cement  floors  it  is  particularly  recom- 
mended, it  filling  all  the  pores  in  the  cement  and  forming  a 
solid  bond. 

Page  Wire  Fence  Co.,  Walkerville,  are  introducing  wire 
baskets  in  three  difl'erent  sizes,  half  bushel,  one  bushel  and  one 
and  one-half  bushel.  They  can  be  used  in  many  ways,  on  the 
lawn,  for  carrying  grass  clippings,  in  the  garden  for  washing 
vegetables  and  general  carrying;  in  the  factory  for  handling 
small  parts,  on  the  docks,  for  handling  fish.  For  the  latter 
purpose,  they  are  absolutely  without  equal,  as  they  are  easily 
cleaned  and  are  absolutely  rust  proof.  They  are  made  from 
one  piece  of  double  crimped  hard  steel  wire  cloth,  about  7-8 
inch  mesh.  It  is  clinched  on  a  heavy  frame  and  very  strongly 
braced. 


Ball  Bearing'  Jack. 


Midfeet  Food  Cutter 


Duff  Mfg.  Co.,  Pittsburg,  Pa.,  are  introducing  two  new 
journal  jacks,  known  as  Nos.  52  and  53  Duff  Improved  Ball 
Bearing  Journal  Jack.  These  are  improved  types  for  the  rapid 
and  convenient  removal  or  replacement  of  journal  brasses  in 
freight  cars,  passenger  and  pullnian  coaches  and  for  general 
railway  service,  where  short,  light  and  powerful  jacks  are  re- 
quired. Thoy  ]irovide  a  positive  stop,  which  absolutely  pre- 
vents running  the  lifting  bar  too  far  out  of  the  jack.  Thoy 


are  easy  to  operate,  and  no  expense  has  been  spared  to  make 
them  the  highest  grade  journal  jack  on  the  market.  They  are 
very  light  and  can  be  easily  transported.  When  placed  under 
the  work,  they  raise  the  load  on  the  downward  movement  of 
the  lever — the  most  convenient  stroke. 

Theodore  J.  Ely  Mfg.  Company,  Girard,  Pa.,  has  put  on 
the  market  mop  holder  No.  22,  here  partially  shown.  It  is  in- 
tended to  hold  floor  mops  for  dusting  and  polishing  hardwood 
and  parquetry  floors.  The  holder  is  both  light  and  strong,  and 
by  means  of  it  there  is  no  necessity  for  the  user  to  kneel  or 
stoop  as  when  using  a  cloth. 


I  i 


Aluminum  Cc>ffce  Percolator, 


Mop  Holder 


Landers,  Frary  &  Clark,  New  Britain,  Conn.,  are  intro- 
ducing a  new  aluminum  coft'ee  percolator,  No.  476,  which  dif- 
fers from  all  other  pots  in  that  it  begins  to  pump  as  soon  as 
the  heat  is  applied  to  the  foot  and  completes  the  percolation 
before  the  water  boils.  When  heat  is  applied  to  the  foot  of 
the  pot  the  water  is  luke-warm,  but  it  quickly  increases  in 
temperature  as  the  pumping  process  is  going  on,  and  is  forced 
up  through  the  tube  and  falls  on  the  spreader  plate  and  it  is 
evenly  distributed  over  the  coft'ee,  from  which  it  percolates 
down  to  the  pot  again.  This  pumping  continued  until  the 
water  reaches  the  boiling  point  when  water  and  steam  to- 
gether come  up  through  the  tube.  The  coffee  is  then  ready  to 
serve.  Leaflets  describing  the  percolator  are  supplied  to 
dealers  bearing  local  merchant 's  imprint. 

Goodell  Company,  Antrim,  N.H.,  are  introducing  the 
Midget  food  chopper,  a  small  sized  machine,  which  cuts  from 
3-8  of  an  inch  to  2  inches.  It  is  simple  and  durable  in  con- 
struction, has  no  gears  or  springs  and  is  made  entirely  of  iron 
and  steel,  being  cleaned  by  pouring  boiling  water  into  the 
hopper. 

American  Woodenware  Mfg.  Co.,  Toledo,  Ohio,  are  in- 
troducing a  plant  and  tree  tub,  made  of  quarter  white  oak, 
trimmed  with  brass  hoops  and  made  in  seven  difl'erent  sizes, 
from  6  to  14  inches  in  depth.  Another  line  which  they  manu- 
facture is  the  American  Plant  Tubs,  made  from  everlasting  red 
cedar.  The  tubs  are  well  finished  and  made  in  eight  sizes, 
from  11  1-2  to  23  3-4  inches  in  depth. 

David.  Maxwell  &  Sons,  St.  Marys,  are  introducing  a  line 
of  food  choppers,  which,  before  placing  on  the  market  they 
have  tested  thoroughly  in  order  to  make  certain  that  the  line 
will  be  satisfactory  and  a  credit  to  the  Maxwell  Company. 
The  food  cutter  is  designed  to  cut  or  mince  any  size,  they 
being  made  with  a  fine  finish  and  of  super-quality  of  material. 
Canadian  hardware  men  will  be  pleased  to  have  an  oppor- 
tunity to  push  the  sale  of  a  Canadian  made  food  cutter. 

Miller  Lock  Co.,  Philadelphia,  are  introducing  a  keyless 
padlock,  which  can  be  opened  in  the  dark  without  a  key,  as  it  is 
designed  on  the  same  line  as  the  keyless  chest  lock,  made  by 
the  same  compan}',  for  use  in  ^lost  office  boxes,  steel  lockers, 
etc. 

Keystone  Farm  Machine  Co.,  York,  Pa.,  are  offering  a  new 
line  of  stcoring  sleds  known  as  the  Ice  King. 

N.  R.  Streeter  &  Co.,  Eochester,  N.Y.,  are  ])utting  on  the 
market  the  Streeter  French  Fry  Potato  Slieer,  for  cutting  raw 
potatoes  into  fingers  1-2  inch  square.  The  machine  has  ten 
knives  and  weighs  35  lbs. 
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COLLECTING  BY  BANK  DRAFT. 
By  F.  J.  Cragg,  Halifax,  N.S. 

The  collection  of  accounts  by  bank  draft  is  not,  evidently, 
as  well  understood  in  the  States  as  it  is  in  Canada.  This  as- 
sumjitiou  is  evidenced  by  the  frequent  apologetic  letters  we  re- 
ceive preceding  the  issuance  of  a  draft.  To  the  ordinary 
Canadian  mind  this  apology  is  not  necessary;  if  that  which  the 
draft  is  made  for  is  due  according  to  the  terms  of  the  seller  or 
by  agreement  with  the  purchaser,  the  buyer  feels  that  he  must 
strain  a  point  to  pay  a  draft  when  it  is  presented;  besides  t'/iis, 
bankers  look  upon  merchants  who  accejjt  and  pay  their  drafts 
))romptly  more  favorably  than  they  do  upon  those  who  ev.,  le 
or  postpone  such  ])ayments.    Why  should  this  not  be  the  cab.  ? 

The  banker  receives  all  drafts  presented  to  him  for  collec- 
tion and  immediately  transfers  the  amount  thereof  to  the  credit 
of  the  customer's  account,  that  is,  of  course,  if  the  bank  *as 
confidence  enough  to  extend  to  the  depositor  of  such  drafts  a 
credit  equaling  his  amount,  and  the  merchant  or  manufacturer 
can  draw  against  this  credit  the  same  as  if  he  had  deposited  a 
similar  amount  in  cash.  Sliould  any  of  these  drafts  be  returned 
unjiaid,  of  course,  the  inercliant  has  to  iiiunodiately  make  pay- 
ment to  the  bank. 

To  summarize,  tlie  advantages  of  the  system  are:  It  en- 
ables the  borrower  to  get  his  money  on  fairly  good  collateral 
security  quickly;  it  places  the  collection  of  accounts  in  the 
hands  of  the  bank,  which  can  do  it  in  a  more  thorough  and 
businesslike  way  than  even  the  merchant;  it  places  money  in  his 
hands  at  the  very  time  he  wants  it,  and,  as  far  as  the  cus- 
tomer is  concerned,  he  need  not  give  the  same  attention  to  the 
paying  of  his  accounts  as  he  otherwise  would  have  to  do  to 
obtain  his  cash  discounts  and  retain  his  good  credit,  depending 
u])on  being  drawn  on  to  settle  them. 

Now,  why  should  a  man  who  is  inclined  to  pay  his  accounts 
|)romptly  object  to  a  system  of  this  kind.^  Most  men  in  busi- 
ness carrying  large  stocks  and  many  credit  accounts  constantly 
require  all  the  money  that  is  due  them ;  every  merchant  knows 
that  although  he  may  have  thousands  of  dollars  of  good  credit 
accounts  on  his  books,  if  he  wants  to  get  hundreds  he  cannot 
get  them  without  having  to  go  down  on  his  marrowbones  to 
some  one  who  should  be  under  a  eomjjliment  to  him. 

We  are  not  claiming  that  the  collection  of  accounts  by 
draft,  or  the  accejiting  of  all  drafts  made,  is  going  to  remedy 
all  the  difliculties  in  connection  with  business  or  even  with  its 
credit  side,  but  we  do  claim  that  there  is  ;-.  quid  pro  quo  or 
"reciprocity"  between  the  buyer  and  the  seller,  which  is  well 
worthy  the  consideration  of  those  who'  have  to  do  with  the 
collection  of  accounts. 


IT  PAYS  TO  KEEP  THINGS  IN  ORDER. 

To  keep  a  good  store  doesn't  mean  to  keep  neither  a  parlor 
display  or  a  Junk  shop — the  one  is  as  bad  as  the  other.  To 
have  bargains  that  shall  attract  a  great  number  of  people  does 
not  mean  that  the  market  shall  be  scoured  for  stuff  that  some- 
body else  doesn't  want  aifd  won't  buy,  but  which  can  be  pur- 
chased at  a  very  low  price  and  laid  out  to  sell  at  an  accord- 
ingly low  figure.  All  bargains  do  not  come  in  mussed  pack- 
ages and  tumbled  assortments,  and  the  store  that  gains  its 
bargains  from  such  sources  only  is  a  veritable  junk  shop. 

The  general  public  is  not  attracted  so  much  by  a  pile  of 
stuff  that  looks  like  an  emptied-out  grab  bag  as  it  may  be  at- 
tracted by  a  quantity  of  stuff  that  is  clean  and  merchantable 
and  still  has  been  ))laced  on  sale  at  a  low  price.  The  retailer 
who  bu.ys  job  lots  of  merchandise  that  comes  in  damaged  car- 


tons, iiiidi  T  lii  iii.cii  and  torn  wrappei  .-,  oi  o,  ss  i>r  Liii.ii^litly, 
can  make  more  profit  and  swifter  sale  if  he  will  put  it  in  order 
before  placing  it  before  customers.  Maybe  a  woman  will  buy 
a  job  lot  of  mussy  merchandise  on  account  of  its  [irice,  but  if 
that  merchandise  be  put  in  presentable  condition  for  any  sort 
of  inspection,  there  will  be  two  women  to  buy  from  it  instead 
of  one. 

The  man  who  buys  more  than  he  can  reasonably  use  because 
it  appears  to  be  cheap,  does  himself  damage.  lie  might  be 
safer  to  buy  from  regular  lines  and  only  such  amounts  as  he 
could  use.  It  is  good  merchandising  to  be  able  to  refuse 
something  that  can  not  be  readily  used  as  to  be  able  to  select 
only  what  can  be  easily  disposed  of.  The  man  who  buys  a  job 
lot  of  hosiery,  for  instance,  does  himself  a  favor  by  seeing  that 
hosiery  put  into  good  selling  condition  before  it  is  offered  to  his 
customers.  A  job  lot  of  goods  carefully  assorted  and  graded 
may  do  a  store  some  good,  while  the  same  lot  of  stuff  put  into 
a  miscellaneous  heap  compels  the  judgment  that  the  store  is 
really  more  than  a  pretentious  junk  shop,  and  people  expect  to 
buy  accordingly.  It  is  easy  to  put  things  in  order;  it  is  also 
jirofltable.    Why  not  do  it? 


STARTING  A  CASH  BUSINESS. 

The  following  draft  of  a  letter  to  be  used  by  a  retail  firm 
commencing  to  do  a  cash  business,  is  submitted  to  readers  of 
the  Journal  by  "F.  W.  S.  D.,"  one  of  the  traveler  members  of 
the  Ontario  Retail  Hardware  and  Stove  Dealers'  Association, 
who  has  on  many  occasions  shown  his  interst  in  the  welfare  of 
the  i-etail  trade. 

Letter  to  Retail  Customers. 

.lolm  Smith,  Smith ville: 

Dear  Sir, — ^The  old  adage  that  "money  makes  the  mare 
go,"  is  still  applicable  in  these  days,  and  for  this  reason  we 
are  starting  out  to  do  a  strictly  cash  business.  In  this  way  we 
will  cut  out  the  occasional  loss  of  a  credit  account,  and  the  ex- 
pense of  bookkeeping,  and  thus  be  able  to  quote  considerably 
lower  prices  on  the  general  run  of  goods,  in  fact  we  purpose 
meeting  prices  of  catalogue  houses,  as  they  get  the  credit  of 
selling  cheaper  merely  because  they  sell  for  cash. 

Let  us  point  out  here  the  advantages  we  will  be  offering 
you.  In  the  first  place  you  see  the  goods  before  you  buy,  and 
you  get  exactly  what  you  buy.  In  the  second  place  you  do  not 
have  to  send  your  money  away  before  you  get  the  goods,  you 
save  the  trouble  of  writing  letters,  and  save  paying  postage, 
commission  on  money  orders  or  bank  cheques,  you  save  express 
or  freight  charges. 

Where  you  buy  from  catalogue  houses  you  must  send  your 
' '  money  with  the  order,  ' '  and  they  do  not  buy  your  produce. 
We  will  take  anything  you  have  for  sale  at  highest  market 
value,  the  same  as  cash,  or  in  trade. 

We  do  not  exj>ect  to  own  automobiles  or  magnificent 
l)leasure  yachts,  nor  palatial  residences  to  live  in,  nor  will  we 
be  able  to  spend  thousands  of  dollars  in  advertising.  These 
things  the  projtrietors  of  mail  order  houses  can  do,  and  their 
customers  pay  for  them. 

Give  us  an  o]ii>ortunity  of  showing  you  that  we  can  and 
will  do  all  we  claim.  By  selling  for  cash,  we  will  be  able  to 
buy  very  close,  and  take  advantage  of  all  cash  discounts. 

Everybody  knows  the  best  goods  at  moderate  prices  are  the 
cheapest.  It  has  always  been  our  aim  to  handle  the  best  and 
most  serviceable  goods.  Our  motto  is  "Best  Goods  at  Lowest 
Possible  Prices,"  quality  being  the  first  consideration. 

Sincerely  yours, 
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Business  Methods  that  Win  Success 

Some  of  the  out-of-the-ordinary  plans  adopted 
by  retailers  to  bring  trade  to  their  stores. 


MANAGING  A  RETAIL  HARDWARE  STORE. 
By  W.  J.  Illsey. 

An  immense  subject  this  surely,  but  not  an  overly  hard 
proposition  provided  the  manager  is  a  man  who  knows  men 
and  hardware.  The  first  knowledge,  that  of  knowing  men,  is 
very  likely  the  hardest  to  gain.  It  takes  long  years  and  strict 
observance  of  every-day  business  li  e  to  learn  how  to  get  all 
that  you  should  get  out  of  your  employees. 

First  of  all  be  honest  with  your  men  always.  Gain  their 
confidence  and  they  will  do  more  for  you.  Know  them  in 
more  ways  than  merely  as  your  paid  helpers.  Find  out  their 
tastes,  how  they  spend  their  evenings  and  holidays,  and  you 
will  be  better  able  to  know  whether  you  can  work  together 
successfully  or  not. 

Have  every  man  feel  that  in  you  he  has  a  friend  to  whom 
he  can  come  and  discuss  freely  whatever  troubles  or  suggestions 
he  may  have.  Also  have  every  man  know  that  you  are 
manager.  Not  in  a  "bulldozer"  way,  but  in  a  firm,  respect- 
demanding  way.  Also  when  you  have  anything  to  say  to  your 
men  go  to  them  and  tell  them  at  once  what  you  know,  and 
put  them  on  their  honor  as  to  whether  they  are  doing  right 
or  not.  A  feelirig  of  business  affection  (which  is  closely  allied 
to  every  day  common  affection)  does  more  to  help  business 
along  among  employer  and  employee  than  all  the  rest  of  ways 
combined. 

The  second  knowledge  necessary  is  that  you,  as  manager, 
must  know  your  goods  and  stock  thoroughly.  Not  in  a  minute 
manner,  but  in  a  general  way,  so  that  you  can  give  reliable 
information  to  your  customer  any  time  he  asks  it.  Have  your 
clerks  always  keep  the  stocks  complete  so  far  as  possible. 
Nothing  hurts  your  business  more  than  to  have  j)eople  come 
looking  for  goods  at  your  business  place  and  you  cannot 
su])ply  them. 

The  successful  hardware  manager  must  read  all  good  re- 
liable news  regarding  hardware  business  methods  and  goods. 
Watch  and  be  posted  on  all  new  lines,  and  whenever  a  good 
thing  presents  itself  through  the  columns  of  the  trade  paper 
stock  it. 

The  quantity  of  stocks  to  carry  depends  upon  the  dis- 
trict and  buj'ing  qualities  of  your  community. 

Give  attention  to  every  detail  of  your  business  through 
your  subordinates,  such  as  the  keeping  in  proper,  cleanly 
condition  of  all  stock,  the  best  displays  in  your  windows,  the 
;ul\ ertising  and  publicity  of  your  concern  and  the  delivery  of 
all  ji'oods  sold. 

Make  each  man  feel  that  he  is  just  as  responsible  for  the 
business'  success  as  you,  and  that  it  cannot  succeed  if  all  do 
not  work  together.  Pay  your  men  their  pro]  er  wage  always. 
If  they  come  to  you  saying  they  are  not  being  paid  sufficient, 
and  you  consider  differently,  tell  them  so  and  why.  Many 
goDil  men  have  been  made  by  a  friendly  chat  of  this  kind, 
u  hii  li  lets  him  know  how  you  view  his  services.  Possibly  he 
will  lint  think  as  you  do,  but  you  have  doiio  liiin  a  service,  and 
it'  lie  quits  vdu  are  not  to  blame. 

Follow  the  (; olden  Rule:  "Do  unto  others  as  you  would 
that  they  shnuM  do  unto  you." 


MANUFACTURERS'  CIRCULARS  SELL  GOODS. 

"One  of  the  best  advertisements  we  have,"  writes  W.  G. 
I'ow,  of  Pow  &  Wilcox,  Tillsonburg,  "and  with  no  expense, 
is  in  plai  iiiL'  in  every  envelope  that  leaves  our  office  addressed 
to  (ini.  of  our  customers,  a  small  circular  (envelope  size)  of  a 
K.  K.  safety  razor.  It  is  surprising  tiie  number  of  people  who 
either  bring  back  these  circulars  and  ask  to  see  the  goods,  or 
ask  to  see  the  razor  you  sent  them  a  circular  about.    In  this 


way  the  sale  is  half  made,  for  if  the  goods  are  right  and  you 
have  confidence  in  them,  it  is  a  pleasure  to  show  and  sell 
them. 

"There  are  many  lines  a  person  can  advertise  in  this  way, 
such  as  a  washing  machine,  a  brand  of  roofing,  or  some  article 
you  know  is  right  and  that  you  can  make  a  profit  on. 

' '  Many  retail  men  consign  such  circulars  received  from 
jobbers  or  manufacturers  to  the  waste  paper  basket,  because 
they  think  it  too  much  trouble  to  enclose  them.  It  is  our  ex- 
perience, however,  that  this  simple  method  of  advertising  costs 
nothing,  and  if  closely  watched  will  yield  a  nice  profit." 


BROCKVILLE  MERCHANT  FEATURES  WALL  PAPER. 

E.  H.  Smart,  Brockville,  who  some  time  ago  closed  up 
one  of  the  entrances  into  his  double  store,  has  his  doorway  on 
the  hardware  side  of  the  store,  and  uses  the  roomy  front  corner 
on  the  housefurnishings  side  as  a  sales  room  for  wall  paper, 
lighting  fixtures,  brass  and  copper  wares,  etc.  All  of  these 
lines  carry  a  good  margin  of  profit  and  the  convenience  and 
seclusion  of  the  housefurnishings  department  help  in  making 
many  sales.  The  stock  of  wall  paper  is  kept  upstairs,  while 
racks  and  tables  are  used  to  show  the  sample  books  to  cus- 
tomers. 


INSPIRES  CONFIDENCE  IN  CLERKS. 

Mr.  White,  of  the  Collingwood  Hardware  Co.,  Collingwood, 
Ont.,  is  one  of  those  broad-minded  men  who  wins  the  con- 
fidence of  his  store  staff  by  making  them  feel  that  they  are 
factors  in  the  business. 

A  specialty  salesman  called  at  the  Collingwood  store  a 
couple  of  weeks  after  the  Peterboro  convention  and  com- 
menced to  introduce  his  line.  "Boys,  what  do  you  think  of 
these?"  said  the  store  manager,  calling  the  various  members 
of  the  staff  who  were  disengaged.  And  "the  boys  "were  made 
to  feel  that  they  helped  in  the  buying. 

The  good  i^ractice  is  followed  also  of  having  the  sales- 
man give  "the  boys','  a  talk  on  how  the  goods  can  be  sold, 
how  they  are  manufactured,  etc.,  thus  enabling  the  store  sales- 
men to  impart  knowledge  to  customers  when  sales  are  made. 


SELLING  HARDWARE  FROM  A  TENT. 

In  the  July  issue  of  the  Journal  reference  was  made  to 
the  destruction  of  Franch  A.  Child's  new  store  at  Cochrane, 
Ont.,  in  the  big  forest  fire  which  swept  Ontario's  most  north- 
erly town  on  July  12.  Mr.  Child  immediately  had  several  ear 
loads  of  hardware  and  builders '  supplies  shipped  to  him  at 
Cochrane,  and  on  Monday,  July  17,  was  doing  business  in  tents 
in  the  burned  town. 

A   view   of  Mr.   Child 's   temporary   quarters     is  shown. 


shovels  and  other  articles  being  seen  at  the  entrance  to  the 
tent,  while  iron  pipe,  etc.,  is  stocked  outside  in  a  clearing 
between  ])iles  of  debris  left  by  the  fire. 

Mr.  Child  plans  to  erect  one  of  the  best  hardware  stores 
in  Northern  Ontario,  but  in  the  meantime  will  be  forced  to  do 
business  under  difficulties  in  the  temporary  quarters.  In  his 
three  stores  at  Cochrane,  Matheson  and  Kelso,  he  is  turning 
over  close  to  $100,000  per  year. 
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TURNING  THE  TRICK  BY  COMPARISON. 
By  Josiah  Crabtree. 

Jim  llatkins  had  settled  in  Mud  Kidge  and  started  a  bran 
new  hardware  store,  lie  had  purchased  a  new  outfit  through- 
out, counters,  silent  salesmen,  etc.,  and  the  front  was  adorned 
with  two  elegant  plate  glass  windows  in  which  he  changed  the 
display  every  week,  after  the  most  a])proved  fashion,  making 
the  lay  out  look  as  ' '  temptin ' '  as  ])ossible.  The  shelves  of 
the  stove  were  stocked  with  first  class  goods  only,  for  he  in- 
tended to  make  a  name  for  himself  as  a  dealer  in  the  best. 

In  a  former  place,  Jim  had  been  accounted  a  good  sales- 
man, lie  was  neat  and  pleasing  in  appearance  and  a  good 
talker,  omitting  a  few  of  the  telling  points  in  the  article  that 
he  happened  to  be  selling.  In  spite  of  all  these  favorable 
symptoms  trade  at  his  store  was  at  a  standstill  and  his  com- 
petitors were  getting  by  with  the  sales  and  putting  it  all  over  on 
Jim,  who  was,  in  consequence,  somewhat  blue  in  his  "noodle." 

He  couldn't  figure  out  just  why  so  many  people  went  out 
of  the  place  without  purchasing,  after  he  had  showed  the  goods 
and  done  his  level  best  to  make  a  sale.  "Yes,  that  seems  all 
right,"  they  would  say;  "but  I  believe  that  I'll  not  buy  to- 
day.   I  '11  look  farther. ' ' 

You  have  all  listened  to  that  tune  and  know  that  it 
generally  means  that  the  customer  will  go  somewhere  else  and 
buy  the  same  article  at  a  reduced  price.  Jim  talked  his  head 
off  against  cheap  goods  and  the  mail  order  houses,  but  it 
didn 't  do  one  bit  of  goj^d.  The  customers  continued  to  go 
elsewhere  just  the  same  as  they  had  been  doing  previously, 
and  the  sales  were  practically  nothing. 

At  last  Jim  got  desperate.  Unless'  something  was  done, 
and  right  speedily  at  that,  he  stood  to  make  a  complete  failure 
in  his  venture,  and  the  prospect  lay  before  him  of  many  long 
years  of  clerkship,  provided  even  he  could  get  his  old  job  back 
again.  So  he  walked  out  of  the  store  one  morning  determined 
to  get  at  the  secret  of  his  lack  of  success,  if  he  could.  He 
went  down  to  the  station  and  viewed  the  pile  of  freight  that 
lay  there  from  some  of  the  mail  order  houses  hundreds  of 
miles  away.  He  looked  into  one  of  the  show  windows  of  his 
competitors.  There  he  observed  some  goods  that  were  marked 
at  least  40  per  cent,  below  what  he  was  selling  the  same  articles 
for. 

One  of  the  wash  boilers  had  a  handle  on  crooked  and  the 
rim  of  the  cover  was  also  started.  The  boiler  had  a  dent  in  it 
and  it  looked  as  if  the  seams  were  poorly  pressed  together. 
Jim  continued  to  look  into  the  window.  An  idea  was  beginning 
to  form  in  his  mind.  He  saw  that  a  line  of  enameled  goods, 
marked  for  less  than  he  sold  them  xor,  were  coated  very  thinly, 
and  in  some  places  the  enamel  was  cracked  off  a  little.  The 
idea  now  came  to  him  and  he  returned  to  his  store  to  work 
out  the  details  to  his  satisfaction.  He  figured  that  mere  talking 
had  failed  to  convince  the  customers  of  the  mistake  in  buying 
cheap  goods,  so  he  must  make  the  argument  stronger  by  an 
actual  demonstration  and  a  visible  comparison  of  both  lines 
of  good-s  in  question. 

All  his  goods  wore  high  jiriced,  in  their  respective  line. 
He  did  not  have  a  low  grade  article  to  use  as  a  reference.  So 
he  went  back  to  the  desk  and  wrote  out  an  order  for  a  small 
line  of  the  very  cheapest  boilers,  kettles,  pails  and  various 
other  articles  and  sent  it  in  with  a  special  delivery  >.tamp  rn 
it.    In  due  tiiiie  the  goods  arrived. 

He  now  had  in  his  possession  something  to  measure  values 
with,  instead  of  merely  talking  prices. 

The  first  customer  that  happened  to  come  into  the  Rto'P, 
after  he  had  arranged  his  cheap  goods  where  they  were  handy 
to  reach,  was  an  old  washer  woman,  who  wanted  k  wash  boiler 
"Right  this  way,  Madam,"  said  Jim. 


"Now  here  we  have  our  regular  line  of  wa.-ih  boilers  which 
we  can  guarantee.  There  are  none  better  in  the  market,  and 
if  one  gives  out  in  two  years  you  bring  it  back  and  get  an- 
other. ' ' 

"What's  the  price?"  inquired  the  lady  of  the  tubs. 
"$2.00,"  replied  Jim. 

"Too much,  T  can  buy  one  for  less  than  half  of  that  price," 
answered  she. 

"Sure  you  can,"  answered  Jim.  "We  have  them  too, 
but  I  thought  that  you  wanted  a  good  article  and  one  that  we 
could  stand  back  of.  Here  is  one  that  you  can  have  for  seventy- 
five  cents,  but  you  must  take  your  own  chances  on  it,  for  it 
really  is  not  worth  taking  home.  If  it  leaks  on  you,  or  the 
handles  come  off,  that's  your  look  out,  not  ours.  It's  the 
lowest  priced  boiler  in  town. ' ' 

"I  want  me  biler  to  be  a  good  one  and  not  give  out," 
said  the  customer,"  and  if  you'll  make  good  the  repairs  for 
two  years  as  you  say,  I'll  take  the  $2.00  one." 

Pretty  soon  after  that  the  janitor  of  the  schoolhouse  came 
in  and  wanted  to  buy  a  pocket  knife.  "Here  is  one  that's  all 
right  for  $1.50,"  said  Jim.  (He  made  it  a  point  to  show  the 
reliable  articles  first  and  to  mention  the  price  at  the  same 
time. 

"Don't  want  it,"  reijlied  the  janitor,  "it's  too  good  for 
my  business." 

"All  right,  then,  here  is  one  that  I  can  let  you  have  for 
forty-nine  cents,"  said  Jim.  "Nothing  like  it  in  town.  Just 
try  the  two  knives  on  this  piece  of  hard  wood."  The  janitor 
took  the  $1.50  knife  without  further  remarks. 

Not  long  after  a  lady  who  kept  a  boarding  house  entered 
the  store  and  wanted  to  look  at  some  kitchen  ware.  Jim  was 
pleased  to  show  her  a  very  fine  line,  BUT  (as  ever  before)  the 
]>rice  asked  was  too  much.  He  at  once  switched  to  the  low 
priced  articles,  which  he  trotted  out  for  her  inspection,  with 
the  result  that  you  could  not  have  made  her  a  present  of  the 
cheap  set.  Thus  it  went  all  day  long.  Jim  did  not  lose  a 
single  customer  and  none  went  away  unsatisfied. 

It  turned  out  better  than  that,  for  the  washerwoman  came 
back  the  next  week  and  bought'  a  clothes  wringer,  the  janitor 
came  for  several  galvanized  pails,  and  the  boarding  house  lady 
purchased  a  carpet  sweeper.  .lim  had  found  that  visible  com- 
parison just  beat  the  boots  off  all  the  talking  that  he  had 
been  able  to  do  against  cheap  goods.  Let  the  customer  see 
for  himself  (or  herself)  just  what  the  cheap  article  looked 
like  when  it  was  stacked  uj)  against  the  better  goods,  and  the 
customer  took  the  first  class  goods  in  99  cases  out  of  100.  No- 
body wants  to  get  "skinned,"  but  they  fail  to  make  the  dis- 
tinction in  values  unless  it  is  actually  brought  to  their  notice 
on  the  spot. 

When  they  got  the  idea  that  they  were  paying  out  some- 
thing for  practically  nothing  (if  they  purchased  the  cheap 
article)  they  shied  every  time,  with  the  result  that  Jim's  sales 
began  to  mount  up,  and  in  less  than  three  months  his  trade 
was  established. 


ERROR  IN  ADVERTISEMENT. 

In  the  advertisement  of  the  Canadian  Heating  and  Ven- 
tilating Co.,  Owen  Soimd,  in  this  issue,  the  name  of  M.  C. 
Drew  &  Son,  Vancouver,  should  appear  as  representatives  in 
that  city,  instead  of  the  Atkins  Company,  and  the  "Empire 
Oak"  should  read  as  being  made  in  four  sizes  instead  of  four- 
teen. These  mistakes,  while  of  minor  importance,  draw  at- 
tention to  the  company's  announcement  of  two  of  their  lead- 
ing sellers. 
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CHANGES  IN  THE  McCLAKY  GO'S  STAFF. 

Ill  cousequoiiee  of  the  retirement  of  T.  W.  King  from  tlie 
McCIary  Manufacturing  Company,  Limited,  London,  M.  F. 
Irwin  has  been  appointed  foundry  manager.     He  will  be  as- 


A.  M.  SMITH 
Sales  Manager,  McClary  Mfg.  Co. 

sisted  by  Messrs.  John  Walton,  superintendent,  and  Thomas 
E.  Taylor,  assistant  superintendent.  For  the  present  A.  M. 
Smith,  local  sales  manager,  will  assume  the  dvities  of  general 
sales  manager. 


COPP  STOVE  WORKS  CHANGE  HANDS. 

Fort  William,  Ont.,  has  authorized  a  by-law  authorizing 
the  city  council  to  guarantee  the  bonds  of  W.  J.  Copp,  Son  & 
Co.,  stove  manufacturers,  for  twenty  years.  The  bonds  are 
for  $150,000  and  bear  interest  at  the  rate  of  4%  per  cent. 

The  Copp  Company  was  established  in  Fort  William  about 
ten  years  ago,  but  its  control  is  passing  into  new  hands,  headed 
by  F.  W.  King,  formerly  foundry  manager  of  the  McClary 
Manufacturing  Company,  Limited,  London,  and  Mr.  J.  A.  Kil- 
patrick,  general  manager  of  the  Canada  Iron  Corporation. 

Mr.  Harold  Copp,  who  has  disposed  of  his  interest  in  the 
Company,  will,  it  is  expected,  take  a  rest  for  the  present, 
which,  after  twenty-eight  years  of  strenuous  business  life,  he 
has  certainly  earned. 

The  foundation  of  the  Copp  business  was  carefully  laid 
and  since  its  inception,  the  Company  has  never  been  able 
to  meet  the  demand.  Under  the  new  management  and  addi- 
tional capital,  material  expansion  in  the  business  may  be  ex- 
pected, particularly  as  the  stoves  and  ranges  manufactured 
by  the  Company  are  all  of  a  type  to  meet  the  needs  of  the 
country. 


THE  LATE  S.  O.  GREENING. 

There  was  general  regret  among  the  hardware  trade  of 
Canada  when  the  death  was  announced  the  other  day  of  Mr. 
S.  {).  Greening,  head  of  the  B.  Greening  Wire  Company, 
Limited,  Hamilton.  He  was  practically  associated  with  the 
business  all  his  life,  and  since  the  death  of  his  father  in 
LS77,  he  was  head  of  the  firm.  Since  the  company's  in- 
rorjioration  in  1S99  he  was  its  president. 

Naturally,  during  the  many  years  he  was  connected  wi^h 
tlie  business,  he  formed  many  acquaintances  with  the  hard- 
ware and  allied  trades,  but  it  was  not  merely  the  years  he 
was  connected  with  the  business  that  gave  him  the  standing 
he  had.  His  personality  was  an  important  factor.  He  was 
kind  and  sym])nthetic  and  was  to  all  intents  and  ])urposes  "a 
gentleman  of  the  old  school." 

Tliu  business  in  llaniiltdn,  which  has  become  so  well  and 


favorably  known  in  Canada,  really  had  its  origin  in  England, 
the  late  Mr.  S.  O.  Greening  coming  to  Canada  with  his  father 
in  1856.  The  original  business  was  founded  by  the  grand- 
father of  the  late  S.  O.  Greening.  He  was  thus  the  third 
generation  in  consecutive  order  to  be  executive  head  of  the 
company. 

While  a  meeting  of  the  d.rectors  has  not  yet  been  held  to 
appoint  his  successor,  it  is  understood  that  the  choice  will  fall 
upon  his  son,  Mr.  H.  B.  Greening,  the  managing  director,  thus 
making  a  Greening  of  the  fourth  generation  the  fourth  head 
of  the  company,  rather  a  unique  experience.  And  what  is 
also  unique  is  that  he  will  assume  his  duties  at  the  same  age 
as  his  father  did,  namely,  31.  Like  his  father  before  him,  he 
is  a  man  of  practical  experience,  and  for  some  time  has  had 
charge  of  the  financial  end  of  the  business. 


THE  STOVEPIPE  SEASON. 

The  time  has  come  for  stovepipes,  and  all  the  genial  wits 
will  get  off  things  so  funny  we'll  laugh  till  we  have  fits.  The 
sad  and  wearj'  liusband  is  pictured  on  a  chair,  with  soot  upon 
his  forehead,  while  cusswords  fill  the  air.  The  worn  and 
stricken  housewife  is  giving  good  advice,  the  while  her  hus- 
band begs  her  to  place  her  head  on  ice.  You've  read  the  old. 
Old  story  in  fifty  comic  sheets;  each  budding  jester  springs  it 
each  autumn,  and  repeats,  'Tis  but  a  weary  fable;  it  is  not 
true  to  life;  the  stovepipe  job  rejoices  your  uncle  and  his  wife. 
It  is  a  glad  occasion,  a  festal  day  of  glee,  when  all  the  happy 
neighbors  and  friends  come  m  to  see.  Your  uncle  takes  a 
stovepipe  and  sticks  it  in  the  hole,  and  sings  a  cheery  rondeau 
that  captivates  the  soul.  He  fusses  with  the  damper  and 
monkeys  with  the  wire,  and  all  the  time  he's  singing  and 
twanging  on  his  lyre.  He  tinkers  ^ith  the  elbows,  he  fiddles 
with  the  stove,  and  chants  of  valiant  lovers  who  found  their 
Treasure  Trove.  Alas,  such  joys  are  fleeting!  The  pipes  are 
soon  in  ]ilace,  and  if  a  trace  of  sorrow  is  on  your  uncle's  face, 
and  if  a-down  his  whiskers  there  rolls  a  vagrant  tear,  it's  'cause 
the  stovepipe  season  don't  last  throughout  the  year! — Walt 
Mason. 


FINE  TOOL  WINDOW  AT  HAMILTON. 

The  Mills  Hardware  Co.,  Hamilton,  who  have  two  large 
windows  in  their  store  front,  divide  the  windows  into  four 
sections,  and  are  thus  able  to  make  displays  of  practically 
all  seasonable  lines  of  goods  which  they  handle. 

One  of  their  window  trims  last  month,  for  instance,  was 
of  mechanics '  tools,  the  other  displays  being  of  lawn  mowers, 
refrigerators  and  other  summer  goods  which  were  being  cleared 
out,  and  of  cutlery,  silverware,  and  similar  household  lines.  The 
tool  window  is  reproduced  in  the  engraving  on  page  60.  At- 
kins Silver  Steel  hand  saws,  Yankee  Tools,  Victor  Wrenches, 
and  Starratt 's  Hack  Saws,  being  some  of  the  leading  lines 
shown.  Other  articles  exhibited  included  levels,  squares,  rules, 
files,  chisels,  and  a  showing  of  some  fine  front  door  sets  of 
builders'  hardware  on  the  pyramid  in  the  centre  of  the  window. 

The  display  is  particularly  well  arranged,  advantage  being 
taken  of  the  side  and  back  of  the  window  to  display  goods  in 
a  very  attractive  manner,  while  the  arrangement  of  the  vario-s 
articles  on  the  pyramid  and  in  the  base  of  the  window  was 
equally  commendable.  It  will  be  noted  that  small  window 
tickets  are  shown  on  many  of  the  articles  displayed.  These 
window  tickets  are  printed  in  large  quantities,  the  amount 
being  left  blank,  the  figures  being  stencilled  in  large  letters 
by  A.  Ray  Burrows,  the  clerk  in  charge  of  the  window  trim- 
ming. 

To  facilitate  easy  handling  Mr.  Burrows  has  constructed  a 
cabinet  in  which  price  tickets  are  filed  away  in  compartments 
arranged  to  receive  cards,  prices  from  5e.  upward.  Then,  when 
Mr.  Burrows  is  completing  arrangements  of  a  window  trim,  the 
clerk  assisting  him  is  asked  for  a  level  and  for  a  $1.75  price 
card,  and  so  on  till  the  trim  is  completed. 

In  the  background  will  be  seen  one  of  the  carpenters'  aprons 
given  away  by  the  Mills  Hardware  Co.  with  every  Atkins 
hand  saw  sold,  the  aprons  being  supplied  at  cost  by  E.  C. 
Atkins  &  Co. 

Another  attractive  window  trim  arranged  by  Mr.  Burrows, 
will  be  sliown  in  tlie  .Journal  next  month. 
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EXAMPLE  OF  INFERIOR  FURNACE  WORK. 

I''(ir  tlic  subject  of  :i  contribution  to  the  furnace  trade, 
writes  (J.  il.  Dorset,  in  the  Metal  Worlver,  I  have  taken  one 
of  tlie  many  jobs  I  have  recently  examined,  which  is  character- 
istic of  the  work  being  done  in  some  sections  of  the  country. 
By  studying  the  jilans  a  little  in  connection  with  the  table 
it  will  be  clearly  seen  that  the  plant  is  in  no  way  ca]>able  of 
giving  satisfaction  to  the  ^owners. 

I  would  call  attention  first  to  the  amount  of  glass  surface, 
ex|)Osed  wall  surface  and  the  cubic  contents  of  the  rooms  in 
which  tlie  registers  are  placed,  also  to  the  fact  that  no  pro- 
vision is  made  for  heating  the  halls.  I  would  next  call  atten- 
tion to  the  size  of  the  registers,  which  are  8  x  12  in.  In  some 
jobs  I  have  seen  as  small  as  6  x  8  in.  registers  used.  I  would 
also  direct  attention  to  the  location  of  the  registers,  which  are 
all  above  the  baseboards  with  the  exception  of  the  one  floor- 
register  in  the  bath  room,  which  is  connected  with  a  horizontal 
run  from  a  riser  in  a  partition  interfering  substantially  with 
the  flow  of  air  through  the  room.  However,  it  will  serve  for  a 
bath  room. 

Then,  again,  note  tlie  size  of  the  pipes.  They  are  all 
8  in.  in  diameter  regardless  of  whether  they  run  to  large  or 
small  room,  and  the  jiartition  ]npes  are  all  3  x  10  in.  The 
location  of  the  furnace  is  at  one  side  oi  the  cellar  instead  of 
being  arranged  to  make  some  runs  of  the  pipes  shorter  and  to 
save  the  loss  of  heat  tliat  comes  from  the  exposure  of  a  large 
amount  of  pipe  in  the  cellar.  There  is  no  fresh  air  supply 
from  out  of  doors,  and  the  supply  is  taken  from  the  cellar. 
The  furnace  is  of  the  ty]ie  wliich  stands  on  feet. 

The  size  of  the  furnace  for  the  work  should  be  noted.  It 
has  a  fire-pot  17  in.  in  diameter  at  the  top  and  IS^^  in.  in 
diameter  and  of  galvanized  iron.  In  some  cases  a  28-in. 
diameter  casing  furnace  is  used  for  a  house  of  the  same  size 
as  the  one  shown  in  these  plans. 

Tlie  construction  of  the  furnace,  as  will  be  seen  from  the 
little  sketch  in  the  corner  of  the  cellar  plan,  is  another  point. 
It  consists  of  a  fire-pot  with  a  large  sheet-iron  dome  over  it 
with  a  deflector  which  makes  a  slight  dive  in  the  draft  before 
the  ^nioke  can  escape.  There  is  nothing  that  could  really  be 
called  a  radiator  in  connection  with  the  furnace. 

Is  it  any  wonder  that  the  tinsmith  said,  "Furnace  business 
has  a  black  eye  around  here?"  Is  it  any  wonder  than  a  man 
who  buys  a  house  with  such  a  furnace-heating  ])lant  in  it,  is 
disgusted  with  the  furnace  system  of  heating?  Is  it  any  won- 
der that  the  housewife  declares  warm-air  furnaces  are  dusty, 
dirty  things,  and  that  they  never  heat?  Is  it  any  wonder  that 
they  say  "the  next  house  we  Iniy  or  rent  will  be  heated  by 
some  other  method'!'' 

This  prompts  me  to  ask:  Who  is  to  blame  for  such  a 
fnniaco  job?  My  answer  is,  first  the  manufacturer  for  mak- 
ing a  furnace  of  such  a  grade  and  selling  it  to  a  man  wlio 
has  no  regard  for,  or  knowledge  of,  the  furnace  business  and 
second,  the  furnace-man  himself  for  installing  such  a  job.  If 
he  is  not  a  furnace-man  he  should  never  be  allowed  to  do  fur- 
nace work.  If  he  is  a  furnace-man  he  knows  that  the  furnace 
cannot  heat  the  house,  that  it  will  consume  tons  of  coal  with- 
out good  results  and  that  it  will  convey  nothing  but  impure 
cellar  air  and  dust  into  the  various  rooms  which  have  registers 
in  thoin. 

In  my  opinion  the  strong  arm  of  the  law  should  deal  with 
such  a  man.  The  builder  gets  free  on  the  plea  that  he  doesn 't 
know,  but  that  he  asked  for  a  furnace  that  would  heat  the 
house.  While  this  may  be  true  of  some  building  contractors, 
every  furnace-man  knows  that  most  of  the  builders  do  not 
care  a  rap.  They  say  the  people  want  the  cheapest  thing  they 
can  get  and  they  have  to  give  it  to  them. 

From  the  accompanying  table  it  will  be  seen  that  there  are 


!l,.)24  cu.  ft.  of  sjiace  to  l>c  heated  and  that  the  warm-air  pipe 
area  for  this  work  is  but  250  sq.  in.,  so  that  each  square  inch 
of  warm-air  pipe  area  has  to  take  care  of  approximately  38 
cu.  ft.  of  space.  This  cannot  be  done  according  to  my  ex- 
perience in  furnace  heating. 

Again,  it  will  be  noted  that  the  glass  exposure  in  the 
windows  alone  amount  to  aliout  1  sq.  ft.  for  each  square  inch 
of  warm-air  pipe  area.  This  would  be  all  right  if  there  were 
not  the  wall  exposure  to  be  taken  care  of  as  well.    This  amounts 
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FLOOR   PLANS  SHOWING  REGISTER   AND   RISER  LOCATIONS 

to  as  much  more  and  the  aggregate  is  too  much.  Then  even 
though  the  warm-air  pipes  have  an  area  of  50  sq.  in.,  they  are 
connected  with  stacks  which  are  but  3  x  10  in.,  having  an 
area  of  but  30  sq.  in.,  if  they  actually  have  that  effective  area. 
In  many  instances  the  plastering  will  be  pushed  through  to  key 
•  on  the  lath  and  will  cave  in  the  side  of  the  wall  stacks  so  as 
to  reduce  their  effective  area. 

With  the  size  of  the  fire-pot  and  the  grate  it  is  clear  that 
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there  is  only  a  little  more  than  1  sq.  ft.  of  grate  area  available 
for  burning  whatever  coal  must  be  depended  on  to  furnish  the 
heat,  and  1  sq.  ft.  of  grate  is  not  enough  to  do  the  work  in 
this  building. 

The  public  is  uninformed  as  to  the  cause  of  the  troubles 
which  are  expcricuced  with  warm  air  heating  systems,  and  as 
long  as  there  is  no  law  to  protect  the  people  against  un- 
.'■.crupulous  furnace  men,  so  long  will  such  jobs  as  I  have  il- 
lustrated be  installed,  and  the  boiler  will  have  the  supremacy 
in  the  minds  of  those  who  are  uninformed. 


STORM  WINDOWS  CAUSE  DISEASE. 

That  West  Duluth,  Minn.,  is  a  hot-bed  for  tuberculosis,  and 
that  this  is  caused  from  the  fact  that  the  people  in  this  part 
of  the  city  use  improper  methods  in  ventilating  their  homes 
during  the  winter  months  is  the  statement  made  by  Mrs.  Flor- 
ence Lee,  visiting  nurse  for  the  State  Anti-Tuberculosis  Society. 

Mrs.  Lee  states  that  the  western  end  of  the  city  has  more 
tuberculosis  cases  than  any  other  part  of  Duluth.  An  in- 
vestigation made  by  her  recently  revealed  the  fact  that  the 
cause  of  most  of  this  was  from  the  use  of  the  wrong  kind  of 
storm  windows. 

These  storm  windows,  Mrs.  Lee  says,  are,  in  the  majority 
of  cases,  nailed  on  tight  early  in  the  fall  and  from  then  011 
until  late  in  the  spring  the  rooms  receive  no  pure  air.  The 
small  slit  which  is  furnished  in  some  of  the  windows  for  the 
purpose  of  giving  ventilation  is  inadequate  to  properly  allow 
the  fresh  air  to  circulate  in  the  rooms. 

She  advocates  the  use  of  storm  windows  which  may  be 
swung  out  from  the  top  and  kejjt  open  all  the  time  with  the 
exception  of  ])Ossibly  the  coldest  of  weather. 


GURNEY  SECURES  VACUUM  PIEATING  AGENCY. 

The  Gurney  Foumlry  Co.,  Toronto,  who  have  for  several 
years  s])eciali7-ed  on  vacuum  heating,  have  secured  the  Cana- 
dian Agency  for  Bishop,  Babcock  &  Becker  pump,  which  in 
their  ojiinion  is  far  in  advance  of  any  other  used  in  connection 
with  vacuum  heating  sj'stems,  being  particularly  adapted  for 
small  jobs,  and  having  an  automatic  control  which  maintains 
the  heat  at  any  temperature  desired  without  any  attention 
from  the  person  operating  the  plant.  W.  A.  Schulte,  sales 
manager  of  Bishop,  Babcock  &  Becker,  Cleveland,  Ohio,  visited 
Toronto  during  the  past  month  and  arrangements  were  com- 
pleted by -which  Gurney  Foundry  Co.  secured  control  of  their 
device  for  Canada.  A  trade  catalogue  has  been  prepared  and 
is  now  ready  for  distribution,  while  a  booklet  entitled  "Best 
Pleat,"  and  several  circulars  are  also  in  course  of  preparation. 


INCREASED  USE  OF  SHEET  METAL. 

In  this  age  of  steel  nothing  is  more  noticeable  than  the  in- 
creasing use  of  sheets.  The  time  is  coming,  notfs  an  ex- 
change, when  it  will  displace  wood  even  more  than  it  already 
has.  Many  hardware  men  say  that  when  they  learned  the 
trade,  the  principal  uses  of  sheet  metal  were  for  reefing, 
spouting  and  the  manufacture  of  various  utensils,  while  now 
it  is  used  in  the  place  of  plaster  for  ceilings  and  side-walls.  It 
has  taken  the  place  of  wood  for  skylights,  window  sash,  doors 
and  furniture,  and  in  the  construction  of  firs  proof  buildings 
is  almost  indispensable.  The  sheet  metal  worker  who  could 
command  top  wages  years  ago  would  have  to  give  place  to  the 
jnnior  of  the  present  time,  as  almost  all  of  the  work  now 
handli'.l  calls  for  a  considerable  knowledge  ,  of  pattern  cutting, 
whic  h  in  turn  demands  a  knowledge  of  geometrical  drawing. 
Every  day  manufacturers  are  called  uiion  to  turn  out  some- 
thing in  sheet  metal  which  requires  the  highest  mechanical 
skill. 


THE  SEASON  FOR  FURNACE  ADVERTISING. 

There  is  jirobably  less  attention  ])aid  to  advertising  by 
the  furnace  and  heating  trade  than  any  other  business  in  the 
country,  that  is,  by  the  local  dealer,  who  is  depended  upon  to 
reach  the  man  who  is  building  a  new  house  or  building. 

At  this  season  of  the  year  the  furnace  man  could  hardly 
spend  a  little  money  any  better  than  in  a  systematic  invest- 
ment for  publicity.     He  should   in   the  first  place  carefully 


select  the  furnace  he  is  going  to  iise  and  he  should  be  sure  it  is 
the  oile  best  adapted  to  his  locality  and  one  that  he  has  full 
confidence  in  so  that  he  will  impress  his  prospective  customer 
with  his  belief  that  this  particular  heater  is  the  one  best 
adapted  to  his  needs.  He  should  select  one  which  has  good 
talking  and  selling  points,  but  these  features  should  not  be  for 
selling  only,  for  his  advertising  should  be  such  that  it  will  help 
his  business  on  in  to  the  future  years  and  this  cannot  be  done 
if  the  exclusive  features  of  his  furnace  are  selling  points  only 
and  do  not  have  any  real  merit  which  the  purchaser  will  ap- 
preciate and  explain  to  his  friends. 

After  once  making  up  your  mind  on  the  furnace  you  will 
push  the  next  thing  to  do  is  to  lay  out  your  advertising  cam- 
paign. There  are  any  number  of  ways  to  advertise  the  furnace 
business,  but  you  should  not  confine  yourself  to  any  one  of 
them.  First  get  the  advertising  matter  sent  out  by  the  manu- 
facturer of  your  furnace  and  study  it  thoroughly  so  that  you 
can  talk  your  furnace  and  can  prepare  your  own  ads.  for  the 
newspapers,  which  you  want  to  be  sure  to  use.  The  adver- 
tising solicitors  of  these  papers  will  offer  to  help  your  prepare 
your  copy,  but  you  want  to  prepare  the  gist  of  it,  for  you  are 
familiar  with  your  proposition  and  they  are  not.  Use  a  good 
sized  siiace  and  pay  particular  attention  to  the  preservation  of 
health  in  your  system  of  heating  and  the  economy  of  fuel  con- 
sum])tion  by  its  use.  Do  not  stop  with  newspaper  advertising, 
however.  Get  the  literature  your  manufacturers  will  be  glad 
to  send  you  in  quantity  and  then  make  a  list  of  prospective 
customers.  You  can  -get  this  list  by  seeing  the  lumber  dealers, 
contractors  and  architects  of  your  town,  and  through  inquiries 
resulting  from  your  ad.  in  the  paper.  After  you  have  pre- 
pared your  list,  lay  out  your  advertising  matter  so  that  you 
can  send  them  some  at  least  once  in  every  two  weeks  until  they 
have  purchased  their  heating  plant. 

One  good  opportunity  for  advertising  is  being  overlooked 
by  the  heating  man,  and  that  is  the  placing  of  placards  on  the 
building  in  which  you  are  installing  a  plant.  The  contractors 
in  all  the  other  trades  do,  why  should  you  not  do  the  same 
thing?  A  good  sized  sign  .  reading  something  like  this, 
"  'Warmhouse'  Heating  Plant  Being  Installed  in  This  Build- 
ing by  I.  M.  Busy,  Heathig  Contractor,"  or  worded  in  any 
way  so  that  it  will  show  who  is  doing  the  work,  will  bring  you 
good  results. 

Then,  too,  don't  forget  that  the  new  home-builder  as  a 
general  rule,  takes  great  delight  in  his  house  and  everything 
pertaining  to  it  and  you  will  touch  his  vanity  if  you  ask  per- 
mission to  show  his  plant  to  your  prospective  customers.  You 
will  find  that  by  doing  this  he  will  sell  many  furnaces  for  you 
and  it  will  also  show  that  you  take  pride  in  your  work  and 
install  it  in  a  way  that  you  are  not  ashamed  oif. 

The  above  plan  is  just  an  outline,  but  it  contains  most  of 
the  main  features  of  furnace  advertising.  Many  of  the  manu- 
facturers of  the  country  maintain  "selling  aid"  departments 
which  will  be  of  great  assistance  to  the  dealer  who  will  use  this 
help.  This  should  be  one  of  the  considerations  you  should 
think  well  of  in  selecting  your  line.  But  above  all,  remember 
that  now  is  the  time  to  begin  your  advertising. 


Chas.  Parker  Co.,  Meriden,  Conn.,  have  45  new  patterns 
and  designs  of  lamps,  jiortables-.  and  shades  for  both  gas  and 
electricity. 

Standard  Chain  Co.,  Pittsburg,  have  taken  over  a  saddlery 
hardware  manufacturing  business,  and  in  future  will  be  able 
to  sujijdy  customers  with  harness  rings,  halter  trimmings  and 
large  line  of  saddlery  goods. 

Great  Grip  Sales  Co.,  11. S  2-1  th  St.,  New  York,  are  introduc- 
ing a  patented  nut  shelling  cracker,  especially  serviceable  in 
crack-ing  Pecan  nuts. 

Darning  Co.,  Salem,  Ohio,  arc  putting  a  line  of  Pii)e  Force 
Pumps  on  the  market,  circulars  describing  which  will  be  sent 
on  ap|)lication. 

Niagara  Falls  Metal  Stamping  Works.  Niagara  Falls,  N.Y., 
are  placing  on  the  market  a  vest  pocket  wrench  made  in  eight 
sizes. 

Willis  Mfg.  Co.,  Galesbury,  111.,  are  introducing  the  Gale 
Wall  Safe,  to  be  built  in  brick  walls  as  a  depository  for 
money,  jewellery,  etc.,  in  private  residences. 
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PUSHING  PAINT  SPECIALTIES. 
Written  for  the  Journal  by  C.  M.  Lemperly. 

('onsuniers  tlu;  J)oiiiinion  over  are  live  prospects  for  your 
S])e('ialties.  Do  not  tliiuk  that  the  only  profits  to  you  are  in 
your  established  staple  lines  of  house  paint  and  varnish.  There 
was  a  time  when  tiie  householder  and  the  farmer  didn't  dis- 
tinguish between  one  line  of  finishing  material  and  another. 
House  paint  served  to  paint  their  porch  floors,  their  chairs, 
their  wood-work  and  their  barns  and  fences.  One  kind  of 
"general"  varnish  sufficed  for  tlieir  floors,  their  doors,  their 
furniture  and  their  odd  .jobs. 

Contrast  the  old  with  the  new.  To-day  the  word 
"specialty"  is  heard  in  every  field.  People  have  lost  faith 
in  one  medicine  for  every  ailment,  in  one  treatment  for  every 
malady,  in  one  rule  for  every  condition,  in  one  paint  for  every 
surface.  This  is  the  day  of  the  specialist  in  medicine  and 
dentistry,  the  trained  specialist  in  business,  the  specialist  in 
salesmanship.  And  the  salesman  who  tries  to  sell  you  one 
line  of  paint  for  the  wants  of  all  your  customers  belongs  to  the 
bygone  ages. 

Every  dealer  in  paints  and  varnishes  should  push  season- 
able specialties.  This  is  in  line  with  the  extensive  advertising 
campaigns  of  the  great  manufacturers.  It  is  in  line  with  the 
new  and  better  ideas  in  the  distribution  of  goods.  It  carries 
out  the  princi])le  that  the  public  wants  a  change.  Peo])le  are 
willing  to  try  new  things.  They  want  the  well  established, 
proven  house  paint,  but  they  can  be  educated  by  live  dealers 
to  the  use  of  many  kinds  of  finishing  specialties.  How  can 
this  education  be  carrie<l  out  by  the  dealer?  In  three  general 
ways. 

1.  By  stocking  the  best  of  flic  well-known  and 
well  advertised  sjieciaUies,  such  as  gold  paint,  radiator 
enamel,  bronzing  liquid,  varnish  stain,  aluminum 
paint,  etc. 

2.  liy  co-operating  with  the  nuiL  ufacturers  of 
these  and  similar  lines,  in  a  thorough  advertising  cam- 
jiaign  to  the  householder  and  housewife. 

3.  By  persistent  window  trims.  By  attractive 
store  disjdays.  By  unique  prize  offers,  co  ipon  con- 
tests, etc. 

Twitting  in  a  repre  entative  .stock  of  s  ?ch  specialties  does 
not  involve  great  capital.  You  should  be  very  careful  to 
choose,  however,  the  best  specialty  for  each  lious-'ehold  use, 
and  if  it  is  made  by  a  firm  whose  rei)utation  is  known  to  yon 
you  cannot  go  far  wrong  in  jilacing  at  least  a  trial  order. 

Every  manufacturer  of  a  specialty  is  keen  to  assist'  and 
co-ojierate  with  his  distributors.  He  realizes  thit  specialties 
must  be  pushed  even  though  they  may  have  "^-reat  merit.  Tli. 
manufacturer  who  fails  to  tell  the  ju-ople  what  he  makes,  wh 
liis  j)roduct  will  accomplish,  and  where  it  can  be  obtained  at  ;i 
definite  price  doesn't  keep  his  doors  open  long  in  these  days 
of  world-wide  publicity  and  salesmanship.  So,  if  you  tie  up 
to  a  reliable  manufacturer  you  are  |)retty  sure  to  have  behind 
you  tlie  power  of  his  advertising  and  his  dealer  helps.  Almost 
every  paint  sj.ecialty  has  attractive  window  trims,  store  hang- 
ers, dis)ilay  racks,  demonstrating  facilities  and  advertisin^g 
folders,  color  cards,  etc.    So  much  for  your  store. 

Then  you  l)enefit  from  magazine  advertising,  outdoor  pub- 
licity. ncwspa])er  campaigns,  direct  mail  work,  etc.  There- 
fore, you  have  several  great  forces  working  for  vour  store 
And  remember,  there  is  good  profit  and  little  trouble  in 
handling  specialties. 

Most  s])ecialties  are  in  a  way  seasonable.  For  instanc  -  in 
housecleaning  days,  you  would  want  to  display  cleaning  and 


polishing  specialties  and  household  specialties  of  all  kinds — 
screen  onan:el,  stove  jdpe  enamel — floor  finishes — picture  f  ame 
finishes,  etc.  These  could  be  mixed  in  with  your  general  cani- 
l>aigns  on  house  paint  and  barn  paint  in  Sj>ring  and  Fall. 

Another  profitable  and  seasonable  specialty  to  handle  is 
stenciling  materials.  Stenciling  on  fabrics  is  all  the  rage,  an<i 
the  fall  is  the  time  to  get  busy.  The  long  winter  evenings  ke^i> 
people  indoors  and  many  stencil  outfits  could  be  sold  by  you 
if  you  stocked  them  u[(. 

Oet  behind  some  good  paint  specialties  and  push  them 
hard.  Start  this  fall!  Show  your  townspeople  that  you  are 
awake  to  the  new  and  the  popular  things.  You  won't  lose! 
Y^our  competitor  will! 


NOVEL  JAP-A-LAC  WINDO'W  TRIM. 

Many  retail  hardware  merchants  have  taken  advantage 
this  year  of  the  special  window  trim  posters  supplied  by 
manufacturers  of  paints  and  other  lines,  which  render  them- 
selves to  si)ecial  window  displays. 

One  of  the  manufacturers  who  has  conducted  this  form 
of  advertising  this  year  is  the  Glidden  Varnish  Co.,  Toronto, 
who  by  assisting  retailers  in  displaying  their  products,  has 
secured  valuable  advertising  in  the  windows  of  their  local 
agents,  the  results  being  favorable  alike  to  the  local  retailer 
and  to  the  manufacturer  whose  enterprise  had  made  it  pos- 


Jap-aLac    Windov,     trimmed    b.v    Charles    Byiord    ior    G.    A.  Binns, 
Newmarket. 

sible  to  increase  the  sale  of  his  goods  in  the  district  covered 
by  the  local' agent. 

The  accompanying  picture  illii  tratcs  one  of  the  prize 
winning  Jap-A-Lac  window  displays  arranged  by  Chas.  By- 
ford  in  the  window  of  G.  A.  Binns,  Xewmarket.  A  table  and 
chair  were  used  in  the  display,  while  on  the  base  of  the  window 
sani]de  tins  of  Jap-A-Lac  were  arranged  in  pyramids,  etc.,  of 
attractive  form,  window  cards  being  also  used  to  announce  the 
free  distribution  of  samples  and  the  fact  that  in  Jap-A-Lac 
the  house  wife  has  all  that  is  needed  to  beautifv  her  home. 
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HOW  TO  MAKE  PAINT  PAY. 

My  father  was  a  paint  salesman,  and  two  of  my  bro'thers 
are  paint  salesmen,  so  I  was  raised  in  a  "paint  atmosphere," 
writes  a  paint  retailer  in  the  American  Paint  &  Oil  Dealer. 
Father  started  as  a  clerk  and  made  good,  and  knew  paint 
selling  from  A  to  Z.  When  he  died,  ten  years  ago,  I  had  to 
go  to  work,  and  naturally  turned  to  the  paint  business.  After 
working  three  years  as  a  clerk  in  the  retail  store  of  my  fa- 
ther's former  employer  I  decided  to  open  a  store  of  my  own. 
I  knew  the  owner  of  a  paint  store  who  was  anxious  to  sell 
out,  and  by  borrowing  fifteen  hundred  dollars  I  closed  the  deal 
and  took  immediate  possession. 

The  first  thing  I  did  was  to  hold  a  conference  with  the 
retiring  owner,  and  the  two  clerks.  I  found  that  the  business 
consisted  mainly  of  established  contracting  painters'  trade 
(and  the  older  ones  at  that);  no  persistent  effort  had  been 
made  to  go  after  the  house-owner's  or  the  house-wife's  trade. 
In  short,  the  business  was  in  a  rut — handicapped  by  habits;  it 
needed  gingering  up,  and  getting  into  line  with  to-day's 
affairs. 

New  Life  in  the  Business. 

The  first  thing  that  I  did  in  the  awakening  line,  or,  bet- 
ter— the  first  liver  pill  I  gave  the  business — was  to  overhaul 
everything  in  the  store.  Then  I  had  a  "Spring  Opening" — it 
was  really  a  closing  out  of  the  antiques.  I  took  space  in  the 
local  papers  and  sent  personal  letters  to  a  bunch  of  house- 
wives. Told  them  it  was  their  sale.  Woman's  buying  ideas 
are  largely  along  these  lines: — "What  does  it  cost?" — "Is  it 
a  bargain?" — "Has  it  been  reduced?" — "What  did  it  sell 
for  before?" — So  I  filled  the  window  with  the  odds  and  ends 
— tag  ends  of  broken  lines  of  varnish  removers,  wood  fillers, 
stains,  brushes,  polishes,  etc.,  etc.,  and  put  a  "Spring  Opening 
Price"  tag  on  everything.  I  gave  my  clerks  several  sermons 
on  how  to  wait  on  women  customers;  and  when  our  "gala"  day 
aTrived  we  not  only  did  a  good  business  but  made  many  new 
friends.  Flowers  were  given  to  the  ladies.  No  effort  was 
spared  to  make  every  visitor  feel  that  this  was  his  or  her 
store, — at  their  Service. 

Well — that  special  opening  sale  gave  much  impetus  to 
business;  besides  instilling  more  enthusiasm  in  the  two  clerks, 
and  myself.    It  really  put  us  on  the  map. 

The  former  owner  of  the  store  had  a  way  of  buying  ever)^- 
thing  from  one  or  two  houses  and  always  turned  a  deaf  ear 
to  the  salesmen  of  other  firms.  I  listened  to  the  story  of  every 
salesman,  every  time.  As  a  result  I've  added  several  lines  that 
sell  remarkably  well — a  patent  brush  holder,  for  instance;  and 
besides — the  comparison  of  prices  and  products  is  a  mighty 
good  thing  for  me,  and  there's  hardly  a  salesman  that  hasn't 
given  me  good  selling  pointers. 

Goes  After  Householder's  Trade. 

Every  Spring  and  every  Fall  I  go  after  the  housewife 's 
trade,  especially.  By  making  her  feel  that  my  store  is  her 
paint  department  store  I've  built  up  the  largest  trade  of  this 
kind  in  town.  When  Mr.  Smith  decides  that  his  house  needs 
painting,  Mrs.  Smith  (a  good  friend  of  ours)  has  helped  him 
to  that  decision  and  she  influences  the  buying — and  we  get  the 
order. 

Xo  business  of  any  kind  can  run  if  there  isn't  perfect 
hnniiony  between  the  employer  and  the  employed.  I  endeavor 
til  treat  my  clerks  (I  have  five  now)  as  if  they  were  my  bro- 
tlicrs  or  sons.  One  month  John  dresses  the  windows,  Frank 
arranges  inside  displays,  Ed.  is  on  the.  street,  Charlie  is  looking 
U|p  nn-paintod  homes,  and  TTomer  is  mixing  with  the  painters; 
and  tlie  next  month  they'll  change  around.  Tliis  gives  them 
all  such  a  general  knowledge  that  when  T  go  north  for  my  hay 
fever,  or  to  New  York  to  see  the  sights,  I  feel  perfectly  at 
ease  about  business  going  on  in  the  proper  way.  Every  other 
Sunday  T  ask  one  of  them  out  for  dinner.  We  have  meetings 
every  month  and  discuss  things  in  general — advertising,  sales- 
manship, etc.,  etc.  Every  time  a  friendly  traveling  salesman 
calls  T  have  him  give  us  a  fifteen-minute  talk  on  how  to  sell 
his  line,  tell  its  particular  advantages,  etc.  It  helps  us  a  Jot. 
Arranging  a  Painters'  Club. 

As  mentioned  before,  we  do  a  big  business  with  the  con- 
tracting painters.    A  bigger  business  now,  however,  than  ever 


before.  Here's  the  way  I  increased  it.  I  organized  the  Blank- 
town  Painters'  Club.  They  hold  their  monthly  meetings  in  a 
back  store  room  which  I  loaned  them  when  I  started  storing 
in  the  cellar.  Here  they  get  together,  have  a  50-cent  supper, 
smoke,  talk  shoj),  crack  jokes,  play  checkers,  and  read  the> 
favorite  magazines  (trade  journals  included).  Every  year  I 
give  them  a  big  "blow-out"  and  they  think  I'm  about  right; 
even  if  I  do  say  it  myself. 

To  sum  up  my  success  in  the  paint  business: — It  all  came 
through  persistency,  consistency,  and  appreciation  of  detail. 
Persistency  is  keeping  everlastingly  at  it;  whether  oil  goes  to 
75  cents  or  $1.50.  Consistency  means  managing  a  business  in 
a  sane  manner — analyze  things  as  you  go  along.  Appreciation 
of  detail  means  keeping  informed  and  squeezing  out  every 
atom  of  the  possibility  for  a  sale — the  personal  relation  of  the 
clerk  and  his  employer,  the  get-together  of  the  painters,  getting 
the  housewife's  trade,  etc. 

There  isn't  anything  very  wonderful  about  my  business 
history;  there's  nothing  I've  done  that  everybody  else  can't 
do.  Maybe  the  fact  that  I  went  ahead  and  did  them  instead 
of  putting  it  off  until  "to-morrow"  had  something  to  do 
with  it. 


CANVASS  THE  MANUFACTURERS. 

There  are  many  hardware  dealers  who  could  increase  their 
trade  considerably  by  having  one  of  their  clerks  visit  the 
factories  and  mills  in  their  locality  and  solicit  their  trade  in 
other  materials.  The  butcher  shops  might  also  be  visited  to 
secure  orders  for  saws,  knives,  wire  brushes  for  cleaning  tables, 
and  other  accessories. 

The  same  point  applys  to  barbers,  who  can  be  sold  razors, 
hone  strops,  lather  brushes,  whisks,  neck  dusters,  etc. 

Don't  wait  until  some  supply  house  comes  along  and  gets 
this  business.  Get  them  coming  for  some  of  these  lines,  and 
others  will  follow  in  short  time. 

A  brush  salesman  tells  the  Journal  that  he"  has  often  called 
on  some  of  these  people  after  consulting  with  local  hardware 
merchants,  and  secured  extra  business  for  them  which  was 
never  thought  of  or  catered  to.  So  try  this  and  see  what  re- 
sults you  can  get.  It  may  take  a  few  weeks  to  get  the  foot- 
hold, but  don't  get  discouraged.    Keep  up  the  good  work. 


A  GOOD  PAINT  AD. 

The  fall  painting  season  is  here  and  Canadian  hardware 
men  can  turn  over  a  lot  of  their  paint  stock  if  they  try.  Many 
a  householder  put  off  painting  his  house  last  spring  because  he 
heard  paints  had  advanced — and  many  more  had  their  houses 
painted  by  unscrupulous  painters  who  doped  their  materials, 
and  the  houses  now  need  another  coat. 

1  Would  You  Paint? 

I  Have  you  a  homt?  What  aboul  il?  Does  il  look  reproachfully  al 
I  you — old,  battered,  dirty — a  sort  of  "kicked-aboul"  kind  of  appear- 
I  ance?  Would  you  preserve  il  from  sun  and  storm — give  it  nevi"  life, 
I  give  It  strength^ — uiould  you  paint?  Would  you  give  it  an  air  of  pros- 
perity, a  touch  of  dignity,  a  token  of  character  that  speaks  of  you — 
would  you  painl? 

Call  or  vvrite  for  color  card  of  our  Ready  Mixed  Pamts 

BOGARDUS,  WICKENS,  BEGG,  LIMITED 

Phone  Seymouf  6875.  70  Cordova  St.,  W. 

It  's  time  to  push  paint  ;uul  talk  quality. 

How  will  you  ]iush  it'  Use  printers'  ink  as  liberally  as 
you  want  your  customers  to  use  paint.  And  talk  to  the  point 
as  Bogardus,  Wickens,  Begg,  Limited,  of  Vancouver,  talked  in 
the  accompanying  ad.  cli])|)ed  from  a  \'ancouver  paper  last 
month : 
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LOWE  BROS.'  NEW  CANADIAN  PLANT. 

Lowe  Bros.,  paint  manufacturers,  Dayton,  Oliio,  on  Sep- 
tember 1  took  over  the  paint  department  of  tiie  James  Robert- 
son Company,  Toronto,  who  for  a  lifetime  have  been  known  as 
one  of  the  most  relialile  paint  manufacturers  in  Canada.  This 
clianjre  was  forecasted  in  the  Jlardware  and  Stove  Journal 
some  months  ago,  the  announcement  being  also  made  that  a 
magnificent  now  plant  would  be  erected  on  Sorauren  Ave.,  be- 
low Dundas  bridges.  Work  was  commenced  on  the  i)]ant  last 
month,  and  the  contractors  promise  to  have  the  work  com- 
|]leted  by  December  1.  A  very  fine  picture  of  the  plant,  as 
shown  on  the  architect's  plans,  is  r<']ii oduced  in  tlio  accoin- 
])a living  engraving. 

The  new  plant  will  be  one  of  the  most  modern  in  America, 
the  Company  realizing  the  great  opi)()rtuuities  there  are  in 
Canada  for  manufacture  of  high  grade  jjaints.  Consequently 
every  department  of  the  factory  is  being  planned  with  a  view 
to  a  steadily  increasing  j)roduction,  and  the  latest  and  best 
machinery  available  for  lead  grinding,  color  mixing,  \arnish 
making,  etc.,  will  he  installed. 

Lat(M-  on  the  Journal  hopes  to  |inl]lisli  a  description  of  the 
plant  when  it  is  completed. 

An  aggressive  s(>lling  campaign  was  commenced  by  Lowe 
Bros,  by  their  magnificent  display  at  the  Toronto  K.xhibition, 
where  they  showed  sam])les  of  tli(>  work  wliich  can  l)c>  done 
by  their  high  class  materials,  as  well  as  samples  of  the  numer- 
ous window  trims,  catalogues,  circulars  and  other  advertising 
matter  which  the  Company  suj)])ly  to  their  agents. 

Two  spaces  have  been  engaged  for  an  exhibit  at  t'le  K'etail 
i  ardware  Convention  at  Guelph  next  February,  anl  an  ag- 
gressive advertising  campaign  will  be  instituted,  iiinl  evirv- 
thing  possible  done  to  put  the  merits  of  their  goods  before 
the  retail  trade  and  to  assist  retailers  in  developing  business  in 
their  various  districts. 

Chas.  S.  Kennedy  will  be  (ieneral  iNLinager  of  the  new 
Com])any,  although  his  headquarters  will  continue  to  be  at 
Dayton.  Mr.  Kennedy  is  a  Canadian  by  birth,  and  secured 
his  early  training  in  the  paint  trade  here.  Moving  to  the 
States  in  the  nineties,  when  the  trend  of  population  was  south- 
ward, he  made  steady  advancement,  now  being  sales  manager 
and  one  of  the  executive  heads  of  the  large  Lowe  Brothers 
industry.  The  movement  of  population  now  being  northward, 
ivir.  Kennedy,  like  other  good  Canadians,  who  have  won  sue-* 
cess  in  the  States,  is  interesting  himself  in  the  development 
of  the  paint  manufacturing  industry  in  his  native  country. 

Associated  with  Mr.  Kennedy  as  directors  of  the  Canadian 
Company  will  be: — Houston  Lowe,  Dayton;  Chas.  M.  Robert- 
son, Montreal;  H.  S.  Tlarwood,  Toronto;  .John  G.  Lowe,  Day- 
ton; Frank  B.  Currigan,  Dayton;  Donald  A.  Kohn,  Dayton. 

.lohn  M.  Graham,  recently  in  charge  of  the  Boston  olliees 
of  the  Lowe  Brothers  Company,  has  moved  to  Toronto  to  take 
charge  of  the  business  end  of  the  Canadian  concern. 


MINIATURE   HOUSE   IN  WINDOW  DISPLAY. 

'Wie  miniature  I:(;um'  -iiii)V\n  in  the  acconi]  anyiiig  picture 
was   constructed    by    Gord  m    Kaiser,    while   clerking   for  M. 


.MiiiKituri'    llcmsc   used    in   Window   I)isi)lii\ . 

Weichel  &  Son,  Elmira,  Ont.,  and  it  has  been  used  to  advan 
tage  in  several  window  displays  since.  The  picture  siiows 
how  it  was  used  at  Christmas  time,  but  it  was  also  fo.Und 
valuable  in  arranging  jjaint  and  roofing  displays  in  the  store 
windows. 

The  house  was  put  together  in  spare  time  in  the  cellar  of 
the  store,  with  the  exception  of  the  verandah  and  porch, 
which   he  finished  at  the  mill.     When  finished  it  was  given 

several  coats  of  S.  W.  P. 


Large,    now    I'nint    Knctnry    licing    I'l  oetod    by    Ldwe    liin.s.    :it     I'ordiil  i>. 

The  sales  and  advertising  departments  will  be  directed 
by  Frank  H.  Brown,  with  headquarters  at  Toronto.  Assisting 
Mr.  Brown  will  l)e  the  following  salesmen:  Ed.  Reed,  A.  C. 
Robertson,  ().  M.  llodson,  and  N.  S.  Vanzant,  whose  various 
territories  will  be  announced  in  a  future  issue  of  the  Journal. 


TURPENTINE  THEN  AITO  NOW. 

The  time  was  when  turjientine  was  about  the  cheapest 
thing  a  housekeeper  could  buy.  The  biggest  bottle  in  the 
house  was  sent  for  5  cents'  worth  of  turpentine.  Now  a  sew- 
ing machine  oil  bottle  is  big  enough  for  that  much. 

indeed,  turpentine  has  so  grown  in  value  that  unless  when 
you  call  at  the  paint  dealer's  and  do  not  specify  that  you 
want  the  genuine  article  he  will  hand  you  a  sul  stitute  made 
largely  of  crude  gasoline. 

Some  years  ago  turpentine  retailed  for  20  cents  a  gallon 
and  now  ' sells  for  10  cents  a  half  pint. 

Turpentine  is  a  Southern  product,  and, 
while  the  demand  has  greatly  increased,  the 
output  has  largely  fallen  off. 

The  value  of  the  output  in  1910,  though 
much  smaller  than  the  previous  year,  was 
40  per  cent,  greater  than  in  1909.  all  of 
which  shows  that  the  South  has  a  very 
valuable  industry,  and  one  that  demands 
scientific  and  careful  handling  of  the  pine 
forests  that  |>roduce  the  resin  of  the  tur- 
pentine to  prevent  the  destruction  of  the 
trees.  The  old  forests  are  already  giving  out 
and  new  areas  are  being  worked. 

The  ]iroduct  is  taken  from  the  tree  by 
(■hopping  holes  in  the  bark  and  sap,  t!irou;h  which  it  oozes. 

The  trees  have  been  overworked,  and  many  large  areas 
that  were  valuable  have  been  killed  by  tlie  greed  of  the  tur- 
pentine companies. 

The  trees  are  natural  growth  and  cannot  be  restored  by 
re|)lanting.  Their  valu(>  will  steadily  increase,  and  it  wouM 
be  the  sheerest  folly  to  keep  uji  the  old  metliods  of  destruction. 
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ANNOUNCEMENT 

Lowe  Brothers,  Limited,  announces 
the  opening  of  its  business  in  Canada 

A  plant,  including  a  fire-proof  building  of  latest  and  most  approved  design,  equipped  with  all  practical 
facilities  for  the  manufacture  of  the  Company's  products,  is  in  course  of  construction  on  Sorauren  Avenue, 
in  Toronto.  Until  completed  the  company  will  occupy  the  paint  works  of  the  James  Robertson  Company, 
Limited,  an  arrangement  having  been  completed  whereby  Lowe  Brothers.,  Limited,  has  succeeded  to  the 
paint,  varnish  and  color  business  of  this  well-known  Company.  Its  products  will  be  supplied  to  the  trade 
as  heretofore. 

The  main  purpose  of  Lowe  Brothers,  Limited,  will  be  to  reproduce  in  Canada  the  "High  Standard" 
products  of  the  Lowe  Bros.  Company  of  Dayton,  New  York,  Boston,  Chicago  and  Kansas  City.  The 
high  standard  of  excellence  which  has  characterized  and  distinguished  the  products  of  the  Lowe  Brothers 
Company  in  the  United  States,  and  has  made  its  Trade  Mark,  "  The  Little  Blue  Flag,"  synonym  of  all 
that  is  worthy  in  Paints,  Varnishes,  Enamels,  Stains  and  Colors,  will  be  maintained  in  Canada. 

The  exclusive  Agency  principle  will  govern  the  sales  policy  of  the  new  Company.  The  interests  of  each 
Agent  being  protected  with  scrupulous  care.  The  quality  of  "  High  Standard  "  products,  the  attractive- 
ness of  the  labels,  the  practical  character  of  the  promoting  assistance  and  advertising,  all  unite  to  make 
The  Lowe  Brothers  Agency  one  that  is  sought  after  by  the  best  merchants. 

Representatives  will  call  in  the  near  future,  prepared  to  furnish  full  information  as  to  the  plans  and 
policies  of  the  Company,  and  inquiries  by  mail  will  be  answered  promptly  and  courteously. 


Paintmakers  —  Varnishmakers  —  Colormakers 

Temporary  Offices:  261  KING  ST.,  WEST,  TORONTO 
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Your  Methods  Determine  Your  Profits 

PARTICULARLY  IN  THE  PAINT  OIL  BUSINESS 

Did  you  ever  sc(!  u  puiiit  oil  departiiieiit  wlierc  the  oils  ui-e  k(;|)t  in 
cans  or  barrels  tliat  was  not  oil  soaked  and  sniearv  '. 

Just  think  of  this— it  is  your  profit  that  pays  foi-  the  oil  that  soaks 
the  floor— your  profit  that  pays  for  the  oil  that  runs  over  the  measure 
or  drips  out  of  a  leaky  fauccit.  Every  cent  wasted  in  any  stoi-e  is  Just 
that  much  lost  ])rofTit. 

The  Bowser  Paint  Oil  System 

will  pr(>vent  all  this  waste  and  i^ive  you  ALL  the  profit.    It  keeps  your 
store  clean  and  invites  i)atronage. 


This  system  handles  : 

Canadian  Coal  Oil 
American  Coal  Oil 
Raw  Linseed  Oil 
Boiled  Linseed  Oil 
Turpentine 
Gasolene 
Benzine 

Safely  and 
Profitably 


This  System  Means  More  Profit  for  the  Owner 

Can  you  afford  to  waste  your  profit  when  a  small  investment  will 
remove  all  loss  and  reduce  your  fire  hazard  ? 

Read  this  advertisement  and  then  go  back  and  look  at  yo\n-  oil  de- 
partnunit— couldn't  it  be  improved  wouldn't  it  be  more  convenient 
and  profitable  to  measure  your  oil  with  a  Bowser  Self  Measuring-  Pump 
without  funnels  or  measures  ? 

Now  drop  a  card  for  our  free  book  No.  5N  which  illustrates  the 
complete  line. 

S.  F.  BOWSER  &  CO.,  Incorporated 

66-68  FRAZER  AVE..  TORONTO,  ONT. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 


CANADIAN    HARDWARE    AND    STOVE  JOURNAL. 


75 


II 


OVEN  DOOR" 


II 


SPRINGS" 


pjAVING  trouble? 
Well,  try  us — 

THAT'S  all. 


United  States  Steel  Products  Co. 
MONTREAL' 


Mr.  Dealer 


STILL'S  EXTRA  AXE  HAN- 
DLES will  give  you  quick 
sales. 

WHY  ?  Because,  for  the  price 
they  cannot  be  surpassed  in 
Quality  or  Finish, 

Get  a  stock  of  them  at  once 
and  see  how  quickly  they 
will  sell. 

PRICE  ON  APPLICATION 


J.  H.  STILL  MFG.  CO.,  Ltd. 

ST.  THOMAS,  ONT. 


RU-ber-oid  Roofing 

Trade  Mark  Reg. 

Versus  Shingles 


BEWARE  IMITATIONS 

6Elll)l"t  UNLESS^ 


APPEARS  ON  WRAPK I) 


A  shingle  roof  has  thousands  of  edges 
— cracks — prospective  leaks.  RU-ber-oid 
makes  a  one-piece  roof. 

Shingles  warp,  split  and  gape  apart 
in  the  blazing  sun.  RU-ber-oid  is  not 
affected.  Shingle  roofs  are  a  menace  in 
case  of  fire.  RU-ber-oid  is  a  protection, 
rated  "  first-class"  by  underwriters. 

Sliingles  are  slow  and  expensive  to 
lay — RU-ber-oid  is  quick  and  cheap. 

Stained  shingles  fade  quickly — Color- 
ed RU-ber-oid  does  not  fade. 

Point  out  these  RU-ber-oid  advan- 
tages to  your  customers — it  will  mean 
orders. 


The  Standard  Paint  Co.  of  Canada 

Limited 

286  St.  James  St.,  Montreal. 
179  Bannatyne  Ave.  E.,  Winnipeg. 
105  Tenth  Avenue  East,  Calgary 
25  Pender  St.  W.,  Vancouver. 


THE  "CANADIAN  HOWARD  " 

Double  Radiator  Furnace 


Reliabll 

ity. 


Service. 


In  the  "CANADIAN  HOWARD"  the  full  benefit  of 
the  heat  is  realized  as  it  first  passes  through  the  dome, 
into  and  around  the  upper  radiator,  and  thence  into  and 
around  the  lower  radiator,  before  reaching  the  smoke 
exit,  thereby  making  a  long  undivided  and  uninterrupted 
circuit,  and  consequently  affording  an  enormous  Radiat- 
ing Surface. 

The  "CANADIAN  HOWARD"  is 
a  quick  seller.    Give  it  a  trial. 

The  C.  Norswopthy  Co.,  Limited 

ST.  THOWAS     ■  ONTARIO 
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Canadian  Trade  IffSfS 


BUSINESS  CHANGES. 

Eastern  Canada. 

-(5('().  .J.  Hairett,  adtnittcd 


J  I.  Lister  Smith 


St.  John,  K.U.- 
as  partner. 

Fariiliaiii,  (^iie. — (J.  Tj.  Klines,  suffered  loss  by  fire. 
Ijunenlmri;-,  N.S. — Frank  Powers,  one  of  the  host  known 
hardware  men  in  Kastorn  (Canada,  is  dead. 

Ontario. 

Leamington — A.  E.  i>avv,  succeeded  by  Tjaw  &  Kellow. 

Steelton — Kerr  &   Tliompson   dissolved  [jartncrsliip. 

Stratliroy — las.   Russell,  ojiened  tinsmith  sho]). 

Forcupine — Bell  iS;  Rochester  hav(^  o])ened  auain  in  timi- 
j)orary  quarters. 

Sunderh'uid — A. 
solved  ])artiiership. 

Tjucknow — The  Howell  llanlware  Co., 
tlie  stock  of  the  Lawrence  Hardware  Co. 

London — C.  W.  Summers  succeeds  W.  A.  Langford. 

Hamilton — Wilkinson  &   Kom])ass,  slight  damages  by  fire. 

Cliathani — Trom]iour  &   l)ra])er,  tinsmiths,  suffered  loss  by 

fire. 

(^oclir;ine — Taylor  Bros, 
tablisliing  hardware  store. 


N'rooman  arul  'P.   K.  .lackson  have  dis- 


(•oderich,  has  bought 


\ev.    Tiiskeard    and    Cobalt,  es- 


Manitoba. 

Melita— K.  McB.  McKay,  suffered  loss 
CJypress  Eiver— Thos.  &   .1.    H.  i\[illar( 


ly  fire. 

have  bought  the 
A.  Hamilton. 

have  oj)ened     a  hardware 


two  stores  of  Barrie  &  ("o.,  and  P. 

Minitona— W.   TI.   Weir  i*;-  ('o. 
■Store. 

Saskatchewan. 

Scott — J.  J.  Whyte  has  succeeded  H.  1'.  .Johnston. 

Abernethy — K.  Tj.  Fanson  succeeded  by  A.  A.  Hunt. 

Waldheim — Adam  1).  Welk  is  succeeding  T.  P.  J'riesen. 

Beatty — A.  Feigusou  has  opened  a  hardware  store. 

Tessier — Mr.  Mireau,  formerly  of  Zealandia,  Sask.,  has 
started  in  business. 

Swift  ('urrent — McCorinick  &  Sine  have  dissolved  ])artner- 
shi]),  .John  McCormick  continuing. 

Melville — J.  l'\  T;ozo  has  purchased  a  store  in  Tratiscona. 

Nutana — Ralph  A.-  Co.  are  opening  a  new  store. 

Lockwood — E.  H.   Retz,  hardware  man,  has  sold  out. 

McAulev — Herb.  Parker  has  sohl  liis  hardware  business  to 
Stewart  &  Muller. 

Perdue — (Collins  &    .Arai-millan   arc  erecting  a  new  store. 

Weyburn —  INFaschal,  Carniichael  &  Co.  have  added  a  tin- 
smith de])artment. 

N'anscoy — .1.  .1.  Saunders  &  Co.  have  suceecnlod  W.  H. 
Schuchard. 

Alberta. 

Merrill  is  opening  a  hardware  store. 
Hardware  Co.  lias  added  j)lumbing  and 


B. 


aul  ,\rercantile  Co.  has  jiurchased  the 
L(>ssard,     recently   acquire  d   by  I\r. 

is  advertising  his  hardware  busi- 


Hill  S])ring- 
K'cd  Deer — The  Day 
tinsmith  departments. 

Vegrevilh — The  St. 
business  of  Dostaler  iV 
Bertrand. 

Blackfalds— E.  Wideen 
ness  for  sale. 

Barons — M.  ().  Wendlebo,  hardware,  has  sold  out. 
Edmonton — W.  M.  Morton  &  Co.,  plumbers,  have  dissolved, 
S.  M.  Morton  continuing. 

Pincher  Creek — T?.  H.  Orniond  is  discontinuing  the  hard- 
ware end  of  the  business,  but  will  retain  the  plumbing  and 
heating  departments. 

Aldersyde — C.  D.  Cutts,  hardware,  sold  out. 

British  Columbia. 

Grand  Forks — Thos.  A.  ^McTntyre,  burned  out. 

Revelstoke — A.  E.  Duck  has  started  in  electrical  supplies. 


Kitsilano — T.  H.  Percival,  sheet  metal  worker,  has  moved 
into  larger  premises. 

Kelowna— E.  J.  Scott  &  Co.  have  taken  in  D.  C.  Foster 
as  a  partner.  The  new  firm  will  be  called  the  Kelowna  Hard- 
ware and  S{)ecialty  Co. 

North  Vancouver — Johnson  &  Salsbury,  establishing  hard- 
ware store. 

Vancouver — McLachlan  Bros,  sold  tinshop  to  Scoullar 
Sheet  Metal  Works,  and  will  continue  hardware  store. 


HARDWARE  HAPPENINGS. 

II.  E.  (ioodman,  of  the  Wood- Vallance  Co.,  Winnipeg,  was 
run  riown  by  an  automobile  and  injured  severely. 

Harry  Woods,  formerly  manager  of  the  McKay  store  at 
Melita,  Man.,  has  purchased  the  business  outright. 

T.  Esmond  Peck,  of  the  Peek  Rolling  Mills,  Montreal,  was 
taken  ill  at  Cascouna,  Que.    He  is  doing  very  nicely. 

The  Simplex  Electric  Heating  Company,  Belleville,  has 
been  incor|)orated  with  a  ea[)ital  stock  of  $40,000. 

Edwin  Dowsley,  manager  for  A.  Ramsay  &  Son,  Montreal, 
is  home  from  his  European  trip,  much  better  in  health. 

Peart  Bros.  Hardware  Co.,  Regina,  Sask.,  have  purchased 
land  in  the  centre  of  the  city,  on  wliich  they  will  build. 

The  contract  for  heating  the  new  town  hall  at  Virden, 
^lan.,  has  been  given  to  the  Manitoba  Hardware  and  T^umber 
(.'o. 

Hardware  men  in  Sudbury  are  having  a  good  trade  in 
prospectors'  outfits,  owing  to  the  rush  to  West  Shining  Tree 
camp. 

Fred.  Stork,  a  prominent  hardware  man  of  Prince  Rupert, 
was  in  Toronto  recently  on  his  way  home  from  a  European 
tour. 

The  Ware  Binding  and  Cordage  Co.,  Limited,  has  obtained 
provincial  charter.  Capital  stock,  $100,000.  Head  office. 
Saskatoon. 

The  Pittsburg  Water  Heater  Co.  has  been  authorized  by 
the  Provincial  Secretary  to  manufacture  their  product  in 
Canada. 

The  Red  Cross  Sanitary  Appliance  Co.,  Grimsby,  has  been 
re-organized,  and  the  name  of  the  firm  changed  to  Sanitary 
Ajipliances,  Limited. 

A.  Moulton  has  succeeded  G.  E.  Martin  as  manager  of  the 
Maritime  Paint  &  Varnish  ('o.,  Halifax.  Thos.  L.  Martin  will 
lie  assistant  manager. 

Roy  Stafford,  hardware  merchant,  was  exonerated  by  a 
Toronto  jury  who  investigated  the  death  of  a  boy  who  ran  in 
front  of  Mr.  Stafford 's  auto  and  was  killed. 

(J.  A.  E.  Evans  has  ti.Ken  over  the  management  of  the 
Revelstoke  sash  and  door  factory.  He  was  formerly  in  the 
Lawrence  Hardware  Co.,  Revelstoke,  B.C. 

The  Electric  Meter  and  Stanijiing  Co.,  Xew  Hamburg, 
will  take  up  the  manufacture  of  baby  carriage  hardware,  'i  he 
company  lune  orders  to  supply  wheels  to  five  Canadian  J"ae- 
tories. 

F.  W.  Ilollingsworth,  Sales  Manager  of  Ontario  Lantern 
&  Lamp  Co.,  Hamilton,  is  at  present  in  X'ancouver  looking 
after  the  interests  of  the  firm.  He  reports  that  the  Fall  out- 
look is  a  very  bright  one,  and  that  business  has  been  good 
throughout  his  trip. 

A  sad  drowning  accident  occurred  at  Dartmouth  Lake, 
N.S.,  on  Aug.  16,  when  Percy  Simmonds,  of  Simmonds  &  Co., 
wholesale  hardware  merchants,  Dartmouth  and  Halifax,  and 
.\riss  Nellie  Burton,  of  Dartmouth,  lost  their  lives  through  the 
upsetting  of  their  canoe. 

Elsey  Bros.  (Canada)  Limited,  have  been  incorporated 
under  Dominion  charter,  with  a  capital  stock  of  $1,000,000. 
This  com]>any  will  manufacture  ammunition  for  naval,  mili- 
tary and  s])orting  purposes,  and  will  also  handle  various  kinds 
of  explosives.    Head  otlice,  Montreal. 

The  Wells  Hardware  Company,  Limited,  has  received 
Provincial  charter.  Capital  stock,  $50,000.  Head  office,  Fort 
Frances,  Ont.  The  promoters  are  John  L.  Wells,  James  T. 
Emerson  and  Stewart  L.  Wells,  all  of  Port  Arthur,  and  Geo. 
A.  and  Herbert  A.  Stethem,  of  Fort  Frances. 

While  trying  to  extinguish  a  fire  which  broke  out  in  his 
launch,  F.  W.  Cunningham,  president  of  the  Cunningham  Hard- 
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Registered  1Q09 


REASONS  WHY 
It  Pays  You  to  Handle 

BOECKH'S  "STEEL  GRIP" 
PAINTERS'  BRUSHES 


Patented  1910 


Elasticity  of  Bristles — Only  the  highest  grade  of  Bristles  are  used, 
thereby  ensuring  a  thoroughly  pliable  and  easy  working  Brush. 

The  "  Steel  Grip  "— The  pressure  of  the  Compressed  Nickelled  Fer- 
ru'es  is  snch  as  to  make  it  impossible  for  the  Bristles  to  come  out. 

The  Steel  Ferrules— Possess  the  advantage  of  strength.  They  are 
compressed  with  tremendous  machine  force  and  no  nails  are  used  in 
these  Brushes. 

The  Perfect  Handle — The  shape  of  the  handle  permits  of  the  easy 
holding  of  the  Brush — the  design  of  which  is  registered. 

You  Cannot  Get  these  Advan- 
tages in  any  Other  Brush. 

Made  in  Oval  or  Flat 


Manufactured  by 

THE  BOECKH  BROS.  COMPANY 


LIMITED 


TORONTO, 


CANADA 


The  Vane  of 

PUBLIC  APPROmL 


Is  Always  a  Strong  Indication  of  the  Merit  of  an  Article 

That  is  particularly  true  of  paint  if  you  handle  a  paint  whose  maker  did  not 
put  quality  in  the  goods,  public  approval  will  soon  turn  against  it  and  you  will  be 

the  one  to  suffer  the  consequences. 


one  to  suiter  the  consequences. 
You  may  be  perfectly  sure  when  you 


sell 


MARTIN -SENOUR  PAINT 

100%  PURE 

that  if  properly  applied  your  customer  will  express  his  approval  not  only  by 
word  of  mouth,  but  in  orders  later  on,  he  will  also  advertise  your  business  to  his 
friends  and  neighbors,  in  this  way  creating  a  wave  of  sentiment  that  will  be  a 
niiglity  big  aid  toward  getting  control  of  the  paint  trade  in  your  territory. 

Mr.  Dealer,  let  the  Vane  of  Public  Approval  work  for  you.    We  have 
the  agency  for  Martin-Senour  Paint  ready  for  wide-awake  dealers. 

THE  MARTIN  -  SENOUR  CO.,  Limited 

Montreal  PIONEERS     OF     PURE     PAINT  Chicago 
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ware  Co.,  Vancouver,  was  severely  burned  around  the  arms  and 
hands.  After  the  explosion  a  fire  alarm  was  sent  in,  but  before 
tiie  firemen  arrived,  the  boat  was  burned  to  the  water's  edge. 

Sanderson,  Harold  Co.,  manufacturers  of  screen  doors, 
refrigerators,  etc.,  Paris,  Ont.,  are  building  an  extension  to 
their  iilant.  The  new  building  will  be  1(10  x  70  feet,  three 
storeys  high.  This  will  enable  the  firm  to  meet  the  demand 
of  the  trade,  as  it  will  increase  their  cajiacity  3."?  l-.'{  per  cent. 


SOLD  RANGE  TO  THE  TOWN  BAKER. 

An  interesting  story  is  told  by  a  i-tove  traveller,  who 
calls  on  the  trade  in  Eastern  Ontario. 

Tn  the  July  issue  of  the  Journal  an  article  headed  "(lood 
selling  opportunity  lost"  told  of  how  a  stove  dealer  had  sold 
a  range  to  a  baker  in  his  home  town,  the  baker  being  so  en- 
thusiastic about  the  range  that  he  had  purchased  a  second 
one  as  a  wedding  present  for  his  son,  yet  the  stove  dealer 
neglected  to  take  advantage  of  this  incident.  If  anybody 
should  know  the  baking  qualities  of  a  range  it  should  be  the 
local  baker,  and  a  range  that  pleased  the  baker  ought  to  be 
jiushed  with  energy,  the  baker's  name  being  given  as  a  refer- 
ence. The  local  dealer,  however,  was  one  of  those  who  takes 
the  agency  for  a  half  a  do/on  different  lines  of  goods  without 
putting  real  energy  into  any  of  them.  Consequently  the  agency 
for  the  range  purchased  by  the  b;iker  was  taken  away  from 
the  dealer  and  given  to  another  stove  man  who  proniisc^d  to 
put  energy  behind  his  sales  organization. 

The  stove  traveller  in  question  called  on  a  hardware  man 
in  llawkesbury  a  fortnight  after  the  July  Number  of  the  TTard- 
ware  and  Stove  Journal  was  printed,  and  it  so  happened  that 
the  hardware  man  was  at  the  time  reading  the  article  on  the 
"Selling  ()pi)()rtunity  Lost"  in  tlic  July  Number  of  the 
Journal. 

Naturally  the  t r;i vcl ler  took  advantage  of  the  opportunity 
to  endeavor  to  win  tlio  merchant  as  a  customer,  and  as  luck 
would  have  it  in  came  the  Hawkesbury  town  baker  while  the 
traveller  and  merchant  were  talking.  Relating  the  baker's 
exjjeriencc  in  the  first  town  the  tnixcller  succeeded  in  selling 
one  of  his  ranges  to  the  baker,  and  the  merchant  gave  him 
an  order  at  once. 

Tt  will  be  interesting  later  on  to  learn  how  the  llawkes- 
bury retailer  succeeded  in  using  his  local  baker  in  securing 
adilitional  sales  for  the  range  in  question  in  that  lociility. 


TOWN  BARGAIN  DAY. 

A  plan  for  drawing  tiado  to  a  town  that  has  been  suc- 
cessfully worked  at  several  |)oints,  is  as  follows:  An  agree- 
ment is  reached  between  all  the  merchants  whereby  they  offer 
special  sales  on  certain  days,  each  merchant  selecting  some 
special  line  of  goods  ui)on  which  he  quotes  a  lower  jirice  than 
usual.  Thus  one  store  will  sell  boots  and  shoes  at  a  special 
price,  others  offering  bargains  in  dry  goods,  hardware,  groceries, 
etc.  Every  line  of  business  is  represented  and  care  was  taken 
that  no  conflicts  occurred.  Prizes  are  then  offered  to  the  far- 
mer bringing  in  the  best  load  of  grain  or  the  handsomest  baby, 
and  the  bargain  day  extensively  advertised  in  the  surrounding 
eountrj-,  the  names  of  the  merchants  and  their  special  sales 
being  in  all  cases  stated.  The  farmers  have  responded  in  a 
most  gratifying  manner,  and  merchants  are  well  j)leascd  with 
the  ]ilan,  where  it  has  already  lieen  carried  out. 


PERSONAL  LETTERS  TO  CUSTOMERS. 

Personal  letters  to  customers  are  une(|ualled  by  any  kind 
of  advertising  that  the  hardware  merchant  in  small  localities 
can  do.  Personal  letters  are  more  than  mere  advertising;  they 
establish  cordial  relations  between  the  seller  and  the  buyer 
which  ordinary  advertising  methods  might  fail  to  jiroduce. 

Nine  out  of  ten  hardware  dealers — perhaps  even  a  greater 
number — neglect  entireh'  this  fruitful  method  of  inducing 
trade.  They  do  not  cultivate  the  human  side  of  their  cus- 
tomers; they  fail  to  aiijieal  to  them  from  the  sentimental  side, 
which  is  strongly  dominant  in  most  ])eople,  although  covered 
up  at  times. 

A  letter  from  a  merchant  to  a  customer  attracts  the  at- 
tention of  the  customer  to  the  store  and  its  goods  in  a  forceful 


way;  it  increases  the  respect  and  cordiality  of  the  customer  for 
the  merchant;  it  makes  the  customer  feel  better  acquainted 
with  the  man  behind  the  counter— and  it  actually  SELLS 
GOODS,  which  is  best  of  all. 

Some  merchants  send  out  personal  letters  to  their  cus- 
tomers when  mailing  monthly  statements.  This  is  a  good  plan, 
but  letters  would  i)robably  be  received  more  cordially  by  the 
customer  if  not  accompanied  by  a  "dunning"  bill,  which  can 
be  mailed  at  some  other  time.  Every  merchant  should  get  a 
letter  to  his  customers  three  or  four  times  a  year,  and  oftener  if 
possible. 


THE  VALUE  OF  NEATNESS. 

Neat7iess  is  a  great  help  in  moving  ready  mixed  paint. 
Dealers  do  not  always  appreciate  this,  even  when  a  practical 
illustration  of  the  fact  is  on  their  shelves  in  plain  sight  of 
themselves  and  their  customers  every  day  in  the  week.  We 
refer  to  those  cans  with  the  soiled  and  torn  labels  and  the 
gummy  tops  and  bottoms;  these  are  the  cans  that  stay  on  the 
shelves  year  after  year;  customers  refuse  them,  fearing  they 
are  partly  leaked  out  or  with  the  subconscious  feeling  the 
appearance  of  such  cans  give,  that  the  contents  are  inferior 
goods.  The  dingy  label,  where  we  can  make  it  out,  as  often 
as  otherwise,  shows  that  the  color  is  one  of  our  best  sellers,  j-et 
customers  often  j)refer  to  wait  for  fresh  goods  or  even  to  buy 
elsewhere  rather  than  to  take  such  a  can.  Such  cans  injure 
the  apjtearance  of  the  whole  stock  and  must  have  a  tendency 
to  hurt  the  sale,  otherwise  paint  manufacturers  would  not  be 
as  ready  as  they  usually  are  to  replace  them  with  clean,  fresh 
goods. 

The  dealer,  however,  will  seldom  go  to  the  trouble  of  sort- 
ing out  these  cans  and  packing,  checking,  billing  and  ship- 
ping them.  An  easier  way  is  to  send  for  fresh  labels;  they 
can  be  quickly  applied  and  the  residue  of  dried  oil  can  usually 
be  scraped  off  without  much  difficulty.  This  will  entail  some 
work,  but  it  is  worth  it  for  it  helps  move  the  stickers. 


Manufacturers  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


International  Varnish  Co.,  Toronto,  has  |.l:innod  as  a 
feature  for  fall  campaign,  a  window  trim  in  six  colors.  This 
is  to  help  the  dealer  in  the  sale  of  "Lacqueret."  The  trim 
is  so  constituted  as  to  be  adaptable  to  any  size  window.  The 
firm  sends  a  ])lan  of  the  window,  with  full  directions  for  in- 
stallation, with  each  trim  sent  out. 

Pike  Mfg.  Co.,  Pike,  N.H.,  the  White  Mountain  Freezer 
Co.,  Nashua,  X.  II..  and  the  Goodell  Co.,  Antrim,  X.H.,  are 
issuing  jointly  a  very  neat  and  attractive  four  ])age  folder. 
This  is  known  as  the  "New  Hampshire  Maid"  series.  The 
cover  displays  a  New  Hampshire  maiden  in  different  scenes. 
Inside,  White  Mountain  freezers  are  advertised,  and  the 
(ioodell  Co.  show  their  grape  fruit  knives.  These  knives  se- 
parate the  pulp  from  each  pocket  of  the  fruit,  but  do  not  cut 
out  the  ])artitions.  On  the  back  cover.  The  Pike  Mfg.  Co.  ad- 
vertise their  different  lines.  Canadian  dealers  will  be  sup- 
jilied  on  re(|uest. 

Gipe  Carrier  Co.,  Toronto,  are  sending  out  a  circular  ad- 
vertising their  difl'orent  lines  of  cash  and  parcel  carriers.  The 
new  ''(;ipe"  loo]i  system  is  a  good  one.  This  carrier 
will  serve  any  location  on  the  second  floor,  no  matter  where 
the  cashier  may  be  located  on  the  ground  floor. 

Pinchin,  Johnson  &  Co.,  Toronto,  have  gotten  out  a  hand- 
some and  well  illustrated  booklet,  in  which  are  catalogued 
their  complete  lines  of  superfine  coach  colors,  varnishes, 
sundries  and  sjiecialties  manufactured  entirely  for  the  carriage 
and  automobile  trade.  Small  samples  of  the  different  shades 
are  shown  and  all  are  alphabetically  indexed.  At  the  back 
of  the  booklet  are  listed  different  sundries,  with  particulars  of 
how  each  is  made.  Full  directions  as  to  how  to  apply 
"Minerva'"  products  are  given. 
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Talks  on  Pa 

No. 

With  the  growth  of  competition  comes  increased  dif- 
ficulty in  familiarizing  the  public  with  any  special  product. 

This  is  nowhere  more  true  than  in  the  sale  of  paint 
or  varnish. 

There  are  in  Canada  and  the  United  States  over 
1,350  paint  manufacturers  and  675  varnish  makers.  You 
are  a  dealer,  but  how  many  of  these  can  you  name  from 
memory?  How  many  do  you  think  the  average  man  on 
the  street  can  name? 

Yet  practically  every  man,  woman  and  child  of  intel- 
ligent years  is  familiar  with  the  Sherwin-Williams  trade 
mark  and  knows  what  it  stands  for. 

As  judged  by  modern  standards,  this  acquaintance  of 
the  public  with  the  S-W  trade-mark  is  a  commercial  asset 


INT  Selling 
1. 

beyond  value.  It  is  the  sign  of  conspicuous  success  and 
is  the  result  of  forty  years  of  careful  and  honest  produc- 
tion, progressive  selling  methods  and  public  confidence, 
backed  up  by  sincere  and  hearty  co-operation  with  the 
merchants. 

If  the  agency  for  the  sale  of  S-W  Paints  and  Var- 
nishes is  still  available  in  your  town,  better  find  out  at 
once  how  you  can  secure  it  and  obtain  the  right  to  hang 
this  trade-mark  in  your  store. 

The  Sherwin-Williams  Co. 

{of  Canada,  Liniitecf) 

PAINT,   VARNISH    AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 


FACTOR  I ES 
OFFICES 


MONTR  EAL,    TORONTO,    WINNIPEG,    LONDON,  ENG. 

NNtPEG. VANCOUVER 


D  warehouses:  Montreal,  Toronto 

LONDON.  ENG. 


Hundreds  of  Hunters  are  going 
to  carry  "Tobin  Simplex  Guns" 
this  Fall, 

Are  You  Going  to  Sell  your  Share? 

This  coming  shooting  season  there  is  going 
to  be  a  great  demand  among  sportsmen  for  the 
"  Tobin  Simplex  Gun."  They  have  given  such 
thorough  satisfaction  in  the  past,  you  can  depend 
on  it,  the  hunter  is  going  to  ask  for  this  depend- 
able weapon.  We  have  been  doing  con'siderable 
advertising  for 


Simplex  Guns 

and  are  daily  receiving  enquiries  about  them. 

We  are  desirous  of  establishing'  connnections  witli 
live,  aggressive  dealers,  in  districts  where  we  are  not  reiv 
resented.  The  "Tobin  Gun''  is  such  a  thoroughly  good 
gun  that  to  sell  it  is  but  a  matter  of  displaying  it  and  ex- 
]ilaining  its  points  of  superiority.  When  you  write  us  we 
will  tell  you  about  our  "  money  back"  guarantee.  Itgives 
dealers  a  forceful  selling  argument. 

WRITE  rs  TO-nw. 

The  Tobin  Arms  Manuf'g^  Co.,  Limited 

Woodstock,  Ontario 


REVOLVING  CASES 

For  Bolts,  Screws  and  other  articles 


Save  time  and 
money  and  mixing 
of  contents  of 
drawers.  A  hand- 
some piece  of  furni- 
ture as  well  as  very 
useful  for  bolts, 
screws  and  other 
articles.  They  ate 
used  by  Hardware 
Dealers,  Plumbers, 
Machine  Shops, 
Auto  Manufactur- 
ers, Dealers,  and 
Repairers.  Each 
drawer  is  locked  in 
the  Case  to  pre- 
vent its  removal, 
therefore  the  con- 
tents of  the  drawers 
are  not  apt  to  gret 
mixed.  These 
Cases  are  made 
square  with  square 
drawers,  or  octa- 
gonal with  V-shap- 
ed drawers  as  de- 
sired. They  are 
well  finished  and 
will  last  indefinite- 
ly. Sold  by  all 
jobbers  in  Hard- 
ware and  Auto 
Supplies. 

Manufactured 
by 


American  Bolt  &  Screw  Case  Co. 

DAYTON,  OHIO,  U.S.A. 


When  writing  to  advertisers,  kindly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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Market  Situatio 


METAL  MARKETS. 

'I'lic  oiiciiiii;;  of  Kiill  tvadi'  li;is  l)r(iu<;iit  about  a  considerable 
ini])rovoni(>iit  in  \arious  metals,  and  orders  are  being  booked 
more  readily  than  for  some  weeks.  There  has  been  an  ad- 
vance in  lead,  due  jirobably  to  the  rumors  of  an  international 
combine,  the  net  result  being  that  lead  has  advanced  during 
the  month  from  .1i3..sr)  to  $3.!)5,  imjjorted  lead  being  10c.  lower. 

Pig  Iron  furnaces  are  reported  as  being  very  busy,  and  the 
Canadian  market  is  certainly  in  much  better  condition  than 
across  the  lino.  Kvcii  in  the  States,  however,  there  is  much 
talk  of  iMiprovcd  conditions,  and  the  outlook  is  considerably 
brighter  than  lUiring  the  Spring  and  Summer.  We  are  quot- 
ing (.'anadian  Foundry  No.  1  at  .'|<18.50,  with  Old  Country  irons 
ranging  from  To  $22.00.    Copper  locally  is  in  fair  de- 

mand, but  the  marUct  on  a  whole  is  featureless,  prices  con- 
tinuing steady  at  l.'i  l-4c.  per  lb.  Tin  has  fluctuated  during  the 
month,  but  s])eculators  contiiuu-  in  control,  and  there  is  little 
likelihood  of  any  change  for  some  time.  A  good  trade  is 
being  done  atul  there  is  a  growing  confidence  in  the  stability 
of  the  market,  i'rices  continue  at  around  45c.  per  lb.,  with 
some 'talk  of  an  advance  due  to  pressure  from  the  syndicate  iii 
control  during  the  Tiext  month  or  so. 

Spelter  has  strengthened  in  harmony  with  Lead,  its  sister 
metal,  and  stocks  on  the  market  are  light,  and  there  is  an  ac- 
tive demand.  The  Spelter  market  in  Euroj'e  is  parti'ulariy 
strong. 

Sheets  and  Plates  are  moving  very  freely,  with  sonu  talk 
of  ditficulty  in  obtaining  stocks  of  Galvanized  Sheets.  General 
difhcuUy  has  been  exjicrienced  of  course  in  securing  prompt 
dell^■t■ries  of  orders  from  Great  Britain  owing  to  the  seirnen's 
strike  and  this  will,  of  course,  effect  delivery  of  shce^-s  to 
Canadian  buyers     Pri.''os  ait    firm  and  unchanged. 


HARDWARE  MARKETS. 

Tlie  past  month's  trade  has  been  exceedingly  satisfactory 
to  liardware  jobbers,  no  interruption  having  occurred  what- 
ever as  a  result  of  the  election  campaign  which  is  nearing  its 
conclusion.  Conditions  seem  to  be  very  satisfactory  in  all 
])arts  of  the  country  which  by  the  orders  being  received,  and 
with  practically  all  industries  working  full  or  extra  time, 
there  is  every  prospect  of  a  really  busy  Fall  and  Winter. 

Sporting  Goods  have  enjoyed  a  particularly  large  trade,  and 
shi|)ments  of  booked  orders  have  been  very  heavy.  Sorting 
is  commencing,  and  already  there  is  talk  of  some  shortages  in 
certain  classes  of  guns  and  amnninition.  Fall  and  Winter 
sj)orting  goods,  such  as  football  su])i)lies,  skates,  hockey  goods, 
etc.,  are  beginning  to  receive  attention. 

Builders'  Hardware  orders  have  likewise  been  very  heavy, 
and  in  some  lines  manufacturers  have  found  it  difficult  to 
sup])ly  the  demand.  Large  numliers  of  houses  have  reached 
the  finishing  stage  and  trade  in  builders'  hardware  depart- 
ment of  the  retail  stores  will  be  very  bri.'k  during  the  next 
couple  of  months.  Sash  Cord  has  lieen  reduced  to  31  l-2c.  ])er 
lb. 

House  Furnishings.  Orders  placed  for  stoves  and  heating 
goods  have  been  very  heavy,  the  indications  being  that  some 
manufacturers  at  least  will  be  unable  to  supply  the  goods  to 
those  who  leave  off  ordering  until  the  cold  weather  arrives. 
Washing  Machines  and  Wringers  have  also  been  freely  ordered, 
this  being  a  very  good  line  to  push  in  the  Fall,  when  farmers' 
wives  have  money  to  spend  for  labor  saving  machinery.  Pre- 
serving goods,  food  chop]iers,  kitchen  utensils,  etc.,  are  in  con- 
stant demand,  and  trade  in  these  lines  has  been  very  satis- 
factory. 

Winter  Goods.  Orders  are  being  placed  in  fair  quantities 
for  skat<-s,  lanterns,  lighting  goods,  foot  warmers,  horse 
blankets,  sleigh  bells,  etc.,  deliveries  to  be  made  later  on. 
The  demand  for  lumber  supplies  is  also  very  heavy,  and  good 
trade  is  anticijiated  during  the  Fall  months. 


PAINT  AND  OIL  MARKETS. 

An  unu'ually  good  trade  is  beintr  done  by  paint  manufac- 
turers at  j}resent,  the  demand  being  so  good  in  some  ser'tiong 
that  paints  are  V)eing  taken  in  car-load  lots.  All  through  the 
Summer  trade  has  been  very  good. 

The  difficulty  exjierienced  in  securing  shipments  of  lead 
from  p]urope,  owing  to  the  Seamen's  strike,  coujiled  with  the 
talk  on  an  international  white  lead  combine  embodying  prac- 
tically all  the  English,  German,  Belgian  and  American  manu- 
facturers, has  resulted  in  a  considerable  strengthening  of  the 
White  Lead  market.  Prices  have  advanced  in  England  as  well 
as  in  ('anada,  figures  being  15c.  higher  than  lead  hag  been 
selling  for  some  time.  We  are  now  quoting  $6..t.')  for  Elephant 
Genuine  lead  in  ton  lots,  or  -tfi.SO  for  Decorator's  pure,  in  ton 
qimntities. 

Linseed  Oil  has  also  advanced  during  the  month,  prices 
being  3c.  higher,  and  local  quotations  being  .$1.01  for  raw  oil 
in  single  barrel  lots,  or  $1.04  for  boiled  oil.  Reports  indicate 
that  there  will  be  no  shortage  of  flax-seed  in  the  United  States, 
and  that  oil  crushers  are  holding  up  the  market  so  that  there 
is  ho|)e  of  lower  prices  in  oil  next  month,  but  with  white  lead- 
advancing,  the  ready  mixed  })aint  situation  is  favorable  to  a 
maintenance  of  present  prices  without  any  change  in  retail 
quotations  for  next  season. 

Turpentine  has  eased  off  a  little,  and  quotations  are  now 
72c.  ]>er  gallon  in  single  barrel  lots,  instead  of  74c.  quoted  a 
month  ago. 

Window  glass  and  putty  are  in  particularly  strong  demand. 
shi|)inents  being  very  heavy  in  response  to  orders  received 
from  contractors  who  have  buildings  to  enclose  before  the  cold 
weather  arrives.  Prices  are  being  held  quite  firmly,  and  so 
far  no  shortages  in  stocks  are  reported. 


WESTERN  HARDWARE  MARKETS. 

During  the  past  few  weeks  the  West  has  been  undergoing 
a  series  of  "quivers"  which  come  almost  annually,  regarding 
the  ingathering  of  the  grain  crop.  Expectations  were  that  an 
immense  harvest  would  be  had,  but  for  various  reasons  the 
results  are  not  as  large  as  anticipated.  However,  there  will 
be  a  good  crop  gathered  and  business  is  showing  increase  now. 
Up  to  -Tuly  the  output  had  been  about  even  with  1910 's  sales, 
but  July  and  August  sales  showed  a  very  material  increase 
over  last  year's  business.  Fine  orders  are  being  received  now, 
and  wholesalers  are  doing  their  utmost  to  have  every  dealer 
well  supplied  for  a  big  Fall's  turnover. 

Winnipeg  Prices  Current. 

Black  Sheet  Iron— 28-gauge,  $3.75;  26,  $3.60;  24,  .$3.50;  22 
20,  IS,  17,  .+■;!. ."0;  16,  14,  12,  $3.40;  10,  $3.25. 

Canada  Plates— Half  polished,  6-7,  $3.65;  8,  $3.90;  full 
liolished,  0-7,  .$4.40;  8,  .$4.65. 

Copper — Planished,  16  oz.,  30e.;  plain  tinned,  16  oz.,  24c. 

Galvanized  Iron— Apollo,  10%  oz.,  $4.80;  28,  $4.60;  26, 
$4.20;  24,  .$4.00;  22,  .$4.00;  20,  $3.90;  18,  $3.85;  16,  .$3.80. 
Queen's  Head,  28  guage,  $4.80;  26,  $4.60;  24,  $4.20;  22,  $4.20; 
20,  $4.00. 

Tin  Plates— I.e.,  20  x  28,  full  boxes,  $10.25;  half  boxes, 
$.5.50;  I.X.,  20  x  28,  full  boxes,  $12.25;  half  boxes,  $6.50; 
LX.X.,  20  X  28,  full  boxes,  $14.25;  half  boxes,  $7.50;  Teme, 
20  X  28,  $9.75. 

Iron — Bar,  $2.50;  Base,  slcighshoe  steel,  $2.65;  plow,  com- 
mon, $4.50;  crucible  i)low,  $6.00;  angle,  $2.75;  harrow,  $2.75; 
cast  October,  8%  base;  Spring,  $3.40;  machine,  $3.50,  tire, 
$3.00. 

Wire- Barb,  .$2.65;    Annealed,  9-gauge,   $3.00;   10,  $3.06; 

11,  $3.12;  12,  $3.20;  13,  ,$3.30;  14,  .$3,40;  15,  $3.55;  16,  $3.70. 
Galvanized,  plain,  8-gauge,  .$3.40;  9,  $2.90;  10,  .$3..50;  11,  $3.55; 

12,  $3.10;  13,  $3.25;  14,  $3.95;  15,  $4.50;  16,  $4.75.  Stove  pipes, 
Noc.  18  and  19,  o'/f    Poultry  netting,  57%  p.c. 


WANTED. — A  stoc's  keeper  for  wholesale  house,  must  be 
thoroughly  familiar  \\-lth  all  shelf  goods.  State  experience  and 
salary.    PEART  BROS.  HARDWARE  CO.,  REGINA,  SASK. 

WANTED. — A  hardware  man  with  a  few  years'  experience 
(in  wholesale  house  preferred)  for  putting  up  orders  wholesale 
house.  State  exnerience  and  salary  required.  PEART  BROS. 
HARDWARE  CO.,  REGINA,  SASK, 
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You  Can't  Overlook  Facts 


Mr.  Dealer: — Here  are  a  few  state- 
ments that  you  can't  aflford  to  over- 
look. 

Minerva  Paints  and  Vartiis/ies  were 
first  manufactured  in  England  76 
years  ago — their  growth  was  spon- 
taneous and  steadily  increased  until 
the  London  house  was  supplying 
Minerva  Brands  to  the  markets  of 
the  world.  Canada  was  recently 
recognized  as  a  market  which  could 
produce  a  large  demand,  and  al- 
though the  competition  was  strong, 
it  was  decided  to  build  a  Canadian 
factory  and  manufacture  identically 
the  same  brands  as  were  made  in 
England.  About  six  months  ago  the 
large  Toronto  factory  started  to  fill 
the  already  waiting  orders.  Since 
the  first  day  the  success  of  Minerva 
Painfs  and  Varnishes  has  surpassed 
all   expectations.     The    demand  has 


been  such  that  the  extreme  possible 
output  has  been  taxed.  The  success 
of  Mi  nerva  Brands  has  been  assured 
in  Canada.  There  are  reasons  for 
such  growth. 

Minerva    Paints   and   Varnishes  mve 

o 

Iwnest  value — they  contain  absolutely 
the  very  highest  grade  ingredients 
possible  to  procure. 

The  Manufacturers  co-operate  in  every 
possible  way  -with  the  dealer. 

Extensive  consumer  advertisiiig  is  used. 
A  good  fair  margin  of  profit  and  an 
attractive  proposition  is  offered. 

This  is  why  Minerva  Brands  mean 
your  reputation  and  profit. 

Write  us  for  information — be  a  part 
of  this  big  selling  organization  and 
get  your  fair  sJiare  of  the  availing 
profits. 


Established  in  England — 1834 
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Pinchin,  Johnson  ^  Co.  (Canada),  Ltd. 

'bll-'5Sl  Carlaw  Ave.,  Toronto,  Can. 


Glass!  Glass! 

We  have  just  moved  into  our  new  six-story  build- 
ing on  Spadina  Avenue  which  has  42,000  feet  floor 
space  stocked  with  glass  of  every  description  for 
building  purposes  and  is  equipped  with  every  modern 
convenience  for  the  rapid  handling  of  glass. 

Just  give  these  facts  a  moments  consideration  and 
consider  what  they  mean  when  you  are  in  need  of  a 
li LI rr\'-up  order. 

No  vexatious  short  shipments  or  delays  !n  shipping. 

Give  us  a  trial  on  voiir  ne^vt  speci tications  and  get 

QUALITY  and  PRICES  that  are  RIGHT 


The  Consolidated  Plate 
Glass  Company 


WINNIPEG 


TORONTO 

241  Spadina  Avenue 


of  Canada 
Limited 

MONTREAL 


Time  For  Fall 

Housecleaning 

Now  is  the  time  to  stock  up  and 
bring  to  the  front  brushes  and 
brooms  required  for  cleaning  after 
the    summer    holidays    are  over. 


No.  ^54-     H.lli"  Moor  l>ii>oni 


We  make  all  kinds  of  brushes  for 
painting  and  cleaning,  and  on  re- 
ceipt of  a  post  card  request  will 
send  a  copy  ot  our  1911  catalogue. 

THOMAS  BRYAN,  Limited 

London  -  -  -  Canada 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


TWO  METHODS  FOR  MAKING  BALLS. 
By  G.  L.  Gray. 

To  maUo  ;i  ball  by  iiiciiiis  of  t;orc'S.  First,  strike  a  circle 
the  r('(|uire(l  si/.c  of  and  erect  center  line  R  S,  space  the 

circle  into  the  required  number  of  equal  parts,  11  U  bcinj;;  the 
centre  of  ffore,  space  half  a  space  each  side  of  U  as  A  L,  and 
draw  lines  A  K  and  L  li  which  form  the  miter  lines  for  gore, 
draw  line  H  N  and  erect  line  N  ()  at  rijjht  angles  with  line 
M  N,  and  with  the  compasses  set  the  distance  R  IT,  set  point 
at  N  and  draw  1-4  circle  C  1',  which  forms  an  exact  1-4  section 
of  ball,  space  1-4  circle  O  P  into  any  convenient  number  of 
equal  s])aces  as  shown  1  2  3  4  .5  6  7,  with  compasses  already 
set,  ]dace  jtoint  at  Q  on  centre  line  Q  S,  space  off  strechout 
1  2  4  ;■)  (i  7  6  5  4  .'{  2  1,  place  the  T  square  at  right  angles 
with  line  S,  draw  lines  indefinitely  intersecting  and  stretch- 
out points  1  2  .'!  t,  rtc,  place  T  square  parallel  witii  line  M  N, 
draw  lines  2  .'!  4  ~>  (]  7  of  1-4  section  intersecting  miter  lines 
H  1.  ;ni<l  \i  A,  place  T  stpiare  parallel  with  centre  lin(-  R  S 
and  liiing  it  successively  against  the  points  in  the  miter  lines 
R  A  and  K  Fj,  drawing  the  lines  across  corresponding  numbers 
in  the  stretchout,  a  line  traced  through  the  intercejjting  points 
in  the  stretchout  will  give  the  |)attcrii  of  a  section  or  gore. 

A  perfectly  round  ball  ran  be  uiaile  by  placing  the  gores 
on  a  raising  block  and  raise  thcni  t(j  the  exact  circle. 

Fig.  No.  2  can  be  made  in  any  Number  of  parts  the  shape 
of  zones.  First  draw  a  circle  the  re<iuired  size  of  ball,  in  this 
case  to  be  made  in  11  parts,  ABC  which  rejiresents  the  eleva- 
tion, erect  centre  line  I  E,  indefinitely  divide  the  elevation 
into  the  required  number  of  sections  as  shown  B  K  L  M  N  O 


from  these  points  draw  at  right  angles  with  centre  line  I  E 
across  elevation,  which  represents  the  seams  of  the  different 
zones  in  elevation,  on  line  1  E  below  elevation  taking  R  as 
centre,  draw  plan  of  the  ball  shown  by  C  II  I  J,  draw  line  G 
R  II  and  from  jioints  K  L  M  N  O  in  j)lan  drop  lines  to  the 
corres|)onding  letters  on  line  R  II  of  plan,  taking  R  as  radius 
point,  strike  circles  K  L  M  N,  which  represents  the  seams  of 
the  different  zones  in  the  jAait,  also  giving  the  stretchout  for 
the  different  zones,  draw  line  through  points  O  X  in  elevation 
until  it  intersects  centre  line  at  E,  which  is  the  radius  point 
for  zone  ()  N,  set  compasses  at  point  E,  strike  sweeps  X  and 
O  indefinitely,  space  quarter  circle  JI  J  into  a  convenient  num- 
ber of  si)aces,  as  C  1  2  3  4  5  6,  and  with  the  compasses  already 
set,  space  zone  O  N  on  sweep  C  1  2  3  4  5  6  .5  4  3  2  I  C,  draw- 
ing dotted  line  C  p],  which  completes  pattern  for  one  O  X. 
The  other  three  zones  N  M,  M  L  and  L  K  are  gotten  by  the 
same  method  as  O  X,  the  centre  zone  being  a  straight  strip, 
the  stretchout  being  spaced  from  J  H  in  plan  same  as  zone 
O  X,  the  top  or  smaller  section  marked  R  in  plan  being  a  flat 
circle.  When  the  different  i)arts  are  all  raised  the  exact  circle, 
they  will  form  a  perfectly  round  ball. 


ESTABLISHING  TORONTO  BRANCH. 

The  Waldon  (Jompany,  Winnipeg,  Canadian  agents  for 
the  "Spencer"  magazine  boiler  and  "Storm  King"  furnace, 
have  opened  a  Toronto  branch  in  the  Lumsden  buiMing,  cor- 
ner of  Vonge  and  Adelaide  streets,  the  manager  of  the  branch 
being  R.  Y.  McLean. 


Owen  Sound  Steel  Press  Works,  Owen  Sound,  are  intro- 
ducing the  Perfection  Steel  Ankle  Support,  a  devic-  of  y>ar- 
ticular  value  not  only  to  women  and  children  with  weak 
ankles,  but  to  those  who  do  a  lot  of  skating  and  find  it  nccces- 
sary  to  take  every  i)ossible  advantage  of  having  their  skate 
solidly  fastened  to  their  feet.  Hockey  players  who  have  used 
the  ankle  support  state  that  it  is  a  decided  advantage  to  turn 
quickly,  or  when  it  is  found  necessary  to  run  on  the  toes  and 
gain  additional  momentum. 
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Experience  Proves 
"QUEEN'S  HEAD" 


CANADA 


Galvanized  Iron 

to  be  without  an  equal. 
Have  your  jobber  supj»ly  it. 


JOHN  LYSAGHT,  Limited,       A.  C.  LESLIE  cSi  CO.,  Limited, 

Makers.  MONTRKAL. 

BristoL  Newport  Managers  Canadian  Branch 


Enroll  now  for  fall  and  winter  study 

SEPTEMBER  is  the  best  time  to  start  your  course  which  gives  you  ten 
months  of  uninterrupted  study,  asour  scholars  are  not  expected  to  study 
during  Jul>  and  Augfust. 

Experience  has  proven  that  Sheet  Metal  Pattern  Drafting"  can  be  taught 
more  thoroughly  by  correspondence,  us  ing  my  short  methods,  than  b>- 
personal  instruction,  for  the  scholar  who  studies  out  a  problem  himself 
will  remember  it  longer  and  will  have  more  confidence  in  himself  than  the 
one  who  has  an  instructor  at  his  elbow. 

My  full  (25)  months'  course  is  ($,^5.00),  payable  ($3.00)  first  payment  with 
application  and  ($2.00)  each  month  till  paid,  or  ($2,5.00)  for  full  course  in 
advance. 

Write  for  my  new  circular  giving  full  information  about  this  school,  also 

list  of  the  (i2,t)  school  drawings. 

Enclose  four  cents  in  stamps  to  cover  postage. 

GRAY'S  SCHOOL 

3537  Third  Ave.       -       -       ■       NEW  YORK  CITY 


Monarch  ^he){ing  ofall 

rwy  .  .  Wnfinff 

1  ype  write  rs  jytachines 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


1^ 

THE  lYIONARCH  TYPEWRITER  CO.,LiiyiiTEO 

46  ADELAIDE  STREET  WEST 

TORONTO,    -  ONT. 


JENKINS  6;  HARDY 

Assignees,    Chartered   Accountants,    Estate  and  Fire 
Insurance  Agents 

15 ;4  TORONTO  ST.,  TORONTO         52  CANADA  LIFE  RLDG.,  MONTREAL 


ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for 

the  assured 
67  Victoria  Street,  Toronto 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire 
insurance  that  does  insure.  We  act  for  the  people  only,  assisting  in 
the  adjustment  of  fire  losses.    Wire  us  when  your  loss  occurs. 


ORNAMENTAL/—-  ^ 

Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  Goods  Mfg.  Co. 
HAMILTON,  ONT. 


HARDWARE  BUSINESS  OPPORTUNITIES. 

Ads.  inserted  under  this  liead  one  cent  per 
word,  each  insertion.  Each  Journal  subscriber 
is  allowed  to  insert  one  25  word  ad.  free 
each  year. 

SHELF  BOXES  FOR  SALE — 562  Bennett  Shelf  Boxes  for  sale. 
Oak  front,  ditferent  sizes;  ii.'W.  Apply  Box  10'J6  Hardware  and  Stove 
Journal,  Toronto. 


TOOLS  FOR  SALE — Oster  pipe  dies,  1  to  2  inches;  Armstrong 
dies,  2%  to  4  inches,  both  in  first  class  condition.  Paulin  &  Ruther- 
ford,  Siracoe,  Ont. 


TINSMITHS — I  need  4  tinsinitlis  and  2  improvers.  First-class 
sliop;  good  class  of  work;  highest  wages  and  year  round  job.  J.  C. 
Wanless,  Chatham,  Ont. 


CLERK  WANTED — four  years'  experience,  good  stock  keeper. 
I'erniancnt  position  for  right  man.  State  salary.  J.  H.  Bell,  Mattawa, 
Ont. 

EXPERIENCED  HARDWAREMAN  wanted  as  Vancouver.  Must 
be  experienced  at  accurately  posting  Canadian,  American  and  European 
invoices  and  keeping  up  price  book  for  retail  and  wholesale  hardware 
liouse.  Reply  immediately,  giving  age,  single  or  married,  former  ex- 
perience, with  whom,  and  salary  expected,  correspondence  confidential. 
Martin  I'Mnlayson  &  Mather,  Vancouver,  B.C. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Will  You  Judge 
This  Two-coat 
Combination  Yourself? 

May  we  send  you,  without    cost  to 
yourself,  sample  on  wood    of  our 

Two-Coat  Combination 

standard  Turpentine  Shellac 
and  G.  P.  Hard  Oil  Finish 

Examine  it  carefully.  Note  the  splendid 
surface  and  supporting  properties  of 
Standard  Turpentine  Shellac.  Look 
at  the  semi-flat  finish  it  gives,  see  how  it 
does  not  raise  the  grain  of  the  wood, 
and  you'll  agree  there  is  nothing  like 
Standard  Turpentine  Shellac  for 
first  coating  open-grained  or  paste-filled 
woods. 

Used  with  our  G.P.  Hard  Oil  Fin- 
ish a  truly  remarkable  effect  is  obtained 
in  our  two-coat  combination. 

These  are  only  two  of  the  famous  Inter- 
national Line- 
Get  details  of  our  full  range  of  varnishes. 

All  Standard  Varnish  products  are  put 
up  in  Full  Imperial  Measure  Cans 
ONLY. 

Made  l)v  tin- 


CANADIAN  FACTORY  OF  STANDARD  VARNISH  WORKS 
TORONTO  WINNIPEG 

F  8, 


M-L  Paints 

l^est  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floor^laze 

Is   the    floor    finish    most  people  want.  Kasy  to 

sell     it    because    it's  so  hard   to  excel  it.  Ten 

pleasing-  shades.  In  pints  and  quarts,  also  half 
g-allon  and  gallon  sizes. 

Elastilite  Varnish 

Is  the   most   brilliant   and  durable  for  inside  or  out 
'side  use.     Best  to  sell — best  to  use. 


You'll  find  it  pays  to  carry  the  com- 
plete line.      Get  particulars  from— 

Imperial  Varnish  ^  Color  Co. 

Limited 

8  to  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St. 
Vancouver 


Roofing 

Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Go. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


When  writing  to  advertisers,  kindly  mention 


AGENTS 

the  Canadian  Hardware  and  Stove  Journal. 


WANTED 


CANADIAN  HARDWARE 


AND    STOVE  JOURNAL. 


8S 


PREVAILING  MARKET  PRICES. 

Toronto,  August  10th.  1911. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 

METALS. 

Aluminum,    ingots   ■  0  20 

Antimony,   per  lb.    .....    0  US  A 

Brass  rods,  1/2  to  1  inch ...  0 

Siieets,  up  to  20  gauge.  .  0 

Tubing,    1   inch,   base   0 

Copper   ingots,   casting.....  Is  A 

Sheets,  plain,  14  oz.  base  Q 

Sheets,  tinned,  14  oz.  base  20  M 

Sheets,   planished,    14  oz. 

Ij^gg    0  2o 

Sheets,  braziers    0  23 

Bars,  round   %  to  2  m...   0  21 
Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,   52   sheets....  4  00 

Galvanized      Apollo  Ordinary 

18x24x52     ....   4  45  435 
60    4  70  4  60 

20x28x80    8  90  8  70 

20x28x80     ....   9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 

22  gauge,  per  square  ....   5  50 

24  gauge,  per  square  ....  4  50 

26  gauge,  per  square  ....   3  50 

28  gauge,  per  square  ....  3  30 
Galvanized  Sheets,  English  brands. 

16-20   gauge    ...  3  35        3  60 

22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 

hd.  extra. 

Apollo  brand  Toronto 

24   gauge,   American    ....   3  45 

26   gauge,   American    ....   3  50 

28   gauge    (26   English)  .  .   3  95 

10%  oz.,  equal  to  28  Eng.  4  25 
Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base,  1  inch..   6  35 
Iron  Pipe  Fittings — 

Canadian    malleable,    40;  cast 

iron.  70:  standard  bushings,  70; 

headers,  60  ;  flanged  unions,  65  ; 

malleable  bushings,  65 ;  nipples, 

75    and    10 ;      malleable  lipped 

unions.  65. 
Soil  Pipe  and  Fittings — 

Medium    and    extra    heavy  pipe 

up  to  6  inch,  70  and  10;  7  and 

8    in.   pipe,    50;    light   pipe,  60 

and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined    horseshoe    iron..   2  30 

Sleigh  shoe  and  mild  steel  2  15 

Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 

Canadian   foundry,  No.   1  18  25 

Middlesboro,  Xo.   3    ....   19  00 

Radnor  (charcoal)  ....  32  50 
Lead,  Canadian  pig    3  95 

Inijiorted   pig,    100   lb.    .  .   3  85 

Bar  pig    4  25 

Sheets,  base,  2  Mi  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 

24%  26% 

Spelter,  foreign,  per  100  lb.  6  00 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,   iiisiots,  JOO  lb... 14  00  46  00 
Tin  Plates,  charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  box 

I  C,  14x20  base    7  GO 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion      Crown      Best" — Re- 
tinned. 

I    C,    14x20    ba.se    5  50 

I   X,    14x20   base    6  50 

I  X  X,  14x20  base    7  50 

"Allaway's     Best"    —  Standard 
Quality. 

I  C.  14x20  base    4  60 

I  X,   14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Oolves,  Bessemer  Steel. 

I  0,  14x20  base    4  35 

Terne  Plates. 

I  C,   20x28,   112  sheets..   7  50 

I  X,  Terne  Tin    9  00 

Charcoal   Tin   Boiler  Plates. 
I   X   X,    14x60,    50  sheet 

bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  11 14 
Light  copper  bottoms  ...  09% 
Heavy    red    brass     ....  10% 

Heavy  yellow  brass    08% 

Light    brass   .  C6% 

Tea  lead    02% 

Heavy    lead    02% 

Scrap    zinc    0  04 

No.  1  wrought  iron  ....  10  00 
Machinery      cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS   AND  GLASS. 
Brushes,  75  per  cent. 
Barn  Paint,  barrel  lots — - 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of   copper  (blue 

stone)    0  07 

Litharge,    ground    0  05 

Litharge,  flaked    0  05  % 

Green       copperas  (green 

vitriol)     .   0  01 

Sugar    of   Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,   pure    ...  018 

Golden   ochre,  pure  »   0  11 

French  ochre,  pure   0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure.  .  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)  0  25 
Paris  Green — • 

Toronto 

Barrels,    550    lbs  0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets,   1-lb   0  2014 

Tins,  1-Ib.,  100  in  case  0  21% 
Petroleum — 

Can.    Prime   white,    gal.  0  12 
U.S.   Water  white    ....   0  13% 
U.S.  Pratt's  astral  ....   0  15% 
Castor    oil,    per    lb.,  in 

bbis   0  08     0  09 

Motor  Gasoline,  single 

hbis   0  17% 

Benzine,  per  gal,  single 

bbls   0  15% 

Putty — 

Bulk   in   casks    2  00 

Bulk    100    lb.    drums....   2  20 
Bladders    in    barrels    ....   2  40 
Ready  Mixed  Paints — 

Per  gallon,  qt.  tins.  1  50  2  00 
Red  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per  cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5-gallon  buckets   0  75 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    0  7'j 

Linseed  Oil,  single  barrel, 

raw    1  01 

Linseed  Oil,  single  barrel, 
boiled    1  04 


Rosin,  "G"  grade,  bbl.  lots, 

100    lbs   3  25 

Varnishes,  per  gal.  cans — 

Carriage,   No.   1    1  50 

Pale   durable   body    3  50 

Finest    elastic    gearing    .  .   3  00 

Elastic   Oak    1  50 

Furniture,    polishing    ....   2  00 

Furniture,  extra    1  20 

Furniture,  extra  No.  1   .  .   0  95 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan  ....  1  60 
Baking  black   japan    ....  135- 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    white    shellac  var- 
nish,' in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in  barrels    1  70 

White  Lead  ground  in  oil — tons : 

B.  B.  genuine    7  40 

Elephant  genuine    6  55 

other  brands    ....    6  15     6  50 

White  Zinc — ■ 

Extra    Red    Seal,  V.M. 

(dry)    0  07% 

Pure,     in     25 -lb.  irons 

(in  oil)    0  08% 

Window  Glass — 

United  Inches  Star  D.D. 

Under   26    4  25       6  25 

26    to    40    4  65       6  75 

41    to    50    5  10       7  50 

51    to   60    5  35       8  50 

61    to    70    5  75       9  75 

71    to    80    6  25     11  00 

81    to    85    7  00     12  50 

86    to    90    15  00 

91    to    95    17  50 

96   to    100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,    per   lb  0  40 

Orange    mineral,    100  lb. 

kegs    0  09% 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .   2  30 

Paris  white,  bbls  0  90 

Whiting,  gilders,  bolted.  .  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  slioe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  414c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  ^4 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50 ;  cow  ties,  40 ; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammoclc  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  and 
larger. 

Horseshoes — Iron,  light  &  me- 
dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel.  No.  0  to  4,  $5.25 ; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
.$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13%,    $4.10;    No.  14, 

$4.25;    No.      15,      $4.50,  in 

lengths  6  ft.  to  11  ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25;  No. 

12,  $2.40,  Montreal. 
Fine  Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  Prom  stock, 

f.o.b.   Montreal — 100    lbs..  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.    mesh,  19 

w.g.,  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,   24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--'  'Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
''Crown"  Black  Powder,  "So- 
vereign" BuUc  Smokeless  Pow- 
der, ''Regall"  Dense  Smoke- 
less Powder,  "Imperial''  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs..  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c. ;  buck  and  seal,  80c. ; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  ;iuger  bits.  30  and 
10;  Irwin's  auger.  47%;  Gil- 
mour's  auger,  60:  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard   jointed  hangers, 

doz.   sets    6  45 

Steel,  track,   1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh   bells,   shaft   and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each. 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
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Bolts  and  Nuts — 

("ariingo  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 
70  p.c. 

Carriage  Bolts,  7-16  and  up, 
70  p.c. 

Carriage  Bolts,  Norway  Iron  (.$3 
list),  60  p.c. 

Machine  Bolts,  %  and  less,  60, 
10  &   10  p.c. 

Machine  Bolts,  716  and  up, 
60  p.c. 

Plough   Bolts,   55,   5   &    10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Knds,  6  Op.c. 

Sleigh   Shoe  Bolts,    %   and  less, 

60  and   10  p.c. 

Sloigli    Shoe    Bolts,    7-16  and 
larger,   55   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  iVzc  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. 

Stove  rods,  per  lb.,  5  %c  to  6c. 


Stove    Bolts.  80. 
Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 

roll    0  70 

O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   Fibre,    No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre  Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Kesin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton  37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch,   Boston  or  Sydney, 

per  100  lbs.    0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply   complete,   per  roll.   1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated.     bower     barff  & 
nickel,  45  p.c. 


Wrouglit  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,  70  p.c. 
Cement — Portland,  bags  per 

bbl  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — • 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  .  .  4  00 

4  "  "  ..528 

5  "  "  ..726 

6  "  "  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door   Sets — Canadian,   45   and  10 


per  cent. 
l)onr  pulls.   60   per  rent. 

Door   Hangers    (Parlor)  — 

Single  sets,  each    T  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — ■ 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 


Escutcheon  Pins — Steel,  discount 
50    per   cent.      Brass,      55  per 
cent. 
Eavetrough — 

8  in.  in  100  ft.  lengths..  2  90 
10  "  ••  .  .  3  15 

12  "  •■  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans   and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad    and    cream    cans  and 
taps,  45   p.c.  ' 
('reamery     trimmings,     75  and 
12  1/,  p.c. 
Files  and  Rasps — 

Disston's,  (ireat  Western  Amer- 
ican. Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Eagle.  McCIel- 
lan,  Olobe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 


62  2-3;  Jowett's  (English  list), 
27%. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
.\dze  eye  nail  hammer,  10 

oz.,    doz.    1  25 

Adze  eve,  hickory  handle, 

1  lb.,  doz.   .  .  ^.   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,   10  oz., 

doz   5  60 

Tinners    setting,     %  lb., 

doz   4  50 

Machinists,  V2  lb.,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,   Napping,   up  to  2 

lbs   0  09 


Harvest  Tools,  50  and  5  p.c. — 

Sidewalk  and  stable  scrapers, 
net,  .$2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind.    50   per  cent. 

Heavy  T   and   strap,   4-in.,  100 
lbs.    net.    .$7.25 ;    Heavy   T  and 
strap.  lO  in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook    and    hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  — Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  00  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  00 
per  cent. 

Stove   pipe   eyes,   kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hinglc  Plain, 
per  doz.,  $5.00. 

.Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and   10  p.c. 

Mallets —  Tinsmith',     2%  x 

514  in.,  per  doz   .   1  25 

Carpenters',    round  hick- 
ory,,  6   in  1  95 

Lignum   Vitae,    round,  5 

inch    2  40 

Caulking,  No.   8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb..  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars.    3%    cents   per  lb. 
Oilers — Kemp's   Tornado   and  Mc- 
f!lary's  Model  galvanized  oil  can, 
with   pump,   5   gallon,   per  doz., 
$10.00. 

Davidson   oilers,  40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered   oilers,   50  p.c. 
Brass  oilers.  50  p.c. 
Malleable,    75  p.c. 
Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,     30   to     35  per 


cent. 

Rope  and  Twine — 

Sis.il  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...  0  08% 


Cotton,  3-16    inch  and 

larger    0  24 

Russia    Deep    sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single....  0  08 
Lath   Yarn,   double    ...   0  08  % 

Sisal    bed   cord,   48  feet, 

per  doz  0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal   bed    cord,    72  feet, 

per   doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 
twine    0  30 


Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  Q  35 
Rivets    and    Burrs — Iron  Rivets, 
black    and    tinned,    60,    10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,  per  gross    8  40 

Common,  plain    4  25 

Common,  plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  14  lb.  each,  per 

100    lbs   2  40 

Solid,  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,   F.H.,  bright 

and  steel   85  and  10 

Wood,  K.M.,  bright  ..80  and  10 
Wood,  F.H„  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze.. 65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened.. 60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,    iron,    30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,*  No.  1  and  2  grade,  60 
and   21/)  P-C. 

No.  3  and  4  grade,  50  and  2  V2 
per  cent. 
Soldering  Irons — 

Base,   per  lb.,   28  cents. 
Sap  Spouts — 

Bronzed  Iron   with  hooks, 

per    1,000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — - 

Poultry  netting.  100  lbs..  .  5  70 
Bed,  100  lbs..  No.  14  ...  .   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable.  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  22 

7-i-nch  elbows,  per  doz...  1  35 
Thimbles.  70  p.c. 
Carpet  tacks — blued.  80  and  10 
p.c:  tinned.  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  141  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk.  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10:  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%:  zinc  t».cks,  35;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails.  50;  trunk  nails, 
black,  65  and  10:  trunk  nails,  tin- 
ned and  blued,  65  and  10:  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk.  15; 
lining  tacks,  solid  heads,  in  bulk. 
75;    saddle  nails,   in   papers,  10; 


saddle  nails,  in  balk,   15;  tufting 
buttons,    22    line   in   dozens  only, 
60;     zinc     gluziers'     points,  5; 
double   pointed   tacks,    papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55;    clinch   point   shoe    rivets.  45 
and   10;   cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- 
berry box  tacks.   80  and  10. 
Thermometers — Tin  case  and  dai- 
ry. 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinned,     75  and 
121,4. 

Traps    (steel    game) — Newhouse, 

30  per  cent. 

Hawlcy  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

.Vavvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian. 

.50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,  $1.65  per  100  sq. 

ft.;    in    50-ft.    rolls,    $1.70  per 

100  sq.  ft. 
Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOUSEFUBNISHINGS. 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
.Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,   70   to  75   per  cent. 
Range     Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1:  18x30,  $1.15;  18x36,  $1.95. 

Flat  rim  enameled  sinks.  15x24. 

$2;  18x30,  $2.35;  18x36,  $3.50. 
Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel,   50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  st«el  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts.   40  per  cent. 

Galvanized    Ware — Dufferin  pat- 
tern pails.  50  per  cent. 
Flaring  pattern.   50  per  cent, 
(ialvanized  washtubs.  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom   tea  kettles  and 
boilers.   35  p.c. 
Coal   hods.   40  per  cent. 
Boiler  and  tea  kettle  pitts.  35 
per  cent. 

Stamped  Ware — Plain.     75  and 
12%  per  cent. 
Retinned,  75  and  12%  p.c. 

Silverware— Holloware,  40,  flat- 
ware. 40  and  10. 

Churns — No.  0,  $9:  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16:  f.o.b.  Toronto, 
Hamilton.  London  and  St. 
Marys.  40  per  cent.:  f.o.b.  Ot- 
tawa. Kingston  and  Montreal, 
37%   and  10  per  cent. 

Washing  Machines — 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doi.  77  50 

Dowswell    52  50 

New  Century,   Style  A.  .101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing.  ...  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Roval   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge.  3  year,  11  inch  53  25 
Ottawa.  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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/^CORN 


CORRUGATED 

GALVANIZED 

SHEETS 


are  made  of  metal  that  meets  even 
our  most  rigid  specifications;  and  it 
is  so  g-alvanized  it  readily  passes 
the  severe  tests  the  British  Govern- 
ment requires  of  such  building 
materials.  That  certifies  to  you 
the  high  quality  of  these  goods. 
Yet  you  pay  no  more  for  it  than  you 
must  for  ordinary  and  uncertain 
quality.  You  can  DEPEND  on 
Acorn  Corrugated  Sheets,  flat  or 
curved.    And  they  are 


ACCURATELY  MADE 

Our  hugely  powerful  machines  stamp  these  sheets  true  to 
square  and  make  the  corrugations  absolutely  accurate. 
Therefore  they  fit  together  perfectly  and  are  easily  erect- 
ed. You  get  unusual  value  in  Acorn  Sheets  for  moderate 
priced  warehouse  construction,  repairing  old  buildings, 
fireproof  partitions,  etc.  Get  our  prices.  Ample  stocks 
of  all  gauges  and  sizes  always  ready  to  ship. 

METAL  SHINGLE  &  SIDING  CO. 

LIMITED 

PRESTON,  ONT.,  and  MONTREAL,  QUE. 


Metallic 
Ceiling  Work 

Will  keep  your  tinsmiths 
employed  in  bad  weather 
— at  a  good  profit  too. 


SEND  FOR  CATALOGUE  TO-DAY 

The  Metallic  Roofing  Co.,  Limited 

MANUFACTURERS 
(3s)      TORONTO,  ONT.  WINNIPEG,  MAN. 


Write  for  samples  of  the 

three  styles  and  seven  weights 


STAND  ON  ENO 


HHTFORD 


^'^ORD  ROOFING  CO-^'^ 


ff 

'  -  ..-.rTHttop 


There  are  three  styles  of  Brantford  Roofing— ASPHALT,  RUBBER 
and  CRYSTAL.     With  these  three  styles  and  the  seven  weights, 
you   can    meet    any  roofing 
requirement.    And  because  of 
the  superior  quality  of  Brant- 
ford   Roofing  you  can  more 
than  meet  competition.     You  can 
get  the  cream  of  the  roofing  jobs  - 
in  your  locality. 

Before  you  do  anything  else,  write  for  samples  and  our 
roofing  book,     A  post  card  will  do. 

Brantford  Roofing  Co.,  Limited,  Brantford,  Ont. 


 J    "  -  —    •   ..W-JJ.-VW, 

Brantford 
Roofina 


When  writing  ,to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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BUYER'  DIRECTORY 

V/hen  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal. 


ALUMINUM  WAKE. 
Northei'u   .Ahimiinim    Co.,  Tuionto. 

AMMUNITION. 
Dominion  Caitridgc  Co.,  Montreal. 

AUGEE  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 
AXES. 

Allan    Hills    Edge    Tool  Works, 
Gait. 

James  Smart  Mfg.  Co.,  Brockville. 
BOILERS  AND  RADIATORS. 

riari-  Hros.  &  Co.,  Preston. 

Gurney   Foundry   Co.,  Toronto. 

Hamilton    Stove     &    Heater  Co., 
Hamilton. 

Pease  Foundry  Co.,  Toronto. 

Taylor  Forbes  Co.,  Guelph. 
BRASS  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

BRUSHES. 

Boeckh    Bros.    Co..  Toronto. 
Thomas   Bryan,    Limited,  London. 
Meakuis  &   Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville  Hardware  &   Lock  Mfg. 

Co.,  Belleville. 
Cowan   &   Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
National  Hardware  Co.,  Orillia. 
Peterboro   Lock   Mfg.    Co.,  Peter- 

boro. 

Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

CASH  REGISTERS. 
Dominion   Register   Co.,  Toronto. 
National    Cash    Register    Co.,  To- 
ronto. 

CHURNS. 

J.  H.  Connor  &  Sons,  Ottawa. 

Cummer   Dowswell    Co.,  Hamilton. 

D.  Ma.xwell  &  Sons,   St.  Marys. 
COAL  CHUTES. 

Clare   Bros,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 
CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer   Dow.swcll,    Ltd.,  Hamil- 
ton. 

D.  Ma.xwell  &  Sons,  St,  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

Oneida   Community,    Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 

H.  S.  Howland,   Sons  &  Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel   Goods    Co.,  Hamil- 
ton. 

Taylor  Forbes  Co.,  Ciuelph. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Sheet    Metal    Produce     Co.,  To- 
ronto. 

ENAMELED  WARE. 

Thos.   Davidson   Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet   Metal  Products     Co.,  To- 
ronto. 

FIRE   PLACE    BASKETS,  AND- 
IRONS, ETC. 

Enterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
James   Stewart   Mfg.    Co.,  Wood 

stock. 

FURNACES    (Warm  Air). 

Butterworth  Foundry  Co.,  Ottawa. 
Burrow,   Stewart  &  Milne,  I-Iamil- 
ton. 

Can.    Heat.    &    Vent.    Co.,  Owtn 
Sound. 

W.  J.  Copp  &  Son,  Orillia. 


Clare  Bros.,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 

Enterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
Findlay  Bros..   Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
Hall  Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 

C.  S.  Norsworthy  Mfg.  Co.,  St. 
Thomas. 

Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 

FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co..  Berlin. 

GALVANIZED  IRON. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

B.  &  S.  H.  Thompson,  Montreal. 

GAS  CONTROLLERS. 

Westwood   Bros.,  'I'drnntn. 

GAS  RANGES. 

Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore   Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
Supreme  Heating  Co.,  Welland. 

GLASS. 

Consolidated  Plate  Cilass  Co.,  To- 
ronto. 

GUNS. 

Tobin  Arms  Mfg.  Co.,  Woodstock. 
HARNESS  GOODS. 

B.  F.  .Vckerman,  Son  &  Co.,  Peter- 
boro. 

HANDLES. 

J.   H.   Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS, 
J.   H.   Still   Mfg.  Co. 

ICE   CREAM  FREEZERS. 
McClary  Mfg.  Co..  London. 
Sheet    Metal    Products      Co.,  To- 
ronto. 

JOIST  HANGERS. 

Taylor  Forbes  Co.,  Guelpli. 

KNIVES  (Draw). 

Allan  Hills  Edge  Tool  Works, 
Gait. 

LAMPS   AND  BURNERS. 

Ontario  Lantern  and  Lamp  Co., 
Hamilton. 

LANTERNS. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

Sheet  Metal  Products  Co.,  To- 
ronto. 

E.  T.  Wright  &  Co..  Hamilton. 

LAWN  MOWERS. 
D.  Maxwell  &  Sons,  St.  Marys. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LIGHTING  FIXTURES. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

LOCKS,  KNOBS,  ETC. 

Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

.Tames  Smart  Mfg.  Co.,  Brock- 
ville. 

Taylor  Forbes  Co.,  Guelph. 
METALS    (Sheet  and  Ingots). 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg   Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

U.  S.  Steel  Products  Co.,  Montreal. 

B.  &  S.  H.  Thompson,  Montreal. 


NAILS  (Wire) 

U.    S.    Steel    Products    Co.,  Mont- 
real. 

OILERS. 

Thos    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products     Co.,  To- 
ronto. 

OIL  STONES. 

Pike  Mfg.  Co.,  I'ike,  N.H. 

OIL  STOVES. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London 
Queen   City  Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

OIL  PUMPING  SYSTEMS. 

S.  F.  Bowser  &  Co..  Toronto. 
National    Elciuipment    Co..  Toronto. 

ORNAMENTAL  IRON  WORK. 
Canada    Wire    (4oods    Co.,  Hamil- 
ton. 

OVEN  DOOR  SPRINGS. 

U.    S     steel   Products    Co.,  Mont- 
real. 

PAINTS  AND  VARNISHES. 

Brandram   Henderson,   Ltd.,  Mont- 
real. 

Canad.'i    Paint   Co..  Montreal. 
CanMiii.in   Oil    ('cnnp.iiiics,  Toronto. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

International     Varnish     Co.,  To- 
ronto. 

Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,   Ltd..  Toronto. 
Martin  Sciinnr    ('<i..  Montreal. 
Ben  i:i  iiHi,     M.M,,,     &    Co.,  Toronto. 
Ohi..    \  ,11  1,1  ii    (  n  .  Cleveland. 
PincliiM  .loliiisiciii  Co.,  Toronto. 
.Tanu's    Kolii'rt.son    Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

POULTRY  NETTING. 
B.  Greening'  Wiic  Co.,  Hamilton. 
John  Lysaglit.    Ltd.,   Bristol,  Eng., 

and  Montreal. 

PLUMBING  GOODS. 
.Tames    Morrison    Brass    Mfg.  Co., 

Toronto. 

PNEUMATIC  WATER  SYSTEMS. 

National   Equipment   Co.,  Toronto. 

RAZORS  (Safety). 
Gillette   Safety   Razor   Co.,  Mont- 
real 

International     Distributing  Co., 
Montreal. 

RAZOR  HONES. 

Pike  Mfg.  Co..  Pike,  N.  H. 
REGISTERS    (Warm  Air). 

Canadian   Heating     &  Ventilating 
Co.,   Owen  Sound. 

Clare  Bros.,  Preston. 

Ferrosteel  Co.,  of  Canada,  Bridge- 
burg. 

Gurne3'  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

ROOFING  (Metal). 

Metallic   Roofing   Co..  Toronto. 
Metal  Shingle  >V  Siding  Co.,  Pres- 
ton. 

ROOFING  (Prepared). 

Branti'iiid    Knofing  Co..  Brantford 
CaniMli.m  Su|>plv  Co.,  Toronto. 
Stanilind    iiiint    Co..      of  Canada, 
Montr.Ml. 

REFRIGERATORS   AND  ICE 
CHESTS. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,      To-  ■ 
ronto. 

RULES  AND  TAPES. 

Lufkin     Rule     Co..     of  Canada, 
Windsor. 

SAD  IRONS 

Dover    Mfg.    Co..    Canal  Dover, 
Ohio. 

Taylor  Forbes  Co.,  Guelph. 

SAFES. 
Goldie-McCulloch    Co.,  Gait. 

SAWS. 

E.   C.   Atkins   &   Co.,  Hamilton. 

SCALES. 
Burrow,   Stewart  &  Milne.  Hamil- 
ton. 

SCREEN  CLOTH. 

B.     Greening     Wire     Mfg.  Co., 
Hamilton. 


SCREW  AND  BOLT  CASES 

American    Bolt    and    Screw  Case 
Co.,  Dayton,  Ohio. 
SHOVEL  SAND  SPADES. 

Lundy   Shovel   &  Tool   Co.,  Peter- 
boro. 

SILVEEWABE. 

Oneida  Community,   Ltd..  Niagara 
Falls,  Ont. 

SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London, 
Sheet  Metal  Products  Co.,  Toronto 

B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland   Sons   &   Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co..  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  Arms  Mfg.  Co..  Woodstock. 

STOVES    AND  RANGES. 
D.  J.  Barker  &  Co..  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow   Stewart   &   Milne,  Hamil- 
ton. 

W.  J.  Copp,  Son  &  Co.,  Fort  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise      Foundry  Company, 

Sackville,  N.B. 
Findlay  Bros..  Carleton  Place. 
Gurney  Foundry  Co..  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
.\dam    Hall,  Peterboro. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary    Mfg.   Co..  London. 
Moffat    Stove    Co.,  Weston. 
D.  Moore  Co..  Hamilton. 
Specialties      Manufacturing  Co.. 

Grimsby. 

.Tames    Smart    Mfg.    Co.,  Brock- 
ville. 

.Tames    Stewart   Mfg.    Co.,  Wood 
stock. 

Supreme  Heating  Co  .  Welland. 
STOVE  CEMENT. 

G.  L.  Sterne  &  Son.  Brantford. 

TACKS. 

U.   S.   Steel   Products   E.xport  Co.. 
Montreal. 
TENTS    AND  AWNINGS. 
.T.  J.  'l  urner  &  .Sun.  Peterboro 

TOOL  GRINDERS. 
Pike  Mfg.  Co..  Pike.  N.H. 
Taylor   Forbes   Co..  Guelph. 
TOOLS. 

Allan    Hills    Edge    Tool  Works. 
Gait. 

TRAPS. 

Oneida   Communitv,    Ltd..  Niagara 
Falls,  Ont. 

VACUUM  CLEANERS. 
Onward  Mfg.   Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Export  Co.. 
•  Montreal. 

Universal    Vacuum    Cleaner  Co., 
Montreal. 

VALVES. 

.Tames    Morrison    Brass    Mfg.  Co.. 
Toronto. 

WAFFLE  IRONS. 
Taylor  Forbes  Co..  Guelph. 

WASHING  MACHINES. 
J.  H.   Connor  &   Son.  Ottawa. 
Cummer    Dowswell,    Ltd.,  Hamil- 
ton 

D.  Maxwell  &  Sons.  St.  Marys. 
Taylor   Forbes    Co..  Guelph. 

METAL  WASHBOARDS. 
Meakins   i:   Sons.  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  Steel  Goods  Co..  Hamilton. 
WHOLESALE  HARDWARE. 

H.  S.  Howland,   Sons  &  Co.,  To- 
ronto. 

Kennedy  Hardware  Co.,  Toronto. 
Lewis  Bros  ,   Ltd.,  Montreal. 
Rice  Lewis   &  Son,  Toronto. 
Peart    Bros.,      Limited,  Regina, 
Sask. 

Peterboro    Hardware    Co.,  Peter- 
boro. 

WIRE  FENCING. 

Page  Wire  Fence  Co..  Walkerville. 
U.   S.   Steel   Products   Co..  Mont- 
real. 

WIRE  GOODS. 

Canada   Wire   Goods     Mfg  .  Co.. 

Hamilton. 
B.  Greening  Wire  Co..  Hamilton 

WOODENWARE. 
Meakins  &  Sons.  Hamilton. 
American  Woodenware  Co..  Toledo. 
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CANNOT    BE    REALIZED    IN   THE    HIGHEST  PERCENTAGE 
WITH   POORLY    ILLUSTRATED  CATALOGUES, 
ADS    OR  BOOKLETS 


Our  Increasing  Number  of  Satisfied  Customers 

Tells  the  Story 

"We  Guarantee  to  Please  the  Most  Critical" 


LET   us  QUOTE   YOU   ON   YOUR    NEXT  WORK 


Designers,  Engravers  and  Commercial  Photographers 
Phones  M.  957  and  958  5  JORDAN  STREET  TORONTO 

When  writing  to  advertisers,  kmdly  mention  the  Canadian  Hardware  and  Stove  Journal. 


go 
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A  STATEMENT  IN  FULL 

That  is  what  the  user  of  a  McCaskey  Account  Reg^ister  gives 
Ills  customer  after  each  purchase. 

At  the  time  of  the  sale  the  merchant  who  uses  The  McCaskey 
(Iravity  Account  Register  System  posts  and  totals  each  account  to 
date.  He  cuts  out  all  useless  bookkeeping^  (posting-  and  copying 
from  one  book  to  another),  prevents  errors  in  his  accounts  and 
disputes  with  customers,  because  each  patron  has  the  same  record 
of  his  account  and  in  the  same  handwriting-  as  he  has,  prevents 
forgotten  charges,  that  is,  goods  sold  but  never  charged,  collects 
his  money  automatically  and  faster  than  any  human  agency  could 
collect  it,  has  an  automatic  credit  limit  and  is  protected  against 
loss  of  insurance  in  case  of  fire  because  with  the  McCaskey  System 
proof  of  loss  can  be  furnished  in  an  hour's  time  to  the  satisfaction 
of  any  insurance  adjuster. 


Only 
One  Wr  \ing- 


You  don't  have  to  wait  until  the  man  next  tloor  or  on  the 
corner  lias  installed  the  McCaskey.  Then  it  will  be  too  late. 
Act  now  !  Please  your  trade  by  giving-  them  a  statement  in 
full  with  each  purchase,  cut  out  useless  bookkeeping-  and  get 
more  information  about  your  business  with  less  expenditure 
of  time,  labour  and  monev. 


^eM^CASKf; 

SYSTEM 


First  and  Still 
the  Best 


Seventy  lliousand  retail  merchants  are  using  the  McCaskey 
System  and  tell  us  that  it  pays  for  itself  several  times  in  the 
course  of  the  first  year  it  is  installed. 

A  letter  or  postal  card  will  bring  you  information  without 
obligation  on  your  part  to  purchase. 

Or,  tear  out  this  advertisement,  sign  your  name  and 
address  and  we'll  know  vou  want  information. 


The  Dominion  Register  Co.,  Ltd.,  90-98  Ontario  street,  Toronto,  Canada 

5l'.l-j2l  Corn  &  Produce  Kxclianjje,  Manchester,  Knf^land.  The  McCaskey  Register  Co.,  Alliance,  Ohio,  I  S. A. 

Bkanciiks:  — New  Yorl<,  Boston,  Pittsburg,  Chicago,  Minneapolis,  Kansas  City,  San  Francisco,  Atlanta,  Memphis.  W  ashington. 


THE  IDEAL  COMBINATION 
MOP  WRINGER  AND  BUCKET 

The  three-roll  Ht-xiblo  nit>p  wringer  tliat  atlj  ists  itself  to  the  unevcti 
thickness  of  the  inop.  Tlie  mop  is  wrung  twice  wliile  passing-  through 
tlie  rolls.  Has  improved  pattern  ear  that  sets  Hush  on  side  ot  pail,  and 
the  hail  is  held  free  and  clear  from  top  edge,  so  that  the  mop  cannot  get 
tastor  tangled  in  the  ear  and  bail.  Is  provided  with  our  patent  roll  lever 
and  curve  brace,  that  insures  an  easy  but  uniform  pressure  on  the  mop. 


Made  in  three  si/cs.    r.icUcd  m\  m  each  crate. 
Manufactured  by 

The  American  Woodenware  Mig.  Company 

TOLEDO,  OHIO,  U.S.A. 
Lyons      Marks,  120  Bay  Street.  Toronto,  General  Agents 
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'UFKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLl> 

The  "  CHALLENGE  "  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great 
variety  which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest 
quality  tape,  accuracy  guaranteed.    For  sale  by  all  Jobbers. 

THE /(/FK/N Pule  t?0'  ofQanada^Ltj). 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  ^  Lock  Mfg.  Co.,  Ltd. 

BELLEVILLE,  CAN. 


PIKE  STROP  -  HONE 

Not  an  automatic  freak  but  a  razor 
hone  and  strop  combined  in  one 
article  and  sold  at  a  price  within 
reach  of  all.  It  is  the  fastest  sell- 
ing novelty  offered  the  hardware 
trade  for  years.  Why  not  get  in 
touch  with  us  at  once. 

PIKE  MANUFACTURING  CO..  pike,  n.h..  u.s.a 


THE  QUALITY  IS  GUARANTEED 

WHEN  we  place  our  name  on  the  goods  we 
manufacture,  we  prove  our  faith  in  the 
quality  of  the  workmanship  and  material,  and  in  no 
line  is  qualit}'  more  important  than 

BUILDERS'  HARDWARE 

We  make  a  full  line,  including  Butts,  Hinges,  Hasps, 
Staples,  Nails,  etc.  write  for  catalogue. 

COWAN  &  BTUriON,   -    Gananoquc,  Out. 


Look  for  the  above  brand. 
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I  paid  that  already!" 

Sorry,  madam,  but  we  have  no  record 
of  it ! " 

I  don't  care,  I  paid  it/' 

^^Well  


What's  to  be  done? 

Will  the  customer  pay  again  ? 

Or  will  the  merchant  cancel  the  charge,  satis- 
fied he's  a  loser. 

Or  will  they  both  profit  by  the  lesson  and  insist 
that  a  receipt  be  given  with  every  transaction. 


Successful  merchants  put  a  receipt  m  every 
parcel. 

National  Cash  Registers  provide  the  quickest 
and  safest  method  of  issuing  receipts.  Remem- 
ber that ! 


THE  HATIOMAL  CASH 

Head  Office  and  Factory,  for  Canada,  at  Toronto 


MEGISTEIR  COMPANY 

F.  E.  MUTTON,  Manager  in  Canada 


WAT 


Vol.  3.    No.  10. 

OCTOBER,  1911 

One  Dollar  Yearly 

DO  YOU  NEED  AN  OIL  STORAGE  SYSTEM 


Every  hardware  merchant  or  manufacturer  NEEDS  one.  If 
you  haven't  yet  installed  a  system  it  will  pay  you  to  investigate 
the  merits  of 

"WAYNE^' 
Oil  Storage  Systems 

which  have  been  installed  by  us  in  scores  of  Canadian 
buildings  this  year. 

They  have  passed  all  the  tests  of  the  Dominion  Inland 
Revenue  Department  and  Canadian  Municipal  Authorities 
and  are  listed  by  the  Canadian  and  National  Boards  of  Fire 
Underwriters. 


Wayne  Factory  Outfit 

"WAYNE"  SYSTEMS 

will  please  you  in  Variety,  Quality 
Appearance  and  Price. 

We  are  able  to  supply  every 
type  and  size  for  every  require- 
ment. 

Just  outline  your  requirements. 
We'll  send  you  bulletins  and 
prices. 


Wayne  Collar  Outfit 


National  Equipment  Co.,  Limited 


21-27  Lombard  Street 
Toronto 


Commercial  Press,  Limited,  Publishers 


408-410  McKinnon  Building,  Toronto 
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ONEIDA  JUMP  TRAPS 


Tr 


like 


are  easy  to   carry,  irappers 
them  because  they  are  lig"ht,  compact, 
and   can  be  set  in  narrow  runways. 

ONEIDA  COMMUNITY,  Ltd., 

Niagara  Falls,  O 

Also  Makers  of  ihe 

NE.WHOUSE.,  VICTOR  and  HAWLE.Y  O  NORTON  TRAPS 
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Furnishings  for  the  Fireplace 

Our  stocks  of  accessories  for  the  fireplace  are  largest  m 
Canada.  Few  retailers  realize  the  profit  that  could  be 
earned  by  carrying  a  limited  line  of  the  articles  named 
and  illustrated  below.  Most  of  them 
are  certain  sellers. 

Fire  Sets  and  Coal 
Scuttles 

FIRE  SETS.  We  carry  a  full  line 
in  Brass,  Iron — Brass  trimmed,  Steel 
and  Wrought  Iron,  on  stands,  as  illus- 
trated. Also  separate  pieces  in  sets 
without  stands,  Brass  only. 

COAL  SCUTTLES  (as  illustrated). 
In  Plain  Brass,  Hammered  Brass 
(light  or  dark  finish)  and  Black  with 
Brass  Trimmings. 

Fire  Screens  and  Gas  Logs,  Etc. 


FIRE  SCREENS  (as  illustrated)  Black  Wire  and 
Brass  Wire  made  in  stock  sizes  25x31" — 31x31" 
'"      Orders  filled  for  special  sizes — prices 


will  be  furnished  on  application  at  Store.  We 
also  stock  Folding  Brass  Fire  Screens  of  highest 
English  manufacture. 

Other  lines  we  carry  in  good  varietx  ---Fenders, 
Andirons,  Coal  Boxes,  Coal  Grates,  Portable 
Basket  Grates,  Wood  Baskets,  etc. 

Your  enquiries  for  prices  and  particulars  will  receive 
prompt  and  careful  attention. 


Gas  Logs 

(as  illustrated) 

Sizes  14",  16",  18" 

Best  Brand  Clay 
Logs. 


RICE  LEWIS  &  SON,  Limited,  TORONTO 


Wl:cu   writing  to   advertisers,   kindly   mentiou  the  Canadian  Hardware  and  Stove  Journal. 
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=i  kennedyI 

Pocket  Cutlery  and  Butcher  Knives  r 


POCKET  KNIVES.     Kennedy  Brand,  Jos..  Rodg-ers  &  Sons,    Henry  Boker  &  Co., 
NonNll,  W.  H.  Morley  &  Son,  Edwards  Sons  Co.,  A.  VV.  Wadsuorth  &  Son. 

BUTCHER  KNIVES.  -  Kennedy  I^rand,  Jos.  Rodgers  &  Sons. 

TABLE  CUTLERY. — Maleham   &   Yeomans,    Joseph   Rods^-ers  &   Sons,    Nixon  & 
W'inteihottoni,  Jos.  F"enton  &  Sons. 

CARVERS.  -Mali'liani  iS:  V'eomans,  Jos.  Rod<,'ers  &  Sons. 

PLATED  FLATWARE.— Oneida,   Reliance,    Pate,   Wildwood  and  Tipped  Patterns, 
Ros^'ers  Bros.  1847  Tipped  Pattern,  Oxford,  Lexing'ton. 

PEIARL  HANDLES.  —Dessert  Knives  and  Forks  and  PVuit  Knives. 


Russwin 

Food 

Choppers 


KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 

Exclusively  Wholesale  Everything  in  Hardware 


CATALOGUES  SENT  ON  APPLICATION 


PROMPT  SHIPMENTS  GUARANTEED 


Wheu  writing  to   advertisers,   kindly   mention  the  Can.^di,in  Hardw.ire  and  Stove  Journal. 
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^  The  desire  to  possess  a  carving  set  is  inherent  in  everyone  who 
has  a  table  of  their  own,  and  it  is  the  dealer's  business  to  take 
advantage  of  this  notion. 

^  We  are  ready  to  supply  you  with  cutlery  of  quality  such  as: — 
Joseph  Elliot  &  Sons  Case  Carvers,  Fish  and  Game  Carvers,  Etc. 

Send  Us  Your  Order  Now 

H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 


When   writing  to   advertisers,   kindly   mention   the  Canadian  Hardware  and  Stove  Journal. 
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Tubular  Steel  Whiffletrees 

Neckyokes 

and 

Doubletrees 


ALL  SIZES 


Better  than  Wooden  ones.  Just  as  cheap.  Do  not 
weigh  any  more.  They  last  much  longer.  I'"ittings  do 
not  get  loose,  and  no  liist  time  getting  them  repaired. 


Reliable  Goods  thai  Will 
make  you 

BIG  PROFITS 


Send  in  your  orders  in  time  for  the  Fall  business 


Canada  Steel  Goods  Company,  Limited 


HAMILTON 


Manufacturers 


CANADA 


The  Real  Thing  in  Household  Labor  Savers 


,iS5nJS—«S-i^  """"Ml^ 


AGENTS: 

W.  L.  Haldimand  &  Son 

Montreal,  Que. 

H.  F.  Moulden  &  Son 

Winnipeg,  Man. 


There  has  never  been  a  time  since  Washing  Machines, 
Clothes  Wringers,  and  Barrel  Churns  have  been  on 
the  market  that 

New  Century  Washers 

Clothes  Wringers 


and  Leader  Churns 

Were  not  the  most  satisfactory  machines  to  sell. 

Repeat  Orders  and  Increasing  Sales  prove  it. 
MAKERS 

Cummer -Dowswell,  Limited,  ^*oTi*°" 


When   writing  to   atlvci  tisei  s.   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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WE  ARE  THE  LARGEST  MANUFACTURERS  OF 

ADZES 

DRAW  KNIVES 


AND 


BENCH  AXES 


IN  THIS  COUNTRY 


STOCKED  BY  THE  JOBBERS 
EVERY  TOOL  GUARANTEED 


Allan  Hills  Edge  Tool  Co. 


Gait,  Ont. 


HILLS. nilT. 


Wl-ca   v.iitiug   to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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A  Household  Necessity 

No  article  is  so  indispensable  in  every  home  as  an  efficient  DOOR  MAT,  and  no 
line  of  door  mats  is  so  chock  full  of  quality  and  has  such  an  effective  cleaning  surface  as 

GREENING'S 

Improved  Reversible  Steel  Wire  Mats 

In  a  cheaper  grade  you  will  also  find  our  "Simplex"  DOOR 
MAT  a  rapid  seller  and  genuine  satisfaction  giver. 

Consult  your  GREENING  CATALOGUE  for  further  details. 


mm 

Mm 


Your  Jobber  Can  Supply  You 


ffiWyw ,,,,,,,,, 


The  B.  Greening  Wire  Co.,  Limited 


HAMILTON 


MONTREAL 


Wright's  Galvanized  Tubs 

With  Wood-filled  Wringer  Attachment 

This  attai  hiiu'iit  is  a  spt-cial  featiirt'  i>t  our  tub.  It 
tfivcs  a  firm  siippoit  for  the  \vrinj;er  and  prevoiils 
hiiikhiig'  i>t  till"  tub  from  the  vveij^ht  of  the  vvriiijjfer. 

Inckide  some  samples 
of  our  tubs  In  your  next 
order  of  l\iteheii  sup- 
plies, and  compare 
them  with  any  other 
tubs  at  present  on  the 
market. 


The  right  shape    The  right  quality — The  right  price 

Mailc  in  tluci'  sizes 
rrrfcclly  coatcil        Largo  wooden  handles 


Galvanized  Fire  Buckets 

Two  sizes.  Stencilled. 

Plain  g^alvanized  or  painted  red. 


W'l'ite  foi"  partie\ilars  of  our 

Fire  Bucket  Tank 

an  inexpensive  and  absolute  protection 
against  fire. 


Galvanized  Oily  Waste 
Can 

Diameter  14  in.  Height  25'2  in. 

Stencilled  in  red  lettering. 
Self-closing  Cover. 

A  safe  receptacle  for  oily  waste  and 
otfier  inflammable  maternal. 


E.  T.  WRIGHT  &  CO.,  Hamilton,  Canada 

(H.  G.  WRIGHT) 

Winnipeg  DistributinK  Agents  :  Vancouver  Distributine  Agents: 

MERRICK-ANDERSON  CO..  Winnipeg,  Man.  MACPHERSON  &  TEETZEL.  Vancouver,  B.C. 

Toronto  Agent:  Winnipeg  Agents: 

F.  B.  WILSON,  33  Maitland  St.,  Toronto,  Ont.  W.  REYNOLDS  &  CO.,  Winnipeg,  Man. 


When   writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Here's  a  Good  Proposition  For  You, 

MR.  DEALER 


Do  Your  Customers  Burn 
Soft  Coal? 

IF  they  do,  you  have  no  doubt  heard  of  their 
trouble  with  the  ordinary  heater  —  a  heater 
not  suited  to  the  demands  of  soft  coal. 

^  You  will  notice  here  an  illustration  of  the 

Sofco  Heater 

Built  Especially  for  Soft  Coal  Districts 


This  Heater  is  a  smoke  and  gas  consumer,  the 
only  method  by  which  soft  coal  can  be  burned 
successfully. 

^  You  know  the  saving  m  a  winter's  fuel  by 
purchasing  soft  coal.  Would  this  not  appeal 
just  as  eloquently  to  your  customers  7 

^  Soft  coal  is  a  first-class  fuel  if  it  is  harnessed 
correctly,  and  many  more  people  would  use  it 
than  at  present  if  they  knew  of  the  "SOFCO." 


The  "SOFCO"  is  a  tested  Heater  hacked  by  us. 
There  is  business  in  it  for  you  if  you  will  only  go  after  it. 


LONDON 

WINNIPEG 

HAMILTON 


McCLARTS 

TORONTO 

VANCOUVER 

CALGARY 


MONTREAL 

ST.  JOHN 

SASKATOON 


When   writing   to   advei  tisci  s,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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SPECIALTIES  WITH  MERIT 


Applepickers* 
Blouses  or  Aprons 

Made  of  Strongest  Duck 


All  Metal 
Sanitary  Washboards 


HICKORY 

APPLE 
BASKETS 

ALL  SIZES  IN  STOCK 


Send  for  Particulars  and 
Prices  to 


No  Dirt 
Can  Lodge 

in  the 
"All-Metal " 


MEAKINS  &  SONS 


Hamilton,  Ont. 


"BANNER 


jy  COLD 
BLAST 


First  in 

Workmanship 

On  Account  of  the  Experience 


of  the 


Makers 


LANTERNS 


First  in 

Sales 

On  Account  of  the  Experience 
of  the 

Buyers 


THE  ONTARIO  LANTERN  AND  LAMP  CO.,  Limited 

Head  Office  and  Factory:  HAMILTON,  ONT. 

MONTREAL  BRANCH  :   30  ST.  DIZIER  ST.  WINNIPEG  BRANCH  :    56  ALBERT  ST. 


Wlien   writing  to   advertisers,   kindly  nieiition  the  Canadian  Hardware  and  Stove  Journal. 
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THE 


'^WEAR-EVER 

Sample  Aluminum 
Saucepan 

pictured,  of  which  ihe  lisl  price  is  55  cents, 
was  advertised  in  women's  magazines  last 
year  as  the  sample  that  would  be  sent  for  30 
cents  to  women  who  could  not  secure  the 
saucepan  off  dealers.  The  same  saucepan 
will  be  advertised  this  year.  In  order  that 
women  may  secure  the  sample  saucepan  from 
you,  rattier  than  from  us,  we  make  you  a 
price  on  this  special  of  20  cents,  if  ordered 
in  lots  of  twenty-five  or  more. 
Cash  in  on  the  demand  created  by  demons- 
trating salesmen  and  by  national  advertising 
of  aluminum  utensils  bearing  the  "  Wear- 
Ever"  trade  mark.  Write 

The  Aluminum  Cooking 
Utensil  Co. 

DEPT.  27,  NEW  KENSINGTON,  PA. 

Distributing  Agents  for  Canada,  Nor- 
thern Aluminum  Co.,  Ltd.,  Toronto,  Can. 

Warehouses  :  New  Kensington,  Pa.,  East  St. 
Louis,  111.,  Portland,  Ore.,  Toronto,  Ont. 

Hranch  Offices:  Boston,  New  York,  Philadelphia, 
Pittsburgh,  Cincinnati,  Detroit.  Chicago,  Baltimore, 
Minneapolis,  Kansas  City,  EaKt  St.  Louis,  New 
Orleans,  Portland. 


"No!    They  are  not  all  the  same." 

"Wear-Ever'' 

Aluminum  Utensils 

are  different. 


Of  course, 
may  diflcr  in  purity. 


is  al 
thickn 


but  utens 
1  handlcJ^, 


Purity. 
Thickr 


Wear-Ever"  utensils  are 99  per  cent  pun 


The 


;  made  thick  t 


\ent  denting  readily;  thick  enough  to  guarantee  a 
lifetime  of  satisfactory  service. 

Handles.  Take  hold  of  the  aluminum  handle  of  a 
hot  aluminum  utensil  — even  with  the  usual* 'holder" 

—  and  you  quickly  wilt  be  conviaced  that  aluminum 
is  a  "good  conductor  of  heat."  The  handles  of 
"Wear-  Ever"  utensils  are  made  of  the  best  tinned 
steel.  Aluminum  handles  would  become  too  hot — 
wooden  handles  would  burn  off  or  break.  The 
handles  of  "Wear-Ever"  utensils  are  gripped  to 
the  utensils  by  aluminum  rivets  with  large  heads. 
The  heads  are  not  sunk  into  the  side  of  the  utensil 

—  the  side  remains  of  uniform  thickness,  strong 
enough  tohold  the  handle  on  firmly  for  years. 
Finish.  The  outside  of  a  "Wear  -  Ever"  utensil  is 
polished.  The  inside  is  hardened  by  an  electrical 
process  which  makes  the  metal  harder,  smoother, 
less  liable  to  be  discolored  by  food  or  water  con- 
taining alkali  or  iron,  and  more  easily  cleaned  than 
would  be  possible  if  the  utensils  were  not  so  finished. 

THE  "WEAR-EVER"  TRADEMARK 
is  your  guarantee  of  Safety,  Saving,  Service. 
Replace  utensils  that  wear  out 
with  utensils  that  "Wear-Ever" 
If  your  dealer  cannot  supply  you  with  "Wear-Ever" 
ware,  just  fill  in  and  mail  the  coupon  below,  enclosing 
15  two-cent  stamps  (Canadian  stamps  acceptedi,  and 
we'll  send  you,  prepaid,  the  l-quart  saucepan  pictured. 
Ifrite  lor  bocklet,  "  The  U'l-ar-Ei  er  k'iuhc'i. 

THE  ALUMINUM  COOKING  UTENSIL  CO. 
Dept.  New  Kensington,  Pa. 

orNORTHERN  ALUMINUM  CO..  Ltd..  Toronto ' 

Dislnbutin?  Afjents  for  Canada  — 


THE  ALU.VIINUM  COOKING  UTENSIL  CO.. 
Dept.        New  Kensington.  Pa.,  or 
Northern  Aluminum  Co.,  Ltd..  Toronto.  Ontario. 
{Distributing  Agents  for  Canada.) 
Please  send   me,   prepaid,  sample.  1  quart  "Wear- 
Ever"  Saucepan,  for   which    I  enclose  15  two-cent 
stamps  (30c.).  money  to  be  refunded  if  I 'm  not  satisfied. 


Name_ 


Dealer's  Name  „ 


CANADIAN    HARDWARE    AND    STOVE  JOURNAI.. 


Satisfy  Your  Customers 


By  handling 
David  son 's 
Enamel 

Ware 

Our  Brands 
"Colonial" 

AND 

*'  Prem  i  e  r  " 

White  and 
Star  Decor- 
ated. 


Attractive 
in  color. 

Smooth  in 
finish. 

Clean  as 
china. 

Profit  and 
Satisfaction 
in  every  sale 
made. 


Write  us  to-day  if  you  arc  not  alreadv  sclli)ig  our  line-     We  will  at  once  arrange  for  our  nearest  traveller  to  call. 

The  THOS.  DAVIDSON  MANUFACTURING  CO..  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


Our  New  Cast  Range 

For  City  and  Town  Trade 

We  want  you  to  investi- 
gate the  merits  of 

THE  FAIRY  DIAMOND 

Made  in  16  and  18  inch  ovens 


This  is  an  up-to-date  range,  with 
drop  oven  and  spring  controlled 
door,  neatly  nickelled.  Looks 
right  and  works  right. 

It  sells  at  a  niodium  price  and  is 
a  great  trade  catcher. 

Give  us  a  trial  order. 


Butterworth  Foundry 

Limited 
OTTAWA,  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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NOT  IN  THE  "COMPETITION"  CLASS 

THAT  DESCRIBES,  IN  A  NUTSHELL 


THE    GOOD  CHEER" 

CIRCLE  WATERPAN  FURNACE 

Introduced  only  a  year  ago, 
our  "  Circle  Waterpan  "  is  al- 
ready being  imitated.  It's  past 
the  experimental  stage. 

The  "Circle  Waterpan"  is 
a  necessity  wherever  HEALTH 
and  COMFORT  are  considered 
more  than  PRICE.  Its  field  is 
everywhere  but  in  Speculative 
Building. 

Intelligent  furnace  purchas- 
ers are  now  insisting  on  humi- 
dified heated  air,  and  in  the 
face  ot  the  public  demand  on 
this  point,  are  you  going  to 
argue  that  humidity  is  unne- 
cessary ? 

Better  get  in  line  to  suppl}^ 
what  he  asks  for.  You  get 
your  own  price,  for  the  "  Good 
Cheer  "  is  not  in  the  competi- 
tionclass — it  has  nocompetitors. 

This  year  we  have  two 
complete  lines  of  Circle 
Waterpan  Furnaces,  the 
"  Equator,"  our  new  furnace, 
being  second  only  to  the 
"  Good  Cheer." 

We  also  make  the  neatest 
and  cheapest  line  of  Side  Wall 
Registers  in  the  market,  and  a 
new  Side  Wall  Cold  Air  Base 
Plate  of  same  design  as  the 
registers. 

Write  us  now  for  particulars. 

THE  JAMES  STEWART  MFG.  CO.,  Limtied 


Western  Warehouse: 

li56  Lombard  Street 
WINNIPEG 

MANITOBA 


WOODSTOCK 
ONTARIO 


DISTRIBUTING  AGENCIES: 

McLennan,  McFeely  ^  Co. 

Vancouver,  B.C. 
Wood,  Vallance  Hardware  Co. 
Nelson,  B.C. 
Ross  Bros.,  Limited 
Edmonton,  Alta. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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BANNER  STOVKS 

AND  HANCiES 


'T^HE  design  and  etjuipment  of  the  ART  BANNER  RANGE  are  the 
height  of  stove  perfection.    It  is  an  entirely  new  range  of  tiie  loose 
hearth  p£ittern. 

It  is  the  nattiest,   neatest  and  cheapest  range, 
when  cuiality  is  considered,  ever  offered  to  the  trade. 

SPECIAL  FEATURES    Flues  Ofadepth 

that  insure  quick  operation.  Oven — Large,  square 
and  well  ventilated.  Fire  Box — Large  in  size  and 
well  proportioned.  (irates  —  Duplex,  for  coal,  of 
our  latest  improved  design.  Wood  Fixtures — This 
range  is  provided  w  Ih  a  heavy,  durable  basket  wood 
grate  which  is  unequalled  for  wood  burning  require- 
ments and  will  take  24-inch  wood.  Nickel  Bands  — 
Are  all  removable  and  of  our  most  approved  fo  m. 

Write  for  full  information,  because  we  have  the 
best  proposition  to  offer  in  the  stove  line. 


DOWN  DRAFT  FURNACE  CO. 

LIMITED 

GALT,       -  ONT. 


LIGHTING  FIXTURES 


Tlie  evenings  are  drawing  in  and  it's  time  to 
push  lighting  goods.  And  there's  profit  in  it 
for  the  merchant  who  goes  in  for  the  best 
class  of  trade.  Many  towns  are  using  Hydro- 
electric power  and  thousands  of  Canadian 
homes  will  be  lighted  by  electricity  for  the 
first  time  this  winter.  Are  you  ready  for 
this  trade  ? 

The  James  Morrison  Brass  Mfg.  Co. 

make  a  lull  line  of  high  grade  electric,  gas 
and  combination  ceiling  fixtures,  clusters, 
wall  brackets,  etc.  Call  and  see  our  line 
when  visiting  Toronto. 

We  also  manufacture  "  J.  M.  T. "  valves, 
plumbers'  and  engineers'  brass  goods,  plumb- 
ing supplies,  etc, 


James  Morrison  Brass  Mfg.  Co. 

Limited 


TORONTO 


ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE  REGAL  FAVORITE 

IS  OUR  LEADING  CAST  RANGE 


It  is  entirely  new  and  is  specially  designed  and  constructed  to  meet  the  growing  demands  for  a 
SIX-HOLE  RANGE  with  an  exceptionally  large  firebox  for  wood  and  a  well  proportioned 
firebox  for  coal.  ORDER  A  SAMPLE  OF  THIS  RANGE— EXAMINE  IT,  WEIGH  IT, 
MEASURE  IT,  AND  TEST  IT  BY  EVERY  MEANS. 


There  is  Nothing  on  the  Market  to  Compare  with  it 


The  REGAL  FAVORITE  is  the  largest  and  roomiest  COAL  and  WOOD  RANGE  on  the 
market.  Firebox  Door  Opening,  7'_  inches.  Oven  measures  20  x  21^2  x  13.  Roomy  Top  with 
Front  Hinged  Key-Plate. 

The  Loose  Locked  Nickel  Parts  are  only  one  of  the  many  new  and  excellent  Features  which 
are  embodied  in  this  Range. 

Our  New  Catalogue  and  Price  List  will  be  distributed  to  the  Trade  by  the  15th  of  September. 


FINDLAY  BROS.  &  CO.,  LIMITED 

Ilca.l  Office  nud  Works,  -  CARLETON  PLACE,  ONT. 
Itraiich  House,         -  ■  20(>  Princess  St.,  WINNIPEG. 

DISTRIBUTING  AGENCIES; 

H   H.  DRVDEN  STEWART  &  CO.  D.  V.  COPE  &  CO.  REVILLON  BROS.,  Ltd.  GEO.  D.  HORSMAN 

Sussex,  N.B.  Toronto,  Ont.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 


When  writing  to  advertisers,  kindly  meution  the  Canadian  Hardware  and  Stove  Journal. 
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REVOLVING  CASES 

For  Bolts,  Screws  and  other  articles 


Save  time  and 
money  and  mixin^c 
of  contents  of 
drawers.  A  hand- 
some piece  of  furni- 
ture as  well  as  very 
useful  for  bolts, 
screws  and  other 
articles.  Theyaie 
used  by  Hardware 
Dealers.  Plumbers, 
Machine  Shops, 
Auto  Manufactur- 
ers. Dealers,  and 
Repairers.  Each 
drawer  is  locked  in 
the  Case  to  pre- 
vent its  removal, 
therefore  the  con- 
tents ofthe  drawers 
are  not  apt  to  get 
mixed.  These 
Cases  are  made 
square  with  square 
drawers,  or  octa- 
gonal with  V-shap- 
ed drawers  as  de- 
."ired.  They  are 
well  finished  and 
will  last  indefinite- 
ly. Sold  by  all 
jobbers  in  Hard- 
ware and  Auto 
Supplies. 

Manufactured 
by 


American  Bolt  &  Screw  Case  Co. 

DAYTON,  OHIO,  U.S.A. 


THE  IDEAL  COMBINATION 
MOP  WRINGER  AND  BUCKET 

Tlie  three-roll  {U-xiblc  rnop  wrintfcr  that  adj  ist^,  it  .  -  uneven 
thickness  of  the  mop.  The  mop  is  wrung  twice  while  passing  through 
the  rolls.  Has  improved  pattern  ear  that  sets  flush  on  side  ot  pail,  and 
the  bail  is  held  tree  and  clear  from  top  edge,  so  that  the  mop  cannot  get 
fast  or  tangled  in  the  ear  and  bail.  Is  provided  with  our  patent  roll  lever 
and  curve  brace,  that  insures  an  easy  but  uniform  pressure  on  the  mop. 


Made  in  three 


.ickeJ        in  e.l*  h  iT.ite. 


Manufactured  by 

The  American  Woodenware  Mfg.  Company 

TOLEDO,  OHIO,  U.S.A. 
Lyons  ®.  Marks,  120  Bay  Street.  Toronto,  General  Agents 


THE  EMPIRE  OAK. 


Two  Trade  Winners 


FROM  THE 


Empire  Line 

Best  Value  on  the  Canadian  Market 


THE  EMPIRE  OAK  — made  in  14  Sizes— Nos.  11, 
13,  15,  17.  .\n  artistic  and  strictly  hig"li-grade  Oak  at 
an  attractive  price.  The  body  is  made  of  hea\  iiy 
polislied  sheet  steel,  mounted  with  a  flange,  forming  a 
perfectly  tight  joint. 

Nos.  II  and  13  have  single  feed  door;  15  and  17 
double  feed  doors,  with  mica  in  lower,  and  fitted  with 
Duplex  Cirates.     Will  burn  coal,  coke  or  wood. 

THE  EMPIRE  CHINOOK— a  serviceable  Steel 
Range.  Large  fuebox,  heavy  cast  linings,  Huplex 
grates,  easily  removed.  Size  of  oven,  18  inches.  Made  with  high  closet,  liigh  shelf 
and  in  square  sizes.  Burns  coal  or  wood.  Meets  the  demand  for  a  cheap,  serviceable 
range  and  we  guarantee  an  excellent  worker.  we  solicit  yodr  enquiries. 


THE  empire  CHINOOK. 


Canadian  Heating  and  Ventilating  Co.  Limited 

OWEN  SOUND,  ONTARIO 


CHRISTIE  BROS.  CO.,  LTD. 

1824  Dundas  Street,  TORONTO 


THE  ATKINS  CO. 

VANCOUVER 


CHRISTIE  BROS.  CO.,  LTD. 

Park  and  Henr\  Streets,  WINNIPEG 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Jewel  Stoves  and  Ranges 

Royal  Jewel  Steel  Ran^e 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

Six  sizes  are  made,  namely  :  Nos.  8i6,  916,  818,  918,  920  and 
922,  with  or  without  Reservoir,  and  with  any  equipment  of 
shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact  Reservoir  on  left 
end  can  be  supplied.  .... 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy^all  demands. 
The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once 
sold  it  never  comes  back,  but  is  always  a 
working  advertisement.  One  sale  makes 
another  and  the  demand  is  constantly  in- 
creasing. 

Make  the  Royal  Jewel  Steel 
Ran^e  your  Leader  and 
you  are  sure  of  the  best 
stove  trade  in  your  locality. 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 


STTLE  R.  F. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ing the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and  ap- 
preciated wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the  country, 
including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels,  Jewel 
Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  &  Milne  Co.,  Ltd. 

Head  Office  and  Factory  at  HAMILTON 
Offices  also  at  Montreal,  Toronto  and  Winnipeg 

Western  Customers  please  write  for  information  and  send  orders  to  our  Winnipeg 

Branch,  No.  130  James  Avenue. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Mr.  Dealer 


STILL'S  EXTRA  AXE  HAN- 
DLES will  give  you  quick 
sales. 

WHY  ?  Because,  for  the  price 
they  cannot  be  surpassed  in 
Quality  or  Finish. 

Get  a  stock  of  them  at  once 
and  see  how  quickly  they 
will  sell. 

PRICE  ON  APPLICATION 


J.  H.  STILL  MFG.  CO.,  Lid. 

ST.  THOMAS,  ONT. 


Roofing 

Made  for  Canadian  Climate 

From  Trinidad  Asphalt 

WILL  LAST  FOR  YEARS  IN  ANY  WEATHER 

Canadian  Supply  Co. 

Roofers'  Supplies 
220  KING  STREET  WEST 

TORONTO 


THE "GEM" 
WASHER 

HIGH  SPEED  FLY  WHEEL. 
RAPID     ACTION  DASHER. 


For  smooth  runninp, 
easy  working'  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"Gem''  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  by 


J-  H.  CONNOR  &  SON.  Ltd. 

OTTAWA,  ONTARIO 


AGENTS 


WANTED 


MADE  IN  CANADA 

STERNES 
STOVE 
PUTTY 


Odorless. 
Never  Cracks. 
Never  Crumbles. 
Never  Falls  Out. 
.Makes  tight 
joints   and    pre  = 
vents  the  escape 
of  (jas  or  .•^shes. 


ASBESTOS  FURNACE  CEMENT 

Bakes  Hard  as  the  Iron  Itself  Strictly 
Fireproof      Perfect  Non  -  Conductor. 

Try  a  sample  order  of  either  or  both  of  the  above,  and 
be  convinced  of  their  superiority.  If  3"ou  are  not  satisfied 
return  the  goods  at  our  expense. 

Put  up  in  an}'  size  package  from  a  1 J  pound 
car.  to  a  800  pound  barrel. 


Write  us  (or  prices  and  samples. 


G.  F.  STERNE  &  SONS 
BRANTFORD,  ONTARIO 


When  writlne  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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If  It's  Sales  You  Want 

in  the  chum  hne,  why 
not  put  your  energy  be- 
hind the  churn  that  sells 
best — the  churn  whose 
sales  in  Canada  have  for 
years  been  larger  than 
those  of  all  other  makes 
combined — the  churn 
which  has  forced  its  way 
mto  all  foreign  countries 
where  butter  is  made. 

Maxwell's  "Favorite"  Churn 

is  recommended  by  our  Agricultural  Colleges  and  Government 
Inspectors  because  it  is  the  finest  butter-maker  in  the  world. 

The  roller  bearing — hand  and  foot  levers—  bolted  trun- 
nions— light,  strong,  rigid  angle-iron  base — these  are  some  of 
the  features  that  make  the  "FAVORITE"  Churn  the  favorite 
which  it  IS.  Backed  by  continuous  good  advertising  in  the  papers 
which  your  customers  read,  the  "FAVORITE'S"  superiority 
will  be  reflected  in  your  sales,  if  you  give  it  a  chance. 


All  sizes,  from  I  -2  to  30  gallons  capacity 


DAVID  MAXWELL  &  SONS 

ST.  MARY'S,  ONTARIO 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Skylights 


We  have  attained  the  last  word  in  perfection  of 
skylight  construction. 

Get  our  catalogue  and  price  list  before  ordering  else- 
where— the  prices  will  surprise  you. 

Hollow  Metal  Frame 
Plain  or  Wired  Gfasi 

The 

Metallic  Roofing  Co.,  Limited 

Manufacturers 

TORONTO,  ONT.  WINNIPEG,  MAN. 


LEATHER  BACK 

Horse  Brushes 


No.  300 

One  of  our  many  lines  which 
you  should  carry  in  stock  at  all 
seasons.  Made  of  highest  grade 
matenais  to  satisfy  your  best 
trade. 

We  have  various  other  styles, 
which  are  shown  in  our 
Catalogue,  a  copy  of  which 
will  be  mailed  you  on  reqeust. 


Thomas  Bryan  Limited 


LONDON 


CANADA 


Rubber 


.CRYSTAL 


Good  Reason  for  Crowing 

Of  late,  Brantford  Roofing'  has  been  chosen  for  many 
of  the  largest  and  most  important  roofing  jobs  in  the 
country.     It  was 

Brantford 


Roofing 

tliat  was  selected  after  a  series  of  most  riifid  tests  tor  the 
Standard  Bank's  new  fire-proof  sky-scraper  in  Toronto.  And 
there  are  buildings,  too,  in  your  territory  that  will  require  an 
exceptional  roofing  like  Brantford  Roofing.  With  our  co-oper- 
ation vou  can  secure  the  orders.   Get  in  touch  with  us  at  once. 

Brantford   Roofing  Co.,  Limited 


Brantford,  Canada 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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MORE  AND  EASIER  PROFITS 

Regina  Vacuum  Cleaners  Pay 


This  shows  the 
Hand  Machine.  The 
Regina  also  comes 
with  electi-ic  attacli- 
ment  to  operate  the 
effective  doublc- 
pump  that  makes 
the  Regina  one  of 
the  very  best 
cleaners  e  \'  er 
produced. 


STOCK  up  REGINA  Vacuum  Cleaners— 
the  liand   niachitie   sells    for   only  a  few 
dollars,  and  can  be  carried  anywhere  in 
one  hand,  and  used  anywhere. 

You  sell  it  at  a  good  marg;in  of  profit. 
Every  sale  matins  bther  sales.  It  makes 
vacuum  cleaning  effective  and  satisfactory, 
because  of  the  unfailing  double-pump  action 
of  the  piston. 

The  REGINA  takes  dirt  from  beneath  and 
within  carpets,  rugs  and  mats,  as  well  as  from 
the  surface,  and  makes  house- cleaning  un- 
necessary each  year.  Women  will  purchase 
the  REGINA  almost  at  sight,  if  you  stock  it. 

Write  us  for  circular  and  our  Dealers 
Proposition.  This  is  a  very  special  intro- 
ductory offer  that  we  may  withdraw  at  any 
time.     Write  at  once. 

The  electric  REGINA  will  be  a  great 
selling  success  in  towns  with  electric  current. 
Ask  us  about  it. 


FARM  ENGINES 

and 

FENCE  SUPPLIES 

PAGE  wire  fence  supplies  are  the  very  best 
in  gauge,  finish  and  galvanizing.  Yet 
they  sell  at  standard  prices.  You  have 
poultry  netting,  poultry  fence  strong  enough 
to  furn  stock,  many  varieties  of  fence  (37  kinds) 
in  rolls,  and  all  the  accessories,  such  as 
anchors,  post  hole  diggers,  ready-built  gates, 
etc.  In  addition  a  full  suppU'  of  fencing  ties, 
picket  hooks,  tools,  and  coiled  (elastic)  wire 
for  building. 

Write  for  the  CATALOGUE  OF  FENCE 
MATERIAL,  and  dealer's  proposition. 

PAGE  FARM  ENGINES  are  a  new  line.  We  want  local  Dealers.  This  is  a  small  engine  on  skids, 
that  a  boy  can  shift  or  that  two  men  can  carry.  It  does  chores.  It  runs  easily  in  cold  weather.  It  runs 
on  gasoline,  kerosine,  alcohol,  etc.,  without  change.      Ask  for  our  DEALER'S  Proposition  on  this  line. 


Gel  the  Farm  Engine  Catalogue 


THE  PAGE  WIRE  FENCE  COMPANY,  Limited 


WALKERVILLE,  ONTARIO 


Branches:  TORONTO:  King  Street  West  and  Atlantic  Avenue 
MONTREAL:  505-517  Notre  Dame  Street  West  ST.  JOHNS:  37  Dock  Street 


■ilifl 


Some  Worthy  Examples  of  the  BIG  PAGE  Line 


FENCC  STAPLES 


COILED  WIBE 


VINOOW  GUARDS 


PAGE    IRON  FENCING 


PAGE  "special"  poultry  FENCE 


ACME  WHITE  LAWM 
FENCE 


ACME  CHICKEN 
FENCING 


HIGH  CARBON  WIR£ 
R.EINFORCEMENT 


VICTOR    POULTRY  FENCE 


— L — — 


37VARIETieS0F  PAGE 
FENCE  IN  WEIGHTS 
ANDMESH  TOSUIT 
ALL  NEEDS 


c  V.  'A  ->;  •vA/V'jV'kil 

STEEL  FLEXIBLE  MATS 
ANY  SIZE  OR  SHAPE 


When  writing  to   advertisers,  kindly  mention   the  Canadian  Hardware  and  Stove  Journal. 
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ARE  YOU  DOING 
YOUR  DUTY? 

By  keeping  track  of  all  the  new  buildings 
being  erected  in  your  neighborhood. 
By  getting  your  share  of  the  construction  or 
equipment  contracts  for  such  buildings. 
By  finding  out  if  they  are  properly  heated. 
It  is  your  duty  to  the  human  race  to  use  every 
effort  in  you  power  to  have  "  Pease"  Furnaces 
installed  in  all  new  homes  and  buildings. 
That  you  should  make  some  money  for  your- 
self by  doing  your  duty  is  simply  incidental — 
but  fortunate. 

Make  yourself  known  to  all  builders  and 
property  owners —  tell  them  of  your  convictions 
and  experience  of  "Pease"  Furnaces — show 
them  how  the  "Pease"  will  save  them  money 
insure  good  health  and  happiness  enable 
the  kiddies  to  breathe  good  fresh  live  air. 
in  fact  every  time  you  are  the  means  of  having  a 

PEASE 

FURNACE 


installed  in 
homeorbuild- 
ing  you  de- 
serve the 
blessing  of  the 
entire  civilized 
world  and 
you  enrich 
yourself  finan- 
c  1  a  1 1  y  and 
mentally- 


Economy  Furnace 
300 
Series  B 
Cased  withVertical 
Shaker 


Pease  Foundry  Company 

TORONTO  WINNIPEG 

Wfslern  Reprcsentalivcs:    PEASE- WALDON  CO..  Ltd..  WINNIPEG 


Why  you  should 
sell  the  "Onward" 
Automatic  Hand 
Power  Vacuum 
Cleaner 

Because  it's  the  ea.siest  to  sell- 
it  has  so  mail)-  advantages  over 
other  machines. 

Because  it's  the  best  to  sell — 
e  ver}'  purchaser  becomes  a  friend 
of  your  store. 

It  is  ea.sy  to  pump  and  easy  to 
empty  because  cf  its  exclusive 
"double  tank"  device  for  separa- 
ting the  dust  from  the  air,  catch- 
ing 95  per  cent,  of  the  dust  in 
the  bottom  of  the  tank  without 
srioens,  baffles  or  water.  Onlv 
5  per  cent,  is  screened  and  that 
on  the  outside  of  one  canvas 
covered  cj'linder  (others  screen 
ICO  per  cent,  of  the  dust  in  com- 
plicated screens,  bags,  etc.) 
It  can  be  operated  by  one  or  two 
persons  and  is  guaranteed  to 
clean  better  and  quicker  than 
any  other  hand  power  machine. 
Onward  .Automatic  \'acuum 
Cleaners  are  guaranteed  for  a 
3eai-  against  defective  material 
and  workmanship  but  are  so  wjll 
built  thev  ll  last  a  lifetime  with 
reasonable  care. 

SEND    FOR   FREE  DESCRIPTIVE 
CIRCULAR  AND  DISCOUNTS  . . 

ONWARD  MFG.  CO. 

Largest  Builders  of  Hand  and 
Eleclric  Power  Vacuum  Clean- 
ers in  Canada. 


BERLIN 


CANADA 


When   writing  to   advertisers,   kindly   mention    the  Cm.idian  H<irdware  and  Stove  Journal. 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


21 


Corner  the  Heating  Business  of  your  locality 

by  recommending 

"Souvenir  Furnaces 

You  cannot  recommend  "  Souvenir"  Furnaces  too  highly,  because  they  represent  all  that 
is  latest  and  best  in  Furnace  construction. 

"  Souvenir "  Furnaces  are  designed  by  prominent  heating  engineers — constructed  by  skilled 
workmen  from  the  best  materials. 

That's  exactly  why  we 
can  so  confidently  guarantee 
"Souvenir"  Furnaces. 

Exactly  why  you  may 
so  confidently  recommend 
them. 

Don't  you  see  that  vs^e  could 
not  possibly  issue  a  legal,  money- 
back  guarantee — a  guarantee 
just  as  good  as  gold  unless 
we  positively  knew  that 
"Souvenir"  Furnaces  would 
make  good. 

Nor  could  we  afford  to  ask 
you  to  specially  recommend 
them. 

Three  important  points  : — 

1st.  "Souvenir"  Furnaces 
are  the  right  quality 
from  base  to  dome. 

2nd.  "Souvenir"  Furnaces 
are  guaranteed. 

3rd.  Prompt  Deliveries 
assured. 

The  Hamilton  Stove  &  Heater  Co.,  Limited 

(Successors  to  Gurney,  Tilden  &  Company,  Limited) 

HAMILTON       -       -  ONTARIO 

The  Stove  and  Furnace  Centre  of  Canada 


When   writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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CANADIAN 
FERROSTEEL  COMPANY 

Bridgeburg,  Ontario 

SIDE  WALL 
REGISTER 

SPECIALISTS 

ALL  DESIGNS  ALL  SIZK 

ALL  FINISHES 


THE  IMPERIAL 


THE  MOORISH 


JENKINS  &  HARDY 

A.ssijfiiees,  Cliailered  Accountants,  Estate  and  Fire 

Insurance  At^cnts 
15  '  J  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET.  TORONTO 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 
us  when  your  loss  occurs 


ORNAMENTAL/ 


WORK 
WIRE  GOODS 


Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  &  Iron  Goods  Co. 

HAMILTON,  ONT. 


Enroll  now  for  fall  and  winter  study 

SKI' rivM  HKH  is  the  bcsL  time  to  start  jour  course  wliich  gives 
.vii\i  ten  iriiintlis  of  uninterrupted  study,  as  our  scholars  are  not 
i  xpci  toil  tn  study  during  July  and  August. 

Kxpci  iiMice  has  proven  that  Sheet  Metal  Pattern  Drafting  can  be 
taujrlit  more  thoroughly  by  correspoiidcMce,  using  my  short 
nietliods,  than  by  personal  instruction,  for  t  he  scholar  who  studies 
out  a  problem  himself  will  remember  it  longer  and  will  have  more 
confidence  in  himself  than  t  he  one  who  has  an  instructor  at  his 
elbow. 

My  full  (2.5)  months'  course  is  (835.00)  payable  (8,'!.0O)  first  payment 
with  application  and  (g'2.00)  each  month  till  paid,  or  ($25,001  for 
full  course  in  advance. 

Write  for  my  new  circular  giving  full  information  about  this 
school,  also  list  of  the  (125)  school  drawings. 
Enclose  four  cents  in  stamps  to  cover  postage. 

GRAY'S  SCHOOL 


3537  Third  Avenue 


NEW  YORK  CITY 


MONARCH  ^''^^i;' ' 
TYPEWRITERS 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 


Champion  Grate 

A  wonderful  invention.  Superior  to  all  others. 
Crosswise,  non-warping  bars,  easily  shaken,  more 
open  surface  and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

and  is  one  of  its  many  attractive  features  which 
appeal  to  every  housewife.  A  sample  range 
will  prove  to  you  what  an  easy  selling  line  the 
"Champion  '  is. 

Get  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 


Pictc 


Ont. 


When   writing  to   advertisers,   Itindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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"TAYLOR-FORBES" 
SAW  VISES 

Are  a  good  line  to  push  at  any  time  in  the  year.  They  are 
made  of  the  best  cast  iron,  with  malleable  clamps  and  levels. 

They  carry  an  excellent  profit  for  the 
retailer,  and  they  are  one  of  the  most 
durable  and  convenient  vises  a  mechanic 
can  buy. 

Your  Customers  Get  Their  Money's  Worth 
When  They  Buy  "Taylor-Forbes"  Goods 


Ask  your  Jobber  to  show  you  our  No.  20  Combination 
Anvil  and  Vise.  No  workshop  is  complete  without  it,  as 
it  combines  five  tools  in  one.  It  is  an  Anvil,  a  Combination 
Anvil  and  Vise,  a  Drill  Press,  a  Saw  Clamp  and  a  Pipe  Vise. 
It's  a  reg'ular  repair  shop  in  itself. 


THE  TAYLOR-FORBES  COMPANY,  Limited 


Represented  by 
H.  G.  Rogers,  53i  Dock  Street.  St.  John,  N.  B. 
Canadian  United  Mfrs.  Agency ,  London,  Eng. 


GUELPH 
ONTARIO 


W.  A.  MacLennan,  Vancouver,  B.C. 

H.  F.  Moulden  &  Son,  Travellers'  BIdg.,  Winnipeg 

J.  B.  H.  Rickaby,  Victoria,  B.C. 


6i 


99 


BAKELITE 


WHAT  IS  IT? 

A  brush  cement  which  when  hardened  absolutely 
prevents  the  shedding  of  bristles  from  a  brush 

The  exclusive  Canadian  Right  for  this  wonderful  and  important  improvement  in 
Brush  Making  has  been  secured  by  the  manufacturers  of  the  always  reliable 
and  up-to-date 

Boeckh  Painters'  Brushes 


Ask  our  salesmen  to  show  you  sample  section  of  Brush  which  they  are  carrying,  so  you  can 
see  for  yourself  what  a  decided  advantage  it  has  over  the  old  method  of  setting  Brushes. 


THE  BOECKH  BROS.  COMPANY,  Ltd. 

HEAD  OFFICE:  TORONTO,  CANADA  factories: 

80  York  Street  r  .  ki  i,  j  158  to  168  Adelaide  St.  West 

Established  1856 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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The  light  Gun  that  makes 
the  heavy  sales 

The  combination  of  qualities  that  makes  the 
"  Tobin  Simplex  Gun "  an  easy  selling  gun,  a  gun 
that  stays  sold,  and  one  that  sells  more  guns,  is  the 
result  of  conscientious  and  intelligent  workmanship 
and  selection  of  materials,  together  with  an  active 
publicity  campaign,  that  has  made  the  name  of 


Si/np/ex  Guns 


familiar  to  the  public  and  explained  in  full  their  points 
of  superiority.  From  districts  where  we  lack  dealer 
representation,  we  are  constantly  receiving  enquiries 
about  the  guns,  which  in  such  cases  we  supply  direct. 

To  the  dealer  who  handles  our  goods  we  will 
turn  over  these  orders  and  we  offer  terms  that  make 
It  decidedly  to  his  advantage  to  link  up  with  our  efforts 
to  push  the  Tobm  Guns. 

Write  To-Day 

The  Tobin  Arms  Mfg.  Co.,  Ltd. 

Woodstock,  Ont. 


Flat  Rolled  Steel 


"BEST  BRIGHT  FINISH" 


Just  the  stock  for  nickel  plating, 
stove  rings,  facings,  corner  pieces. 
All    widths,    thicknesses  and 
tempers 

Send  for  Illustrated  Booklet 


United  States  Steel  Products  Co. 

MONTREAL,  QUE. 


^CORN 


CORRUGATED 
GALVANIZED 
SHEETS 


are  made  of  metal  that  meets  even 
our  most  rigid  ipecifications  ;  and  it 
ij  so  galvanized  it  readily  passes  the 
severe  tests  the  British  Government 
requires  of  such  building  materials. 
That  certifies  to  you  the  high  quality 
of  these  goods.  Yet  you  pay  no 
more  for  it  than  you  must  for  ordinary 
and  uncertain  quality.  You  can 
DEPEND  on  Acorn  Corrugated 
Sheets,  flat  or  curved.     And  they  are 


ACCURATELY  MADE 

Our  hugely  powerful  machmes  stamp  these  sheets  true  to  square 
and  make  the  corrugations  absolutely  accurate.  Therefore 
they  fit  together  perfectly  and  are  easily  erected.  You  get 
unusual  value  m  Acorn  Sheets  for  moderate  priced  warehouse 
construction,  repainng  old  buildings,  fireproof  partitions,  etc. 
Get  our  prices.  Ample  stocks  of  all  gauges  and  sizes  always 
ready  to  ship. 

METAL  SHINGLE  &  SIDING  CO. 

LIMITED 

PRESTON,  ONT.  and        MONTREAL,  QUE. 


RICE- KNIGHT 


LIGHTING  SYSTEM 


■  DO  YOU  KNOW  ■ 


That  customers  stay  longer  do  their  shopping 
better,  and  buy  more  in  a  well-lighted  store  ? 
That  people  consciously  or  unconsciously  avoid 
a  dark  store  and  are  attracted  to  a  bright, 
cheerful,  inviting  store. 

An  R-K  Lighting  System  will  make  your  store 
bright  as  day,  giving  you  over  600  candle 
power  of  light  for  1  c.  per  hour.  You  own  your 
own  gas  plant — always  ready  to  use.  Can  be 
installed  anywhere.  Thousands  in  daily  use. 
Write  for  booklet  "S"    a  postal  brings  it. 


RICE-KNIGHT  Limited 


TORONTO,  ONT. 
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SMOKE 


PIPE 


An  Open  Letter  to  the  Stove  Trade 

of  Canada 


Genth 


enuemen:- 


We  want  to  tell  you  why  we  place  the  Economizer  on  every  modern  GURNEY- 
OXFORD  Range  sold  to-day,  without  extra  charge. 

Every  hardware  man  is  familiar  with  the  difficulty  of  impressing  stove  features  on 
lady  purchasers  who  know  nothing  of  mechanics  or  of  the  detail  of  stove  construction. 
Such  a  buyer  will  visit  two  or  three  hardware  men  and  after  hearing  the  story  of  each 
about  grates,  flues,  waterfronts,  or  reservoirs,  material,  etc.,  etc.,  will  be  absolutely  confused 
and  will  finally  buy  the  most  attractive  looking  range,  or  the  range  which  was  presented  by 
the  salesman  who  had  the  strongest  personality. 

Now,  let  us  examine  the  position  of  the  salesman  who  offers  say  a  Chancellor  or  an 
Imperial  Oxford  equipped  with  this  Economizer.  He  can  begin  his  talk  by  pointing  out  to 
Madame  that  the  entire  range  is  controlled  by  the  one  handle.  He  can  say  to  her,  "With 
this  range  you  can  forget  the  dampers,  pull  the  handle  up  for  more  heat  and  down  for  less. 
Hold  fire  over  night  with  all  covers  on  range,  but  just  pull  the  handle  right  down  and  you 
will  always  be  sure  of  your  result  because  of  the  graduated  scale  on  which  this  handle 
works.     Incidentally,  it  is  a  fuel  saver,  as  it  simply  eliminates  wasting  coal." 

From  this  the  salesman  can  point  out  that  this  same  little  device  will  ventilate  the 
kitchen,  removing  the  odors  of  onions  or  other  objectionable  vapors  from  the  top  of  the  range. 

This  sort  of  talk  will  simply  grip  a  purchaser's  attention.     It  will  put  the  salesman's 
talk  in  another  class  from  that  of  his  competitor  who  has  spoken  of  features  that  the  woman 
simply  cannot  understand. 

That  is  one  of  the  reasons  why  we  give  these  Economizers  with  high  grade 
GURNEY-OXFORD  Ranges.      It  makes  it  so  much  easier  to  sell  the  range 
that  we  get  more  than  enough  additional  business  to  recompense  us. 

But  that  additional  business  must  come  through  you,  the  dealer,  and 
your  till  will  show  a  profit  for  every  one  of  these  additional  ranges 
sold,  if  you  are  a  GURNEY-OXFORD  Dealer. 

Won't  you  write  us  ?      Won't  you  tear  off  this  coupon  at 
the  corner  and  mark  with  a  cross  which  of  the  two  courses 


(1) 

Please 
send  us 
your  stove 
catalogue. 
Also  your 
boo  k  of 
dealers 

helps,  showing  what 
you  will  do  to  help  me 
scl  goods.       This  without 
obhgation  on  my  part. 

(2)    Have  your  salesman  call  on 
me  at  once  for  the  purpose  of  pre 
senting  your  business  propo- 
sition.    It  is  understood  that  I 
am  in  no  way  obligated  to  buy 
anything  from  him. 


you  prefer  us  to  follow  ? 


□ 


Yours  very  truly, 
THE  GURNEY  FOUNDRY  CO.  Limited 
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This  shows  what  a  modern  dealer  can  do  with 
the  Gurney-Oxford  line. 
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Most  Stove 
Buyers 
Open  Your 
Door 

This  Month 


Four  Good  Selling  Points 

that  will  send  Gumey-Oxford  stoves  off  your  floor.  When  you  handle  the  Gumey-Oxford  line  you  don't  "  keep  '*  stoves  you  sell 
them,  and  here's  why : 

1 .  The  patented  Economizer  is  a  one-lever  device  that  accomplishes  marvellous  results.  When  you  tell  your  customer  that  it 
saves  20/  of  coal ;  holds  the  fire  for  over  a  day ;  completely  controls  the  range,  and  ventilates  the  kitchen,  she  sets  her  mind  on  having 
that  range. 

2.  Another  unfailing  argument  is  the  divided  flue,  which  distributes  the  heat  evenly  around  the  oven,  keeping  it  at  the  same 
heat  all  over. 

3.  The  Reversible  Grates  allow  the  coal  to  burn  to  a  fine  white  ash,  giving  clinkers  no  chance  to  accumulate. 

4.  The  easily  operated,  lift-up  hearth  saves  room  and  avoids  dust. 

Added  to  these  are  a  host  of  other  points,  and  a  complete  selling  plan,  such  as  no  other  Canadian  stove  concern  can  offer. 
Just  send  us  a  post  card  "  Please  send  stove  catalogue  and  book  on  '  Sight  Drafts  on  Success'  as  per  Smoke  Pipe. ' 


THE  GURNEY  FOUNDRY  CO.,  LIMITED 


Montreal 


Hamilton 


Toronto,  Ontario 

Winnipeg 


Calgary 


Vancouver 
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Stop  that  Night  Work! 

The  daylight  hours  should  be  sufficient  in  which  to  do  your 
bookkeeping.  And  still,  many  nights  each  month  you  are  chained 
to  your  chair  and  your  desk,  posting,  totahng  accounts,  making  out 
statements,  doing  any  one  of  a  dozen  things  with  your  books. 

You  want  information  about  your  business,  yet  you  are  going  the  long 
way  around  to  get  it.  The  short  way  is  the  one  adopted  by  more  than 
70,000  merchants  in  all  parts  of  Canada  and  the  United  States.  These  have 
found  that  by  the  use  of  The  McCaskey  Gravity  Accounts  Register  System 
their  posting  and  totaling  are  done  at  the  time  the  sale  is  made.  They  have 
no  statement  to  make  or  mail  at  the  end  of  the  month  because  each  sale-slip  is 
an  itemized  account  of  the  goods  purchased  and  each  shows  the  total 
indebtedness  to  date. 


The  McCaskey  System  has  been  approv- 
ed by  expert  auditors  and  accountants  Only 
as  the  natural,  log^ical  and  most  scientific  ..^ 
method  of  handling  accounts,  yet  is  so        one  Writing 
simple  that  with   it  anyone   can  keep 

The  McCaskey  System  cuts  out  useless  bookkeeping,  prevents  forgetting  to  charge, 
prevents  errors  and  disputes  with  customers  over  their  accounts,  acts  as  an  automntic  col- 
lector, is  an  automatic  credit  limit  preventing  over-buying  and  over-selling,  and  protects 
the  user  against  loss  of  insurance  in  case  of  fire. 


The  McCASKEY 

SYSTEM 


accurate   records  of  goods  bought  and 
First  and  sold,  merchandise  on  hand,  cash  on  hand 

5////  the  best        and  in  bank,  accounts  payable  and  any 
other  that  may  be  desired. 

You  owe  it  to  yourself  to  investigate  the  merits  of  the  McCaskey  proposition. 
A  letter  or  postal  card  will  bring  you  information  without  any  obligation  on  your 
side  to  purchase. 

Or,  tear  out  this  advertisement,  sign  your  name  and  address,  when  it  reaches  us  we'll 
know  you  want  information. 


DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 


Branches : — New  York,  Boston,  Pittsburg,  Chicago, 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington. 


519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 


Don't  Expect  Repeat  Orders  for 

RU-BER-OID  ROOFING 


Trade  Mark  Reg. 


BEWARE  IMITATIONS 


WWRSOM  WRAPPER 


The  profits  in  handling  RU-ber-oid 
come,  not  from  repeat,  but  from  addi- 
tional orders.  When  you  sell  a  man 
RU-ber-oid  for  a  certain  building, 
that  building  is  fixed  up  for  a  genera- 
tion at  least,  and  you'll  sell  him  no 
more  for  it. 

But  he'll  come  back  for  RU-ber-oid 
Roofing  for  his  other  buildings  as  soon 
as  he  finds  how  satisfactory  it  is.  His 
neighbors  will  do  the  same.  Every 
RU-ber-oid  roof  in  your  neighborhood 
is  a  persuasive  silent  salesman  for  you 
if  you  keep  the  "  Ruberoid  Man"  to 
the  front  in  your  store. 


Write  Us  for  full  Information,  Samples  and  Prices 
The 

Standard  Paint  Co.,  of  Canada 

UMITED 

286  St.  James  St..  MONTREAL 
25  Pender  St.W.,  VANCOUVER    105  Tenth  Av.  E..  CALGARY 
179  Bannatyne  Ave.  E.,  WINNIPEG 


P 


LATE 


S 


MEET 


We  carry  in  stock  Plate 
Glass  of  all  thicknesses 
ranging  from  -k^^  to  1  i". 
Write  us  when  you  re- 
quire anything  special  in 
Glass. 


F 


IGURED 


If  you  require  Leaded 
Glass  we  would  be 
pleased  to  send  you  our 
Catalogue  of  colored 
designs  upon  receipt 
of  your  request. 

The 


L 


EADED 


M 


IRRORS 


Consolidated  Plate  Glass  Co. 


of  Canada,  Limited 


Toronto 


Ontario 


When  writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal 


THE  OFFICIAL  PAPER  OF  THE  ONTARIO  RETAIL  HARDWARE  AND  STOVE  DEALERS  ASSOCIATION 


X'oi.i Ml-:   TnKi  i.  IX^IU^X  TO,  OC  TOlil^R,   kjii  XiMiitK  Ten 


ITKr.ISIIKI)  MONTIll.V  lU' 

TIIK  COMMEKCIAL  PRESS,  Limited 

lOS-tld  McKI.WOX  BUILDIXC;,  TORONTO 
l^horie  Main  1271 

I).  O.  McKl.NNON,  /'risiiliiil  Wesi'ox  WitiorJCV.  Afoiiager 

hldiliirial  Staff 
\V.  L.  Edmonds  Wksto.n  Wmcucv 

K.  A.  h'oB.>iOS  iT)-ti  !■(  II  iiifi  /<jl  ilor)        W.  J.  Ii.i.siov  (\Vinni[)eK) 

Sfrlff  l{i  /)rrsr  itlill  ires 

MoNTKEAL,  E.  T.  Bank  Building      ■        ■  E.  C.  Douglas  Wii.kk.s 

Eastkrn  Ontario      .        .        .        .  Georgk  H.  Honsbergeh 

Western  Ontario        ....  George  G.  Colvin 

Winnipeg  AND  West         .        -        -  John  A.  Gibson 

New  York,  95  Liberty  Street  -        -  M.  L.  Kempe 

CuicAOO,  t059  Perry  Street  -        -  E.  J.  Macintvre 


The  Outlook  Xo  hardware  merchant  in  Can- 

tor Business.  a  da  need  go  into  the  fall  and 

winter  Irade  with  a  pessimistic 
outlook  in  i-egard  to  tlie  general  l)iisiness  conditions  of 
the  country. 

Never  in  the  history  of  the  Dominion  were  conditions 
more  favorable.  The  lot  of  the  Canadian  hnrduaremen 
is  indeed  cast  in  pleasant  places. 

The  yield  of  the  field  and  farm  is  abundant.  Here 
and  there  it  has  not  been  all  that  one  would  wish,  and 
the  frost  has  touched  some  of  the  wheat  fields  in  the 
great  West.  But  these  things  happen  every  year.  •  Oop 
conditions,  like  busines.s  conditions,  are  never  ideal. 
There  is  always  a  lean  spot  somewhere.  But  in  spite  of 
lean  .spots  the  yield  of  the  farms,  gardens  and  dairies 
of  Canada  in  1911  will  exceed  in  value  that  of  any 
previous  year  in  the  country's  history.  The  unfavorable 
harvesting  weather  has  i-etarded  the  movement  of  grain 
and  this  has  natui-ally  tended  to  make  money  rathei- 
slow,  but  these  conditidiis  are  of  course  only  temporary'. 

When  the  railway  earnings  show  such  satisfactory 
increases  as  they  do  at  i)r('sent  IIk  re  need  not  be  much 
concern  about  the  trade  and  connnerce  of  the  couiUi-y. 
The  railways  do  not  show  increa.ses  in  gross  earnings 
when  commerce  i.s  declining. 

Each  issue  of  the  report  of  the  (rovenunent  .shows  a 
steady  increase  in  the  savings  of  the  Canadian  people. 
They  are  51  per  cent,  larger  than  they  were  even  foui' 
years  ago.    The  amount  of  money  on  deposit  in  the 


banks  of  (Janada  is  sufficient  to  pay  for  all  the  merchan- 
dise imported  and  exported  during  the  la.st  fiscal  year 
and  still  leave  a  million  and  a  quarter  in  the  trea.sur\- 
for  other  purposes. 

Another  barometer  which  reads  favorably  is  the  bank 
clearing's.  They  continue  to  show  a  steady  growth,  quite 
contrary  to  the  conditions  obtaining  in  the  United 
States. 

But  the  maximum  of  results  obtainable  from  general 
favorable  business  conditions  do  not  accnje  to  those  who 
put  forth  the  minimum  of  effort.  It  only  comes  to  those 
who  put  forth  every  effort  to  take  advantage  of  prevail- 
ing good  trade  conditions.  Favorable  breezes  only  bene- 
fit those  who  u.nfurl  their  sails.  This  is  what  every  alert 
business  man  is  doing. 

requires  a  salesman,  not  a  mere 
order  taker  to  sell  stoves. 

Western  Canada  The    remarkable  development 

Openings.  work  going  on  in  that  part  of 

Canada  which  only  a  few  years 
ago  was  known  as  the  Xorthwest  Territories,  is  attract- 
ing worldwide  attention,  and  it  is  a  matter  of  doubt  if 
settlers  from  the  United  States  and  European  countries 
are  not  taking  greater  advantage  of  the  many  oppor- 
tunities which  open  each  year  than  residents  of  Ontario 
and  other  Eastern  Canadian  Provinces. 

If  a  person  has  a  good  business  or  a  position  which 
offers  good  prospects  for  future  advancement,  it  is  prob- 
ably wise  to  retain  the  bone  without  dropping  it  to 
gras|)  at  the  shadow.  A  liird  in  the  game  bag  is  always 
worth  two  in  the  l)nsh.  But  if  circumstances  make  a 
change  possible,  it  would  be  well  to  give  consideration 
to  moving  westward  rather  than  beginning  a  new  enter- 
|)ris(>  in  the  more  crowded  eastern  Provinces. 

A  case  in  point  is  that  of  Dr.  .Moyer.  who  withdrew 
from  the  .Metal  Siiingle  and  vSidiug  Company,  at  Pres- 
ton, to  become  the  T>iberal  candidate  in  Soutli  Waterloo. 
Heing  defeated,  and  free  from  his  former  business  in- 
terests, he  has  decided  to  locate  in  Saskatchewan, 
where  he  had  alr(»ady  nuule  some  investments. 

\\\  ini|uii-taut  essential  in  "going  Avest"  is  to  have 
a  place  to  which  to  go.  Tlie  Journal  knows  of  more 
than  one  hardwareman  who  spent  quite  a  "stake"  in 
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trying  to  select  a  suitable  location.  It  is  well,  there- 
fore, to  have  a  definite  proposition  in  view  before 
spending  money  for  a  railway  ticket. 

The  Hardware  and  Stove  Journal  has  three  or  four 
good  openings  in  view  at  the  present  time  for  young 
men  from  Eastern  Canada,  Avho  msli  to  establish  new 
or  take  over  old  hardware  businesses  in  the  Western 
Provinces,  and  if  any  such  persons  will  advise  us  as  to 
what  amount  of  money  they  are  prepared  to  invest, 
the  Journal  will  put  them  in  to'uch  with  responsible 
hardwaremen  in  the  West,  from  whom  more  definite 
information  can  be  obtained.  There  is  no  charge  for 
the  service  in  any  way. 

He  who  puts  off  till  to-morro'W  what  he 
should  do  to-day  is  usually  in  the  trough 
of  the  sea  and  not  riding  on  the  crest  of 
the  wave. 

Hardware  Store  The  late  John  W.  Gates,  Avho  at 

as  a  Training  School,  the  time  of  his  death  was  ac- 
counted one  of  the  most  astute 
and  capable  business  men  in  the  United  States,  received 
his  kindergarten  lessons  in  business  behind  the  counter 
.of  a  retail  hardware  store. 

All  retail  hardware  stores  do  not  turn  out  John  Wi. 
Gates',  but  there  is  no  better  school  in  which  to  study 
the  ethics  and  underlying  principles  of  business. 

To  be  successful  in  the  hardware  business,  one  must 
know — know  how  to  buy,  know  how  to  sell,  and  know 
the  goods  he  has  to  sell.  This  in  the  first  place  demands 
intelligence.  Those  who  are  lacking  in  this  quality  do 
not  go  very  far.  , 

The  law  of  the  survival  of  the  fittest  is  nowhere  more 
apparent  than  in  the  retail  hardware  business.  Hence 
the  explanation  of  the  fact  that  man  for  man  the  retail 
hardware  dealer  possesses  a  higher  standard  of  business 
efficiency  than  is  exhibited  by  merchants  in  other  lines 
that  might  be  mentioned. 

The  retail  hardware  business  demands  thoroughness, 
and  while  the  Thorough  Man  may  not  always  amass  the 
millions  of  a  Gates,  there  need  be  no  doubt  as  to  his 
success. 

A  customer  possessed  may  be  better 
than  tim  in  prospect,  but  there  is  no 
reason  why  an  effort  should  not  be  made 
to  get  the  two. 

Co-operative  In  an  address  before  the  To- 

Advertising,  ronto  Ad  €lub  last  month  L.  R. 

Greene,  a  Canadian  who  has 
made  an  international  reputation  as  advertising  man- 
ager for  tile  Sherwiu-Williams  'Company,  drove  home 
one  of  the  essential  points  of  suecessfnl  advertising — 
the  necessity  of  co-operation  between  the  ad-writer  and 
the  selling  force. 

A  large  portfolio  was  used  by  ]\Ir.  Greene  to  illus- 
trate how  his  company  conducted  a  series  of  cam- 
paigns, including  publicity  advertising  in  the  maga- 
zines, trade  paper  advertising  to  assist  salesmen  in  in- 
teresting retailers,  house  organs  to  keep  interest  alive 
in  salesmen  and  local  agents,  window  trims,  circular 
letters  and  newsi)aper  ads  to  assist  retailers,  and  books 
on  interior  and  exterior  decoration,  with  free  expert 
advice  to  househuilders  to  help  hmd  business  from  cus- 
toinci-s  who  want  the  liost.  Kvci'v where  " "  1 1 iinlity  "  was 
cm iihasizcd  instead  oF  ■"prico.""  and  c;irc  was  taken  to 
I  hoi'iiiiulil  y  discuss  the  aii  vci't  isinu-  phins  witli  fhc  sales- 


men and  supply  them  with  complete  advertising  outfits 
in  order  that  the  salesman  may  be  able  to  pass  on  know- 
ledge and  enthusiasm  to  the  retail  merchants  they  call 
upon. 

Mr.  Greene's  argument  applies  equally 'well  to  retail 
store  advertising  as  to  the  big  campaigns  conducted  by 
manufacturers  and  jobbers.  Store  ads  cannot  produce 
the  best  results  unless  the  clerks  behind  the  counter, 
as  well  as  the  proprietor  or  manager  in  his  office,  are 
made  to  feel  that  they  are  factors  in  the  advertising 
campaign.  In  such  stores  as  Russill's  Hardware,  To- 
ronto ;  Stanley  Mills  &  Co.,  Hamilton,  and  the  J.  H.  Ash- 
down  Hardware  Co.,  Winnipeg,  care  is  taken  to  ac- 
ciuaint  the  clerks  with  the  selling  features  of  the  lines 
advertised,  but  in  too  many  smaller  stores  the  one  who 
does  the  ad-writing  neglects  to  take  counsel  with  the 
store  salesmen. 

A  good  plan  to  follow  is  to  invite  suggestions  from 
the  various  members  of  the  store  staff.  Just  as  each 
department  manager  in  the  big  departmental  stores  is 
held  responsible  for  the  frequent  turnover  of  stock  and 
the  elimination  of  slow  selling  lines,  so  should  each 
clerk  be  given  an  opportunity  to  participate  in  the  store 
advertising. 

Placing  resjjonsibility  upon  clerks  helps  them  to  de- 
velop initiative  and  makes  them  more  valuable  to  their 
employers  as  well  as  to  themselves. 

Keep  weather  strip  in  the  public  eye. 
It  will  remind  customers  that  they  ivill 
fieed  it  before  long. 

The  Parcel  That  parcel  postage  will  be  a 

Postage  Issue.  live  issue  at  the  next  session  of 

the  United  States  Congress 
seems  beyond  all  question.  The  Postmaster-General 
has  set  his  heart  iipou  the  matter  and  has  decided  to 
ask  the  law  makers  of  the  country  to  give  effect  to  his 
wishes. 

His  idea,  it  appears,  is  not  to  give  it  a  general  effect 
at  once.  He  proposes  to  start  it  with  the  rural  deliven 
routes  and  to  gradually  extend  it  should  it  prove  el 
fective.  While  it  is  said  a  committee  of  the  House  oi 
Representatives  are  in  favor  of  a  parcel  post  service  with 
a  maximum  weight  of  eleven  pounds,  the  Senate  Com- 
mittee of  Post  Offices  and  Roads  have  yet  to  have  their 
innings,  and  they  will  give  a  hearing  to  both  pros  and 
cons  before  handing  in  their  report. 

Although  the  retailers  of  Canada  have  no  direct  in- 
terest in  the  outcome  of  the  movement  in  the  Ignited 
States,  indirectly  they  are  concerned.  The  Canadian 
Post  Office  Department  has  got  a  similar  scheme  in  mind, 
the  Superintendent  of  Post  Offices  having  been  instructed 
during  the  last  session  of  Parliament  to  make  an  investi- 
gation and  report  to  the  Postmaster-General. 

It  is  quite  likely  that  the  Canadian  Government  will 
be  guided  to  some  extent  by  the  action  of  the  United 
States  Congress.  The  retailers  of  Canada  can  therefore 
scarcely  watch  the  movement  to  establish  a  parcel  po.st 
system  in  the  United  States  without  some  concern. 

But  while  they  are  watching  the  movement  across  the 
border  it  would  be  well  for  them  to  head  off  the  move- 
ment as  much  as  possible  by  persuading  their  repre- 
sentative in  the  House  of  Commons  that  an  extension  of 
the  parcel  postage  system  would  be  most  inimical  to  the 
interests  of  the  retailers  of  this  country. 

It  is  designed  in  the  interests  of  the  big  mail  order 
houses,  and  thnt  shoidd  be  sufficient  to  raise  the  opposi- 
tion of  every  rctnilcr  in  the  Dominion. 
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The  New  Canadian  Home  of  the 

GILLETTE  SAFETY  RAZOR 

In  reproducing  here  the  Architect's  drawing  of  our  new  factory,  now  being  erected,  we  wish  to  thank  you  and 
the  whole  trade  for  the  enthusiastic  co-operation  which  has  made  this  building  necessary  and  possible. 

While  we  have  unlimited  faith  in  the  GILLETTE  Safety  Razor,  and  some  confidence  in  our  ability  to  make  it 
right  and  push  it  vigorously,  at  the  same  time  we  realize  that  the  success  of  the  GILLETTE  depends  on  your  good-will. 

Our  confidence  in  the  future  of  the  GILLETTE  Safety  Razor  is  shown  by  our  investment  of  between  two  and 
three  hundred  thousand  dollars  in  this  five-storey  factory  building.  It  is  being  constructed  entirely  of  re-inforced 
concrete,  and  will  be  1  05  feet  in  frontage  by  78  feet  deep,  with  light  on  four  sides. 

One  reason  why  we  tell  you  this  just  now  is  that  we  expect  to  move  into  the  new  building  in  November.  That 
will  mean  partial  shutting  down  for  a  few  days  at  the  very  busiest  season.  We  are  working  as  hard  as  we  can  now  to 
get  you  stocked  up  for  the  Christmas  rush  before  moving,  and  we  want  you  to  help  us. 

Please  figure  out,  as  soon  as  you  possibly  can,  what  you  will  need  for  the  busiest  Christmas  season  yet,  and  send 
along  your  order  early.  Even  if  you  do  not  want  delivery  for  a  month  or  six  weeks,  let  us  book  your  order  now  and 
plan  accordingly.  That  will  give  us  a  chance  to  get  you  supplied,  and  save  you  from  any  inconvenience  owing  to  our 
enforced  shut-down.    We  will  appreciate  this  very  much. 


When  writing  to   advertisers,   kiutlly  mention  the  C.in.idi.-jn  H.irdware  .lud  Stove  Journal. 
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Safety  Razor 


has  been  due  to  a  remarkable 
combination  of  forces  behind 
it.  The  most  important  of 
these  are: 

A  QuicJ^er  and  Better  Shave 

The  GILLETTE  blade,  thin  enough  to  take  a  perfect  temper,  held  absolutely  rigid  in  the  hatidy  GILLETTE 
frame,  and  adjustable  for  a  light  or  close  shave  or  a  soft  or  wiry  beard,  shaves  as  no  other  razor  can  shave. 

A  Splendid  Manufacturing  Organization 

LInder  the  supervision  of  experts,  cleverly  designed  automatic  machinery  performs  the  many  manufacturing 
operations  far  more  accurately  than  human  skill  could  do  it,  in  a  fraction  of  the  time. 

More  and  Better  Advertising 

GILLETTE  originated  live,  attractive  razor  advertising,  and  no  other  razor  advertising  to-day  compares, 
either  in  quality  or  quantity,  with  that  being  done  for  the  GILLETTE. 

Protected  Prices 

The  selling  prices  of  GILLETTE  Safety  Razor  Sets  are  fixed,  and  the  dealer  is  fully  protected  against  the 
unfair  competition  of  the  big  mail-order  houses  and  of  the  reckless  local  price  cutters. 

Dealers'  Self-interested  Co-Operation 

Dealers  have  been  quick  to  see  the  advantage  of  pushing  the  razor  for  which  advertising  and  quality  have  created 
a  brisk  demand — on  which  there  is  a  substantia!,  protected  profit — and  which  brings  purchasers  back  regularly 
for  new  blades. 


The  Gillette  Safety  Razor  Company  of  Canada^  Limited 


Office  and  Factory:  63  St.  Alexander  Street,  MONTREAL 
Factories  in  MONTREAL  BOSTON  LEICESTER  BERLIN         and  PARIS 


When   writing  to    advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  JournaL 
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Business  and  Store  Management 


WHY  LIMIT  THE  BUSINESS  HARVEST? 

By  Josiah  Crabtree 

The  inhabitants  of  (he  north  temperate  zone  are  hardy 
people.  They  arc  thrifty  as  a  general  thing,  knowing 
that  in  the  sumnier  they  must  prepare  for  the  long 
winter  which  is  to  come.  A  few  weeks  before  the 
arrival  of  snow  the  country,  from  one  end  to  the  other, 
is  in  active  confusion  witli  thf  worries  of  taking  caic 
of  the  harvest. 

In  a  few  weeks  time  the  actual  results  of  many  months 
of  hard  work  are  gathered,  sorted,  bunched,  sold  and 
shipped.  Then  a  great  many  people  lie  down  on  the 
job  until  the  season  arrives  to  prepare  or  the  next  year's 
work.  Ditt'erent  businesses  have  followed  this  course  of 
mother  nature.  AVe  have  the  "spring  campaign,"  the 
"summer  dullness"  and  then  the  "fall  riish." 

These  conditions  of  activity  and  dullness  seem  to  ob- 
tain more  or  less  in  the  heating,  the  hardware  and  the 
plumbing  lines.  There  is  a  certain  amount  of  activity 
in  the  spring  of  the  year,  but  the  cream  of  the  liusiness 
is  generally  in  the  fall's  trade.  Therefore  we  have  a 
limited  harvest  as  a  result.  Beginning  about  the  month 
of  August,  the  newspapers  teem  with  good  advice  rela- 
tive to  the  autumn  trade.  The  advertisements  urge  all 
to  "get  ready"  and  to  hustle  or  they  will  get  left.  So 
everybody  begins  to  get  up  .steam  in  order  to  make  the 
speed  limit  to  avoid  being  the  last.  Mechanics  are  called 
upon  to  put  in  many  hoiirs  overtime.  The  factories  can 
not  fill  half  their  orders,  while  the  railroads  are  short 
on  cars  to  move  the  produce  and  goods :  the  telephone 
and  the  telegrayih  wires  fairly  burn  with  impatient  mes- 
sages urging  greater  speed.  The  foregoing  is  a  very 
brief  pen  picture  of  our  annual  scramble  to  avoid  being 
frozen  both  "out"  and  "up." 

The  question  arises,  could  not  some  of  this  harvest 
activity  be  transferred  to  other  portions  of  the  ye.ir'? 
Would  it  not  be  possible  to  .so  educate  the  people  that 
they  would  prepare  themselves  before  the  rush  began  ? 
Work  done  on  "overtime"  becomes  tiresome  and  gen- 
erally drags  more  or  less,  while  if  one  is  compelled  to 
labor  (either  mentally  or  j)hysieally)  at  tup  speed  and 
at  longer  hours  for  a  period  of  several  weeks,  the  results 
are  many  times  far  from  l)ei ng  either  pleasing  or  ef- 
ficient. If  we  are  compelled  to  have  .six  lean  months 
in  order  that  we  enjoy  six  months  of  fatness,  why  not 
shut  up  the  shop  or  the  store  and  go  fishing  while  wo 
get  our  minds  and  nervous  systems  in  proper  shape  for 
the  annual  rush  ? 

To  assume  it  is  true  that  the  larger  percentage  of  the 
goods  mu.st  always  l)e  liatidled  in  the  spring  or  the  fall 
is  to  follow  in  the  footsteps  of  our  forefathers.  Bec.vitse 

IT  .\LWAYS  HAS  BEEN  IS  NO  SIGN  THAT  IT  MUST  CONTINUE. 

We  are  supposed  to  be  a  progressive  people  and  if  this 
general  progress  has  not  filtered  through  the  lines  of 
business  mentioned  in  this  article  it  is  becau.se  the  peo- 
ple engaged  in  it  are  slow  to  adapt  themselves  to  the 
situation. 

Take  as  an  example  the  washing  machine,  either  iiar.n 
power  or  run  by  some  other  means.  Is  there  any  reason 
nnder  the  sun,  moon  or  stars  why  washing  machines,  and 
plenty  of  them,  should  not  be  sold  on  any  or  every  day 


of  the  wi'v.k  ".  There  is  one  reason,  and  this  is  it,  the 
owner  or  clerk  is  not  "up  to  snuff"  and  fails  to  pro- 
claim the  merits  of  the  appliances  to  the  people  who 
visit  the  store. 

A  good  washing  machine  is  just  as  much  of  a  labor 
saver  as  is  a  good  sewing  machine  and  what  modern 
household  would  think  that  it  could  get  along  without  a 
sewing  machine?  Is  there  any  rea.son  why  they  should 
believe  that  they  can  do  without  a  first-cla.ss  washing 
machine?  "Only  negligence  on  the  part  of  the  sales- 
man ' '  comes  the  answer. 

Washing  machines  can  be  "boomed"  every  day  in  the 
year  both  in  and  out  of  the  store.  The  washing  ma- 
chines have  been  mentioned  because,  recently,  the  writer 
noticed  a  man  open  up  a  store  for  their  exclasive  sale. 
He  has  put  out  canvassers,  called  the  attention  of  the 
housewives  to  his  particular  kind  of  machine  and  has 
done  well  financially  and  that  with  some  hardwares 
located  within  a  few  blocks  of  his  new  store.  These  hard- 
wares had  carried  washing  machines  in  their  stores  for 
months  and  months  and  never  made  a  .sale.  The  market 
was  at  their  very  door,  but  they  did  not  "tumble"  to 
the  fact  until  some  one  came  along  and  did  not  wait  for 
harvest  time,  but  went  to  work  and  made  a  harvest  of 
his  own. 

Take  a  gas  or  a  gasoline  stove  as  another  instance. 
In  many  eases  the  .sale  of  this  article  is  limited  to  the 
summer  months.  Could  they  not  be  sold  nearly  every 
month  in  the  year  if  pushed  in  the  right  manner? 

In  the  kitchens  of  many  houses  and  flats  in  the  large 
cities  the  gas  range  is  the  only  appliance  used  for  cook- 
ing. It  occupiea  less  space,  delivers  a  hot  fire  at  once 
when  the  burners  are  lighted  and  seems  to  find  favor 
in  the  eyes  of  the  housewife  or  the  "help."  In  some 
kitchen.s  we  find  both  the  cooking  range  (coal)  and  the 
gas  stove,  and  hardly  a  week  in  the  year  passes  but  what 
the  gas  stove  is  used  more  or  less.  So  why  is  it  not  in 
order  to  press  their  sale? 

The  phonograph  is  a  wonderfully  pleasing  and  in- 
structive machine.  Thousands  of  them  have  been  sold 
all  over  the  world,  and  the  end  is  far  from  being  in 
sight,  yet  a  well  ordered  and  prosperous  household  can 
be  conducted  without  its  use.  It  is  a  luxury  and  a  de- 
mand for  it  must  be  created.  Heating,  plumbing,  kitchen 
and  many  house  furnishings  are  necessities  and  are 
needed  (some  of  them)  even'  day  in  the  year.  It  is  the 
business  of  those  interested  in  such  lines  to  supply  the 
articles  and  to  work  up  a  demand  for  the  .same.  If  the 
dem;nid  comes  at  only  certain  sea.sons  of  the  year,  it 
shows  that  the  customers  are  crowding  the  merchant  in- 
stead of  the  merchants  being  aware,  in  advance,  of  the 
needs  of  the  buyer.  Overcoats,  ice  skates  and  ct-rtain 
other  goods  are  seasonable,  but  there  are  dozens  and 
dozens  of  actual  necessities  that  are  not  pushed  as  they 
should  be,  that  could  be  used  as  "fillers"  in  the  months 
when  the  .sales  are  light,  and  these  goods  would  go  far 
towards  making  the  sales  show  well  in  the  lean  period 
and  also  relieving  the  congestion  at  the  so-called  "har- 
vest" time  of  the  year. 

AYliy  be  wide  awake  for  half  of  the  year  and  hibernate 
for  the  lialance'  Consider  with  vourself  as  to  wh  ether 
or  not  you  can  sprc^ad  out  that  "harvest." 
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A  MODERN  BUILDERS'  HARDWARE 
DEPARTMENT. 

Martin,  Finlayson  &  Mather,  hardware  merchants, 
A^ancouver,  have  adopted  up-to-date  means  to  display 
their  builders'  hardware.  They  recently  made  extensive 
alterations  in  their  store  and  fitted  up  a  eoviple  of  rooms 
for  displaying  all  lines  of  builders'  hardware.  They 
erected  a  hanging  balcony,  extending  the  full  length  of 
the  store  and  opened  up  another  floor  for  retail  sales- 
rooms. 

The  accompanying  illustration  shows  the  neat  and 
attractive  manner  in  which  the  different  lines  are  dis- 
played. When  a  department  is  arranged  such  as  this, 
it  means  much  time  saved,  and  more  sales.  Builders 
and  contractors  are  very  busy  men,  and  they  would  far 
rather  buy  at  a  store  where  their  requirements  are  well 
displayed  and  where  they  can  choose  quickly,  than  go 
to  some  shop  where  the  clerk  has  to  h\mt  up  several 


round  came  in  to  drink  lemonade,  eat  cake  and  gossip 
with  their  friends. 

Why  should  not  hardwaremen  in  Canada  emulate 
them  with  a  coffee  or  some  other  day?  Now  would  not 
be  a  bad  time.  Select  a  day,  serve  hot  coffee  and  tea  and 
light  refreshments  and  make  it  an  opportunity  of  dis- 
playing certain  seasonable  lines  of  goods  such  as  stoves, 
gas  and  oil  heatersi.  Advertise  the  fact.  Use  the  local 
papers,  send  out  circulars  and  get  people  talking 
about  it. 

To  make  people  talk  is  the  essence  of  advertising. 


AN  ENTERPRISING  DEALER. 

An  enterprising  dealer  in  Kansas  City,  Kans.,  recently 
attracted  large  crowds  to  his  store  by  conducting  a  novel 
guessing  contest  on  the  number  of  spots  in  a  roll  of 
wall  paper. 

Three  prizes  were  competed  for  and  much  excitement 
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lines,  thus  littering  the  counter  and  taking  up  much  more 
room  than  is  necessary.  It  means  time  saved  to  the 
merchant  as  well.  It  helps  the  buyer  considerably  in 
choosing.  Then,  again,  when  a  buyer  sees  a  big  assort- 
ment shown,  it  makes  him  think  you  are  sure  i)o  have 
the  stor-k  on  hand  at  all  times  and  can  make  quick  de- 
livery ;iim]  hi'  will  purchase  from  you  rather  than  go 
elsewhere  wliere  he  nuiy  have  to  wait  some  time  for  the 
goods. 

If  you  only  have  a  small  space,  this  will  do.  Only  the 
samples  need  be  displayed,  the  stock  being  kept  in  au- 
nt her  i)art  of  the  store. 

Whi'iv  a  j)erson  is  doing  any  kind  of  a  trade  in  build- 
ers" hai(l\v;trf.  it  is  absolutely  necessary  that  a  plan  of 
this  natiirr  shnnhl  he  fullowcd.  Martin,  Finlayson  & 
.Mathi'i'  -,}]■>■  iKiw  w ondi'i'inL;-  how  they  got  along  before 
withnut,  it. 


COFFEE  DAY  FOR  HARDWAREMEN. 

A  rrl;ii|  li;ii-(l\vai-('  lii-iii  in  l\;insas  held  ;i  '■Lemon 
Day"  li;ici<  in  thi'  ^iiiiiiiiiT  iiikI  the  rjicnuTs  the  conntry 


prevailed  throughout  the  contest.  Besides  the  guessing 
side  of  the  scheme,  presenting  the  awards  to  the  win- 
ners again  attracted  a  large  throng. 

The  simplicity  of  the  idea  shows  how  easy  it  is  to  get 
considerable  advertising  at  a  small  cost.  The  roll  of  wall 
paper  was  already  in  stock,  but  a  little  newspaper  ad- 
vertising was  necessary  to  advise  the  public  as  to  what 
was  going  on.  Then  outside  and  inside  of  the  store 
placards  announced  the  contest.  All  the  advertising  and 
the  cost  of  the  prizes  was  only  a  small  percentage  on 
what  the  returns  will  ultimately  be. 


ENAMELED  WARE  SPECIAL  SALES. 

iModern  merchants  have  developed  the  special  sale 
into  an  established  institution.  Every  store  needs  a 
sales  stimulant  at  times.  There  are  some  merchants 
who  make  a  practice  of  putting  on  some  special  stunt 
twice  a  year,  in  the  spring  and  in  the  fall  as  a  sort  of 
tonic  for  their  business. 

A  sale  of  enameled  ware  can  usually  be  carried  out 
successfully  in  a  hardware  store  for  the  reason  that  at 
any  season  of  the  year  there  is  sure  to  be  a  demand  for 
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enameled  ware.  The  housewife  needs  it  for  scores  of 
ever\'  day  duties  and  she  is  always  i-eady  to  buy  when  a 
special  inducement  is  offered. 

For  the  purpo.se  of  brinjiiu^'  fai'mers  to  the  .store  to 
see  other  lines  of  fall  merehainlise,  sueh  a.s  .stoves,  ranges, 
lamps,  lantern.s,  horse  blankets,  earriage  robes,  etc.,  there 
is  no  better  plan  than  to  put  on  a  special  sale  of  enam- 
eled ware. 

Prices  need  not  be  i^reatly  sacrificed.  Advertisiuu'  will 
brinf?  the  [)eo[)le  in  if  pi'ices  are  mentioned  freely. 


RED  TAG  TOOL  SALE. 

May  Hros.,  haixlware  merchants  at  KiS')  L)und;is  St., 
Toronto,  are  enterprisin<?  and  believe  in  holdinfj  special 
sales  and  offering  extra  inducements  to  the  pul)lic  to 
buy. 

Some  time  af^o  they  held' a  red  tag  tool  sale.  They 
dressed  a  window  with  axes,  saws,  drills,  planes,  bevels 
and  other  tools  for  the  carpenter  and  builder,  and  in  the 
eentr(!  displayed  a  large  sign  beai'iug  the  words  "Don't 
mi.ss  the  red  tag  sale,"  in  red  letters.  To  each  article 
in  the  display  was  a  red  tag  with  the  regular  i)rice 
marked  and  scratchonl  out  and  the  sale  price  quoted. 


■|'(Mil  Window  ill  West  'Idroiitii  >t 
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"We  made  a  good  cut  in  pri.!e, "  said  Mr.  May,  "and 
advertised  the  fact  well,  with  the  T-esult  that  we  did  a 
greatly  increased  business  aiul  nu)r(>  than  niadi'  up  for 
the  cut  in  prices. 


ADDITION  TO  A  YORKTON  STORE. 

(Tia.s.  Beck,  Vorkton,  Siusk.,  has  found  business  so 
good  he  has  been  forced  to  build  a  14  x  50  feet  addition 
to  his  store,  giving  him  now  a  .store  40  x  50  feet.  Be- 


Haidvvare  Department  of  Chas.  Beck.  Vorkton,  Sa.sk. 

sides  hardware,  a  good  line  of  furniture  is  handled. 
This  is  Mr.  Beck's  tenth  year  in  business  in  Yorkton 
and  each  year  has  shown  a  substantial  gain. 

The  accompanying  photograph  shows  the  hardware 
(l('I)artment.  Every  inch  of  space  is  utilized,  even  the 
ciMling  in  parts,  so  that  although  the  department  is 
rather  small,  a  full  line  is  carried.  A  well-arranged 
stock  of  paints  is  always  displayed  prominently. 


GOOD  TIME  TO  COLLECT  ACCOUNTS 

A  good  time  to  look  after  the  collection  of  accounts 
is  all  the  time. 

( 'aiiada  is  in  an  unusually  prosperous  condition.  There 
i-  probably  no  country  in  the  world  more  so.  But  no 
matter  how  prosperous  a  country  may  be  it  is  suicidal 
I'or  merchants  to  become  careless  in  regard  to  the  coUec- 
lion  of  accounts.  They  may  not  be  in  a  huriy  for  the 
money  to-day,  but  it  may  be  another  matter  to-morrow. 

Every  dollar  uncollected  on  the  one  hand  increases 
the  merchant's  co.st  of  doing  business,  and  on  the  other 
decreases  the  net  ju-ice  at  which  the  merchandi.se  was 
(ii'iginally  sold. 

.Money  works  while  its  posse-ssor  sleeps — if  it  is  on 
deposit  with  his  own  banker.  But  it  is  certainly  not 
.MM  king  for  the  merchant  when  it  is  in  the  pocket  of  a 
delinquent  customer.    It  is  working  for  the  other  fellow. 

lie  who  does  not  .systematically  look  after  the  collec- 
tiiiii  of  his  accounts  is  in  grave  danger  of  ultimately 
reaching  a  point  where  his  credit  will  be  seriously  im- 
paired is  (U)ing  business  under  serious  di.sadvantages. 

The  present  is  the  opportune  time  to  prepare  plans 
t'oi-  cari-ying  out  a  systematic  account-colkvting  cam- 
l)aigu.  The  iKmntiful  crops  with  which  the  conntrj-  is 
iilessed  are  gradually  being  turned  into  cash,  and  the 
merchants  should  see  that  they  are  not  kept  waiting  an 
liMihie  leni:-th  (if  lime  for  the  portion  that  is  theirs. 


NEW  FURNACE  CATALOGUE. 

The  Hamilton  Stove  aiul  Heater  Co..  Limited,  has 
issued  a  handsonu'ly  illustrated  32-page  catalogue  of 
their  difl"(M"ent  lini>s.  containing  complete  des'nptions 
and  prices  of  all  their  ftu'nac(>s  aiul  accessories.  It  can 
1)^'  had  for  the  asking. 
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INCREASING  THE  ASSOCIATION  MEMBERSHIP. 

By  R.  C.  Chown,  President  Ontario  Association. 

It  is  quite  evident  tliat  the  suece,ss  of  the  Retail 
Hardware  and  Stove  Dealers'  Association  is  assured. 
We  have  a  substantial  membership,  both  active  and 
associate. 

This  membership  embraces  both  large  and  small 
merchants,  and  it  is  a  pleasure  to  know  that  while 
there  are  still  a  good  man.y  desirable  merchants  to  be 
secured  as  members,  it  embraces  those  Avho  recognize 
the  benefits  of  association  and  who  do  things.  It  is 
that  fact  that  gives  me  faith  in  our  future — not  only 
in  our  success  as  an  organization,  but  in  the  individual 
success  of  our  members. 

There  are  many  ways  in  which  conventions  benefit 
ns.  They  are  a  help  mentally,  morally,  physically  and 
financially,  but  the  majority  of  you  are  able  to  see  this 
for  yourselves,  and  you  do  not  need  a  demonstration 
of  self-evident  truths. 

Now,  what  are  Ave  going  to  do  about  those  who 
actually  need  the  benefits  of  our  organization,  but  who 
are  not  yet  able  to  realize  the  fact"?  The  Association 
needs  them,  but  they  need  the  Association  more.  By 
staying  out  they  are  the  losers.  They  lose  the  instruc- 
tive features  of  our  convention  and  the  inspiration  aud 
the  opportunity  to  add  to  their  circle  of  friends  af- 
forded by  our  conventions  and  our  outings. 

One  by  one  they  are  coming  to  see  these  facts  and 
it  should  not  be  long  before  a  large  ma.jority  identify 
themselves  with  our  organization. 

Our  associate  members  have  been  of  great  assistance. 
They  are  meeting  at  regular  intervals  those  who  should 
become  active  members,  and  they  have  a  great  advan- 
tage, even  over  your  committee,  in  obtaining  new  mem- 
bers. They  have  induced  a  good  number  to  join  us,  and 
we  hope  they  Avill  continue  their  efforts.  Let  us  con- 
tinue to  show  that  Ave  appreciate  Avhat  they  are  accom- 
plishing. 

Individual  Work  by  Members  Necessary. 

There  is  also  a  Avork  that  each  individual  member 
can  do.  You  have  competitors  Avho  have  not  yet  num- 
bered among  us.  They  Avill  make  better  men  to  com- 
pete AA'ith  if  they  join  us.  Don't  feel  that  it  is  your 
advantage  for  them  to  stay  out.  The  best  competi- 
tion one  can  have  is  that  of  fair,  broad-minded  men, 
Avhose  ideal  in  business  is  the  square  deal,  and  our 
Association  helps  to  make  them  such.  Becoming 
brother  memljors  puts  you  in  position  to  Avork  together 
not  only  for  the  general  good  of  the  members,  but  lo- 
cally for  the  correction  of  trade  abuses,  in  advancing 
the  interests  of  your  community,  and  in  showing  to 
your  tOAvnsmen  that  they  have  at  their  own  doors  as 
substantial  and  reliable  business  men  and  as  good  busi- 
ness facilities  as  do  other  communities.  This  Avill  go 
a  long  Avay  toAvard  establishing  confidence  in  your 
ability  to  serve  tliem  even  better  than  houses  in  distant 
cities  could  possil)]y  do. 

Let  me  repeat — get  your  competitor.  It  is  to  your 
advantage  and  in  a  much  greater  degi'ee  to  his. 


WHOLESALE  HARDWARE  CONVENTION 

The  annual  convention  of  the  Canadian  Wholesale 
Hardware  Association  will  be  held  at  Hamilton  on  Thurs- 
day, October  ig,  a  banquet  being-  tendered  in  the  evening-. 
President  Chown  and  Secretary  Wrigle}'  of  the  Retail 
Hardware  Association,  are  invited  guests. 


PREPARING  FOR  HARDWARE  CONVENTION. 

About  a  dozen  additional  firms  have  made  reserva- 
tion of  booths  at  the  Hardware  Exhibition  during  the 
convention  at  Guelph  next  February,  and  to  date  over 
80  booths  have  been  allotted  or  are  held  under  option, 
although  additional  space  has  been  provided  by  the  ar- 
rangement of  a  special  "Made  in  Gait"  hardAvare  shoAv 
in  the  Market  Building,  situated  betAveen  the  City  Hall 
and  Winter  Pair  Building.  According  to  indications 
the  hardAvare  exhibition  at  Guelph  Avill  be  the  greatest 
ever  held  in  Canada. 


CANADIAN  MANUFACTURERS  FAVORED. 

The  resolution  adopted  at  last  month's  meeting  of  the 
Executive  of  the  Ontario  Retail  HardAvare  and  Stove 
Dealers'  Association,  to  the  eft'ect  that  jobbers  would 
not  be  asked  to  exhibit  at  future  conventions,  has 
caused  some  comment  and  the  following  letter  from 
Mr.  Macnab,  of  Orillia,  giving  some  of  the  reasons  for 
the  resolution,  may  help  to  create  a  clearer  under- 
standing : — • 

Weston  Wrigley,  Secretary,  Toronto. 

"The  idea  has  apparently  got  abroad  that  Ave  do  not 
Avant  the  jobbers  at  the  convention,  AA'hich  is  entirely 
AAathout  foundation  or  is  misunderstood. 

"As  you  are  aAvare,  I  was  probably  the  instigator 
of  this  question,  and,  as  I  stated  at  the  time,  my  idea 
Avas  that  if  Ave  allowed  jobbers  to  exhibit  lines  of 
foreign  make  in  different  varieties  to  the  same  kind 
as  made  in  Canada  and  Avhich  Avere  being  shoAvn  at  the 
convention,  it  was  not  fair  to  the  manufacturer  who 
comes  Avith  the  idea  of  shoAving  and  demonstrating  his 
goods,  and  no  doubt  Avould  not  take  it  very  kindly,  and 
the  consequence  Avould  be  that  instead  of  our  having 
the  support  of  the  manufacturers,  Avhich  to  my  mind 
goes  a  long  way  to  the  making  of  our  convention  a  suc- 
cess, it  Avould  turn  out  that  they  Avould  ask  the  jobbers 
to  exhibit  their  lines,  Avhich  Avould  mean  eventually 
that  Ave  Avould  not  get  more  than  eight  or  ten  exhib- 
itors. 

"We  are  only  too  glad  to  have  the  jobbers  and  their 
representatives  Avith  us,  and  Avill  give  them  a  glad  Avel- 
come,  and  if  they  feel  they  Avould  like  to  have  a  booth 
it  is  not  a  hard  matter  for  them  to  have  same,  as  all 
of  them  have  special  lines  of  manufacture  they  rep- 
resent. But  the  booth  must  be  in  the  manufacturer's 
name.  I  understand  this  is  the  same  arrangement  that 
is  made  for  exhibitors  at  the  Toronto  Exhibition,  and 
if  it  is  a  good  thing  for  such  a  large  undertaking  as 
that,  it  should  be  a  good  plan  for  us  to  adopt  if  we 


OANADIAN    IIAIJDWARP:   AND  STON'K  .J(Ji;i{NAL. 


\v;iiit  to  conliiiiic  t  lie  prosperity  of  the  Convention.  1 
lliiiik  this  is  onl\-  a  iair  proi)ositioii,  Ismd  if  correctly 
understood  do  not  think  there  would  be  any  objection. 

"This  matter  canie  to  my  notice  to-day  and  I  thought 
better  to  let  you  know,  so  tliaf  pi'obably  you  could  put 
the  matter  straight." 

Orillia,  Oct.  5.  D.  A.  MACNAB. 

Mr.  Maciuib's  point  is  well  taken.  The  understand- 
ing arrived  at  by  the  Executive  of  the  Ontario  Associa- 
tion was  that  jobbers  could  make  exhibits  of  lines 
which  they  specially  represent  if  the  booths  are  taken 
in  the  manufacturer's  name.  Or  a  manufacturer's 
agent  representing  several  lines  can  reserve  a  space  in 
the  names  of  the  various  concerns  he  represents.  But 
l)oth  manufacturers  and  jobbers  have  pointed  out  to 
members  of  the  Executive  that  care  should  be  taken  to 
preserve  the  original  idea  of  the  Hardware  Exhibition 
— the  educative  value  exhibits  have  in  making  it  pos- 
sible for  retailers  to  see  demonstrations  and  to  inspect 
full  lines  of  goods,  many  of  which  are  known  chietly 
to  them  by  pictures  in  jobbers'  catalogues. 

Just  as  the  directors  of  the  Canadian  National  Ex- 
hibition have  to  keep  a  watchful  eye  open  to  discour- 
age forces  which  would  tend  towards  disruption,  so 
must  the  Executive  of  the  Ontario  Association  endeavor 
to  ensure  the  future  of  their  exhibition.  To  make  the 
hardware  exhibition  a  clearing  house  for  the  sale  of 
cheap  foreign-made  goods  in  competition  with  Canad- 
ian-made goods  of  quality,  would  be  as  destructive  in 
its  effects  as  for  the  Canadian  National  Exhibition  to 
allow  mail  order  houses  to  placard  their  displays  of 
stoves  with  price  tickets. 

To  ensure  permanency  the  two  exhibitions  must  con- 
tinue to  be  exhibitions  rather  than  bazaars,  and  every 
legitimate  hardware  jobber  wdll  see  the  force  of  the 
l)osition  taken  by  the  officers  of  the  Ontario  Association 
and  uphold  them  in  endeavoring  to  maintain  the  edu- 
cative character  of  the  event. 

Much  better  for  the  jobbers  to  send  their  salesmen 
to  the  convention  to  help  their  customers  in  enlarging 
their  knowledge  of  the  goods  on  display  (and  incident- 
ally have  orders  booked  for  shipment  through  tl)e  usual 
channels)  than  to  participate  in  a  scramble  for  busi- 
ness and  neglect  the  educative  opportunities  open  to 
those  who  attend  the  convention. 


Insurance  Advisory  Department 

Edited  by  W.  G.  Wnght,  of  Ross  &  Wright, 
Adjusters  for  the  Assured, Toronto,  and  Advisors 
to  the  Insurance  Department  of  ihe  Ontario 
Retail  Hardware  and  Stove  Dealers' Assotiation 


HOW  TO  EFFECT  INSURANCE. 

By  W.  Q.  Wright  Second  Article 
Taking  it  for  granted  that  you  intend  to  insure  on  a 
busine.ss  basis,  it  is  necessary  to  divide  the  property  as 
it  will  be  insured  and  know  the  value  of  each  division. 
The  building  item  should  include  everything  of  a  per- 
manent nature,  plumbing,  heating  and  lighting  appar- 
atus, screen  and  winter  doors  and  windows  and  particu- 
larly plate  glass  and  mirrors.  If  a  co-insurance  clause 
is  carried,  then  portions  of  the  foundations,  underground 
work  on  sewerage  and  plumbing  and  other  parts  which 
will  not  be  destroyed  or  damaged  by  fire  should  be  ex- 
cluded from  the  policy  and  if  liable  to  only  slight  dam- 
age, they  should  be  excluded  for  the  purposes  of  co- 


insurance and  specifically  insured,  but  the  wording  fre- 
quently used,  "foundations  below  the  ground  level,"  is 
so  inexact,  .so  indefinite,  as  to  cause  endless  misunder- 
standings and  resulting  loss  to  the  a.ssured.  Each  par- 
ticular case  needs  careful  consideration  by  itself. 

When  insuring  buildings  it  is  well  to  consider  the  con- 
struction of  the  building  and  the  fire  protection  and 
exposures.  A  one-story  brick  building  with  concrete 
floors  in  an  isolated  position  and  therefore  subject  to 
no  conflagration  hazard,  containing  hardware  without 
oils,  and  near  to  the  Are  department  of  a  city,  may  well 
be  insured  for  a  comparatively  small  amount  provided 
that  the  policy  is  not  subject  to  a  co-insurance,  or  dis- 
tribution or  average  clause.  A  tall  or  thin-walled  brick 
building,  a  frame  building,  a  congested  area,  inflammable 
contents,  a  hazardous  wood  worker  as  an  exposure,  dis- 
tant or  inadequate  fire  protection,  a  country  store  with 
no  protection,  a  co-insurance  clause ;  these  are  all  condi- 
tions calling  for  a  full  line  of  insurance. 

When  the  insurance  of  stock  is  to  be  effected  the  word- 
ing should  be  as  general  as  it  is  possible,  yet  so  as  to 
give  a  fair  idea  of  the  stock  carried,  mentioning  paints, 
oils  and  special  lines  and  particularly  mentioning  jew- 
elry, clocks,  watches  and  any  other  articles  enumerated 
in  Statutory  Condition  No.  7,  which  may  be  dealt  in  by 
you  "  (not  exceeding  cost  price),"  "  (not  exceeding  $5.00 
on  any  one)"  or  "(an  equal  amount  on  eaehj"  to  ap- 
pear in  a  stock,  fixture  or  stable  policy.  A  true  blanket 
form  within  the  range  of  the  property  to  be  insured  and 
without  limiting  clauses  is  the  ideal.  It  can  always  be 
obtained  but  care  must  be  taken  to  not  group  propertj' 
which  the  practice  of  miderwriters  is  to  separate,  e.g., 
stock  and  fixtures,  otherwise  the  blanketing  may  be  at 
the  expense  of  being  required  to  insure  subject  to  90 
per  cent,  co-insurance  clause  and  this  is  usually  most 
undesirable  for  the  hardware  merchant. 

With  regard  to  fixtures,  the  remarks  made  about  stock 
all  apply,  and  care  must  be  taken  when  the  building  is 
rented  to  cover  all  decorations  and  permanent  improve- 
ments made  by  the  tenant.  Owing  to  the  difficulties  of 
adjustments  on  fixtures  and  owing  to  the  wide  differ- 
ences of  opinion  as  to  the  sound  value  at  the  time  of 
the  fire  because  of  depreciation  and  the  questions  as  to 
the  right  of  removal,  we  strongly  urge  that  fixtures  be 
well  insured  but  never  subject  to  a  co-in.surance  or 
average  or  distribution  clause.  If  the  amount  to  be 
insured  is  $500  or  over  we  strongly  advise  that  a  sepa- 
rate policy  be  carried.  It  often  facilitates  settlements 
on  any  portion  if  separate  policies  are  carried  on  all  the 
items,  building,  stock,  fixtures,  household  fiiruiture, 
stable,  and  stable  contents,  and  where  the  amount  of 
insurance  is  at  all  large,  say  in  excess  of  $500  on  any 
item,  that  item  should  have  a  separate  policy.  The  con- 
ditions applying  to  the  insurance  on  your  stable  do  not 
necessarily  apply  on  the  fixtures  in  the  store.  There  is 
no  reason  why  some  omission  or  inadvertent  act  of  your- 
self or  your  employees  which  might  void  your  stable 
insurance  should  invalidate  all  your  insurance  as  might 
easily  happen  if  you  are  insured  under  one  of  those 
BEAUTIFUL  (?)  schedules,  insuring  everything  you 
possess  and  dividing  it  pro  rata  among  all  the  companies 
which  the  agents  are  so  fond  of  getting  you  to  permit 
them  to  attach  to  your  policies.  That  agent  thus  gets 
a  control  over  your  business  which  is  good  for  him.  but 
it  is  at  a  cost  to  you  that  is  sometimes  the  measure  of 
your  whole  biisiness. 

f  To  he  confinueJ.  J 


M.  S.  Madole,  Xapance,  writes  that  the  proposed  sale 
of  his  business  to  H.  G.  Alexander,  has  not  gone  into  effect 
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HARDWAREMEN  IN  NHW  PARLIAMENT. 

Harchvare  mereliauts,  irrespective  of  polities,  "vvill 
welcome  the  new  Canadian  Parliament  elected  last 
month  for  tAvo  important  reasons. 

The  overwhelming  majorit.y  regisiv-red  against  the 
reciprocity  agreement  with'  the  United  States  ensures  a 
stable  market  undisntrbed  by  drastic  tariff  changes. 
While  a  tariff  commission  will  investigate  the  need  for 
changes,  it  is  unlikelj'  that  the  tariff  wall  will  be 
materially  heightened  or  lowered.  Stove  manufactur- 
ers, however,  can  reasonably  expect  a  readjustment  of 
the  existing  tariff  regulations,  which  in  many  ways 
works  to  the  advantage  of  United  'States  foithdtymen. 

It  is  in  the  increased  number  of  hardwaremen  who 
will  sit  in  the  new  Parliament,  hoAvever,  that  the  trade 
will  be  chiefly  interested.  Ten  men  connected  with 
the  hardware  trade,  and,  oddly  enough,  all  are  on  the 
Government  side,  with  three  in  the  Cabinet,  will  be 
members  of  the  Commons  or  Senate  until  the  next 
elections.    The  ten  are  : 

Hon.  Frank  Cochrane  (of  the  Cochrane  Hardware 


Hon.  A.  E.  Kemp,  Toronto. 


Co.,  Sudbury),  Minister  of  Railways  and  Canals;  Hon. 
A.  E.  Kemp  (Sheet  IMetal  Products  Co.,  Toronto),  and 
Senator  J.  A.  Lougheed  (Metals,  Limited,  Calgary), 
ministers  without  portfolio;  James  Davidson  (Thomas 
Davidson  'Slig.  Co.,  Montreal),  member  for  Shefford. 
Que.;  Geo.  A.  Clare  (Clare  Bros.  &  Co.,  Preston),  mem- 
ber for  South  Waterloo;  I\Iajor  J.  A.  Currie  (Imperial 
Steel  and  Wire  Co.,  Collingwood) ,  member  for  North 
Simcoe ;  Richard  Plain  (hardAvare  merchant,  Bramp- 
ton), member  for  Peel;  J.  S.  Weichel  (hardware  mer- 
chant, Waterloo),  member  for  North  AVaterloo;  G.  S. 
Wilson  (hardware  merchant,  Dundas),  member  for 
WentAvortli:  and  IT.  J.  AValker  (hardware  merchant, 
Wark  wiift  li  I ,  inciii1)i'r  For  East  Northumberland.  On 
the  Lil)ei'nl  side  three  liardwaremen  met  defeat,  these 
being  Hon.  -Tamos  Stralton  (Peterboro  Lock  Alfg.  Co.), 
Petei'lii  in  I ;  .Ijimi's  11.  Axlidd-wii,  AVinnipeg.  and  W.  W. 
Rntfan.  I'riiicr  Allici'l. 

AVith  five  liai'dwai'i'  rrtailcis  and  nianu  I'aci  ui'ci's 


or  jobbers  selling  to  the  hardware  trade,  legislating  at 
Ottawa,  the  interests  of  the  hardware  trade  ought  to 
be  better  looked  after  than  ever  before.  The  hardware 
M.P. 's  will  be  able  to  understand  the  position  of  retail 
merchants  and  extend  a  restraining  hand  upon  those 
v\i'ho  may  bring  forAvard  such  dangerous  proposals  as 
the  parcels  post  c.  o.  d.  made  in  the  last  Parliament 
by  Postmaster-General  Lemieux,  and  the  co-operative 
bill  fathered  by  Hon.  Mr.  Monk. 


Hon.  Frank  Cochrane.  James  iJavidson,  M.P. 


It  is  true  that  Premier  Borden  is  pledged  to  extend 
the  rural  mail  delivery  system  and  that  this  will  un- 
doubtedly be  used  by  the  mail  order  houses  and  their 
allies,  the  big  daily  nevA^spaper  publishers,  to  begin  an 
agitation  for  an  extension  of  the  parcels  post  system, 
but  with  a  group  of  intelligent  hardwaremen  at  OttaAva 
capable  of  understanding  the  danger  of  such  legisla- 
tion to  the  retailers  in  the  smaller  towns  and  villages 
throughout  Canada,  the  hardware  trade,  and  their 
organized  head,  the  Retail  Hardware  and  Stove  Deal- 
ers' Association,  can  look  for  co-operation  in  their 
struggle  against  the  efforts  of  the  mail  order  corpora- 
tions. 

And  likewise,  in  removing  the  hardship  of  having  to 
pay  heavy  charges  for  the  reinspection  of  weighing  and 
measuring  devices,  the  retailers  can  look  to  their 
friends  in  the  ncAV  Government  for  support.    The  per- 


Major  .1.  A.  Cuiric,  M.P.  H.  J.  AA'alker.  M.P. 


iodical  reinspection  of  scales  and  gallon  measures  is 
a  police  duty  Avhich  should  be  paid  for  by  those  Avho 
benefit — the  community  as  a  Avhole.  And  merchants 
whose  measures  are  found  to  be  incorrect  should  be 
punished  by  the  community.  The  present  plan  of  tax- 
ing merchants  Avhose  av eights  and  measures  are  found 
to  be  correct  is  not  sound  in  principle,  and,  it  is  hoped, 
will  be  abolished  through  the  assistance  of  the  "hard- 
Avare  group"  in  the  neAA''  Parliament. 
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Window  and  Newspaper  Advertising 


THE  VALUE  OF  WINDOWS. 

We  liave  iiiiich.  f;iitli  in  the  effectiveness  of  good  win- 
dow displays.  Many  a  business  has  been  increased  I'rom 
mere  notliing  to  immense  proportions  by  constantly 
keeping  before  the  people  inviting  goods.  By  keeping 
your  windows  trimmed  with  the  goods  of  the  season 
constantly,  and  i)ersisteney  in  attractive  displays  will 
gradnally  make  famous  every  merchant  who  backs  up 
his  window  by  courteous  and  careful  treatment  of  the 
customei-s  and  their  wants.     One  is  now  an  essential 


Hand  saws,  as  everybody  knows,  are  for  the  purpose  of 
sawing  wood :  neveilheless,  a  winrlow  display  that 
demonstrated  this  fact  was  used.  A  background  re- 
sembling a  carpenter  shop  was  put  in,  and  in  front  of 
this,  arranged  on  two  horses,  was  a  hand  saw,  half  way 
through  a  board.  On  the  floor  beneath  was  a  sprinkling 
of  saw  dust. 

The  whole  window  Avas  natural  and  quite  attractive. 
The  display  sold  hand  saws,  because  people  stopped  to 
look  at  the  window,  which  called  to  their  mind  the  use 


A  Timely  Display  of  Spoiting  (ioods. 


feature  in  the  getting  of  trade,  and  the  other  in  the 
holding  of  it. 


WINDOW  DISPLAY  OF  HAND  SAWS. 

For  the  small  town,  nothing  is  more  efJective  than  the 
practical  window  that  displays  in  some  striking  way 
the  merchandise  shown,  either  by  coupling  the  goods 
with  their  uses,  or  giving  them  a  setting  that  naturally 
brings  to  the  mind  an  association  that  creates  a  desire 
for  possession. 

Telling  the  public  what  they  already  know  has,  at 
times,  worked  out  very  profitably,  particularly  when 
the  manner  of  telling  has  l>een  new.  This  was  demon- 
strated by  a  hardwai-e  window  display  of  hand  saws. 


of  a  hand  saw.  and  consequently  impressed  on  them 
their  necessity  for  having  one. 

'ITiis  joncern  has  since  been  using  effective  window 
displays.  In  many  parts  of  the  country  this  same  dis- 
play ha.s  done  the  work  of  human  salesmen  in  the  show 
windows  of  hardware  stores. 


HOW  TO  WASH  WINDOWS. 

Strange  as  it  may  seem,  there  is  a  right  and  wrong 
way  to  wash  windows,  and  as  this  question  is  usually 
dreaded  the  following  method  will  doubtless  be  appre- 
( iated.  aj<  it  saves  both  time  and  labor. 

Choose  a  dull  day.  or  at  least  a  time  when  the  sun  is 
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not  shining  on  the  windows,  for  when  the  sun  shines  on 
the  window  it  causes  it  to  be  dry  streaked,  no  matter 
how  much  it  is  rubbed.  Take  a  painter's  brush  and 
dust  them  inside  and  out,  wasliing  all  the  woodwork 
before  touching-  the  glass. 

The  latter  must  be  washed  slowly  in  warm  water 
diluted  with  ammonia — do  not  use  soap.  Use  a  small 
cloth  with  a  pointed  stick  to  get  the  dust  out  of  the 
corners ;  wipe  dry  with  soft  piece  of  cotton  cloth — do  not 
use  linen,  as  it  makes  the  glass  linty  when  dry.  Polish 
with  tissue  paper  or  old  newspaper.  You  will  find  that 
this  can  be  done  in  half  the  time  taken  where  soap  is 
used  and  the  result  will  be  brighter  windows. 


HONEST  ADVERTISING  PAYS. 

Here  is  a  definition  of  a  good  ad  which  is  certainly 
worth  reading  carefully  again  and  again:  "A  good 
ad,  first  of  all,  must  convey  a  definite  message.  It 
must  be  so  plain  that  a  little  child  can  understand  it. 
It  must  have  an  honest  ring  to  it.  It  must  sound  true 
and  reasonable.  It  must  be  worded  in  a  manner  that 
interests.  If  all  these  wants  can  be  combined,  a  desire 
for  the  article  advertised  Avill  be  created  and  a  sale 
will  result.  If  the  buyer  finds  the  article  approxi- 
mately as  good  as  the  sale  says  it  is,  second,  third  and 
an  indefinite  number  of  purchases  will  result.  What 
to  say  comes  first  of  all.  How  to  display  the  words 
and  make  them  attractive  comes  next.  A  familiar 
quotation  is  good  sometimes.  A  homely  expression  is 
good  another  time.  There  are  times  when  ten  words 
are  abundant  and  there  are  times  when  a  thousand 
Avords  are  too  few.  The  object  should  be  to  convey  a 
message  that  people  ought  to  know  and  when  the 
message  is  complete,  it  should  stop  right  there.  Know- 
ing when  to  stop  is  really  as  much  of  an  art  as  know- 
ing how  to  begin." 


ADVERTISING  SPECIAL  SALES. 

But  don't  attempt  to  run  a  special  sale  and  make  a 
big  sale  and  a  big  hurrah  over  nothing.  People  may 
come  once,  but  they  won't  be  fooled  again,  and  when 
you  really  have  something  special  they  won't  believe 
you.  When  all  things  are  ready  for  your  special  sale 
begin  your  advertising.  Tell  the  people  in  a  plain, 
truthful  way  just  what  you  have  and  why  you  are 
going  to  make  special  prices  and  have  a  special  sale. 
Have  all  your  store  arranged  so  as  to  give  the  impres- 
sion that  a  sale  is  going  on.  Neat  and  numerous  price 
tickets,  one  on  every  piece  of  goods,  add  greatly  to 
the  effect.  Usually  a  sign  thrown  across  the  stoi'e 
front  will  attract  passers-by.  Have  all  your  sales  peo- 
ple posted  about  the  goods  and  how  you  came  by 
thorn,  so  that  they  can  talk  convincingly  and  intelli- 
gently to  customers.  Above  all,  try  and  make  the  first 
day  of  your  sales  a  success  at  any  cost.  Offer  people 
sucli  value  that  they  will  not  only  buy  readily  but  go 
away  and  spread  the  news  among  their  friends.  Keep 
your  advertising  going  during  the  entire  special  sale 
week,  mentioning  something  new  every  day  and  quote 
your  best  net  price  offerings.  If  you  once  get  the  sale 
started  right,  judicious  advertising  will  keep  the  in- 
terest up  many  days,  or  until  all  the  goods  are  gone. 
Don't  have  special  sales  of  the  same  kind.  Have  some 
new  reason  for  tli(>  next  sale.  Tlie  same  excuse  offered 
for  the  la.st  one  may  not  worlc  or  draw  again. 


AN  ATTRACTIVE  HARDWARE  STORE. 

In  August,  1904,  Mr.  Whiting,  of  the  Whiting  Hard- 
ware Oa,  opened  the  store,  shown  in  the  accompanying 
photograph,  at  Port  Rouge,  Man.  In  1906,  he  opened 
another  store  at  Marwood,  Man. 

Mr.  AVhitiug  was  for  five  yeai-s  in  the  employ  of  the 
J.  H.  Ashdown  Hardware  Co.,  Winnipeg,  and  during 
that  time  stuck  to  business  and  took  notice  of  all  he  saw, 


with  the  result  that  he  now  owns  two  very  up-to-date 
stores. 

Window  decorations  receive  particular  attention  from 
the  proprietor  and  his  clerks,  as  will  be  seen  from  the 
accompanying  illustration. 

For  a  store  of  its  size,  the  architecture  desig-n  is  ex- 
cellent. It  does  not  show  that  flat  appearance,  too  char- 
acteristic of  stores  in  small  towns.  The  effect  of  the 
windows  directly  above  the  awning  is  striking. 

The  light  in  the  centre  of  the  doorway  is  a  strong  one 
and  lights  up  both  windows  in  excellent  manner. 

Mr.  Whiting  devotes  one  of  his  window  displays  to 
Maple  Leaf  paints  and  varnishes  and  u.ses  one  of  the 
Imperial  Varnish  Company's  trims  to  splendid  ad- 
vantage, cans  of  paint  being  arranged  in  an  attractive 
form  in  the  base  of  the  window  display. 

The  other  window  is  devoted  to  exhibiting  a  range 
with  kitchen  goods  on  the  floor  of  the  window. 


If  you  have  a  clerk  whom  your  customers  avoid, 
whom  they  do  not  like  to  have  wait  upon  them,  find 
out  what's  the  matter  and  if  the  condition  cannot  be 
iMired,  it  slionldn't  be  endured. 
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Salesmanship  Essential  to 


THE  SUCCESSFUL  SALESMAN. 

The  most  successful  salesman  is  not  the  one  who  makes 
th«  few  large  sales,  but  the  one  who  sells  and  satisfies 
the  biggest  average  of  the  number  of  customers  he  waits 
upon. 

To  do  this  he  must  be  clever,  tactful  and,  above  all, 
use  good  judgment. 

In  approaching  customers  he  must  be  courteous,  and 
try  to  impress  the  cvistomers  that  it  is  a  pleasure  and 
not  a  hardship  to  wait  upon  them<.  After  gaining  an 
idea  of  what  they  are  looking  for,  he  must  talk  to  them 
about  the  article  in  a  way  that  will  lead  them  to  believe 
that  he  understands  his  business,  and  in  this  way  he 
will  gain  their  confidence — and  when  that  is  done  the 
sale  is  half  made. 

A  good  salesman  will,  after  a  few  minutes'  talk  with 
customers,  have  gained  a  pretty  fair  idea  of  what  class 
of  goods  they  are  apt  to  buy,  and  then  it  is  up  to  him 
to  suggest,  because  he  should  be  in  touch  with  the  stock, 
and  know  what  goods  the  department  desires  to  be  sold. 

The  majority  of  customers  are  willing  to  take  sug- 
gestions, as  very  few  of  them  know  exactly  what  they 
want  when  they  go  to  make  a  purchase,  and  will  in- 
variably leave  it  to  the  salesman  who  has  gained  their 
confidence. 

Don 't  be  too  persistent !  Lead  your  customers  to  be- 
lieve that  you  think  that  their  ideas  are  worth  some- 
thing (even  if  they  are  not),  and  you  will  find  your 
sale  comes  much  easier,  and  the  chance  of  selling  them 
the  article  you  want  to  sell  is  much  better. 

Never  misrepresent  an  article  in  order  to  make  a  sale, 
or  try  to  force  something  you  know  a  customer  don't 
want  upon  them,  even  if  it  does  bear  a  P.  M.  tag.  By 
doing  so  you  are  either  causing  your  house  a  lot  of 
unnecessary  trouble  and  expense  in  exchanging  same 
for  a  more  satisfactory  article,  or  you  are  making  a 
dissatisfied  customer  who  will  not  come  back  when  in 
need  of  other  things,  feeling  that  you,  and  consequently 
the  firm,  sold  them  articles  which  in  their  estimation 
were  not  what  they  really  wanted  to  buy. 

In  demonstrating  an  article  to  a  customer,  show  and 
impress  all  the  good  qualities,  at  the  same  time  call  their 
attention  to  anything  that  may  not  prove  absolutely 
satisfactory  in  time  to  come.  By  doing  so,  you  will 
avoid  a  lot  of  complaints  and  troubles,  and  at  the  same 
time  lead  your  customers  to  feel  that  you  are  dealing 
squarely  with  thein  and  give  them  confidence  in  you  and 
the  store. 

After  you  receive  the  order  for  which  a  customer 
calls,  or  if  you  cannot  satisfy  him  or  her  at  that  time, 
try  to  suggest  something  else,  something  that  you  think 
might  be  of  interest  to  the  customer.  There  is  always 
new  mer(;han(lise  in  the  stock  which  your  customer  has 
not  seen,  and  by  showing  same  you  create  an  impression 
which,  while  not  making  an  immediate  sale,  will  give 
the  customer  an  idea  of  what  you  have  and  eventually 
will  lead  to  a  sale,  either  to  the  customer  or  to  some  of 
his  friends  to  whom  he  may  tell  where  such  merchandise 
can  be  had. 

Never  let  your  customer  leave  the  store  feeling  that 


he  has  not  received  the  attention  to  which  he  is  entitled 
whether  a  buyer  or  a  "looker." 

When  you  have  finished  with  a  customer  and  have 
occasion  to  transfer  him  to  another  department,  do  it 
in  as  pleasant  a  manner  as  when  you  first  started  in  to 
wait  upon  him.  This  will  not  only  make  you  .stroneer 
with  your  customer,  but  will  make  it  much  easier  sailing 
for  the  salesman  to  whom  you  turn  over  the  customer. 

After  you  have  finished  with  your  customer  and  he  is 
about  to  leave  the  store,  whether  you  have  made  a  sale 
to  him  or  not,  make  him  believe  that  you  are  living  up 
to  the  motto  of  the  store,  "Welcome,  whether  looking  or 
buying ! ' ' 

By  so  doing,  you  have  not  only  made  a  satisfied  cus- 
tomer for  the  store,  but  at  the  same  time  you  have  made 
a  customer  and  friend  for  yourself,  who  will  come  back, 
bring  his  friends,  and  insist  upon  your  waiting  upon 
them. — Publicity. 


Sermonettes  on  Salesmanship 

Written  for  the  Journal  by  Myra  Maitland 


.lones  wants  my  subscription  for  a  magazine. 

He  points  out  the  illustrations,  dilates  on  the  prom- 
inent contributors,  emphasizes  the  value  of  reading. 

T  turn  him  down — -"haven't  time  to  read." 

Smith  wants  my  subscription  for  a  magazine. 

He  points  out  the  illustrations,  dilates  on  the  prom- 
inent contributors,  emphasizes  the  value  of  reading. 

I  subscribe. 

Why? 

When  the  price  is  the  same,  the  article  practically 
the  same,  the  arguments  almost  identical  in  wording — 
why? 

Just  because  of  the  ;\Ian-Behind-the-Proposition. 

Jones  talks  like  a  plionograph,  grinding  out  a  set 
speech,  mechanically  repeating  a  parrot-taJk  supplied 
him  by  someone  else. 

His  manner  is  never  so  much  as  a  hint  that  he  believes 
the  things  he  tells  me. 

Smith  talks  from  the  vantage  point  of  sincere  belief. 

He  persuades  me  that  I  need  to  subscribe  for  a  maga- 
zine. 

He  shows  nu'  tiiat  this  particular  magazine  is  just 
what  I  need. 

That's  Salesmanship. 

For  Salesmanship  can  be  built  only  upon  a  founda- 
tion of  Sincere  Belief. 

The  business  of  a  salesman  is  to  sell  things. 

i\lost  customers  will  not  buy  till  they're  convinced. 

Further,  they  won't  be  convinced  until  the  salesman 
convinces  them. 

And  to  convince  them  the  salesman  must  first  Con- 
vince Himself. 

In  salesmanship  you  must  Offer  the  Goods. 

But.  honestly.  Offering  the  Goods  is  not  so  much  a 
matter  of  the  words  you  use.  as  of  the  fashion  in  which 
vou  use  them. 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Theo.  J.  Ely  Mfg.  Co.,  Girard,  Pa.,  have  turned 
out  a  new  mop  head,  No.  23.  This  is  made  of  all  wire. 
All  the  metal  parts  are  of  tin  steeled  wire.  The  head  is 
twisted,  making  it  stronger  than  any  cast  iron  mop 
head  on  the  market.   The  lever  is  made  of  tinned  spring 


steel  -wire,  which  makes  it  rustproof  and  practically 
unbreakable. 

The  Dover  Mfg.  Co.,  Canal  Dover,  Ohio,  are  turning 
out  a  new  electric  iron,  known  as  the  "Asbesto."  This 
iron  will  retain  heat  up  to  600  degrees,  although  in  iron- 
ing 450  degrees  is  the  usual  amoimt.  While  its  first 
cost  is  perhaps  more  than  other  makes,  the  user  is  prac- 
tically insured  against  repairs. 

The  Pike  Mfg.  Co.,  of  Pike,  N.H..  have  added  three 
new  inodels  of  hand  tool  grinders  to  their  line.  These 
will  be  introduced  to  the  trade  under  the  names  of  Arti- 
san, Domestic  and  Household.  They  are  cut-gear  ma- 
chines, embodying  all  the  good  points  of  the  Pike  Peer- 
less line.  Avhich  has  proven  so  popular  among  the  hard- 


ware  dealers  during  the  p;ist  few  years.  By  eliminat- 
ing the  patented  tool  )cst  :  by  using  a  single  piece  crank 
handle  instead  of  the  extension  crank  handle,  and  by 
incorjiorating  several  changes  in  the  minor  details  of 
const I'lict  ion,  :i  i^i'indn'  has  been  cvdlvcd  which,  while 
liohliiig  In  llic  liii^li  standard  set  by  the  Peerless 
machines,  still  can  be  sobl  at  a  pi'ii'c  consideraI)]y  lower. 


Canada  Steel  Goods  Co.,  Limited,  Hamilton,  have  just 
placed  on  the  market  the  "Hatch  Trolley  Hanger"  and 
rail  'with  vertical  and  end  brackets.  This  hanger  has  a 
strong  selling  feature  about  it  and  can  be  sold  at  a  very 
reasonable  price — lower,  it  is  claimed,  than  any  on  the 
market,  provides  the  merchant  with  a  good  profit,  and 
insures  satisfaction  to  the  customer.  It  will  carry  a 
door  weighing  1,000  lbs.  The  track  is  bird-proof,  snow- 
proof  and  weather-proof.  The  brackets  are  wide, 
strong  and  close  in  both  ends  of  the  track  as  well  as 
support  it.  This  hanger  promises  to  be  popular  for 
warehouses,  barns,  garages,  etc.,  having  all  the  features 
of  the  most  expensive  trolley  hanger  made,  and  costing 
little  more  than  the  ordinary  barn  door  hanger.  It  is 
named  after  Mr.  Hatch,  general  manager  of  the  Canada 
Steel  Oo'ods  'Co.,  which  is  a  guarantee  that  it  is  correct 
in  every  detail. 


Onward  Mfg.  Co.,  Berlin,  Ont.,  have  made  several 
improvements  to  their  "Triumph"  electric  vacuum 
cleaner.  This  machine  only  weighs  35  lbs.,  but  has  the 
strong,  steady  suction  created  by  a  rotary  pump  of  im- 
proved design.  Every  part  is  in  plain  sight  and  easy 
to  get  at.  It  is  mounted  on  a  polished  aluminum  base, 
with  sliding  furniture  shoes.  Twentj^  feet  of  electric 
cord,  eight  ditf erent  cleaning  tools,  and  12  feet  of  braid- 
ed hose  goes  with  each  machine. 

Merriman  Bros.,  Boston,  Mass.,  manufacturers  of 
megaphones  of  all  descriptions,  are  introducing  some- 
Ihing  iiovel  in  the  shape  of  a  rolled  up  megaphone.  This 


is  pai'ticvilarly  desirable  at  rugby  games  or  wherever 
crowds  are  gathered.  It  is  made  in  two  sizes,  22  and 
n  inches  long,  rolled  up. 
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The  H.  S.  Howland  Sons  &  Co.,  Limited,  have  just  put 
in  H  stock  oi'  tlic  Cciitaiii-  Hockey  iSkate.  This  skate  is 
one  of  the  latest  creations,  made  of  best  quality  tem- 
pered steel,  full  nickel  plated  on  copper,  polished  run- 
ner with  or  without  puck  stop,  specially  designed  riv- 


eted sole  and  heel  plates.  The  skate  has  double  ends, 
weighs  12  ozs.  each,  is  strong  enough  to  be  used  in  the 
fastest  company.  It  is  manufactured  expressly  for 
Messrs.  H.  S.  Howland  Sons  &  'Co.,  Limited,  and  it  is 
expected  it  will  be  recognized  by  all  who  nse  it  as  one 
of  the  most  perfect  skates  that  has  yet  been  introduced 
at  a  popular  ])rice. 

The  Taylor  Forbes  Co.,  Limited,  Guelph,  are  manu- 
facturing their  "Common  Sense"  steel  sash  pulley  by  a 
new  electric  spot   welding  process.     It  is  now  much 


lighter  and  stamped  out  of  sheet  steel  and  welded  to- 
gether in  a  marvellous  manner.  The  process  will  be 
interesting  to  dealers  who  attend  the  Hardware  Con- 
vention at  G-uelph  in  February.  These  are  packed, 
without  screws,  100  dozen  in  a  barrel. 


Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


Meakins  &  Sons,  Hamilton,  are  selling  quite  a  few 
apple  pickers'  blouses  to  the  hardware  trade.  By  using 
these  blouses  apples  can  be  handled  without  being 
bruised.  Meakins  &  Sons  look  for  an  active  season  in 
their  All-metal  Washboards. 

Pinchin.  Johnston  &  Co.  (Canadian),  Limited,  are 

asking  dealers  for  names  of  persons  who  are  building 


houses  or  contemplate  painting  an  old  house.  To  these 
names  they  send  a  very  neat  and  attractive  autumn  let- 
ter card,  pointing  out  the  advantages  of  painting  in  the 
fall  and  describing  several  of  thr-ir  well-known  lines. 

The  Enterprise  Foundry  Co.,   Sackville,   N.B.,  are 

sending  out  their  catalogue  No.  2.  This  book  contains 
16  pages  of  interesting  information  on  open  grates  and 
fireplace  fittings,  and  is  of  particular  interest  now  that 
newly  built  houses  are  being  equipped  with  interior  fit- 
tings. "The  Solution  of  a  Burning  Question"  is  the 
title  of  another  booklet  being  sent  out  by  this  firm. 
This  contains  testimonials  from  persons  in  different 
parts  of  the  country  regarding  the  "Enterprise  Blazer" 
furnace. 

The  Radiant  Electric  Manufactiiring  Co..  Toronto, 

have  issued  their  catalogue  A.  It  contains  i)rices  and 
complete  descriptions  of  their  electric  irons,  toasters, 
disc  stoves,  ranges,  tea  kettles,  chafing  dishes,  coffee 
percolators  and  other  sundries.  This  firm  states  it  is 
cheaper  to  operate  tea  kettles,  electric  irons,  chafing 
dishes,  etc.,  by  electricity  than  by  any  other  means. 
With  each  heating  element  sold,  they  furnish  a  guaran- 
tee that  if  it  proves  defective  in  any  way.  within  two 
years  from  date  of  sale,  they  will  furnish  a  new  one 
free  of  cost. 

Findlay  Bros.  &  Co.,  Carleton  Place.  Ont.,  have  just 
issued  a  large  new  catalogue,  which  for  neatness  and 
beauty  in  design  and  execution  is  a  credit  to  the  firm. 
The  cover,  which  we  reproduce,  is  steel  gray  in  color 
and  finely  embossed,  the  frontispiece  being  an  excellent 
picture  of  the  company's  large  plant.  A  pocket  on  the 
inside  back  cover,  for  discount  sheet,  is  a  convenience. 
The  book  comprises  120  pages  and  illustrates  and  des- 
cribes the  exten.sive  line  of  "Favorite"  stoves  and 
ranges  manufactured  by  the  company.  Cast  and  steel 
ranges,  shanty  ranges,  base  burners,  oak  heaters,  hot 
blasts,  tortoise  stoves,  box  and  camp  stoves  are  shown 
in  large  variety.  The  book  is  one  of  the  neatest  stove 
catalogues  that  has  been  received  by  the  Journal  this 
year  and  reflects  great  credit  on  Findlay  Bros.  It  will 
be  a  valued  addition  to  any  hardwareman  "s  office  li- 
brary. 


J.  E.  Moseley.  hardware  merchant.  Iluntsville.  bet 
H.  E.  Rice,  a  local  journalist,  that  the  Laurier  Gov- 
ernment would  not  win  by  25  majority.  He  won.  of 
course,  and  can  be  seen  enjojnng  a  wheelbarrow  ride 
as  a  resiilt  of  his  victory. 
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CARPENTERS  AND  FURNACE  WORK. 

Some  of  the  building  trade  papers  are  urging  car- 
penters to  go  after  the  furnace  trade  in  the  country 
districts.  They  maintain  that  there  are  many  instances 
where  farmers  and  residents  of  small  towns  want  fur- 
naces installed  and  must  call  on  a  carpenter  to  do  the 
work  because  there  is  no  tinner  near  at  hand.  Thsy 
advocate  making  furnace  work  a  part  of  the  country 
carpenter's  business,  and  say  that  he  should  see  that  he 
gets  his  share  of  it.  In  other  words,  the  carpenter  is 
advised  to  compete  with  the  tinner  in  the  furnace  busi- 
ness. 

There  is  no  excuse  for  that  sort  of  thing  unless  it  be 
in  very  remote  districts  where  the  services  of  a  tinner 
cannot  be  had;  and  even  there  it  would  be  policy  to 
bring  in  a  first-class  furnace  man,  even  at  no  little  ex- 
pense, if  a  first-class  job  is  desired.  The  carpenter  should 
stick  to  his  saw  and  let  the  tinner's  shears  alone.  Per 


tice  when  some  mechanic  bungles  a  job  that  is  not  in  his 
line  and  spoils  his  brother's  trade  at  the  same  time.  Let 
each  one  do  his  own  work  well  and  leave  to  others  the 
doing  of  that  which  he  does  not  thoroughly  understand. 


A  CANADIAN  STOVE  IN  CHINA. 

Difficulties  are  sometimes  experienced  in  transporting 
stoves,  ranges  and  furnaces  from  one  part  of  Canada  to 
the  other.  That  they  are  infinitely  worse  when  trans- 
porting to  countries  where  the  facilities  are  crude  is  to 
be  expected.  The  experience  of  a  Canadian  missionary 
who  in  his  far-away  home  in  China  pined  for  a  range 
from  his  native  country.  The  range  was  shipped  to 
him,  but  alas  for  the  ways  of  the  freight  handlers  on 
the  river  boats  of  China ! 

"You  can  imagine,"  he  writes  to  a  friend  in  Canada, 
"how  anxious  we  were  to  get  our  new         ""^  range 


Attractive  Displaj'  of  Stoves,  Ranges  and  Heating  Sundries  arranged  for  the  .J.  H.  Ashdown  Co.,  Winnipeg,  by  W.  J.  Illsey. 


contra,  when  any  cutting  of  floors  is  to  be  done  the 
tinner  should  call  in  a  good  carpenter.  There  is  alto- 
gether 4oo  much  of  the  jack-of-all-trades  work  done  in 
building  and  repairs.  The  result  is  unsatisfactory  all 
around,  and  particularly  to  the  owner.  Furnace  work 
cannot  be  done  successfully  by  a  novice.  It  requires 
.skill  born  of  experience.  Many  a  disastrous  fire  may  be 
due  to  faulty  work  in  furnace  installation.  Much  of 
the  alleged  failure  of  hot  air  heating  apparatus  to  work 
satisfactorily  is  due  to  ignorance  of  the  proper  methods 
of  setting  up  the  furnace  and  connecting  the  pipes.  It 
is  no  work  for  a  carpenter,  no  matter  how  good  he  may 
be  as  a  carpenter.  He  is  i-arely  excusable  in  undertak- 
ing it. 

There  is  something  more  than  mere  selfishness  in  the 
chiim  of  the  labor  unions  of  "jurisdiction"  over  their 
jnirt icnln f  work.  "?]very  man  to  his  ti-ade"  is  an  axiom 
tliat  is  (ji'iiKinstrated  over  and  ovci'  again  in  actual  prac- 


up.  You  may  be  able  to  imagine  our  consternation  when 
on  opening  the  huge  box  in  which  it  was  packed  to  find 
that  the  stove  was  all  smashed  to  pieces.  The  heavy 
moveable  grate  had  been  put  in  loose  without  any  pack- 
ing whatever,  the  numerous  jars  it  received  in  transit 
had  shaken  the  grate  out  of  its  place  and  it  j'list  kept 
biunping  about  smashing  lids,  bridges  and  everything 
that  came  in  its  way;  we  had  to  go  to  work  and  pull  out 
all  the  broken  pieces  and  send  them  otf  to  the  arsenal 
and  have  some  pieces  patched  with  rivets  and  some 
parts  cast  over  new.  However,  it  is  now  a  month  almost 
since  we  sent  them  to  be  repaired  and  we  are  still  cooking 
on  a  coal  oil  fire  and  not  getting  on  so  badly  either, 
though  it  is  a  little  trying  on  our  Chinese  cook." 

l^ut  while  the  freight  handling  methods  in  China  were 
crude,  what  is  to  be  said  of  the  carelessness  of  the  pack- 
ers at  the  point  of  shipment?  Much  evidently  cannot 
be  said  in  their  favor. 
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ABOUT  THE  HARDWARE  M  P  'S 

Senator  J.  A.  Ijouglicod,  Caljiarv,  leader  of  the  Sen- 
ate, and  member  without  portfolio  in  the  new  Borden 
Cabinet,  is  a  director  of  Metals.  Limited,  Calgary,  and 
a  cousin  of  T.  B.  Alcock,  Secretary  of  the  Gurney 
P^oundry  Co.,  Toronto.  IMetals.  Limited,  is  associated 
with  the  Curney  Company,  a  larfje  trade  being  done  in 
Alberta  and  British  Columbia  in  heating  aiul  plumbing 
goods. 

Senator  Lougheed  spent  his  Ixjvhood  in  Toronto 
working  as  a  carpenter.  Later  lie  studied  law  and  has 
made  good  in  the  legal  profession  in  Alberta,  being 
reputed  to  l)e  worth  at  least  a  eonple  of  millions. 


Senator  ,1.  A.  Loiiffliocd  Geo.  A.  ('l;iie,  M.l'. 


Hon.  A.  E.  Kemp,  who  has  entered  the  Borden  Cab- 
inet as  a  Minister  without  portfoliio.  is  head  of  the 
Sheet  Metal  Products  Company,  one  of  Toronto's  larg- 
est industries.  Mr.  Kemp  was  born  in  Clarenceville, 
Que.,  the  same  town  that  the  Hon.  Frank  Cochrane 
hails  from.  Mr.  Kemp  originally  was  a  jobber  of  hard- 
ware specialties  in  Montreal,  but  about  a  generation 
ago  became  a  member  of  the  firm  of  Macdonald  & 
Kemp,  tinware  manufacturers,  Toronto,  and  under  his 
guidance  the  industry  has  grown  to  its  present  large 
proportions.  According  to  rumor  Mr.  Kemp  is  to  be 
the  next  Lieutenant-Governor  of  Ontario. 

Thomas  Davidson,  M.P..  is  president  of  the  Thos. 
Davidson  Manufacturing  ('ompauy.  jMontreal,  but  in 
addition  to  his  large  l)usiness  interests  Mr.  Davidson 
takes  a  keen  interest  in  farming  and  stock  raising,  his 
properties  being  located  in  the  County  of  Shefford, 
which  he  will  represent  in  the  next  Parliament. 

Geo.  A.  Clare,  M.P.,  for  South  Waterloo,  is  president 
of  Clare  liros.  &  Company,  Preston,  one  of  the  larg- 
est stove  and  furnace  industries  in  Canada. 

Major  J.  A.  Currie  M.F.,  for  North  Simcoe,  is  a 
newspaper  man  who  established  the  Imperial  Steel  & 
Wire  Company,  Collingwood.  ]\Iajor  Currie  was  one 
of  those  who  was  considered  as  a  likely  member  of 
the  Cabinet  in  the  eapacity  of  IMinister  of  IMilitia. 

AV.  G.  Weicli(>l,  of  U.  Weichcl  &  Son.  Waterloo  and 
Elmira,  is  a  brother  of  J.  S.  Weichel.  a  former  member 
of  the  Executive  of  the  Ontario  Retail  Hardware  and 
Stove  Dealers'  Association.  jMr.  Weichel's  firm  is  a 
member  of  the  Retail  Hardware  Association. 

Richard  Plain,  M.P.,  for  Peel,  has  been  a  member 
of  Parlianuuit  for  several  terms,  while  Gordon  S.  Wil- 
son, M.P.,  for  AVentworth  has  represented  that  county 
in  the  Ontario  Legislature  for  two  terms. 

II.  J.  Walker,  M.P.,  for  East  Northumberland  has 
been  Division  Court  Clerk  at  Warkworth  in  addition  to 
conducting  a  retail  hardware  business. 


H.  B.  GREENING  SUCCEEDS  HIS  FATHER. 

At  a  meeting  of  the  directors  of  the  B.  Greening  Wire 
Co..  Limited,  Hamilton,  held  on  September  28,  Mr.  H. 
1>.  Greening,  who  has  been  managing  director  of  this 
company  for  the  last  twelve  months,  was  appointed  pre- 
sident in  place  of  his  father,  the  late  Mr.  S.  0.  Green- 
ing, so  that  the  board  of  directors  at  the  present  time 
is  composed  of  II.  B.  Greening,  John  Alaw,  N.  S.  Braden, 
arul  R.  II.  Merriman. 

The  officers  of  the  company  are : 

II.  B.  Greening,  president  and  managing  director. 

R.  H.  Merriman,  secretary. 

F.  J.  Maw,  superintendent. 

Mr.  F.  .J.  Maw  is  a  son  of  John  Maw,  who  was  super- 
intendent from  the  incorporation  of  the  company  in 
1 889  until  a  few  years  ago,  when  he  retired  from  active 
management,  but  is  still  on  the  board. 


MR.  MONCUR  MAKES  A  CHANGE. 

Mr.  James  \V.  .\loncur,  who  for  the  past  five  years  has 
been  connected  with  the  E.  T.  Wright  Co.,  has  severed 
his  connection  with  that  firm  and  has  accepted  the  man- 
agement of  the  Alontreal  branch  of  the  Ontario  Lantern 
&  Lamp  Co.  Mr.  Moncur  takes  over  the  office  and  ware- 
house at  30  St.  Dizier  St.,  Montreal,  where  he  will  carry 
a  large  and  varied  stock  of  all  lines  manufactured  by 
the  lantern  company.  He  retains  his  old  territory  where 
lie  has  become  so  familiar  a  landmark,  his  ground  being 
from  Kingston  east  to  Halifax. 


STOVE  DEMONSTRATIONS  POPULAR 

Willard  Hardware  Co.,  Chatham,  have  successfully 
condiu'ted  a  cooking  demonstration  on  Moffat  Gas 
Ranges  during  the  past  week.  Miss  ]\IcIntosh,  of  the 
Moffat  Stove  Co.,  Limited,  of  Weston,  Ont.,  was  in 
charge  of  same. 

Geo.  A.  Sills,  Seaforth,  reports  a  large  increase  in 
sales  of  the  Canada  Steel  Range,  manufactured  by  the 
Moffat  Stove  Co.,  Limited,  of  AVeston.  Ont.,  as  a  result 
of  a  cooking  demonstration  successfully  conducted  by 
Miss  ^Iclntosh,  the  firm's  expert. 


CROCKERY  DEPARTMENT  PAYS. 

"The  crockery  department  of  my  store  is  one  of  the 
best  paying  investments  I've  got,"  remarked  a  hard- 
ware merchant  in  a  western  Ontario  town  recently. 

"We  carry  crockery,  pottery,  china  ware  and  glass- 
ware, because  there  is  no  exclusive  china  store  in  our 
village,  and  because  we  find  it  a  splendid  addition  to 
our  business.  It  is  something  that,  if  handled  with 
care  and  nicely  displayed,  will  attract  l)uyers  of  not 
only  those  particidar  goods,  but  for  others,  and  will 
gain  very  often  new  customers  for  other  departuuuits. 

"When  a  shipment  arrives,  I  personally  superintend 
its  unpacking,  for  I  believe  that  money  can  be  made 
by  carefully  handling  the  goods  that  come  into  the 
store.  Occasionally  a  few  articles  are  broken,  but 
very  seldom,  and  by  using  this  special  care  T  do  not 
have  those  losses  in  breakage  that  some  others  have. 

"I  alwa.N's  kept  one  of  my  show  windoAvs  for  eroek- 
erv.  potterx-,  ehinaware,  etc..  changing  them  regularly 
once  a  Aveek.  They  are  goods  which  always  can  be 
made  to  show  up  well,  but  some  tlw)ught  and  study  is 
necessary  in  order  that  the  window  will  draw  special 
attention." 
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How  to  Build  Up  Business  in  Prepared  Roofing 

Some  Practical  Ideas  Gleaned  from  an  Investigation  of  the  Process 
of    Manufacturing    Ready    Roofing  and  its    Retailing  Possibilities. 


A  report  recently  made  to  the  Northwestern  Lum- 
bermen's Association  by  a  committee  appointed  for 
the  purpose  of  looking  into  the  prepared  roofing  isitua- 
tion  said:  "Believing  that  the  man  who  must -meet 
the  consumer  fact  to  face,"  to  quote  from  the  booklet 
containing  this  report,  "is  in  a  position  of  far  greater 
responsibility  than  the  distant  catalogue  house  sales- 
man, who  knows  nothing  about  the  consumer  and  cares 
less,  whose  only  interest  is  to  get  the  purchaser's 
money  in  advance,  and  convinced  that  prepared  roof- 
ing is  about  the  only  item  in  the  retail  lumberman's 
stock  about  which  he  has  been  kept  almost  wholly 
ignorant,  and  further  believing  that  there  was  no  mys- 
terious process  necessary  to  the  production  of  these 
goods  which  the  retailer  was  not  entitled  to  know"  the 
directors  of  the  association  sent  out  a  committee  to 
visit  the  plants  of  the  roofing  manufacturers  soliciting 
business  in  its  territory,  to  learn  what  they  could  and 
present  a  report  based  on  their  experience. 

The  committee  visited  not  only  most  of  the  leading 
factories  but  also  felt  and  paper  mills,  rag  sorters  and 
importers,  wholesale  dealers  in  native  and  foreign 
asphalts,  jobbers  and  brokers  in  so-called  home  and 
foreign  pitches,  as  well  as  sellers  of  fluxing  oils,  and 
finally  investigated  the  machinery  used  in  making  roof- 
ing felt  and  in  saturating  and  coating  felts.  At  every 
plant  visited,  it  is  stated,  the  committee  was  cordially 
and  courteously  received.  A  stenographic  record  was 
made  of  questions  asked  by  the  committee  and  replies 
made  by  managers,  superintendents  and  chemists. 
Upon  these  interviews  and  the  observations  made  and 
memoranda  collected  during  the  investigation,  and 
upon  information  gained  from  the  most  trustworthy 
available  sources,  the  report  was  made  up. 

Inasmuch  as  hardware  merchants  are  giving  increas- 
ing attention  to  the  sale  of  prepared  roofing,  we  give 
the  following  extracts  from  this  interesting  and  volum- 
inous report : 

Catalogne  Houses  Getting  the  Business. 

Don't  take  yourself  too  seriously  in  the  matter  of 
being  the  commercial  chaperone  of  .your  customers. 
Too  many  retail  lumbermen,  honestly  believing  that  in 
the  long  run,  everything  considered,  good  shingles 
make  the  best  and  most  economical  roof  covering,  have 
systematically  discouraged  the  sale  of  prepared  roof- 
ings, with  the  net  result  of  giving  the  mail  order 
houses  an  opportunity,  which  they  have  eagerly 
grasped,  of  building  up  their  enormous  trade  in  this 
community.  These  modern  merchants  cater  to  the 
pul)lic  (li'iiiand.  They  sell  the  people  Avhat  they  want. 
AVli\'  not  the  retail  lumberman?  Persistent  advertis- 
ing l)y  llio  nijiniifacturers,  jobbers  and  the  catalogue 
houses   which  boon  the  largest  individual  dis- 

tributoi-s  has  madi'  prepared  roofi'ngs  a  staple.  This 
being  the  casi-.  what  does  the  average  retailer  know 
about  this  cotnmodity.  how  it  is  made,  of  Avhat  ma- 
terials it  is  composed,  and  the  comparative  merit  and 
\  ;iImi'  of  Ihc  lliniisand  and  our  lirands  which  are  urged 
upon  liini.  cncli  claiming  (|iialities  and  virtues  not  pos- 
sessed li>'  any  other? 


What  Good  Roofing  Felt  Is. 

It  must  not  be  assumed  that  the  absence  of  wool 
from  felt  is  a  detriment.  On  the  contrary,  the  proper 
kind  of  cotton  fibre  makes  a  better  felt  for  roofing. 
The  prime  requirement  is  a  long  absorbent  fibre  loosely 
felted.  That  is,  a  soft,  tender  felt.  Some  fibres  are 
not  absorbent — such  as  come  from  burlaps,  rope,  string, 
canvas  or  any  other  fibres  that  make  felts  of  the  hard 
kind.  These  hard  felts  should  all  go  into  tarred  felt 
and  other  building  papers  and  into  deadening  felts. 
Oommon  straw  is  especially  detrimental,  though  still 
used  by  a  very  few  in  roofing  felts,  and  claimed  by 
them  to  be  good  material  to  use. 

In  the  manufacture,  good  roofing  felt  must  be  free 
from  lumps  and  of  uniform  thickness. 

All  manufacturers  of  roofing  do  not  use  the  same 
weights  of  felt.  The  weights  used  vary  about  as  fol- 
lows :  1-ply,  No.  40  to  45  inclusive,  weighing  from  9 
lbs.  to  10.13  lbs.  to  the  square  of  108  ft. ;  2-ply,  No.  58 
to  65  inclusive,  weighing  from  13.07  lbs.  to  14.65  lbs. 
to  the  square  of  108  ft. ;  3-ply,  No.  70  to  78  inclusive, 
weighing  from  15.88  lbs.  to  17.78  lbs.  to  the  square 
of  108  ft. 

While  the  making  of  the  felt  is  by  far  the  most 
expensive  operation  in  the  manufacture  of  ready  roof- 
ing, yet  no  one  now  claims  any  secret  process,  but 
when  it  comes  to  the  saturating  and  coating  of  the 
felt  for  roofing  a  few  manufacturers  still  claim  secret 
processes   and   special  machines. 

The  Continuous  Process  Roofing  Machine. 

There  are  two  principal  processes  of  roof  making 
which  may  be  called  the  single  and  the  double  process. 
Each  machine  has  its  "talking"  points,  just  as  one 
shingle  machine  has  points  not  found  in  another,  but 
each  producing  about  the  same  product — so  far  as  use 
on  the  roof  is  concerned.  In  the  double  process,  while 
the  same  as  the  single  in  principle,  the  coating  is  done 
on  a  separate  machine  from  the  saturating. 

Waterproofing  Materials. 

In  addition  to  coke-tar,  coal-gas-tar,  water-gas-tar 
and  any  other  of  the  tars,  there  is  a  long  list  oi  water- 
proofi'ng  material  which  may  be  considered  under  the 
following  heads : 

1.  Those  extracted  from  non-metallic  minerals  as 
petroleum. 

2.  Those  found  in  mines  and  in  mineral  lakes  as 
solids  and  semi-solids. 

3.  Those  made  from  animal  fats  and  vegetable  oils. 

No  roofing  manufacturer  uses  any  one  to  the  ex- 
elusion  of  all  others — indeed,  it  would  be  Avholly  im- 
practical to  use  any  one  alone  in  making  ready  roofing. 
Further,  no  one  uses  the  same  ingredients  constantly 
or  in  the  same  proportions  without  variation.  Most 
of  the  manufacturers  are  constantly  experimenting 
with  new  ingredients  or  with  old  ones  at  a  new  price. 

Solid  Asphalts  from  Petroleum. 

Tu  addition  to  being  the  roofer's  flux,  petroleum  pro- 
duces solid  and  semi-solid  asphalts  generally  known  as 
residuum,  or  Avhat  is  left  after  distilling  the  crude  oils 
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as  ••!)"  «rracle  a.sphalt:  Diamond,  Obispo,  Acme,  llor- 
ciiles.  etc.  Wliat  the  residuum  consists  ol'  depends  on 
the  oil. 

All  are  very  black  and  vary  in  hardness  from  tliat 
of  butter  to  soft  coal,  but  dissolve  in  petroleum  oil 
or  under  heat. 

These  are  often  called  non-metallic  minimal  or 
natural  asphalts,  and  have  been  in  use  at  least  since 
the  oldest  Egyptian  mummy  was  embalmed,  for  asphalt 
was  the  waterproofing  used  by  the  embalmers.  The 
ancient  name  of  the  Dead  Sea  was  Lacus  Asphalites, 
from  the  asphalt  that,  arising  from  the  bottom,  was 
gathered  and  shipped  to  Egypt  under  the  name  of 
Jews'  Pitch  or  Ha  jar  Moura.  meaning  Moses'  Stone. 

Before  ready  for  use  as  roofing  saturation,  no  mat- 
ter whether  animal  and  vegetable  i)itches,  or  the  non- 
metallic  mineral  asphalts  are  used,  they  must  be  put 
in  cooking  vats  with,  in  most  instances,  varying  pro- 
portions of  oil  and  sometimes  other  ingredients,  and 
the  wliole  cooked  at  a  high  temperature.    A  very  few 

iniunifacturers  use  wax  tail- 
ings instead  of  oil. 

(  To  be  Continued. ) 
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THE  LITTLE  BLUE 
FLAG 

I, owe  Bros.,  Ltd.,  are 
s  u  p  p  1  y  i  n  g  Canadian  re- 
tailers with  copy  of  their 
house  organ,  "The  Little 
Blue  Flag."  The  book 
contains  many  interesting 
articles  on  paint  subjects, 
together  with  suggestions 
for  window  displays  and 
ideas  for  pushing  season- 
able lines. 


HONORING  ALEX.  L.  YOUNG. 

Mr.  Alex.  L.  Young  has  severed  his  connection  with 
the  Aikenhead  Hardware  Co.,  Toronto,  to  become  Can- 
^idian  representative  of  Henry  Hope  &  Sons,  Birming- 
ham, England,  manufacturers  of  Hope  Steel  Sash.  He 
will  have  offices  at  45  King  St.  West.  Toronto. 

Mr.  Young  came  with  the  Aikenhead  firm  as  a  boy  26 
years  ago.  During  that  time  he  has  built  up  a  good 
business  connection  and  is  well  able  to  represent 
Messrs.  Hope  &  Sons. 

On  the  eve  of  his  departure,  the  heads  of  depart- 
ments of  the  Aikenhead  firm  Tuet  in  the  King  Edward 
Hotel,  and  after  ban<]uetting  Vlv.  Young,  Mr,  S,  T. 
Sheppard,  on  behalf  of  the  firm,  j)resented  him  with  a 
gold  watch,  locket  and  chain. 

The  evening  w^as  pleasantly  spent  in  speeches  and 
songs,  the  latter  rendered  by  Messrs.  Lytle,  Roberts 
and  Dadd.  If  Mr.  Young  has  all  the  success  he  was 
wished,  he  will  indeed  clind)  to  the  top  of  the  business 
world  ladder. 


TRAVELLING  SALESMAN  WANTED 

Strong,  forceful  Salesman  wanted  for  high-class  paint  proposition. 
Only  those  need  apply  who  have  an  extensive  connection  m 
Western  Ontario.  Would  consider  former  retail  hcirdwareman  with 
several  years'  experience  as  proprietor.  Application  considered 
confidential.  -LOWE  BROS.,  Limited,  261  King  Street  West, 
Toronto. 
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Quality  sells  our  Glass 

When  buying  Window  Glass,  see 
that  you  get  the  world-wide  brand 


Manufacturers  of  all  kinds  of  British 
Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 
Ca*,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 


MONTREAL 
WINNIPEG 


TORONTO 
\  ANCOUV'ER 


Works:    St.  Helens,  England 
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Paint  and  Varnish  Trades 


WHERE  THE  DEALER  COMES  IN. 

IV ritten  for  the  Journal  by  C.  M.  Lemperley. 

This  is  the  day  of  selling  over  the  counter.  The  move 
in  every  line  of  business  at  the  present  time  is  toward 
the  great  direct  route — manufacturer,  via  dealer,  to  con- 
sumer. Legitimate  trade  is  tending  this  way,  as  manu- 
facturers realize  that  their  goods  offer  a  profitable  in- 
come to  the  dealer,  and  when  they  are  the  right  goods 
everybody  profits  by  their  being  handled  through  the 
dealer.  The  manufacturer  profits  because  in  this  way  he 
gets  distribution — that  much-sought  garden  of  profit  to 
him.  The  dealer  benefits  because  his  profit  on  estab- 
lished lines  of  paint  and  varnish  is  a  fair  one  and  with 
the  co-operation  of  the  manufacturer  to  back  him  up, 
he  brings  other  trade  to  his  store  than  paint  trade.  The 
consumer  profits  because,  right  in  his  own ,  locality,  he 
can  step  into  the  dealer's  store  and  say:  "Give  me  some 
of  Blank's  paint,"  thus  saving  him  time  and  incon- 
venience in  getting  the  paint  he  really  prefers  for  his 
work. 

But  the  chief  good  comes  to  the  dealer,  and  why  ? 
Why  should  he  spend  his  time  and  give  his  store  space  to 
the  exploitation  locally  of  a  national  line?  Why  should 
he  pay  for  newspaper  advertising  to  tell  the  people  in 
hi.sl  tOAvn  that  he  is  the  agent  for  Blank's  paint,  when 
the  manufacturer  might  pay  for  it?  Why  .should  he 
give  his  energy  to  pushing  goods  that  are  made  five  hun- 
dred miles  a.way  from  his  town  by  great  corporations  ? 

The  dealer  who  takes  this  attitude  isn't  the  well- 
rounded,  thoughtful,  progTessive  merchant. 

In  the  first  place,  where  would  the  dealer  be  if  there 
were  no  manufacturers  willing  to  entrust  their  lines  to 
him  for  satisfactory  distribution?  Do  you  stop  to  con- 
.sider  that  a  manufacturer  such  as  Blank  selects  one 
dealer  out  of  a  possible  fifty  as  the  right  man  to  repre- 
sent him  and  his  goods?  It  is  a  source  of  satisfaction 
for  any  dealer  to  feel  that  he  has  been  Blank's  choice  in 
his  town. 

In  the  second  plase,  what  dealer  could  possibly  bring 
aljout  the  persistent  demand  for  some  local  paint  or 
varnish  he  might  make  or  finance,  that  is  created  con- 
stantly by  the  great  manufacturers  who  push  biisiness 
toward  the  dealer  in  countless  ways?  It  stands  to  rea- 
son that  the  manufacturer  is  entitled  to  some  leeway 
when  we  consider  the  business  he  actually  places  at  the 
doors  of  his  dealers,  ready  to  be  cashed  in  and  a  good 
profit  netted. 

Thirdly,  a  dealer  could  spend  a  thousand  dollars  in 
local  newspaper  advertising,  telling  about  some  imheard 
of  brand  of  paint  in  which  there  might  be  a  larger  profit 
than  the  better  known  brand.  But  the  better  known 
brand  really  sells  itself.  For  a  far  less  amount  of 
money,  the  dealer  can  advertise  a  well-known  brand  of 
paint  or  varnish  and  get  results  that  will  pay  for  the 
space  in  a  few  days'  time.  Sn.''h  goods  are  in  demand 
and  luily  niM'd  slight  pushing  to  sell  rapidly  in  most  any 
locality.  Tln'  unmufactiu'cr  often  pays  more  for  electro- 
types lhan  thi'  dealer  does  for  space  and  the  express 
charges  on  the  phites  are  far  in  excess  of  the  space  in 


some  cases,  where  a  cheap  newspaper  rate  prevails.  Yet 
there  are  many  dealers  who  claim  the  manufacturers 
have  their  own  electrotyping  plants  and  can  turn  out 
electros  rapidly  and  cheaply  inl  large  quantities.  This 
is  untrue.  The  average  manufacturer  of  paints  and  var- 
nishes is  obliged  to  have  his  electrotypes  made  outside, 
the  same  as  any  customer,  and  his  prices  seldom  come 
under  the  regular  scale  which  holds  good  throughout  the 
States  and  in  Canada. 

Lastly,  nine-tenths  of  the  dealers  in  paints  and  var- 
nishes would  fail  if  the  manufacturers  were  not  back 
of  them.  It  is  the  \iniversal  law  that  the  source  of  sup- 
ply must  be  back  of  the  public  demand,  and  if  this  fails, 
the  demand  will  seek  other  means  of  satisfying  itself. 

The  people  are  demanding  better  paint  and  varnish 
and  some  manufacturers  are  giving  it  to  them.  The 
farmers,  the  property  owners,  the  housewives  and  the 
owners  of  large  city  buildings  are  insisting  that  their 
paint  and  varnish  shall  be  So-and-So's  and  no  one  else's. 
Who  benefits?  Not  just  the  manufacturer;  no.  The 
dealer  and  the  painter  as  well  get  their  share  of  the 
business. 

Think  of  the  large  orders  for  wall  finishes,  concrete 
finishes,  stains,  varnish,  etc.,  that  are  placed  every  little 
while  through  dealers,  to  be  used  on  large  operations 
requiring  thousands  of  gallons  of  fiiiishing  material. 
Who  gets  the  profits?  The  manufacturer  does  and 
should  get  some.  But  the  dealer  isn't  asleep  on  the 
job,  as  you  well  know. 

The  farming  sections  with  their  improvements  in 
buildings  and  their  constant  progress  are  looking  to  the 
dealer  to  supply  their  wants. 

Every  dealer  should  feel,  and  feel  rightly,  that  the 
true  plan  of  merchandising  is  through  his  store.  The 
great  system  starts  with  the  manufacturer,  flows  through 
the  dealer  and  ends  with  the  satisfied  consumer.  The 
dealer  has  a  right  to  this  biisiness.  He  is  the  logical  man 
to  do  business  in  his  home  town  and  no  outside  concern 
should  be  allowed  to  wrest  from  him  the  privilege  of 
local  representation  for  national  lines  unless  the  towns- 
people have  a  kick  coming  on  service  and  goods. 

I  believe  the  day  is  here  when  the  dealer  is  satisfied 
with  the  plan  of  things  and  the  other  powers  of  business 
are  co-operating  with  him  more  than  ever  before. 

The  old  day  of  unsystematic  merchandising  has  passed. 
To-day  there  is  a  straight  clear  track  from  the  ship- 
ping rooms  of  the  manufacturers  to  the  consumers,  with 
your  store  as  a  station.  Nothing  could  be  more  direct, 
more  lawful,  more  ideal. 

If  the  dealer  feels  that  he  has  a  grudge  against  the 
manufacturer  or  that  the  policy  of  handling  only  the 
best  paints  and  varnishes  is  a  poor  one,  let  him  travel 
throughi  the  Dominion,  or  throiigh  the  States  and  look 
into  the  situation.  He  will  find  that  the  dealers  who  are 
prosperous  and  satisfied  are  the  ones  who  are  handling 
and  pushing  the  better  grade  goods.  Such  goods  are  in 
demand — their  makers  are  well  known  and  respected,  and 
the  local  agency  brings  the  dealer  prestige  and  business. 

The  dealer's  day  is  here. 
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HOW  COLORED  WALLS  ABSORB  LIGHT. 

A  foAv  nioiitlis  ago  Gas  Logic  of  New  York  printed 
an  article  stating  that  an  estimate  had  been  made  that 
$33,000,00J  was  wasted  annually  through  the  loss  of 
gas,  and  that  much  of  this  waste  was  due  to  dark  wall 
papers  and  hangings.  The  daily  newspapers  very  gen- 
erally took  the  matter  up.  The  New  York  Tribune 
recently  said:  "The  tendency  in  the  season's  new  wall 
papers  is  toward  plain  effects  and  light  tints,  and 
some  of  the  best  wall  paper  houses  are  urging  the  use 
of  white  papers  in  first-fioor  rooms.  There  are  pretty, 
creamy  stripes,  that  can  be  used  with  excellent  results. 
It  is  gratifying  to  know  that  wall-paper  men  realize 
the  advantage  of  light  walls.  Many  houses  have  but 
one  or  two  windows  in  a  room,  and  are  dark  and 
gloomy  if  treated  with  a  heavy  paper.  A  dark  paper 
absorbs  the  light."  On  the  same  subject  the  Evening 
Telegram  of  New  York  said  in  part:  "In  selecting 
paper  hangings  their  color  is  an  important  factor  as 
influencing  the  degree  of  light  that  prevails  in  a  room, 
and  is  very  clearly  related  to  the  economic  use  of 
artificial  illiunination  also."  Following  is  a  table  pre- 
pared by  Dr.  Louis  Bell  showing  how  the  light  is 


absorbed  by  various  papers : 

Absorption 

Kind  and  Coloks  of  Papeks  J^'actoks 

Ordinary  Foolscap  Paper   80  percent. 

Orange  Paper    50  per  cent. 

Yellow  Wall  Paper   60  per  cent. 

Light  Pink  Paper    per  cent. 

Light  Blue  Paper   75  per  cent. 

Brown  Paper   80  per  cent. 

Blue-Green  Paper    88  per  cent. 

Deep  Chocolate  Paper    ii6  per  cent. 


A  MODEL  PAINT  PLANT. 

The  new  factory  of  Lowe  Bros.,  Limited,  on  Sor- 
auren  Ave.,  Toronto,  is  nearing  completion.  At  pres- 
ent the  builders  are  up  to  the  second  storey  and  it  is 
expected  that  the  roof  will  be  on  by  November  Stli. 
Tliis  building  is  of  concrete  and  is  constructed  on  the 
cantilever  principle,  the  first  of  its  kind  in  Canadn. 
When  fully  equipped  it  will  be  one  of  the  finest  paint 
manufacturing  plants  in  the  country. 


CHANGE  OF  FIRM  NAME. 

The  Canada  Wire  Goods  Mfg.  Co.  announce  a  slight 
change  in  the  firm  name,  which  hereafter  will  be  known 
as  Canada  Wire  and  Iron  Goods  Co.  The  change  is 
for  the  purpose  of  better  designating  their  lines  o!' 
manufacture  and  incidentally  to  break  the  similarity  of 
their  name  with  other  manufacturers  in  Hamilton. 
There  has  been  no  change  in  the  management,  whicli 
consists  of  Wm.  Holmes  and  Alexander  Donald,  who 
have  been  long  connected  with  the  wire  industry. 

The  principal  lines  manufactured  by  this  company 
are  double  grimped  wire  cloth  of  all  grades,  coal  anil 
ore  screening,  perforated  metals,  metal  clothes  lockers, 
ornamental  wire  and  wrought  iron  office  and  bank 
railing,  grilles  in  all  finishes,  and  general  wire  work. 

This  firm  specializes  in  all  classes  of  prison  work, 
and  have  completed  some  large  contracts,  botli  muni- 
cipal and  provincial.  At  the  present  time  they  are  en- 
gaged in  fitting  out  the  new  county  ja\\  being  erected 
at  Guelph.  Their  steel  cells  for  villages  and  towns  ar(> 
known  throughout  Canada.  The  plant  of  the  Canada 
Wire  and  Iron  Goods  Co.  has  been  enlarged  during  Iho 
present  year  fully  one-half  of  its  former  capacity,  r(>- 
sulting  in  a  greatly  increased  output. 

This  company  are  just  about  to  issue  a  new^  genei-al 
catalogue.    A  postcard  will  bring  it  to  you. 


The  company's  agents  are:  R.  A.  Ogilvie,  P.O.  Box 
856,  Vancouver,  B.C.;  J.  S.  Parkes,  446  St.  Paul  St., 
Montreal,  Que.;  1).  Phillip,  2911/2  Portage  Ave.,  Winni- 
peg, Man. 


FURNITURE  SHOES  AS  A  SIDE  LINE. 

A  Toronto  departmental  store  has  a  counter  in  its 
paint  department  where  it  features  wax  for  harrlwood 
floors  along  with  sliding  furniture  shoes  for  furniture 
in  rooms  where  hardwood  is  used.  Of  course,  the  shoes 
are  used  on  carpets  and  soft  wood.s — where  they  are 
needed  even  more  than  on  hardwood,  but  the  idea  of 
featuring  wax  and  furniture  shoes  together  is  a  good 
one. 

Peart  Bros.,  Regina,  recently  put  in  a  stock  of  over 
$100  worth  of  furniture  shoes  and  Comer  Bros.,  Cal- 
gary, ordered  a  similar  quantity.  These  western  firms 
make  it  a  point  to  canvass  the  local  hotels,-  hospitals, 
etc.,  for  orders. 

John  Bailes  &  Son,  Oshawa,  recently  fitted  all  the 
furniture  in  the  McLaughlin  Carriage  Company's  offices 
with  furniture  shoes,  and  W.  L.  Allan  &  Co..  Cobourg, 
supplied  the  British  Hotel  in  that  town  with  sliding 
shoes. 

There's  a  good  chance  in  every  Canadian  town  for 
some  one  to  push  these  goods. 


;\\  iiiil()\v  lli>iilay  nf  "i  lii  Naiin'l   in  K.  lla[■I■is^:  (.'o.  s  Sitorc,  Toronto. 

SILVERWARE  FOR  MR.  GROSE. 

Ml-.  \\'.  T.  (irosL".  the  .Montreal  luanagcr  of  the  On- 
tario Lantern  &  Lamp  Co.,  has  resigned  his  position  as 
eastern  representative  on  account  of  ill-health.  ^Ir.  W. 
H.  Giiuler,  the  President,  presented  Mr.  Grose,  on  behalf 
of  the  company,  v  itli  ;i  handsome  piece  of  silverware 
suital)ly  engraved,  as  a  slight  token  of  the  company's 
appreciation  of  .Mr.  Grose's  hard  woi-k  during  the  past 
three  years. 
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Talks  on  Paint  Selling 


No.  2 


Many  paint  dealers  are  not  making  the  most  of  the 
tremendous  opportunities  presented  by  the  combination  of  a  well- 
known  and  complete  line  handled  on  the  Agency  System. 

In  ordinary  retailing  distribution  is  general  and  scattered. 
In  the  Agency  System  it  is  concentrated  and  the  manufacturers  and 
the  dealers  have  a  scope  for  close  and  united  effort  not  otherwise 
possible.  This  is  the  great  difference  that  so  many  dealers  have 
overlooked.  Those  who  have  seen  their  advantage  have 
secured  a  profitable  share  of  the  paint  and  varnish  business  in  their 
territories. 

The  Sherwin-Williams  Co.  has  developed  the  Agency 
Syslem  to  its  greatest  possibilities  by  a  two-fold  plan :  First,  it  has 
pursued  a  method  of  publicity  that  has  made  its  name  and  products 
as  familiar  to  the  consumer  as  Pear's  Soap  or  Beecham's  Pills  ; 
secondly,  its  dealer  policy  is  strict  co-operation  and  a  constant 
attitude  of  helpfulness  with  every  individual  agent  to  assist  him  to 
develop  his  territory  along  the  right  lines. 


We  have  made  the  subject  of  store  advertising  a  special 
study,  because  we  realise  that  the  closer  the  store  is  identified  with 
our  general  publicity,  the  greater  is  the  effect  in  compelling  public 
attention  and  confidence.  The  success  of  the  S-W  policy  is 
forcefully  demonstrated  by  the  increasing  number  of  S-W  Agencies 
everywhere. 

Let  us  explain  our  plan  in  detail  and  you  will  see  the  real 
possibilities  of  a  successful  Sherwin-Williams  Agency. 


The  Sherwin-Williams  Co. 

{of  Canada,  Limited) 

PAINT,  VARNISH    AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 


FACTOR 
DFFICES  AN  D 


ES  :  MONTREAL,  TORONTO, 
JVAREHOU&ES  :    MONTREAL,  1 


IPEG,  LONDON, 
TO,  WINNIPEG, 


ENG. 
/ANCOUVER 


Business  usually  goes  to  the  man 
who  puts  out  the  best  bid  for  it. 
High  quality  is  a  bid  that  brings  busi- 
ness —  because  high  quality  is  safe  —  it 
meets  high  expectations.    Everyone  ex- 
pects the  goods  he  buys  to  be  right  —  it 
does  not  pay  to  disappoint  that  expectation, 
no  customer  will  ever  be  disappointed  with 

Martin -Senour  Paint 

100%  PURE 


No  matter  how  high  their  expectations  may  be 
pitched,  it  meets  the  most  exacting  requirements. 
If  you  want  to  put  out  the  best  bid  for  business, 
Mr.  Paint  Man,  get  Martin-Senour  Paints  —  they 
will  give  you  the  backbone  to  go  after  the  best 
trade  in  your  town  and  ivm  it.  Write  today  —  let 
us  tell  you  how  we  help  our  dealers. 

THE  MARTIN-SENOUR  CO.,  Limited 

Pioneers  of  Pure  Paint 
MONTREAL  CHICAGO  WINNIPEG 


When   writing  to    advertisers,   kindly   mention   the  Canadian  Hardware  and  Stove  Journal. 


52 


OANADIAX   IIAKMnVARE  AND  STOVE  JOURNAL. 


anadian  Trade  News  H 


BUSINESS  CHANGES. 
Ontario. 

Duuiiville. — S.  S.  Moote  has  sold  out. 

Tharnesville. — W.  S.  Everitt  has  sold  out, 

Oshawa. — De  Long  &  Isaac  have  dissolved  partnership. 

Ilespeler. — J.  R.  (iordon  ha-s  sold  out  to  Morris  Brew- 
ster, formerly  of  Milan,  Wash. 

Seaforth. — Mclntyre  &  Edge  have  dissolved  partner- 
ship, TL  Edge  continuing  alone. 

Cochrane. — The  Geo.  Taylor  Hardware  Co.,  have 
opened  their  branch  store. 

Haileybury. — Wm.  H.  Wilson  has  moved  to  Aura 
Lake,  Ont. 

Chatham. — J.  W^att  &  Son,  plumbers,  have  changed 
the  firm's  name  to  Watt  Heating  &  Plumbing  Co. 

Fingal. — Wm.  Page  sold  out  to  S.  Turner. 

Marlbank. — .T.  M.  Baker  has  opened  a  store, 

Tweed. — The  Steel  Trough  and  Machine  Co.  has 
opened  a  showroom  uptown. 

Manitoba. 

Cypress  River. — C.  A.  Hamilton  succeeded  by  Thos. 
Millard  &  Son. 

McAuley. — H.  Parker  succeeded  by  Stewart  &  Miller. 

Russell. — Alf.  Webster,  hardware,  has  purchased  a 
store  at  Montmartee. 

British  Columbia. 

Armstrong. — E.  M.  Crooker  is  reported  to  be  discon- 
tinuing. 

Keremeos. — Keremoos  liiiidware  Co.  reported  discon- 
tinuing. 

Prince  Rupert. — The  Acme  Plumbing  &  Heating  Co. 
has  been  sold  to  Smith  &  Mallett. 

Chilliwaek. — R.  Denmark,  hardware,  has  purchased  a 
site  and  will  erect  a  new  building. 

Kelowna. — The  Kelowna  Hardware  Co.  are  now  carry- 
ing pianos,  organs  and  sewing  machines. 

Saskatchew^an. 

Allan. — M.  J.  Curtin  succeeded  by  Klotz  &  Goetz. 

Montmarte. — Detremanden  &  Co.,  Limited,  succeeded 
by  Webster  &  Lowther. 

Langham. — Moore  &  Camroux  are  negotiating  sale  of 
business  to  C.  C.  Penner, 

North  Battleford. — Spragg  &  Hubbs  have  dissolved. 

Elstow. — There  is  a  good  opening  here  for  hardware. 
Apply  Board  of  Trade. 

Fillmore, — C.  J.  McLaughlin  succeeds  D.  D.  Campbell. 

At  water. — D.  R.  Williams  ha>s  opened  a  store. 

Rhein. — The  Rhein  Hardware  Co.  will  add  a  line  of 
furnitnre. 

Sturgis. — F.  M.  Nichol  is  opening  a  store. 
Briercrest. — W.  W.  Douglas  has  started  in  the  Imsi- 
ness. 

Alberta. 

Edson. — D.  M.  Leyden,  of  Granum,  is  opening  a 
branch  here. 

Calgary. — H.  J.  Masterson  has  opened  a  hardware 
store. 

Blackfolds. — E.  AVideen  is  advertising  his  business  for 
sale. 

Edmonton, — Blake  Bros,  have  opened  a  store. 


Big  Valley, — G.  W.  I);ividson,  gro(;er,  has  added  hard- 
ware to  his  stock. 

Vegreville. — The  St.  I'aiil  Mercantile  Co.  has  pur- 
chased the  business  of  M.  Bertrand. 

fjethbridge. — Western  Canada  Agency,  Ltd.,  hardware 
.jobhers,  have  increased  their  capital  to  .'{il50,000. 

Spruce  Grove. — J.  Brox  has  opened  a  store. 

Medicine  Hat. — McPherson  Bros,  have  opened  a  hard- 
ware store. 

Hill  Springs. — John  P>.  Merrill  has  started  in  hard- 
wa  re. 

Stavely. — J.  F.  Crumley  has  bought  the  hardware 
business  of  L.  A.  Ostruni. 

Red  Deer. — The  Day  Hardware  Co.  have  added  a  line 
of  plumbing  supplies  and  tins. 

Cardston. — -The  Alberta  Lumber  &  Hardware  Co,  have 
.sold  out  to  the  Pioneer  Li;mber  Co. 

Ryley. — There  is  an  opening  here  for  a  good  hardware 
dealer.    W^rite  Board  of  Trade. 

Alix. — R.  F.  Sanderson  is  adding  a  stock  of  furniture. 

Edmonton. — Rass  Bros,  had  a  small  fire. 

Chin. — Jno.  Haibeck  has  opened  a  store. 

Bawlf. — J.  A.  Kirkpatrick  &  Co.  succeeded  by  B.  A. 
&  P.  0.  Paulson. 


HARDWARE  TRADE  HAPPENINGS. 

Mr.  Blair,  of  the  Kerrisdale  Hardware  Co.,  Kerris- 
dale,  Man.,  has  transferred  his  interest  to  T.  H.  Latimer. 
The  business  continuas  under  same  style. 

The  McClary  Manufacturing  Co.  are  putting  up  an 
addition  to  their  plant  at  London. 

The  Hobbs  Alanufacturing  Co.,  London,  are  adding  a 
50  X  100  feet  addition  to  their  factory, 

L.  A.  Leavens,  Welwyn,  Sask.,  is  erecting  a  new  store 
60  X  22  feet. 

Peart  Bros..  Limited.  Regina,  have  purchased  the  site 
of  the  International  Lumber  Co.  at  Swift  Current  at  a 
cost  of  $335,000.  It  is  reported  they  will  start  a  large 
retail  hardware  business. 

Provincial  charter  has  been  granted  to  the  Dominion 
Paint  Works,  Limited.  Capital  stock,  $50,000.  Head 
office,  Walkerville,  Ont.  Frank  W.  Davis,  New  York 
City;  Tom  R.  Wyles,  Chicago:  Pearce  D.  Whatley,  De- 
troit; Jas.  V.  Oxtoby.  Detroit,  and  Noble  A.  Bcirtlett, 
Windsor,  are  the  provisional  directors. 

It  is  rumored  that  Vancouver  will  soon  secure  a 
branch  of  the  Marshall-Wells  Hardware  Co. 

Louis  Dutil  ha.s  taken  over  the  Crow's  Nest  Pass  Hard- 
ware Store  at  Blairmore, 

T.  S.  Simms  Co.,  St.  John.  N.  B.,  had  a  small  fire. 

John  Glover,  Aylmer.  Ont.,  has  improved  the  appear- 
ance of  his  store  by  lowering  the  front  entrance  to  a 
level  with  the  sidewalki 

Jas.  Simmonds,  Limited,  is  the  new  name  for  James 
Simmonds  &  Co.,  Dartmouth.  N.  S.  The  firm  will  open 
a  store  in  Halifax. 

The  store  of  Demnark  &  Barton.  Chilliwaek.  B.  C,  is 
being  entirely  remodelled.  The  front  of  the  store  is 
illuminated  by  two  150  and  two  60  candlepower  lights. 

Oscar  Vretzky  recentl.v  opened  up  a  hardware,  furni- 
ture and  crockery  store  at  845  First  Street.  Edmonton. 

]\fr.  George  W^.  Brake  and  H.  V.  Brake,  brothers, 
from  Petrolia,  Ont..  opened  up  a  hardware  store  on 
vSentember  23r(l  at  1220  First  Street.  Edmonton. 

L.  R.  Greene,  Cleveland,  advertising  manager  of  the 
Sherwin  Williams  Co.,  addressed  the  members  of  the 
Toronto  Ad.  Club  at  their  recent  meeting. 

The  Canada  Hardware  Co.  has  been  eranted  provin- 
cial charter,  with  a  capital  stock  of  $50,000. 
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Building  a  business  is  more  than  manufacturing,  \ 

advertising,  and  selling  -  it  is  life.  \    \  \  '^V-^^^^Bf|B|^^ 

B0RNW862 

With  confidence  in  themselves,  backed  up  by  the  determination  to  make  paints  and 
varnishes,  that  would  give  best  results  under  all  conditions,  Lowe  Brothers  entered  the 
business  world  as  Paintmakers  and  Varnishmakers. 

With  a  firm  belief  that  quality  is  the  basis  of  true  success  and  lasting  prosperity,  Lowe 
Brothers  nailed  the  "High  Standard"  flag  to  the  mast  head  at  the  beginning,  and  through 
all  the  vicissitudes  of  the  years  that  followed,  never  deviated  from  that  principle — that  flag 
has  stood  for  all  that  was  worthy  in  paint  and  varnish. 

Quality  has  been  the  watchword — always  better  year  by  year  as  improvements  in  process 
and  machinery  as  well  as  increased  knowledge  made  it  possible,  raising  the  standard 
higher  and  higher. 

Then  behind  that  ideal  there  is  something  unique  which  supplies  the  true  reason  why 
"High  Standard"  paints  of  performance  and  "High  Standard"  varnishes  of  endurance  give 
best  results.  It  is  something  more  than  good  ingredients — more  than  careful  milhng — more 
than  formulas — yes,  more  than  brains. 

It  IS  the  spint  of  the  organization  ("Esprit  de  corps") — the  personality  of  the  principals 
inspinng  the  best  efforts  of  every  employee — all  working  together  for  "High  Standard"  with 
a  loyalty  to  "The  Little  Blue  Flag"  that  keeps  it  waving  high  above  competition. 

The  same  spirit — the  significance  of  "The  Little  Blue  Flag"  will  prevail  in  the  Canadian 
Or  ganization — striving  always  to  merit  in  Canada  the  same  confidence  in  Lowe  Brothers 
products  and  business  methods  that  exists  in  the  United  States. 

The  Brotherhood  of  "  H.  S."  Dealer-Agents  is  now  being  organized  in  Canada.  The 
passwords  Quahty,  Quantity,  Promotion  and  Profit  unite  to  make  it  attractive — but  that's 
another  story.  You  will  hear  more  about  that  later.  Meanwhile,  if  you  realize  you  ought 
not  to  wait,  a  request  from  you  will  bring  a  representative  to  your  store,  who  will  make 
clear  to  you  the  advantages  of  the  "High  Standard"  agency. 


Temporary  Office:  261  King  St.  West,  Toronto 
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are  what  every  dealer  wants. 
They  are  the  outcome  of  quality 
goods,  backed  by  push  and  effort. 

The 

Minerva  Paint 

proposition  fulfils  these  require- 
ments and  should  interest  all  ag- 
gressive dealers.  Write  to  -  day 
for  information. 

NOTE  Reproductions  represent 
a  few  of  the  features  we  employ 
to  help  the  dealer. 

PiNCHiN  -  Johnson  &  Co. 
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Market  Situation 


METAL  MARKETS. 

A  very  good  business  is  being  done  in  all  lines,  but  noth- 
ing startling  has  hapijeued.  Buyers  are  not  inclined  to  book 
very  far  ahead,  and  the  prevailing'  slackness  in  the  United 
States  is  causing  lack  of  confidence  in  the  future.  Conditions 
over  there  are  still  very  bad,  and  although  reports  coming  to 
hand  are  more  encouraging  than  they  have  been  for  some 
time,  the  outlook  for  improvement  in  the  States  is  not  pro- 
mising. 

Canadian  metal  jobbers  are  receiving  good  orders  from 
the  steel  mills,  but  prices  are  so  low,  the  margin  of  profit  is 
small. 

Spelter  is  in  excellent  demand,  and  the  price  has  gone  up 
one-half  cent  a  pound.    The  present  price  is  $6.75  a  cwt. 

Tin  has  been  fluctuating  regularly  of  late.  During  the 
])ast  couple  of  weeks  it  has  gone  up  one  and  one-half  cents  a 
pound,  and  jobbers  are  now  quoting  from  45  to  46  cents.  It 
is  still  in  the  hands  of  speculators. 

Copper  has  been  in  active  demand  of  late,  but  the  market 
is  so  irregular,  a  great  many  consumers  are  simply  buying 
from  hand  to  mouth.  We  quote  13%  cents  per  pound  for  cast- 
ing' ingots.  '-'] 

The  lead  shortage  is  very  acute,  and  jjrices  are  likely  to 
go  higher.  Some  of  the  leading  producers  are  sold  out  for  the 
rest  of  the  year.  Quotations  are  $4.25  per  100  lbs.  for  im- 
ported pig. 

There  is  practically  no  change  in  sheets  and  plate-'.  The 
demand  has  been  quite  active,  but  orders  for  next  season  de- 
liveries are  not  as  yet  being  placed.  The  railway  and  dock 
strikes  in  the  Old  Country  delayed  some  shijjments,  but  stocks 
are  in  fair  condition. 

Pig  Iron  is  being  handled  in  moderate  quantities  on  ac- 
count of  the  unsettled  condition  of  the  market. 


HARDWARE  MARKETS. 

Trade  has  been  u])  to  the  usual  volume  since  the  opening 
of  the  fall  season,  and  travellers  are  meeting  with  good  suc- 
cess on  all  seasonable  line-'. 

An  advance  is  reported  on  Sheffield  and  German  cutlery,  on 
account  of  higher  cost  of  manufacturing.  Both  the  English 
and  German  Governments  are  insisting  that  all  factories  con- 
form to  the  law  that  machinery  be  in  tailed  to  carry  oft'  the 
dust  and  give  perfect  ventilation,  thus  insuring  better  health 
for  the  workers. 

During  the  past  couple  of  weeks,  American  manufacturers 
of  wire  and  wire  products  have  been  quoting  very  low  prices 
on  some  lines,  but  as  these  are  not  in  consumption  at  this 
season,  there  is  no  ("isjiositicn  on  tlie  part  of  the  jobbers  or 
retailers  to  place  orders. 

Sporting  goods  are  having  a  good  run.  The  most  active 
demand  is  for  lifles  and  ammunition.  Some  difficulty  is  be- 
ing exi)erienced  in  securing  deliveries  of  the  latter.  In  spite 
of  the  fact  that  the  Dominion  Cartridge  Co.  have  enlarged  their 
l)lant  one-third  this  year,  they  are  finding  it  difficult  to  fill 
orders  ])rom|itly.  The  Canadian-made  Boss  rifle  is  also  winning 
more  favor  with  sjjortsmen  than  in  former  seasons.  Skates, 
hockey  sticks,  footlialls,  and  other  accessories  are  in  good  de- 
mand. 

Winter  goods,  such  as  lighting  supijlies,  horse  blankets, 
lanterns,  sleigh  bells,  etc.,  are  being  ordered  freely.  Dealers 
in  the  North  country  are  sending  down  many  good  orders  for 
huiibering  sujiplies  and  prosi)ects  are  bright. 

HuildiTs"  hardware  is  still  in  \er-  artivc  ihMiiand,  p;ir- 
ticiiliirly  in  the  cities.  All  over  the  country,  building  lias  lieeii 
particularly  brisk  this  summer,  and  now  that  operations  are 
coining  to  a  close,  dealers  are  experiencing  a  good  trade  in 
door  liandles,  locks,  mantles,  etc. 


-For  the  ])ast  three  months,  the  Journal  has  predicted  that 
there  would  probably  be  a  stove  shortage,  and  dealers  were 
ad\-ised  to  jilace  orders  early.  These  who  have  delayed  order- 
ing until  the  goods  are  needed  will  experience  difficulty  in 
securing  delivery.  Manufacturers  have  had  to  eat  into  their 
reserve  stocks  and,  in  many  cases  these  are  almost  depleted, 
a  very  unusual  condition  so  early  in  the  fall.  In  spite  of  the 
fact  tliat  foundries  are  lanning  day  and  night,  and  are  em- 
ploying every  available  man,  they  cannot  build  up  stocks.  If 
the  present  mild  weather  continues,  it  will  help  the  manufac- 
turers a  lot.  A  mild  October  and  a  cool  November  would  suit 
both  manufacturers  and  retailers.  Furnaces  also  have  had  a 
record  year.  All  other  goods  for  the  kitchen  are  still  having 
a  good  run. 

-  A  good  building  trade  all  over  the  country  has  maintained 
an  excellent  demand  for  wrought  iron  pipe.  In  spite  of  the 
poor  condition  of  the  American  market,  prices  have  held  up 
well,  but  may  take  a  drop  now  building  activities  are  coming 
to  a  close. 


PAINT  AND  OIL  MARKETS. 

Trade  in  prepared  paints  has  held  up  unusually  well  this 
Fall,  particularly  in  white  lead,  prepared  paints,  varnishes, 
turpentine,  and  miscellaneous  lines. 

White  lead  has  taken  another  advance  of  15  cents,  and 
Elephant  genuine  is  now  quoted  at  $6.70  in  ton  lots.  B.  B. 
genuine  is  $7.55.  Great  difficulty  is  being  experienced  in  get- 
ting supplies,  owing  to  the  war  situation  in  Southern  Europe, 
which  is  causing  all  lead  markets  to  strengthen. 

Linseed  oil  has  taken  another  jump,  and  is  now  quoted  at 
$1.05  for  raw,  and  $1.08  for  boiled,  in  barrel  lots.  The  market 
is  in  a  very  firm  condition.  Rejiorts  from  United  States  are 
quite  favorable,  except  in  the  Western  districts,  where  the  flax 
crop  is  below  the  average.  This  has  caused  buyers  from  that 
country  to  jrarchase  seed  in  the  Canadian  Northwest,  where 
the  crop  was  i:)lentiful,  and  pi  ices  have  remained  steady.  A 
further  rise  is  considered  probable. 

Turjientine  has  advanced  three  cents  per  gallon,  and  is 
now  quoted  at  75  cents  per  i."allon,  but  the  demand  is  not  very 
heavy,  owing  to  the  fact  that  large  stocks  were  purchased 
when  pirices  were  low  in  September. 

Window  glass  is  scarce  and  higher  in  price,  prices  being 
advanced  owing  to  t!ie  inability  of  importers  to  secure  deliver-- 
ies  of  stocks  ordered  last  spring.  In  fact  glass  which  should 
have  arrived  in  June  is  still  undelivered,  and  in  view  of  the 
remarkable  building  activity  throughout  Canada,  the  scarcity 
is  being  felt  now,  and  will  be  even  more  noticeable  after  the 
close  of  navigation. 

Putty  has  been  in  good  demand,  and  is  very  firm  in  price 
as  a  result  of  the  high  cost  of  linseed  oil. 


G.  A.  Biiins,  Newmarket,  supplied  his  customers  with  a 
pair  of  match-safes  mounted  on  a  heavy  card  containing  a  pic- 
ture of  his  store,  instead  of  a  calendar  for  1911.  His  Christ- 
mas trade  was  especially  good  in  the  better  class  of  mechanical 
and  electrical  toys.  "The  Library  Voting  Contest  being  con- 
ducted at  Newmarket,"  writes  Mr.  Binns,  "has  been  the  best 
advertising  scheme  we  ever  went  into.  Of  course  it  could  have 
been  done  much  cheap)er  had  we  gotten  the  thing  up  ourselves, 
but  w(!  always  have  to  pay  for  some  one  else's  brains." 


M.  Weichel  &  Sons,  Elmira,  supiilied  their  customers  last 
year  with  a  handsome  enamelled  tray.  Two  weeks  before 
Christmas  they  announced  that  th3  trays  would  I  e  distributed 
at  the  store  to  customers,  and  nearly  2,000  out  of  the  2,600  were 
distributed  by  Christmas  Day.  The  tray  contained  no  advertis- 
ing whatever,  bej'ond  a  sticker  entitled,  "A  Souvonir  from 
Weichel 's,"  and  wishing  the  receiver  the  compliments  of  the 
season.  Coming  at  a  time  too,  when  other  retailers  were  giving 
away  calendars,  the  tray  caused  considvM'able  talk,  and  the 
firm  were  well  satisfied  with  their  exjieriment. 


Myers  Wringer  Co.,  Mohawk,  N.Y".,  are  introducing  the 
Myers  ]\Iop  Wringer,  the  ])ail  being  mad(>  of  malleable  iron, 
stand  being  equii)ped  witii  casters. 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


ROOF  FLANGE. 

Fig.  -No.  1  shows  a  pijie  intersecting  a  |pitcheil  root.  Line 
A  represents  tlie  roof  line  and  A,  B,  represents  the  ridge  of 
a  roof  witli  roof  flange.  First  draw  elevation  and  one-lialf 
plan  as  sliown,  and  space  same  into  a  number  of  e(|ual  jiarts  as 
shown  by  I  to  !>.  Next  draw  stretchout  line  (!,  and  i)lace  on 
same  twice  the  number  of  spaces  as  shown  iti  one-half  plan 
\o.  1.  N(>xt  draw  indefinite  lines  from  all  [points  on  stretch- 
out line  (',  at  right  angles  to  line  (J.  Now  place  T  square 
parallel  with  line  1);  draw  lines  from  all  points  in  one-half  ])lan 
Xci.  1,  intersecting  roof  lines  A  and  l>.  Xcxt  ]]lac-('  T  square 
parallel  with  line  (I;  draw  lines  from  all  ])oints  on  roof  lines 
A  and  K,  intersecting  lines  of  corresponding  numbers  in  stretch- 
out; draw  lines  throufih  the  intersecting  j)oints  will  give  the 
|}atterns  reipnrc.l,  the  dotted  line  B,  1,  shows  ]iatt(>i'n  for  ridge 
of  roof  and  solid  A,  I ,  is  jiattern  against  siile  of  roof.    Fen-  pat- 


tirn  of  root  flange  jilace  T  srjuare  parallel  with  line  H;  draw 
lines  from  all  points  on  line  A,  indefinitely.  Next  draw  one- 
half  plan  Nf).  2,  and  space  same  as  plan  No.  1.  Place  T  square 
parallel  with  line  A;  draw  lines  from  all  jioints  in  one-half  plan 
\o.  2,  in  points  will  give  yiattcrn  for  hole. 

Fig.  No.  2  shows  a  tapering  collar  intersecting  a  pitch  roof. 
Line  A  shows  the  roof  line.  If  collar  is  wanted  to  set  on  the 
ridge  of  roof,  then  lines  A,  B,  will  show  the  ridge  line.  First 
draw  elevation  and  ]dan  as  shown;  set  eomjiasses  the  distance 
of  line  (',  D,  and  strike  sweep,  placing  on  it  twice  the  number 
of  spaces  as  shown  in  half  plan  1  to  9;  then  using  C  as  center 
draw  lines  indefinitely  from  all  7)oints  on  stretchout  line  D; 
|)lace  T  square  i)arallel  with  line  E;  draw  lines  from  all  points 
in  half  circle  of  j)lan  intersecting  line  F,  using  C  as  center, 
draw  lines  from  all  points  on  line  F,  intersecting  lines  A,  B;  now 
j)lace  T  square  at  right  angles  to  line  E;  draw  lines  from  all 
points  on  line  A,  intersecting  line  G.  Next  take  C  as  center, 
strike  swoejis  from  all  jioints  1  to  9,  on  line  6,  intersecting 
lines  of  corres])onding  numbers  in  stretchout.  Draw  line 
through  intersecting  jpoints  will  give  full  ])attern  as  shown. 

To  make  the  pattern  hole  of  roof  flange,  j)Iace  T  square 
jiarallel  with  line  B;  draw  lines  from  all  points  on  line  A  in- 
definitely. Next  draw  modified  section  J,  by  drawing  a  line 
through  the  intersecting  ])oints,  using  line  P  as  center,  take  the 
lengths  of  lines  11,  K,  L,  M,  N,  O,  and  place  them  on  line  P 
and  draw  line  through  the  intersecting  points  w  ll  give  pattern 
of  hole  for  roof  flange. 
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Will  You  Judge 
This  Two-coat 
Combination  Yourself? 

May  we  send  you,  without    cost  to 
yourself,  sample  on  wood    of  our 

Two-Coat  Combination 

standard  Turpentine  Shellac 
and  G.  P.  Hard  Oil  Finish 

Examine  it  carefully.  Note  the  splendid 
surface  and  supporting  properties  of 
Standard  Turpentine  Shellac.  Look 
at  the  semi-flat  finish  it  gives,  see  how  it 
does  not  raise  the  grain  of  the  wood, 
and  you'll  agree  there  is  nothmg  like 
Standard  Turpentine  Shellac  for 
first  coating  open-grained  or  paste-filled 
woods. 

Used  with  our  CP.  Hard  Oil  Fin- 
ish a  truly  remarkable  effect  is  obtained 
m  our  two-coat  combmation. 

These  are  only  two  of  the  famous  Inter- 
national Lme- 

Get  details  of  our  full  range  of  varnishes. 

All  Standard  Varnish  products  are  put 
up  in  Full  Imperial  Measure  Cans 
ONLY. 

Made  by  the 

CANADIAN  FACTORY  OF  STANDARD  VARNISH  WORKS 
TORONTO  WINNIPEG 


M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floorglaze 

Is   the    floor    finish    most  people  want.  Easy  to 

sell    it    because    it's  so  hard   to  excel  it.  Ten 

pleasing-  shades.  In  pints  and  quarts,  also  half 
gallon  and  gallon  sizes. 

Elastilite  Varnish 

Is  the   most   brilliant  and  durable  for  inside  or  out- 
'sideuse.     Best  to  sell — best  to  use. 


You'll  find  it  pays  to  carry  the  com- 
plete line.      Get  particulars  from — 

Imperial  Varnish  ^  Color  Co. 

Limited 

8  to  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St. 
Vancouver 
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Experience  Proves 
QUEEN'S  HEAD 
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Galvanized  Iron 

to  be  without  an  equal. 
Have  your  jobber  supply  it. 


JOHN  LYSAtiHT,  Limited     A.  C.  LESLIE  &  CO.,  Limited 
Makers  Montreal 
Bristol,  Newport  Managers  Canadian  Brancli 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Your  Methods  Determine  Your  Profits 

PARTICULARLY  IN  THE  PAINT  OIL  BUSINESS 

Did  you  ever  see  a  paint  oil  department  where  the  oils  are  kept  in 
cans  or  barrels  that  was  not  oil  soaked  and  smeary  ? 

Just  think  of  this— it  is  your  profit  that  pays  for  the  oil  that  soaks 
the  floor  -your  profit  that  pays  for  the  oil  that  runs  over  the  measure 
or  drips  out  of  a  leaky  faucet.  Every  cent  wasted  in  any  store  is  just 
that  much  U)st  profit. 

The  Bowser  Paint  Oil  System 

will  prevent  all  this  waste  and  give  )ou  ALL  the  profit.    It  keeps  your 
store  clean  and  invites  patronage. 


This  system  handles 


This  cut  was  repro- 
duced from  a  photo- 
graph of  a  system 
installed  for 
Mr.  Samuel  Hobbs, 
1434  Queen  St.  W  , 
Toronto 


Canadian  Coal  Oil 
American  Coal  Oil 
Raw  Linseed  Oil 
Boiled  Linseed  Oil 
Turpentine 
Gasolene 
Benzine 

Safely  and 
Profitably 


This  System  Means  More  Profit  for  the  Owner 

Can  you  afford  to  waste  your  profit  when  a  small  investment  will 
remove  all  loss  and  reduce  your  fire  hazard  ? 

Read  this  advertisement  and  then  go  back  and  look  at  your  oil  de- 
partment—  couldn't  it  be  improved  ? — wouldn't  it  be  more  convenient 
and  profitable  to  measure  your  oil  with  a  Bowser  Self  Measuring  Pump 
without  funnels  or  measures? 

Now  drop  a  card  for  our  free  book  No.  5N  which  illustrates  the 
complete  line. 

S.  F.  BOWSER  &  CO.,  Incorporated 

66-68  FRAZER  AVE..  TORONTO,  ONT. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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PREVAILING  MARKET  PRICES. 

Toronto,  October  I6th.  I9I1. 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots   •  0  20 

Antimony,   per  lb.    ...  .  .    0  ua  A 

Brass  rods,        to  1  inch...  0 
Sheets,  up  to  20  gauge..  0  ^^ 
Tubing,   1   inch,  base   0 

Copper   ingots,   casting.....  Id  A 
Sheets,  plain,  14  oz.  base  0 
Sheets,  tinned,  14  oz.  base  20  /a 
Sheets,   plenished,    14  oz. 

base   028 

Sheets,  braziers   .  .  .    u 

Bars,  round  %  to  2  m. ..  0 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  4U 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,  52  sheets....  4  00 
Galvanized  Apollo  Ordinary 
18.x24x52     ....   4  45  4  35 

60    4  70  4  60 

20x28x80    8  90  8  70 

20.x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ....   3  30 

Galvanized  Sheets,  English  brands. 
16-20  gauge  ...  3  35  3  60 
22-24   gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge    4  00        4  25 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 

Iron  Pipe,  per  100  feet — 

Black,  base,  1  inch   4  70 

Galvanized,  base,  1  inch..   6  35 

Iron  Pipe  Fittings — 

Canadian  malleable,  40 ;  cast 
iron.  70;  standard  bushings,  70; 
headers,  60;  flanged  unions,  65; 
malleable  bushings,  65 ;  nipples, 
75  and  10;  malleable  lipped 
unions,  65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
f'aiiailian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
lindnor    (charcoal)     ....   32  50 

Lead,  Canadian  pig    3  95 

iMipi.rtod    pig,    100   lb.    .  .   4  25 

Bar   iiifC    5  25 

Sheets,  base,  2 Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 

241/2  26  V2 

Spelter,   foreign,  per  100  lb.  6  75 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,  ingots,  100  lb. ..44  00  46  00 
Tin  Plates,   charcoal — 
M  L  S,  Famous  (equal  Bradley) 

Per  hox 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I    C,    14x20   base    5  50 

I   X,    14x20   base    6  50 

I  X  X,   14x20  base    ....   7  50 
"Allaway's     Best"    —  Standard 
Quality. 

I  C,  14x20  base    4  60 

I  X,   14x20  base    5  50 

I  X  X,  14x20  base   6  40 


Bright  Cokes,  Bessemer  Stet-l. 
I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,  20x28,  112  sheets.  .  7  .50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gang-, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  II  Vi 
Light  copper  bottoms  .  .  .  09% 
Heavy    red    brass     ...    .  10% 

Heavy  yellow  brass    08  % 

Light    brass    06  % 

Tea   lead    021/2 

Heavy    lead    02% 

Scrap    zinc    0  04 

No.  1  wrought  iron  ...  .10  00 
Machinery       cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 


PAINTS   AND  GLASS. 

Brushes,  75  per  cent. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of   copper  (blue 

stone)    0  07 

Litharge,   ground    0  05 

Litharge,   flaked    0  051/2 

Green       copperas  (green 

vitriol)    0  01 

Sugar   of   Lead    0  U9 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,  yellow,  pure   ...  0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure   0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)   0  25 

Paris  Green — 

Toronto 

Barrels,    550    lbs  0  17 

Drums,  50  and  100  lbs.  0  18% 

Packets,   1-lb   0  20% 

Tins,  1-lb.,  100  in  case  0  21% 

Petroleum — 

Can.   Prime   white,    gal.  0  12 
U.S.  Water  white    ....  0  13 1/2 
U.S.  Pratt's  astral  ....  0  15 1/2 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls  0  171/2 

Benzine,  per  gal,  single 

bbls   0  151/2 

Putty —  1st.  2iul. 

Bulk  in  casks  ....2  35  2  00 
Bulk  100  lb.  drums. 2  55  2  20 
Bladders  in  barrels.  2  75     2  40 

Ready  Mixed  Paints — 

I'rr  <;:illr,Ti,  (|t.  tins.   1  65     2  00 

Bed  Lead  (Dry)  — 

Genuine,    560     lb.  casks, 

per  cwt   4  75 

Genuine,     100     lb.  kegs, 

per  cwt   5  25 

Shingle  Stains — 

In   5-g,'ilInii    Ijvickcts   0  9.5 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    0  75 

Linseed  Oil,  single  barrel, 

raw    1  05 

Linseed  Oil,  single  barrel, 
boiled    1  08 


K'osin,  "G''  grade,  bbl.  lots, 

10(1  ll)s   3  60 

Varnishes,  per  gal.  cans — 

Carriage,  No.   1    1  50 

Pale   durable   body    3  50 

Finest    elastic   gearing    .  .   3  00 

Elastic    Oak    1  50 

Furniture,    polishing    ....   2  UO 

Furniture,  extra    1  20 

Furniture,  extra  No.  1    .  .   0  95 

Light  oil   finish    1  35 

Gold  size  japan    2  00 

Turps  brown  japan  ....  1  60 
Baking  black  japan    ....   1  35 

Crystal  Damar    2  50 

Pure   asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe        varnish,  % 

pints,,   per  gross    8  00 

Pure    wliite    shellac  var- 
nish,  in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in   barrels    1  70 

White  Lead  ground  in  oil — tons: 

B.  B.  genuine    7  55 

Elephant  genuine    6  70 

other  brands  ....  6  65  to  6  80 
White  Zinc — 

Extra    l^ed    Seal,  V.M. 

(dry)    0  071/2 

Pure,     in     25-lb.  irons 

(in  oil)    0  091/2 

Window  Glass — 

United  Inches  Star  D.D. 

Under    26    4  25       6  25 

26    to    40    4  65       6  75 

41    to    50    5  10       7  50 

51    to    60    5  35       8  50 

61    to    70    5  75       9  75 

71    to    80    6  25     11  00 

81    to    85    7  00     12  50 

86    to    90    15  00 

91    to    95    17  50 

96    to    100    20  50 

Toronto,   30   and  5  p.c. 
Miscellaneous — 

Beeswax,   per  lb   0  45 

Orange    mineral,    100  lb. 

kegs    0  09  V2 

Pine  tar,  %  lb.  tins,  doz.  0  60 
Plaster   of   Paris,   bbl.    .  .   3  00 

Paris  white,  bbls  0  90 

Whiting,  gilders,  bolted..  1  00 
Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,    Taylor   Forbes    ..   0  05% 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
cliine  bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10 ;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4 %c  per 
lb.  ofe. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  'M, 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  1/2 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in..  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  135 

lbs   9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  ar-J 
larger. 

Horseshoes — Iron,  light  &  me- 
dium. No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel,  No.  0  to  4,  $5.25; 
special  countersunk  steel,  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J. P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  Tu- 
ronto,  $2.60. 

Miscellaneous  wire  nails,  75  p.c. 

Coopers'    nails,    33  1-3  p.c. 

Pressed  spikes,  %  diameter,  per 

100    lbs.,  $2.85. 
Annealed  Wire,  base  $2.35. 
Hay  Bailing  Wire — No.  12  and  13, 

$4;    No.    13 1^,    $4.10;    No.  14, 

$4.25;     No.      15,      $4.50,  in 

lengths  6   ft.  to   11   ft.,  30  per 

cent.,  other  lengths  20c.  per  100 

lbs.  extra. 
Clothes  Line  Wire — 30  p.c. 
Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25;  No. 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.     mesh,  19 

w.g.,  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,   24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25   lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 


GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Aramunition--"Dominion"  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells.  45  and  12 1/2  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown''  Black  Powder,  "So- 
vereign'' BuUv  Smokeless  Pow- 
der, "Regair'  Dense  Smoke- 
less Powder,  "Imperial''  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c. 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  Vzc.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
ir..our's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%;  Clark's  expansive.  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double  straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.   sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh   bells,    shaft    and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each. 
$1.15  up. 

Farm  bells,  No.  1,  $1.65. 
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Bolts  and  Nuts — 

Ciuiiiige  Holts,  common  new  $1 
list. 

Cnrri.ige  Bolts,  %  and  smaller. 
70  p.c-. 

Carriage  Bolts,  716  and  up, 
70  p.c. 

Carriage  Bolts,  Norway  Iron  ($3 
list),  (iO  p.c. 

Macliine  Bolts,  %  and  less,  60, 
10  &   10  p.c. 

Macliine  Bolts,  716  and  up, 
60  p.c. 

Plough  Bolts,   ry'y,   5   &    10  p.c. 

Blank  Bolts.  60  p.c. 

Bolt  Ends.  6  Op.c. 

Sleigh   Shoe  Bolts,    %   and  less, 

60  and  10  p.c. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,    .5.5   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  Sf|uare,  all  sizes,  4  Vic  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. 

Stove  rods,  per  lb.,  5  '/4  c  to  6c. 
Stove    Holts,  80. 
Building  Paper,  Etc. — - 

Tarred  slater's  paper,  per 

roll    0  70 

O.K.  paper.  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   I'Mbre,   No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre  Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton   37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch.  Boston  or  Sydney. 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavv  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready   Hoofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,  per  roll.   1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,   10  p.c. 
Cement — Portland,   bags  per 

bbl  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Hovel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  . .   4  00 

4  "  "  .  .   5  28 

5  "  "  .  .   7  26 

6  ■•  "  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets — Canadian,  45  and  10 
per  cent. 

Door  pulls,   60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

l^nbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .  2  90 
10  "  ••  .  .   3  15 

12  "  "  .  .   3  68 

15  "  "  .  .   5  25 

Factory  Milk  Cans — 

Milk   cans   and  pails,  40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
1214  p.c. 
Files  and  Basps — 

Disston's,  Oreat  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
.1.  Barton  Smith,  Eagle,  McClel- 
Ian,  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27 '/2. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,    doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eve,  straight  claw,  1 

lb.,    doz   7  no 

Farriers  hammers,   10  oz., 

doz   5  60 

Tinners    setting,     'A  lb., 

doz  4  50 

Machinists,  V2  lb-,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,  Napping,  up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewalk   and    stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind.   50   per  cent. 

Heavy   T   and   strap,   4-in.,  100 
lbs.    net,    .$7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook    and   hinge,  $3.50. 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50. 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove   pipe   eyes,    kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12  c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

■lapanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys — Canadian,  45 
and  10  p.c. 

Mallets —  Tinsmith',     2^4  x 

51/j  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6   in   1  95 

Lignum   Vitae,    round,  5 

inch    2  40 

Caulking,   No.   8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb..  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 

Crowbars.   3  %    cents  per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can. 
with  pump,   5   gallon,   per  doz., 
$10.00. 

D.avidson    oilers,   40  p.c. 
Zinc   and  tin.   50  p.c. 
Coppered   oilers.   50  p.c. 
Brass  oilers.  50  p.c. 
Malleable.   75  p.c. 
Planes — Wood    bench,  Canadian, 
40.  American,  25  p.c. 
Wood,    fancy,     30   to     35  per 
cent. 

Eope  and  Twine — 

Sisal  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...   0  08% 


Cotton,  3-16    inch  and 

larger    0  24 

Kussia    Deep    sea    ....  0  16 

.Jute    0  09 

Lath    Yarn,    single ....  0  08 
Lath   Yarn,   double    ...   0  08  % 

Sisal    bed   cord,   48  feet, 

per   doz  0  65 

Sisal    bed    cord,    60  feet, 

per    doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22  %  p.c. 
Eivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

55,  polished,  per  set  ....  0  75 
Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set    0  80 

Mrs.    Potts,    handles,  jap- 

aned,  per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  I/2  'b.  each,  per 

100    lbs   2  40 

Solid.  3  to  30  lbs   1  55 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened..  60 

Square  cap   50  and  05 

Hexagon   cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister   head,    iron,    30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and    2%  p.c. 

No.  3  aiid  4  grade,  50  and  2% 
per  cent. 
Soldering  Irons — 

Base,  per  lb.,  28  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per    1,000    8  00 

Staples — 

Poultry  netting,  100  lbs..  .   5  70 

Bed,  100  lbs..  No.  14   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,   45   per  cent. 
Bright    spear    point.      75  per 
cent. 
Stovepipes  — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable,  40  per  cent. 
5  and  6-inch  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles.  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  %'i  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned. 
82%;  zinc  t&icks,  35;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk.  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;    saddle  nails,   in   papers,  10; 


saddle  nails,   in  bulk,   15;  tufting 
buttons,    22    line   in    dozens  only, 
60;     zinc     gluziers'     points,  5; 
double   pointed   tacks,    papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55:    clinch   point   shoe    rivets.  45 
and    10;   cheese  box  tacks.  87%; 
trunk    tacks.    80   and   20;  straw- 
berry box  tacks.   80  and  10. 
Thermometers — Tin  case  and  dai- 
ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinned,     75  and 
121/,. 

Traps    (steel    game)  —  Newhoase, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian. 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,  $1.65  per  100  sq. 

ft.;    in    50-ft.    rolls,    $1.70  per 

100  sq.  ft. 
Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOTJSEFUBNISHINGS. 

Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,   70   to   75   per  cent. 
Range     Boilers — 30gallon,  Stan- 
dard. $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15;   18x36,  $1.95. 

Flat  rim  enameled  sinks.  15x24. 

$2;  18x30,  $2.35;  18x36.  $3.50. 
Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond.  Premier,  50 
and  10  p.c. 

Pearl.    Imperial.    Crescent  and 
granite  steel,  50  and  10  p.c. 
Premier  steel  ware,  40  per  cent. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

EnauicUed   street   signs,   40  per 

cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts,   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails,  50  per  cent. 
Flaring  pattern.   50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pierced  Ware,  35  per  cent. — 
Copper  bottom  tea  kettles  and 
boilers.   35  p.c. 
Coal   hods.   40   per  cent. 
Boiler  and  tea  kettle  pitts,  35 
per  cent. 

Stamped  Ware — Plain.     75  and 
1  2  '2  per  cent. 
Ketinned.  75  and  12%  p.c. 

Silverware — HoUoware,  40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto. 
Hamilton.  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- 
tawa, Kingston  and  Montreal. 
37%  and  10  per  cent. 

Washing  Machines — 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New  Century.   Style   A..  101  25 

Ideal  Power   180  GO 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Koyal   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge.  3  year,  11  inch  53  25 
Ottawa.  3  year.  11  inch.  58  25 
Favorite.  5  year.  11  inch.  61  75 
20  per  cent. 
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BUYER'S  DIRECTORY 

V/hen  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal. 


ALUMINUM  WARE. 

Northern   Aluminum   Co.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 
AXES. 

Allan    Hills     Edge    Tool  Works, 
Gait. 

James  Smart  Mfg.  Co.,  Brockville. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry  Co.,  Toronto. 

Hamilton    Stove     &   Heater  Co., 
Hamilton. 

Pease   Foundry   Co.,  Toronto. 

Taylor  Forbes  Co.,  Guelpli. 
BRASS  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

BRUSHES. 

Boeckh   Bros.    Co.,  Toronto. 
Thomas  Bryan,  Limited,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville  Hardware  &  Look  Mfg. 

Co.,  Belleville. 
Cowau   &   Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove    &    Heater  Co., 

Hamilton. 
National  Hardware   Co.,  Orillia. 
Peterboro   Lock   Mfg.    Co.,  Peter- 

boro. 

Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

CASH  REGISTERS. 

Dominion   Register   Co.,  Toronto. 
National    Cash    Register    Co.,  To- 
ronto. 

CHURNS. 

J.  H.  Connor  &  Sons,  Ottawa. 

Cummer   Dowswell    Co.,  Hamilton. 

D.  Maxwell  &  Sons,   St.  Marys. 
COAL  CHUTES. 

Clare  Bros,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 
CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer   Dowswell,    Ltd.,  Hamil- 
ton. 

D.  Ma.\well  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

Oneida   Community,    Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 

H.   .S.   Howland,   Sons   &   Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis   Bros.,  Montreal. 
Rice  Lewis  &  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor  Forbes   Co.,  Guell)li. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Metallic   Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Sheet    Metal    Produce     Co.,  To- 
ronto. 

ENAMELED  WARE. 

Thos.   Davidson   Jlfg.   Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet   Metal  Products     Co.,  To- 
ronto. 

FIRE    PLACE    EA.SKETS,  AND- 

IRON.S,  ETC. 
Knterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
James   Stewart  Mfg    Co.,  Wood 

stock. 

FURNACES    (Warm  Air). 
Hutterwortli  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Can.    Heat.    &    Vent.    Co.,  Own 
Sound. 

W.  J.  Copp  &  Son.  Orillia. 


Clare  Bros.,  Preston. 

Down  Draft  Furnace  Co.,  Gait. 

Enterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
Findlay  Bros.,   Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
Hall   Zryd  Foundry  Co.,  Grimsby. 
McClary'  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 

C.  S.  Norsworthy  Mfg.  Co.,  St. 
Thomas. 

Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 

FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClarv  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

B.  &  S.  H.  Thompson,  Montreal. 

GAS  CONTROLLERS. 

Westwood  Bros.,  Toronto. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

Gurney  Foundry  Co.,  Toronto. 
Hamilton      Stove    &    Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore   Co.,  Hamilton. 
Moffat  Stove  Co.,  Weston. 
Supreme  Heating  Co.,  Welland. 

GLASS. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

GUNS. 

Tobin  Arms  Mfg.  Co.,  Woodstock. 

HARNESS  GOODS. 
B.  P.  Ackerman,  Son  &  Co.,  Peter- 
boro. 

HANDLES. 

J.   H.  Still  Mfg.  Co.,  St.  Thomas. 

HINGES. 
Canada    Steel    Groods    Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 
,J.   H.   Still   Mfg.  Co. 

ICE   CREAM  FREEZERS. 
McClarv  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- 
ronto. 

JOIST  HANGERS. 

Taylor  Forbes  Co.,  Guelph. 
KNIVES  (Draw). 

.\llan  Hills  Edge  Tool  Works, 
Gait. 

LAMPS    AND  BURNERS. 

Ontario  Lantern  and  Lamp  Co., 
Ha  milton. 

LANTERNS. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

Sheet  Metal  Products  Co.,  To- 
ronto. 

E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 
D.  Ma.xwell  &  Sons,  St.  Marys. 
.Tas.  .Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co..  Guelph. 

LIGHTING  FIXTURES. 
.Tas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

LOCKS,  KNOBS,  ETC. 

Bellevilb-  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware   Co.,  Orillia. 

James  Smart  Mfg.  Co.,  Brock- 
ville. 

Taylor  I'orbcs  Co..  Gucl|)li. 
METALS    (Sheet  and  Ingots). 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg    Co.,  London. 
Sheet    Metal    Products    Co..  To- 
ronto. 

TI.  S.  Steel  Products  Co.,  Montreal. 

B.  &  S.  11.  Thompson,  Montie.il. 


NAILS  (Wire) 

U.    S.    Steel    Products    Co.,  Mont- 
real. 

OILERS. 

Thos     Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- 
ronto. 

OIL  STONES. 

Pike  Mfg.  Co.,  Pike,  N.H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London 
Queen   City  Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

OIL  PUMPING  SYSTEMS. 

S.  F.  Bowser  &  Co.,  Toronto. 
National    Equipment   Co.,  Toronto. 

ORNAMENTAL   IRON  WORK. 
Canada    Wire    Goods    Co.,  Hamil- 
ton. 

OVEN  DOOR  SPRINGS. 

U.    S     Steel   Products    Co.,  Mont- 
real. 

PAINTS  AND  VARNISHES. 

Brandram  Henderson,   Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Canadian  Oil  Companies,  Toronto. 
Imperial  Varnish  cS;  Color  Co.,  To- 
ronto. 

International     Varnish     Co.,  To- 
ronto. 

Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,   Ltd.,  Toronto. 
Martin-Senour   Co.,  Montreal. 
Benjamin    Moore    &    Co.,  Toronto. 
Ohio  Varnish   Co  ,  Cleveland. 
Pinchin  Johnston  Co.,  Toronto. 
,James   Robertson   Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

POULTRY  NETTING. 
B.  Greening  Wire  Co..  Hamilton. 
John  Lysaght,  Ltd.,  Bristol,  Eng., 

and  Montreal. 

PLUMBING  GOODS. 
.James    Morrison    Brass    Mfg.  Co., 

Toronto. 

PNEUMATIC  WATER  SYSTEMS. 

National   Equipment   Co.,  Toronto. 

RAZORS  (Safety). 
Gillette   Safety  Razor   Co.,  Mont- 
real 

International     Distributing  Co., 
Montreal. 

RAZOR  HONES. 

Pike  Mfg.  Co.,  Pike,  N.  H. 
REGISTERS   (Warm  Air). 

Canadian   Heating     &  Ventilating 
Co.,   Owen  Sound. 

Clare  Bros.,  Preston. 

Perrosteel  Co.,  of  Canada,  Bridge- 
burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

ROOFING  (Metal). 

Metallic  Roofing  Co..  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

ROOFING  (Prepared). 

Brantford  Roofing   Co..  Brantford 
Canadian  Supply  Co.,  Toronto. 
Standard   Paint    Co.,      of  Canada. 
Montreal. 

REFRIGERATORS   AND  ICE 
CHESTS. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClarv  Mfg.  Co..  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

RULES  AND  TAPES. 

Lufkin     Rule     Co.,     of  Canada, 
Windsor. 

SAD  IRONS 

Dover    Mfg.    Co.,    Canal  Dover, 
Ohio. 

Taylor  Forbes  Co.,  Guelph. 

SAFES. 
Goldie  McCulloch     Co.,  Gall. 

SAWS. 

E.   C.   .\lkiiis   &   Co.,  Hamilton. 

SCALES. 
Burrow,    Stewart   &    Milne,  Hamil- 
ton. 

SCREEN  CLOTH. 

B.      Greening     Wire     Mfg.  Co., 
llainillon. 


SCREW  AND  BOLT  CASES 

American   Bolt    and    Screw  Case 
Co.,  Dayton,  Ohio. 
SHOVEL   SAND  SPADES. 

Lundy   Shovel   &   Tool  Co.,  Peter- 
boro. 

SILVERWARE. 

Oneida   Community,    Ltd.,  Niagara 
Falls,  Ont. 

SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 

B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 
Dominion  Cartridge  Co.,  Montreal. 
H.    S.   Howland   Sons   &   Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

STOVES    AND  RANGES. 
D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow   Stewart   &   Milne,  Hamil- 
ton. 

W.  J.  Copp,  Son  &  Co.,  Fort  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise      Foundry  Company, 

Sackville,  N.B. 
Findlay  Bros.,   Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
.'Vdam   Hall,  Peterboro. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClarv   Mfg.   Co.,  London. 
Moffat    Stove    Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties      Manufacturing  Co., 

Grimsby. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

.Tames    Stewart    Mfg.    Co.,  Wood- 
stock. 

Supreme  Heating  Co  ,  Welland. 
STOVE  CEMENT. 

G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 

U.   S.   steel   Products   E.xport  Co., 
Montreal. 
TENTS    AND  AWNINGS. 
.T.  .T.  Turner  &  Son.  Peterboro 

TOOL  GRINDERS. 
Pike  Mfg.  Co.,  Pike,  N.H. 
Taylor   Forbes   Co.,  Guelph. 
TOOLS. 

Allan    Hills    Edge    Tool  Works, 
Gait. 

TRAPS. 

Oneida   Community,    Ltd.,  Niagara 

Falls,  Ont. 

VACUUM  CLEANERS. 
Onward  Mfg.   Co.,  Berlin. 
Page  Wire  Fence  Co.,  Walkerville. 
U.  S.  Steel  Products  Export  Co.: 

Montreal. 
Universal    Vacuum    Cleaner  Co.. 

Montreal. 

VALVES. 

James    Morrison    Brass    Mfg.  Co., 
Toronto. 

WAFFLE  IRONS. 
Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 
J.  H.   Connor  &   Son,  Ottawa. 
Cummer    Dowswell,    Ltd.,  Hamil- 
ton 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor   Forbes   Co.,  Guelph. 

METAL  WASHBOARDS. 
Meakins   &   .Sons,  Hamilton. 

WHIFFLETREES  (Steel). 
Canada  .Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

H.  S.   Howland,    Sons   &   Co.,  To- 
ronto. 

Kennedy  Hardware  Co.,  Toronto. 
Lewis   Bros  ,    Ltd.,  Montreal. 
Rice   Lewis   &   Son,  Toronto. 
Peart    Bros.,      Limitrd,  Regina, 
Sask. 

Peterboro    Hardware    Co.,  Peter- 
boro. 

WIRE  FENCING. 

Page  Wire  Fence  Co.,  Walkerville. 
IT.^S.    .Steel    Products    Co.,  Mont- 
real. 

WIRE  GOODS. 

Caii.ad.a  Goods      Mfg  .  Co., 

H.ainilton. 
r,.  Greening  Wire  Co.,  Hamilton 

WOODENWARE. 
IMcakiiis   &   Sons.  Hamilton. 
.\iiierir,iii  Wiiod<'iiware  Co..  Toledo. 
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VICE 


RKMAMSHIP 
I  VERY  at  THE 
E  THAT  COUHTS 


niO  CAHAPA 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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JUFKiN  Measuring  Tapes 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

The  "CHALLENGE  '  Steel  Tape  illustrated  in  this  advertisement  is  one  of  the  great  variety 
which  we  make.  A  high  grade  tape  at  a  moderate  price.  Leather  case,  finest  quality  tape, 
accuracy  guaranteed.      For  sale  by  all  Jobbers. 

THE /uFKiN Rule  tjO'  ofQanadaUtj), 

W/NDSOR.ONT. 


SEND  FOR  CATALOG  OF 
COMPLETE  LINE 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 


BELLEVILLE,  CAN. 


The  Early  Morning  Shave 

is  now  made  a  Comfort  and  a  Delight.  Pike 
Strop-Hone  users  are  multiplying  daily  and  every 
man  that's  using  one  is  telling  his  friends  about 
it.  Every  one  sold  is  sure  to  sell  a  dozen  more. 
As  a  dealer,  why  not  come  along  with  us  and 
share  some  of  the  profit  ? 

Pike  Mfg.  Co.,  Pike,  N.H. 


COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Bntton  make  when  ordering  from  your  jobber. 


FACTORY  AND  HEAD  OFFICE 


GANANOQUE,  CANADA 


.        o  .  '  D.  PHILIP.  291'    Portage  Ave.,  WinnipeR. 

Wcfilcrn  Keprcsentatives  ,  r>    r\r-\\  \/iir    r>  r\   n       iicn   \/  o 

^  I  K.  OUILVIE,  P.O.  Box  1259.  Vancouver,  B.C. 


Look  for  the  above  brand 


r.WADlAX    [lAF.'DAVAr.'K   AXD   STO\T,  JOCIfNAT. 


Balancing  the  Day's  Business 


^^ITH  the  National  Cash  Register  you 
balance  of  the  day's  business  quicl^er 


get  a  positively  accurate  and  complete 
than  with  the  best  cashier,  bookkeeper  or 


other  system  you  could  employ. 

Your  National  tells  you  more  about  your  business  than  any  cashier  could  and  you 
get  the  information  first  hand. 

The  "Secret  Total"  counter  tells  you  the  exact 
amount  of  cash  received.  By  deducting  this  from 
the  total  amount  paid  out,  as  shown  by  the 
"  Paid  Out "  counter,  you  know  exactly  the 
amount  that  should  be  in  the  cash  drawer. 


Separate  adding  wheels  show  you  the  totals  of 
Cash  Sales,  Charge  Sales,  Money  Received  on 
Account  and  Money  Paid  Out. 


The  sales  stop  furnishes  you  with  an  itemized 
record  of  every  transaction  made  dunng  the  day. 
You  know  how  many  customers  each  clerk 
waited  on,  the  amount  of  each  clerks  mistakes, 
and  know  the  exact  condition  of  your  business 
every  night. 

Over  1,000,000  National  Cash  Registers  have 
been  sold.    Prices  as  low  as  $13.00. 


Asl^  our  representative  to  call  and 
explain  the  new  "Get  a  Receipt"  plan 


The  National  Cash  Register  Company 


Canadian  Factory  at  TORONTO 
Offices  in  principal  cities 


E.  MUTTON,  Manager  for  Canada 
285  Yonge  Street,  Toronto 
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STOVE  &  PAINT  JOURNAL 
■  -n 

HERE'S  A  GENUINE  SALES  MAKER 

The  article  itself  is  very  desirable  to  every  woman,  while 
the  Maxwell  name,  as  you  know,  stamps  its  high  quality 

MAXWELL'S  MODEL  FOOD  CUTTER 


An  exceptionally  serviceable,  all-round  machine.  It  is  made  in  sizes  to  suit  the  needs  of  the  family  of  two  as  well 
as  those  of  the  hotel  and  boarding  house.    The  variety  of  cutters  fits  it  for  any  work. 

We  are  the  only  manufactures  in  Canada  making  Food  Cutters,  and  we  claim  that  in  quality  and  finish  Maxwell's 
Food  Cutters  are  superior  to  any  of  foreign  manufacture.  You'll  find  that  these  "  Made  in  Canada"  machines  will 
lead  in  sales  as  well. 

Write  for  samples  and  quotations 


DAVID  MAXWELL  &  SONS    ::    St.  Mary's,  Ont. 


Commercial  Press,  Limited,  Publishers 


408-410  McKinnon  Building,  Toronto 
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'""'-leoll, 
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XMAS  NOVELTIES 

THAT  ARE  PROFITABLE  TO  HANDLE 

We  carry  stocks  that  are  replete  with  the  newest  and  most  exclusive  designs. 
We  give  a  few  below  and  i^npress  upon  you  the  advantage 
of  carrying  even  a  small  stock  of  each  line 


Chafing  Dishes  and 


Percolators 


Percolators  (um  style),  we  have 
full  ranges  of  these  suitable  for 
making  coffee  at  table.    We  have 
them  in  Copper,  Brass  and  Nickel  Plate 

—  new  and  varied  designs.    Capacity  from  2 
to  5  pints. 

Percolators  (coffee  pot  style  for  use  on 
range  or  gas  stove).    They  make  as  excellent 

coffee  as  the  expensive  Table  Percolators — noiseless  in  operation  and  extracting 
all  the  flavor  and  aroma  from  the  coffee. 

No.  8392  (as  illustrated)  has  2  pint  capacity. 

No.  8393  has  3  pint  capacity. 

No.  8394  has  4  pint  capacity. 

No.  8395  has  5  pint  capacity. 


Chafing  Dishes — Good  assortment 
of  designs  in  Nickel  Plate  on  Cop- 
per or  Copper  Finish.  We  have 
them  in  plain  beaded  and  fancy  patterns 
with  round  or  square  mission  stands. 


Brass  Table  Kettles  and  Stands 


2x2/^  pint  capacity.    Good  variety 
of  designs 

Brass  Table  Kettles  with 
Wrought  Iron  Stands 

Specially  appropriate  for  room  furnished 
in  mission  style. 


Our  stocks  also  embrace  the  following — 
Brass  Candlesticks,  Brass  Writ- 
ing Sets,  Brass  Book  Stands, 
Brass  Flower  Baskets,  Brass  Jar- 
dinieres, Brass  Fern  Pots,  Smok- 
ers' Sundries,  Brass  Trays  and 
Brass  Gongs. 


Cut  Glass 


Nc.  1410 


We  have  full  and  varied  stocks — finest 
designs  cut  from  the  French  blanks. 


No.  1220 


RICE  LEWIS  &  SON,  Limited,  TORONTO 


When   writing  to   advertisers,   kindly   mention  tlie  Canadian  Hardware  and  Stove  Journal. 


OANADIAN'  TTAT?T)WAKK   AND   ST()\  I-;   -lol  l;\AI.. 

=1  Kennedy! 

Pocket  Cutlery  and  Butcher  Knives  Razors 


POCKET  KNIVES.— Kennedy  Brand,  Jos.  Rodders  &  Sons,    Henry  Boker  &  Co., 
NonXll,  W.  H.  Morley  &  Son,  Edwards  Sons  Co.,  A.  W.  VVadsworth  &  Son. 

BUTCHER  KNIVES.— Kennedy  Brand,  Jos.  Rodgers  &  Sons. 

TABLE  CUTLERY.— Maleham   &   Yeomans,    Joseph  Rodgers  &   Sons,    Nixon  & 
Winterbottom,  Jos.  Fenton  &  Sons. 

CARVERS.--Maleham  &  Yeomans,  Jos.  Rodgers  &  Sons. 

PLATED  FLATWARE,— Oneida,   Reliance,   Pate,   Wildwood  and  Tipped  Patterns, 
Rogers  Bros.  1847  Tipped  Pattern,  Oxford,  Lexington. 

PEARL  HANDLES. —  Dessert  Knives  and  Forks  and  F"ruit  Knives. 


Russwin 

Food 

Choppers 


KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 


Exclusively  Wholesale 


Everything  in  Hardware 


COBBLER'S  OUFITS  FOR  XMAS  TRADE 


What  article  of  hardware  will  make  a  more 
sensible  and  practical  gift  to  a  farmer  or  work- 
man than  a  Taylor-Forbes  cobbler's  outfit  ?  Push 
the  "  Crown  "  cobbler  in  your  advertising  for  the 
next  six  weeks  and  you'll  be  surprised  how  many 
you  will  sell.  A  gross  won't  last  long  if  you 
advertise  and  display  them. 

Taylor-Forbes  cobbler  outfits  are  reasonable  in 
price,  but  made  of  the  highest  quality  of  material. 

If  your  jobber  cannot  supply  you,  write  us  direct. 


THE  TAYLOR-FORBES  COMPANY,  LIMITED 


Represented  by 
H.  G.  Rogers,  53^  Dock  Street.  St.  John.  N.B. 
Canadian  United  Mfrs.  Agency,  London.  E-ng. 


GUELPH 
ONTARIO 


H.  F.  Moulden  &  Son,  Travellers'  Bldg.  Winnipes 
W.  A.  MacLennan.  Vancouver,  B.C. 
J.  B.  H.  Rickaby,  Victoria.  B.C. 
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SAMSON  AXES 


No  single  feature  of  your  Fall  trade 
calls  more  Wrongly  for  absolute  relia- 
bility, and  the  extra  care  given  the 
manufadure  of  Samson  Axes  is  sure 
to   pay    for   itself   many   times  over 

Better  order  at  once 


H.  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 

GRAHAM  NAILS  ARE  THE  BEST 
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CHRISTMAS  QUALITY 


An  attractively  dressed  window 
is  a  most  convincing  advertise- 
ment for  your  business. 

Particularly  during  the  Christmas 
shopping  season. 

But  while  the  window  attracts 
attention,  it  is  QUALITY  and 
PRICE  that  govern  the  final  de- 
cision of  the  purchaser. 


That  IS  why  we  advise  a  Christ- 
mas  display  of  "ANTI-RUST" 
Tinware. 

Nothing  will  prove  a  greater  at- 
traction to  the  public,  and  nothing 
will  sell  more  readily  on  its  own 
merits. 


Tinware  that  shows  the  above  label  in  colors  is  GENUINE  "ANTI-RUST,"  and 
carries  the  MAKERS'  GUARANTEE. 

Look  for  the  label  and  avoid  mfenor  imitations. 

E.  T.  WRIGHT  &  CO.,    Hamilton,  Canada 


Winnipeg  Distributing  Agents  : 
MERRICK-ANDERSON  CO.,  Winnipeg,  Man. 

Toronto  Agent: 
F.  B.  WILSON,  33  Maitland  St.,  Toronto,  Ont. 


(H.  G.  WRIGHT) 


Vancouver  Distributing  Agents: 
MACPHERSON  &  TEETZEL,  Vancouver,  B.C. 

Winnipeg  Agents  : 
W,  REYNOLDS  &  CO.,  Winnipeg,  Man. 


The  Real  Thing  in  Household  Labor  Savers 


AGENTS : 

W.  L.  Haldimand  &  Son 

Montreal,  Que. 

H.  F.  Moulden  &  Son 

Winnipeg,  Man. 


There  has  never  been  a  time  since  Washing  Machines, 
Clothes  Wringers,  and  Barrel  Churns  have  been  on 
the  market  that 

New  Century  Washers 
<^^^^  Clothes  Wringers 
and  Leader  Churns 

Were  not  the  most  satisfactory  machines  to  sell. 

Repeat  Orders  and  Increasing  Sales  prove  it. 
MAKERS 

Cummer -Dowswell,  Limited,  ^^"^1!!*°" 


When  writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Buy  Canadian  Goods 


q  OUR  FULL  LINE  OF 
EDGE  AND  LUMBERING 
TOOLS  ARE  THE  EQUAL 
IN  EVERY  WAY  TO  THE 
IMPORTED  ARTICLE 


Carried  by  the  Jobbers 
Every  Tool  Guaranteed 


Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 


Wliou   writiug  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 


6 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


"BANNER 

First  in 

Workmanship 

On  Account  of  the  Experience 


yy  COLD 

BLAST 


LANTERNS 


of  tlie 


Makers 


First  in 

Sales 

On  Account  of  the  Experience 
of  the 

Buyers 


THE  ONTARIO  LANTERN  AND  LAMP  CO.,  Limited 

Head  Office  and  Factory :  HAMILTON,  ONT. 

MONTREAL  BRANCH  :   30  ST.  DEZIER  ST.  WINNIPEG  BRANCH;    S6  ALBERT  ST. 


SPECIALTIES  WITH  MERIT 


Applepickers' 
Blouses  or  Aprons 

Made  of  Stro  if;cst  Duck 


All  Metal 
Sanitary  Washboards 


HICKORY 

APPLE 
BASKETS 

ALL  SIZES  IN  STOCK 


Send  for  Particulars  and 
Prices  to 


No  Dirt 

Can  Lodge 

in  the 
"All-Metal " 


MEAKINS  &  SONS 


Hamilton,  Ont. 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 
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ONEIDA  JUMP  TRAPS 

are  easy  to  carry,  Trappers  like 
them  because  they  are  lig'ht,  compact, 
and    can  be  set  in  narrow  runways. 

ONEIDA  COMMUNITY,  Ltd., 

Niagara  Falls,  Ont. 

Also  Makers  of  ike 

NE^WHOUSE.,  VICTOR  and  HAWLE.Y      NORTON  TRAPS 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


PEASE  FURNACE 


Our  Motto  is  not  "How  Cheap" 
but  "How  Good"  can  we  mal^e  it. 

The  result  of  practising  this  motto  is  our  unblemished 
reputation  for  the  last  36  years  of  producing  the 
best  furnace  in  every  way. 

"Ask  the  man  who  has  one." 

Write  jor  a  copy  of  our  new  illustrated  catalogue 

Pease  Foundry  company. 

TORONTO  WINNIPEG 

Western  Repre.entatives :  PEASE- WALDON  COMPANY,  LIMITED,  WINNIPEG 


THE "GEM" 
WASHER 

HIGH  SPEED  FLY  WHEEL 
RAPID    ACTION  DASHER 


For  smooth  running, 
easy  working  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  m 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"  Gem  "  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  by 


J.  H.  CONNOR  &  SON,  Limited 


OTTAWA 


ONTARIO 


MADE  IN  CANADA 

Sterne's 
Stove 
Putty 

Odorless. 
Never  Cracks. 
Never  Crumbles. 
Never  Falls  Out. 
Makes    tight  joints 
and  prevents  the 
escape    of    Gas  or 
Ashes. 

Asbestos  Furnace  Cement 

Bakes  Hard  as  the  Iron  Itself  Strictly 
Fireproof      Perfect    Non  -  Conductor. 

Trv  a  sample  order  of  either  or  botli  of  the  above, 
and  be  convinced  of  their  superiority.  If  you  are 
not  satisfied  return  the  goods  at  our  expense. 

Put  up  in  any  size  package  from  a  i  '4  pound  can 
to  a  800  pound  barrel. 

Write  us  for  prices  and  samples 

G.  F.  STERNE  &  SONS 


Brantford 


Ontario 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Which  Store  Would  You  Prefer  ? 

The  illustrations  below  were  made  from  photographs.  There  are  hundreds  of  paint  oil 
departments  no  better  in  equipment  and  appearance  than  the  one  on  the  right  and  there  are 
hundreds  where  Bowser  Systems  are  mstalled  that  are  just  as  clean,  invitmg  and  profitable  as  the 
one  on  the  left. 


Just  stop  and  consider  the  conditions  in  the 
oil  department  on  the  right.  Think  of  the  enormous 
waste  and  fire  hazard.  Who  would  expect  to 
get  first-class  goods  or  accurate  measurement  under 
such  conditions  ?  Could  you  blame  a  customer 
for  transfering  his  patronage  after  seeing  such  an 
oil  room  ?  Could  you  blame  a  clerk  for  avoiding 
oil  customers?  Such  conditions  are  "sink-holes" 
for  profits  and  drive  away  patronage. 


Observe  the  bright,  neat  and  clean  appearance  of  the 
oil  department  on  the  left.  Wouldn  t  such  an  inviting  oil 
room  increase  any  merchant's  trade  ?  The  pumps  are  guaran- 
teed to  measure  according  to  the  Imperial  Standard.  Every- 
body gets  a  square  deal — you  get  your  profit  and  your  customer 
gets  the  right  amount  of  oil.  Every  Bowser  System  pays  for 
itself  by  increasing  patronage  and  positively  eliminating 
all  waste. 


it  makes  no  difference  whether  you  sell  one 
kind  of  oil  or  a  hundred,  the 


BOWSER  STORAGE  SYSTEM 

will  meet  your  requirements.  You  don't  need  to  buy  a  large  number  of  outfits — just  get  what 
you  want  or  put  in  one  and  try  it.  If  you  will  do  that,  we  know  you  will  get  enough  more  to 
handle  all  of  your  oils. 

These  outfits  will  handle  varnishes,  linseed  oils,  turpentine  and  any  other  liquid  in  the  paint  oil  line. 

We  have  an  illustrated  book  explaining  how  j;ou  can  mal^e  more  money  in  handling  paint 
oils — it's  free.  IV  e  don't  lil^e  to  send  it  out  promiscuously,  but  if  you  will  drop  a  card  and 
ask,  for  book  No.  5N  We  will  gladly  forward  a  copy. 


S.  F.  BOWSER  &  CO.,  inc 

66-68  FRASER  AVE.  TORONTO,  ONT. 


When  writing  to   advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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COWAN  &  BRITTON 

HINGES— BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Bntton  make  when  ordering  from  your  jobber. 


FACTORY  AND  HEAD  OFFICE 


GANANOQUE,  CANADA 


,,,    .       „  .  (  D.  PHILIP,  291'   Portage  Ave..  Winnipeg. 

Western  Representatives  \  r   QGILVIE.  P.O.  Box  1259.  Vancouver.  B.C 


Look  for  the  above  brand 


Skylights 


We  have  attained  the  last  word  in  perfection  of 
skylight  construction. 

Get  our  catalogue  and  price  list  before  ordering  else- 
where— the  prices  will  surprise  you. 


Hollow  Metal  Frame 
Plain  or  Wired  Glass 


The 


Metallic  Roofing  Co.,  Limited 

MaDufacturers 

TORONTO,  ONT.  WINNIPEG,  MAN. 


"OVEN  DOOR" 

"SPRINGS" 


IIAVING  trouble  ? 
Well,  try  us — 

THAT'S  all. 


United  States  Steel  Products  Co. 

MONTREAL,  QUE. 


^""^  Champion  Grate 

A  wonderful  invention.  Superior  to  all  others. 
Crosswise,  non-warping  bars,  easily  shaken,  more 
open  surface  and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

and  is  one  of  its  many  attractive  features  which 
appeal  lo  every  housewife.  A  sample  range 
will  prove  lo  you  what  an  easy  selling  line  the 
"Champion"  is. 

Gel  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


When  writing  to  adrertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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NOT  IN  THE  "COMPETITION"  CLASS 

THAT   DESCRIBES,    IN    A  NUTSHELL 

THE  "GOOD  CHEER" 

CIRCLE  WATERPAN  FURNACE 


Introduced  only  a  year  ago, 
our  "Circle  Waterpan"  is  al- 
ready being  imitated.  It's  past 
the  experimental  stage. 

The  "Circle  Waterpan"  is 
a  necessity  wherever  H  E A  LTH 
and  COMFORT  are  considered 
more  than  PRICE.  Its  field 
is  everywhere  but  in  Specula- 
tive Building. 

Intelligent  furnace  purchas- 
ers are  now  insisting  on  humi- 
dified heated  air,  and  in  the 
face  of  the  public  demand  on 
this  point,  are  you  going  to 
argue  that  humidity  is  unne- 
cessary ? 

Better  get  in  line  to  supply 
what  he  asks  for..-  You  get 
your  own  price,  for  the  "Good 
Cheer"  is  not  in  the  competi- 
tion class — it  has  no  competi- 
tors. 

This  year  we  have  two 
complete  lines  of  Circle 
Waterpan  Furnaces,  the 
"Equator,"  our  new  furnace, 
being  second  only  to  the 
"Good  Cheer." 

We  also  make  the  neatest  ^ 
and  cheapest  line  of  Side  Wall  i 
Registers  in  the  inarket,  and 
a  new  Side  Wall  Cold  Air 
Base  Plate  of  same  design  as 
the  rcLiislcrs. 


Write  us  now  for  particulars. 


THE  JAMES  STEWART  MFG.  CO.,  LIMITED 

«r    .  -    \i/      k  DISTRIBUTING  AGENCIES  : 

Western  Warehouse  :  . .  ,  ,«       ■    „  ^ 

McLennan,  IVlcreely  &  Co. 

1  56  Lombard  Street  WOODSTOCK  Vancouver,  B.  C. 

Wood,  Vallance  Hardware  Co. 

WINNIPEG  ONTARIO  ,       f ••  "^-i  d 

MANITOBA  Kosi  Bros.  Limited 

Edmonton,  Alta. 


Wlien   writing  to   advertisers,   kindly   meutioii  tlie  Canadian  Hardware  and  Stove  Journal. 
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BANNER  STOVES 

AND  RANGES 


THE  desiK"  and  equipment  of  the  ART  BANNER  RANGE  are 
the  heig-ht  of  stove  perfection.     It  is  an  entirely  new  range  of 
tlie  loose  hearth  pattern. 

It  is  the  nattiest,  neatest  and  cheapest  ringe, 
when  quality  is  considered,  ever  offered  to  the 
trade. 

SPECIAL  FEATURES  -Flues— Of  a  depth 

that  insure  quick  operation.  Oven — Large, 
square  and  well  ventilated.  Fire  Box — Large  in 
size  and  well  pi  oportioned.  Grates — Duplex, 
for  coal,  of  our  latest  improved  design.  Wood 
Fixtures — This  range  is  provided  with  a  heavy, 
ilurable  basket  wood  grate  which  is  unequalled 
for  wood  burning  requirements  and  will  take  24- 
iiich  wood.  Nickel  Bands — Are  all  removable 
and  of  our  most  approved  form. 

Write  for  full  information,  because  we  have 
the  best  proposition  to  offer  you  in  the  stove  line. 


Down  Draft  Furnace  Co. 


LIMITED 
GALT,       -  ONT. 


Siyyi  p  NICKEL-PLATED  GOODS 
•IVl.l  •  MAKE  CHOICE  CHRISTMAS  GIFTS 


REGAL  TEA  AND  COFFEE  POTS 

MADE  FROM  HEAVY  COPPER  SEAMLESS  BODIES  WHITE  METAL  TRIMMINGS 

QUADRUPLE  SILVER  LINING  OVER  BLOCK  TIN 


Unexcelled  in 

Design  and 
Workmanship 

Made  in  All 
Standard  Sizes 

Packed  Separately 
in 

Cardboard  Boxes 

Prices  on 
Application 


Solid  Sliver  in  pattern  and  finish 


Hinged  lip  on  spout 


THE  SHEET  METAL  PRODUCTS  COMPANY  OF  CANADA,  Limited 


MONTREAL 


TORONTO 


WINNIPEG 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal 
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THE 

"SASKALTA" 

STEEL  RANGE 

Shown  with 
Reservoir  and  High  Warming  Closet 

Your  fall  stove  business  this 
year  depends  entirely  on  the  stove  you 
handle.  Is  it  a  first  class  article  ? 
Is  it  widely  advertised  ?  Is  it  backed 
by  a  reliable  firm  of  manufacturers  ? 

Do  these  manufac- 
^feBEiw     turers    aid    you  in 
moving  your  stock  ? 

These  are  vital 
questions,  they  mean 
success  or  failure  to 
you. 

The  "Saskalta" 
Steel  Range  is  un- 
equalled in  stove 
production,  it  is  the 
embodiment  of  ex- 
clusive features.  We 
back  it  with  forty 
years  of  experience, 
and  spare  no  ex- 
pense in  putting  it 
before  the  public. 


Automatic  Lift  Top 
and  Broiler  Door 

Division  for  Half- 
fire  in  Summer 

Patented  Direct 
Draft  Damper 


FEATURES  : 

Cast  Iron 
Back  Linings 

Patented  Double 
Duplex  Grates 

Oven 
Stiffener 


Special  Air  Blast 
Linings 

Patented  Long 
Duplex  Grates 

Attachable 
Reservoir 


Do  you  J^noTD  of  a  better  proposition  than  this  ? 


McCLARTS 

LONDON  TORONTO  MONTREAL  WINNIPEG  VANCOUVER 

ST.  JOHN  HAMILTON  CALGARY  SASKATOON 


Wlien   writing  to   advertisers,   kindly  mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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Write  for  Samples  of  the 

three  styles  and  seven  weights 

There  are  three  styles  of  Brantford  Roofing— ASPHALT,  RUBBER  and 
CRYSTAL.    With  these  three  styles  and  the  seven  weights,  you  can  meet 


any  roofing  requirement. 
And  because  of  the  sup- 
erior quality  of  Brantford 
Roofing  you  can  more 
than  meet  competition.  You 
can  get  the  cream  of  the  roofing 
jobs  in  your  locality. 


Brantford 
Roofing 

Before  you  do  anything  else,  write  for  samples  and  our  roofing 
book.    A  post  card  will  do. 

Brantford  Roofing  Co.,  Limited,  Brantford,  Ont. 


Are  You  Getting  Your  Share 

of  the  Profitable  Trade  in  Wire  Rope  ? 

In  every  locality  wire  rope  is  in  constant  aiul  increasing^  use,  and  it  is  a  line  to  which  every  hardwareman 
.should  give  prominence. 


WIRE  ROPE 

is  the  standard  of  ciiialit)'  for  every  piupose  and  there  is  an  inmiense  range  of  Greening's  Wire  Rope 
to  select  from. 

Catalog  A^o.  lo  will  give  you  some  ''tilitable  points  on  the  'fire  rope  business. 
Write  us  for  vour  copy. 

THE  B.  GREENING  WIRE  CO.,  LIMITED 


Hamilton 


Montreal 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal 
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DAVIDSON'S 

"MARATHON  OAK" 

A  First  Class  Heater      Artistic  in  Appearance       Quick  in  Action 
Economical      Burns  Either  Wood  or  Coal 

Has  blue  steel  body,  draw  centre  j^rate,  deep  fire  pot 
and  steel  base  strips.  Coal  mag^azine  can  be  supplied 
with  No.  17  when  required.  A  low  priced  stove,  in 
great  demand.  Made  in  four  sizes.  Write  for  prices. 


Nos. 
811 
813 
815 
817 


Diameter  of 
Fire  Pol 
10" 
12" 

14" 

16" 


Height 
less  Urn 

34 '2" 

39" 
41" 


Weight 
48  lbs. 
64  lbs. 
76  lbs. 

100  lbs. 


Order  now  to  ensure  prompt  delivery 


The  Thos.  Davidson  Mfg. Co. ^Limited 


MONTREAL 


TORONTO 


WINNIPEG 


FEATURE  THE 


Fairy  Diamond 

As  a  sensible,  useful  and 
economical    gift    during  the 

Christmas  Season 


The  Fairy  is  an  up-to-the- 
minute  cast  range  for  city  and 
town  trade,  having  drop  oven 
and  spring  controlled  door, 
neatly  nickelled  and  having  a 
very    attractive  appearance. 


It's  a  Trade  Builder 
Send  for  Particulars 


BUHERWORTH  FOUNDRY 

Limited 

OTTAWA,  ONTARIO 


When   writing  to   advertisers,   kindly  mention    the  Canadian  Hardware  and  Stove  Journal. 
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Mr.  Hardware  Merchant :-- 


Our  advertising-  man  says  that  "Souvenir"  Furnaces  are  so  well  known  to  the 
trade  that  a  cut  would  only  occupy  valuable  space. 

He  may  or  may  not  he  right — your  opinion  on  the  point  would  be  esteemed. 

There's  one  thing  absolutely  certain — you  cannot  recommend  "Souvenir"  Fur- 
naces too  highly,  because  they  represent  all  that  is  latest  and  best  in  furnace  con- 
struction. 

When  you  see  laborers  digging  out  a  foundation  go  after  the  heat- 
ing contract — recommend  the 


and  we'll  help  you  to  land  the  business.  Get  acquainted  with  the 
architect — find  out  the  area  to  be  heated  and  we'll  solve  the 
problem  for  you— if  you  so  desire. 

"Souvenir"  furnaces  are  designed  by  prominent  heating  engineers — constructed 
by  skilled  workmen  from  the  best  materials. 

That's  exactly  why  we  can  so  confidently  guarantee  "Souvenir" 
Furnaces. 

Exactly  why  you  may  so  confidently  recommend  them. 

Don't  you  see  that  we  could  not  possibly  issue  a  legal,  money-back  guarantee — 
a  guarantee  just  as  good  as  gold — unless  we  positively  knew  that  "Souvenir" 
Furnaces  would  make  good. 

Nor  could  we  afford  to  ask  you  to  specially  recommend  them. 


1st.    "Souvenir"  Furnaces  are  the  right  quality  from  base  to  dome. 


SOUVENIR"  FURNACE 


THREE  IMPORTANT  POINTS  :— 


2nd. 


"Souvenir"  Furnaces  are  guaranteed. 
3rd.    Prompt  deliveries  assured. 


When  writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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HINGE 
TALK 


Some  merchants  will  say  "just  as  good"  from  habit,  others  may  say  "just  as  good" 
and  know  it  isn't  what  for — because  they  think  you  don't  know  any  better  but 
you  do.  Go  into  the  Hardware  Stores  that  have  the  best  builder's  hardware  busi- 
ness, and  you  will  find  only  ^  Butts  and  Hinges  for  sale.  Those 
merchants  know  what  is  properly  and  accurately  made  Brand  and  of  material  heavy  enough  to  hold 
up  the  door.  ^«S^ 

Did  you  ever  weigh  a  dozen  pairs  of  804-3"  x  3",  that  some  of  the  jobbers  deliver  to  you,  against 
a  dozen  pairs  of  Crescent  Brand  804-3"  x  3  "  ?  You  should  then  you  will  understand  why  they  say 
"just  as  good  ' — a  little  more  for  them — nothing  less  for  you. 

//  you  as^  for  Crescent  Brand  Butts  and  Hinges 
you  can  get  them — even  if  you  have  to  ask,  us 

CANADA  STEEL  GOODS  CO.,  Limited 


MANUFACTURERS 


HAMILTON,  CANADA 


We  Would  Like  to  see  Every 
Hardware  and  Sporting  Goods 
Dealer  in  Canada  in  Person 

We  want  to  show  you  how  it  is  to  your  ad- 
vantage to  stock  Tobin  Guns.  We  can  mention 
only  a  few  of  the  reasons  here,  but  the  big  rea- 
son IS  that  every  Tobin  Gun  is  built  to  sell 
another. 

People  are  now  asking  for 


SimplGK  Guns 


They  have  seen  our  advertisement  and  are  curious  to 
know  what  the  Guns  are  like.  Inquiries  about  them  are 
coming  m,  and  we  want  representatives  in  every  locality  to 
handle  these  inquiries. 

Write  us  for  full  particulars.  There  are  still  a  few  dis- 
tricts where  we  are  not  represented.  The  quality  and  im- 
[)roved  mechanism  of  the  Fobin  Guns  makes  them  easy 
to  sell,  and  you  will  find  our  money  back  guarantee  a 
great  sales  argument.  Let  us  know  where  you  aie,  and  be 
first  in  the  field. 

The  Tobin  Arms  Manufacturing  Co., 
Limited,  Woodstock,  Ont. 


Handled  Shoe  Brushes 

Oval  and  Square  Patterns 
Daubers  Attached 


No.  329 

One  of  our  many  lines  which 
you  should  carry  in  stock  at  all 
seasons.  Made  of  highest  grade 
matenals  to  satisfy  your  best 
trade. 

We  have  various  other  styles, 
which  are  shown  in  our 
Catalogue,  a  copy  of  which 
will  be  mailed  you  on  request. 


Thomas  Bryan  Limited 


LONDON 


CANADA 


When   writing  to   advertisers,   kindly   mention    tlie  Ciinadian  Hardware  and  Stove  Journal. 
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Regina  Vacuum  Cleaners  Pay  Big  at 
Xmas ! ! 
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HERE  is  a  big-profit  line  for  easy 
selling'  around  Christmas  time 
— a  positive,  double-efficiency, 
hand-operated  Regina  Vacuum 
Cleaner. 

The  picture  shows  how  easy  it  is  to  work. 
Light  in  weight.      Cleans  dirt  from  under 
and  inside  carpets  and  rug's  as  well  as 
from  the  top.      House-cleaning'  only 
needed  once  iii  years. 
Selling'  price  is  very  moderate.  There- 
fore you  get  quick  sales.    Every  house- 
wife wants  one — this  is  one  of  the  very 
best  Christmas  g'ifts. 
The  hand  machine  works  anywhere 
The  electric  Reg'ina  Cleaner  is  r 
for  towns  with  electric  cur- 
rent.    Both  machines  do  the 
work  of  $150  and  $200  clean- 
ers,  and    have    the  famous 
Reg'ina  double-action  pump. 

Write  us  for  our  Dealer's 
proposition.  This  is  an  offer 
worth  while.  We  will  with- 
draw it  soon.   It  means  profit. 


PICKET  OR 
FENCE  HOOK3 


ACME  WHITE  LAWN 
FENCE 


PAGE  WIRE 
FENCE  SUPPLIES 


Our  supplies  are  liberal  in  gauge,  gal- 
vanizing and  quality.  Yet  they  sell  at 
regular  prices  and  give  equally  good 
profit. 

Write  us  about  coiled  (crimped)  fence 
■wire,  staples,  picket  hooks,  fence  an- 
chors, poultry,  cattle  and  ornamental 
roll  fences  and  gates  to  match,  fence 
tools,  etc. 

We  have  the  right  lines  in  our  cata- 
logue— at  the  right  prices.  We  have 
a  dealer's  proposition  also.  Send  to-day 
for  DEALER'S  FENCE  CATA- 
LOGUE and  PROPOSITION. 


FARM  ENGINES-A  NEW  LINE 

Here  is  a  good-paying  ag-ency  line — a  Page  Farm  Engine  that  does  cuttings, 
sawing',  churning,  pumping,  pulping,  etc.  A  boy  moves  it.  Two  men  can 
carry  it.  It  takes  g-asolene,  kerosene,  alchohol,  etc.,  and  works  winter 
and  summer.  Best  thing-  a  farmer  ever  boug-ht,  it  saves  so  much  labor 
and  time. 

We  want  agents  and  will  make  a  BIG  DEALER  CONCESSION  to  those 
who  wr  te  PROMPTLY  in  unoccupied  territory.  Write  for  the  FARM 
ENGINE  Catalogue  for  DEALERS. 

PAGE  WIRE  FENCE  CO,  Limited 

WALKERVILLE,  ONTARIO 

Branches :  TORONTO:  King  Street  West  and  Atlantic  Avenue 
MONTREAL:  505-517  Notre  Dame  Street  West  ST.  JOHN:  37  Dock  Street 


ACME  CHICKEW 
FENCINO 


HIGH  CARBON  WIRE 
R.EINFORCEMENT 


VICTOR    POULTRY  FENCE. 


Some  Worthy  Examples  of  the  BIG  PAGE  Line 

iti 


FENCE  STAPLES 


COILED  WIHE 


PAGE   IRON  FENCING 


PAGE   SPECIAL"  POULTRY  FENCE 


37  VARIETIES  OF  PAGE 
FENCE  IN  WEIGHTS 
ANDMESH  TOSLIIT 
MX  NEEDS 


STEEL  FLEXIBLE  MATS 
ANY   SIZE  OR  SHAPE 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  JoumaL 
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CANADIAN    IIAKDWAKK    AND    S'l()\l';  .lOIJKNAb, 


^""u  '":'^'''''  '""  '"'Cflu-r  ,(„  . 


THE 


WEAR-EVER 

Sample  Aluminum 
Saucepan 

pii:lured,  i>t'  which  the  list  price  is  55  cents, 
was  adverlisecl  in  women's  magazines  last 
year  as  the  sample  that  would  be  sent  for 
30  cent  s  to  n nmcn  who  could  not  secure 
the  s  un  rp.m  oli  cli-alors.  The  same  sauce- 
pan will  he  ailvcrtised  this  year.  In  order 
that  women  may  secure  the  sample  sauce- 
pan from  you  rather  than  h  om  us,  we  make 
you  a  price  on  this  ^p,  i  i.il  of  20  cents,  il 
ordered  in  lots  of  tueiii  \  live  or  more. 
Cash  is  on  the  demand  ci  eated  by  demons- 
trating salesmen  and  b\'  national  advertis- 
of   aluminum    utensils    bearing  the 


mg 


"wear-Ever"  trade  mark.  Write 

The  Aluminum  Cooking 
Utensil  Co. 

DEPT.  27,  NEW  KENSINGTON,  PA. 
Distributing  Agents  for  Canada,  Nor- 
thern Aluminum  Co.,  Ltd.  Toronto,  Can. 

W  arehouses:  \ew  Kensmgton,  t  a.  East  St. 
Louis,  III.,  Portland,  Ore.,  Toronto,  Ont. 
Branch  Offices  :  Kostciii.  Xew  York,  Philadel- 
phia. Pittsburyli,  Ciini  mm  li.  I ).(  roil ,  Chicago, 
HalLiiMore,  MiiiiH  Mii.ili-,  K  1  n  >  -  (  n  y  East  bt. 
Louis.  Ni  \\  ( )i  Um      I  'oi  1  l  iiid. 


"No!    They  are  not  all  the  same." 

"Wear-Ever" 

Aluminum  Utensils 


are  different. 


Purity.  "  Wear-Ever"  u tensile  are  99  per  cent  pure. 

Thickness.  They  are  made  thick  enough  lo  pre- 
\ent  dentmj!  readily;  thick  enough  to  guarantee  a 
lifetime  of  satisfactory  service. 

Handles.  Take  hold  of  the  aluminum  handle  of  a 
hor  aluminum  utensil  —  even  with  the  usual  "holder" 

—  and  >oii  qtiickly  wilt  be  convinced  that  aluminum 
is  a  "erind  conductor  of  heat."  The  handles  of 
"  \\'ear-  Fv  er"  utensils  are  made  of  the  best  tinned 
steel-  Aluminum  handles  would  become  too  hot — 
vsooden  handles  would  burn  off  or  break.  The 
handles  of  " Wear- E\ er"  utensils  are  gripped  to 
the  utensils  by  aluminum  rivets  with  large  heads. 
The  heads  are  not  sunk  into  the  side  of  the  utensil 

—  the  side  remains  of  uniform  thickness,  strong 
enough  lohold  the  handle  on  firmly  for  years. 
Finish.  The  outside  of  a  "W  ear-Ever"  utensil  is 
p.ilished.  The  inside  is  hardened  by  an  electrical 
process  which  makes  the  metal  harder,  smoother, 
kss  liable  m  he  discolored  by  fcod  or  water  con- 
t.iminfi  alkali  nr  iron,  and  more  easily  cleaned  than 
«  nuld  he     s'.ihle  if  the  utensils  were  not  so  finished. 

THE  ••  WEAR  EVER"  TRADE-MARK 
ts  your  guarantee  of  Safety ,  Saving,  Service. 

Replace  utensils  that  wear  out 
with  utensiU  that  "Wear-Ever" 

If  your  dealer  canncrt  sopply  yon  with  "Weir-Ever" 
ware,  just  flU  In  and  mail  the  conpon  below,  encloslsz 
15  two-cent  stamps  (Canadian  stamps  accepted  .  and 
we'll  send  yoa.  prepaid,  the  I-qnart  saucepan  plctored. 

HVt/f  /cr  f:-"^t!et.  "The  Wrar  F-rr  Kttcfit't 

THE  ALUMINUM  COOKING  UTENSIL  CO. 
Dept.  New  Kensington.  Pa. 

or  NORTHERN  ALUMINUM  CO..  Ltd..  Toronto 
Diilnboliof  Aseolt  for  Canada 


THE  ALUMINUM  COOKING  UTENSIL  CO.. 
Dept.        New  Kensington.  Pa.,  or 
Northern  Aluminum  Co..  Ltd..  Toronto.  Ontario. 
Distributing  Agents  for  Canada. ' 
Please  send   me,  prepaid,  sample,  1  quart  "Wear- 
Ever"  Saucepan,  for   which   1  enclose  15  two-cent 
stamps  (30c.),  money  to  be  refunded  ill'mnot  satisfied. 


Name_ 


Dealer's  Name  _ 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 
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THE  REGAL  FAVORITE 

IS  OUR  LEADING  CAST  RANGE 

It  is  entirely  new  and  is  specially  designed  and  constructed  to  meet  the  growing  demands  for  a  SIX-HOLE  RANGE 
with  an  exceptionally  large  firebox  for  wood  and  a  well  proportioned  firebox  for  coal.  ORDER  A  SAMPLE 
OF  THIS  RANGE  EXAMINE  IT,  WEIGH  IT,  MEASURE  IT,  AND  TEST  IT  BY  EVERY 
MEANS. 

There  is  Nothing  on  the  Market  to  Compare  with  it 


The  REGAL  FAVORITE  is  the  largest  and  roomiest  COAL  and  WOOD  RANGE  on  the  market.  Firebox 
Door  Opening,  7  '  _'  x  8  inches.    Oven  measures  20  x  2  I  '  2  x  13.    Roomy  Top  with  Front  Hinged  Key-Plate. 

The  Loose  Locked  Nickel  Parts  are  only  one  of  the  many  new  and  excellent  Features  with  are  embodied  in 
this  Range. 

A  Post  Card  will  bring  you  our  new  catalogue  and  price  list  if  you  have  not  already  received  it. 

FINDLAY  BROS.  &  CO.,  LIMITED 

Head  Office  and  Works  -  CARLETON  PLACE,  ONT. 
Branch  House         -       -       -     200  Princess  St.,  WINNIPEG 

DISTRIBUTING  AGENCIES: 

H.  H.  DRYDEN  STEWART  &  CO.  D,  V.  COPE  &  CO.  REVILLON  BROS..  Ltd.  GEO.  D.  HORSMAN 

Sussex.  N.B.  Toronto,  Onl.  Calgary,  Alta.  Edmonton,  Alta.  Vancouver,  B.C. 


Whcu   writiug   to   advcrtiaeis.   kindly   iiieution  tlie  Canadian  Hardware  and  Stove  Journal. 
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The  cold  weather  is  just  "setting  in."    There  is  going 
to  be  a  big  demand  for  efficient  heaters  in  your  locahty. 
Are  you  ready  to  supply  it?      Are  you  selling  a 
stove  that  will  always  stand  out  as  a  wise 
and  judicious  purchase,  and  remind 
the  buyer  that  he  got  it  from 
your  store  ? 


The 
Gurney-Oxford 
Art  Laurel  will  make 
your   customer  a 
regular  buyer. 


The  Gurney  Foundry 
Company,  Limited 


TORONTO 
WINNIPEG 


MONTREAL 
CALGARY 


HAMILTON 
VANCOUVER 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 
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^^^^         It  IS  the  housekeeper  who 
^^^^         usually  does  the  buying,  and  the 
^^^^         same  lady  always  has  the  final  "say" 
^^^^        when  it  comes  to  stove  buymg.     And  there 
^^^^        are  two   thmgs   that   she    must   be   satisfied  on. 
^^^^         Madam  knows  little  about  flues,  heating  surfaces,  grates, 
^^^^        etc.,  but  her  sense  of  art  is  well  developed,  and  as  soon  as 
^^^^        she  sees  the 

^    GURNEY- OXFORD 

ART  LAUREL 

she  won't  take  her  eyes  off  it. 

The  first  glance  tells  her  that  it  will  lend  an  added  charm  and  dignity  to  the  home.  The 
beautifully  carved  and  nickel  castings  all  help  to  keep  her  thinking.  She  pictures  this  heater  in 
her  parlor,  and — the  stove  is  half  sold. 

The  next  question  is  "Is  it  a  good  heater?"  "Well,  I  should  just  say  it  is"  you  can  say. 
Then  you  can  explain  how  the  flues  are  so  arranged  that  the  heat  is  not  divided — has  no  sharp 
corners  to  turn,  yet  by  an  ingenious  arrangement  all  the  surface  at  bottom  of  stove  is  used  as 
radiating  surface.    It  is  an  exceptionally  powerful  floor  heater — where  the  heat  is  needed. 

There  are  many  other  points  in  this  heater,  such  as  the  convenient  dust  damper ;  the  extra 
powerful  double  heater  attachment  which  will  heat  the  room  above ;  dampers  are  very  easily 
operated,  etc.    It  can  also  be  supplied  with  an  oven. 

^^^^^    This  is  the  leader  of  our  heating  stoves.  From  this  one  down,  we  have  all  styles 
^^^^^        and  sizes,  for  all  conceivable  purposes,  and  at  a  variety  of  prices.  If 
^^^^^        it's  anything  in  this  line,  "Gurney-Oxford "  can  supply  it. 
^^^^^        We  have  the  largest  assortment  of  heaters  in  Canada. 

^^^^^         We  want  you  to  have  our  booklet  of 
^^^^^         these  stoves.     May  we  send  it? 
^^^^^         Let  us  know  to-night  by 
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Jewel  Stoves  and  Ranges 


STYLE  R.  F. 


Royal  Jewel  Steel  Range 

The  Range  of  Quality) 

Every  modern  improvement  is  embodied  in  the  Royal 
Jewel  Range. 

Six  sizes  are  made,  namely:  Nos.  816,  916,818,918, 
920  and  922,  with  or  without  Reservoir,  and  with  any 
equipment  of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Con- 
tact Reservoir  on  left  end  can  be  supplied. 

The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 

The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once 
sold  it  never  comes  back,  but  is  always  a 
working  advertisement  One  sale  makes 
another  and  the  demand  is  constantly 
increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  Leader  and  you  are  sure  of 
the  best  stove  trade  in  your  loceJity. 

in  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers; 
such  as  Electric  Jewel,  Arctic  Jewel, 
Gypsy  Jewel. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  including 
the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand 
Jewels,  Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  &  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  in  MONTREAL,  TORONTO  and  WINNIPEG 

Western  Customers  please  write  for  information  and  send  orders  to  our  Winnipeg  Branch 

No.  130  JAMES  AVENUE 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Stock  Lighting  Fixtures 

FOR  THE  HOUDAY  TRADE 


What  more 
practical 
present 

can  a  woman 
give  her  hus- 
band than  a 
handsome 
portable  elec- 
tric  table 
lamp  }  Or  a 
man  give  his 
wife  than  a 
beautiful 
shower  elec- 
tric ceiling 
fixture  for  her 
dining  room  } 


What  more 
profitable 
articles 

can  a  hard- 
ware  mer- 
chant push 
during  Nov- 
ember and 
D  e  ce  m  b  e  r 
than  goods 
which  help  to 
decorate  his 
store  and  win- 
dows as  well 
as  carry  a 
good  margin 
of  profit  ? 


In  thousands  of  new  homes  electricity  is  being  used,  and  the  market  for  electric  lighting 
fixtures  is  unlimited.      Styles    are    constantly  improving  and  stock  will    soon    turn  over 

Put  half  a  dozen  portable  table  lamps  in  stock, 
display  them  in  your  window  and  light  them  at 
night  and  they  will  attract  customers  to  your  store 

We  not  only  make  a  full  line  of  electric  lighting  goods,  but  we  manufacture  "J.M.T."  valves, 
plumbers'  and  engineers'  brass  goods,  plumbing  supplies,  etc.  —the  kind  that  are  known  m  all 
parts  of  Canada  as  "the  high  grade  goods." 


The  James  Morrison  Brass  Mfg.  Co.,  Limited 


89  Adelaide  Street  West,  TORONTO 


W  cn   writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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IM  IILISIIIOI)  MONTHLY  BY 

THK  COMMEKCIAL  PEE8S,  Limited 

108-410  McKINNON  BUILDING,  TORONTO 
Phone  Main  1274 

D.  O.  McKlNNO.N,  President         Weston  WititJLEY,  Manager 

KilitoridI  SI  (Iff 
W.  L.  Edmonds  Weston  Wbigley 

E.  A.  Fonson  {Trcii-elliiu/  Kililo?-)        W.  J.  Illsey  (Winnipeg) 

Staff  licpreaeiitdt ives 

Montreal,  E.  T.  Bank  Building  -  -  ¥.  C.  Douglas  Wilkes 
Eastern  Ontario      ....  George  H.  Honsberger 

Western  Ontario        ...  -        George  G.  Colvin 
Winnipeg  and  West         -        -        -  John  A.  Gibson 

New  York,  95  Liberty  Street  -  -        M.  L.  Rempe 

Chicago,  4059  Perry  Street  -        -  E.  J.  Macintyre 


Getting  the  Retail  hardware  men  are  grad- 

Christmas  Trade.  iially  coming;  to  their  own  in 

regard  to  the  Christmas  holi- 
day trade.  There  was  a  time  not  so  very  long  ago 
when  few  made  any  special  effort  to  cater  to  this  trade. 
Now  the  order  is  reversed :  It  is  few  who  do  not,  and 
many  who  do,  cater  to  it. 

It  is  rather  strange  that  every  retail  hardware  mer- 
chant does  not  put  forth  his  best  effort.  To  do  so  is 
well  worth  his  while.  The  holiday  business  is  a  profit- 
able one  and.  to  catch  it  the  conditions  are  favorable. 
The  demand  already  exists.  It  has  not  therefore  to  be 
created.  The  duty  of  the  retailer  is  merely  to  turn 
it  in  the  direction  of  his  store.  To  do  this  is  a  simple 
matter.  It  merely  demands  the  desire  and  the  ability 
to  do  it. 

In  the  stock  of  the  average  retail  hardware  store  are 
many  lines  suitable  for  Christinas  presents,  but  if  the 
retailer  is  to  reap  to  the  full  advantage  the  possibil- 
ities of  the  season's  trade  he  should  cast  about  him  well 
in  advance  for  such  articles  that  Avill  appropriately 
supplement  his  regular  stock.  This  again  is  not  a 
diflficult  matter.  He  has  only  to  consult  the  columns 
of  the  trade  papers  and  visit  the  sample  rooms  of  the 
manufacturers  and  wholesalers  in  order  to  gather  up 
a  supply  of  suitable  good  selling  lines. 

But  the  matter  does  not  end  there.  A  retail  hard- 
ware man  may  have  an  assortment  of  Christmas  goods 


most  replete,  but  possible  customers  must  be  made 
acquainted  with  the  fact  before  they  can  be  expected 
to  purchase  the  goods.  They  are  not  mind  readers. 
The  fact  that  the  goods  are  in  the  store  must  be  im- 
pressed upon  them  through  window  and  interior  dis- 
l)lays  and  newspaper  and  circular  advertising.  Make 
the  displays  as  attractive  as  possible.  Get  the  clerks 
to  take  an  interest  in  both  the  arrangement  of  the  dis- 
plays and  in  the  writing  of  the  advertisements  and  the 
circular  letters.  In  both  the  window  displays  and  in 
the  advertisements  prices  should  be  given. 

In  another  part  of  this  issue  a  great  deal  of  informa- 
tion bearing  on  the  various  phases  of  the  Christmas 
holiday  trade  is  published.  Generally  speaking  it  is 
probably  the  best  collection  ever  published  at  any  one 
time  in  Canada  on  this  particular  subject.  It  is  worth 
reading,  as  the  readers  of  the  Journal  will  doubtless 
concede  when  they  have  carefully  gone  over  it  and 
made  a  note  of  such  ideas  and  suggestions  as  can  be 
appropriated  to  the  requirements  of  their  own  indi- 
vidual business. 

Now  is  a  good  time  to  be^itt  to  educate  the 
public  to  the  fact  that  useful  articles  for 
Christmas  presents  are  to  be  found  within 
the  store  of  every  hard'Mareman. 

Order  Holiday  To  make  the  most  of  the  trade 

Goods  Early.  in  holiday  gifts,  hardware  mer- 

chants must  begin  early  and 
have  ''all  hands  at  the  pumps."  The  clerk  who  trims 
the  windows  and  the  one  who  writes  the  ads  must 
both  be  on  the  job  and  have  their  plans  formulated 
early. 

But  as  Saunders  Xowell.  the  St.  Louis  luirdware 
jobber  who  turned  trade  paper  publisher,  said  at  the 
Retail  Hardware  Convention  at  Boston  last  March: 
The  three  rules  of  success  are  to  "have  the  goods 
where  they  are  wanted."  to  "have  them  when  they 
are  wanted."  and  then  to  "get  an  extra  five."  Note 
that  he  put  tAvo  salesmanship  arguments  before  the 
luiying  rule  and  note  also  that  everything  depends 
on  having  the  goods  wlicre  and  when  tliey  are  wanted. 

The  first  essential  for  a  successful  holiday  trade. 
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therefore,  is  to  have  the  goods  in  stock  early.  It  won't 
do  to  tell  customers  that  "we  have  them  on  order"  or 
"we  haven't  unpacked  them  yet." 

If  you  haven't  ordered  all  your  needs  for  the  Christ- 
mas trade  get  busy  at  once  and  specify  prompt  ship- 
ment. Get  the  goods  in  stock  and  then  "all  hands  to 
the  pumps"  until  Christmas  eve. 

Keep  seasonable  goods  in  the  eye  of  your  cns- 
tomers  so  that  they  may  be  reminded  of  their 
needs. 

Why  Cutlery  While    the   heavy    and  con- 

Advanced,  tinuous  advance  in  the  cost  of 

raw  material  is  contributory 
to  the  higher  prices  now  demanded  by  the  cutlery 
manufacturers,  the  chief  reason  for  the  higher  range 
of  values  is  ascribed  to  the  increased  cost  of  produc- 
tion caused  hy  carrying  out  the  government  regula- 
tions for  dust  extraction  from  grinding  shops,  which 
have  necessitated  the  installation  and  maintenance  of 
new  plant  and  extra  engine  power. 

Canadians  Avho  have  visited  the  workshops  of  some 
of  the  cutlery  manufacturers  in  Sheffield  will  not  be 
surprised  that  the  government  have  put  regulations 
into  force  which  are  aimed  at  providing  more  healthful 
working  conditions  for  the  men.  When  the  members 
of  the  Canadian  Manufacturers'  Association  made  their 
tour  of  Sheffield  six  years  ago,  the  unsanitary  condi- 
tions under  which  the  men  labored  in  some  branches  of 
the  cutlery  making  industry  appalled  them.  The  con- 
sensus of  opinion  was  that  similar  conditions  would 
not  be  tolerated  in  Canada. 

Every  store  ivindoiv  should  be  made  to  speak 
of  the  seasonable  goods  which  the  hardware- 
man  keeps  in  stock. 

Manufacturers  Want  When  considering  the  cheapen- 
Cheap  Parcel  Post.        ing  and  extension  of  the  parcel 

postage  system  we  are  some- 
times prone  to  overlook  the  fact  that  the  mail  order 
houses  are  not  the  only  mercantile  interest  who  favor 
its  adoption.  We  have  reference  to  the  manufacturers 
of  the  country.  This  fact  was  quite  evident  at  the 
recent  convention  of  the  Canadian  Manufacturers'  As- 
sociation. The  report  of  the  Parliamentary  Committee 
of  the  Association  showed  it  and  the  discussion  that 
ensued  emphasized  it. 

To  a  number  of  manufacturers  a  cheapening  of  the 
rate  and  an  increase  in  the  Aveight  of  the  parcel  Avould 
undoubtedly  be  a  benefit.  They  would  be  able  to  de- 
liver small  parcels  of  merchandise  to  their  retail  cus- 
tomers at  less  cost  than  at  present.  They  claim  that 
the  I'etailer  would  also  share  in  the  benefits  that  would 
accrue.    Possibly  he  might. 

Rut  what  is  the  advantage  to  the  retailer  if  he  robs 
Peter  to  pay  Paul?  And  what  is  the  advantage  in 
the  long  run  to  the  manufacturer?  If  the  facilities  of 
the  mail  order  firms  to  put  the  country  retailer  out  of 
business  are  increased  does  it  not  mean  the  loss  of 
customers  to  the  manufacturer?  That,  at  any  rate,  is 
tlie  way  it  appears  to  us. 

It  does  seem  to  us  to  be  false  economy  to  court  a 
lower  parcel  postage  in  order  to  deliver  merchandise 
to  a  retail  customer,  when,  by  so  doing,  you  at  the 
tiiiM'  \(iu  mal<i'  it  easier  for  the  mail  order  house  to 
take  still  more  business  from  that  retail  customer.  But 
a  number  of  manufacturers  do  not  see  it  that  way,  and 
they  are  preparing  a  campaign  tn  laundi  upon  tlie  Gov- 


ernment. It  is  evident  that  retailers  Avho  are  opposed 
to  the  proposition  cannot  afford  to  be  idle. 

A  window  display  of  oil  stoves  will  excite 
the  ambition  of  people  who  sit  in  chilly  rooms. 

Unfair  a  member  of  the  Retail  Hard- 

Selling  Methods.  ware   Association    writes  the 

Journal  criticising  the  selling 
methods  of  some  manufacturers  who,  he  contends,  are 
demoralizing  trade  in  his  district  by  selling  goods  on 
consignment  to  men  who  have  little  or  no  knowledge 
of  business. 

"We  retailers  have  been  talking  at  our  conventions 
of  trying  to  run  a  cash  business  and  of  the  necessity 
of  taking  our  cash  discounts.  We  are  trying  to  shorten 
up  credits  in  keeping  with  modern  cost  accounting  and 
.just  as  we  get  a  fair  start  along  comes  some  manufac- 
turer of  paint,  stoves  or  prepared  roofing  and  if  we 
are  already  stocked  up  and  his  salesman  cannot  get  an 
order  from  us  he  hunts  up  some  painter,  saw-mill  man 
or  tinsmith  and  puts  in  a  stock  of  goods  to  be  paid  for 
when  sold.  Then  these  greenhorns,  having  no  knowl- 
edge of  business  methods  and  none  of  their  own  money 
at  stake,  get  trade  by  cutting  prices  and  other  unfair 
methods. 

"The  methods  of  such  manufacturers,"  the  cor- 
respondent concludes,  "should  be  discussed  at  the  con- 
vention of  the  Retail  Association  at  Guelph  next 
Febriiary. ' ' 

A  few  months  ago  the  Journal  had  occasion  to  criti- 
cize the  methods  of  manufacturers  who  secure  custom- 
ers by  the  practice  of  taking  out  goods  of  other  makes 
and  exchanging  for  them  stock  made  up  by  themselves. 
This  practice  was  common  amongst  paint  manufactur- 
ers several  years  ago  but  until  a  few  months  ago  there 
had  been  few  recent  complaints  regarding  this  unfair 
form  of  competition. 

Our  correspondent's  suggestion  that  matters  of  this 
kind  should  be  discussed  at  the  Retail  Hardware  con- 
vention is  a  sensible  one,  as  if  manufacturers  get  war- 
ring amongst  themselves  retailers  are  the  ones  who 
will  suffer  most. 

AVho  benefited,  for  instance,  from  the  lantern  war 
of  four  years  ago,  as  a  result  of  which  nearly  every 
grocer  in  the  country  stocked  up  with  several  years' 
supply?  The  legitimate  hardware  man  would  have  been 
better  off  if  prices  had  kept  steady  and  the  trade  kept 
inside  regular  channels. 

And  Avho  benefits  from  cut  prices  on  nails,  cement 
or  white  lead?  If  the  manufacturers  fall  out  and  cut 
prices  there  is  always  some  short-sighted  retailer  Avho 
hasn't  sense  enough  to  keep  the  extra  margin  in  his 
OAvn  pocket.  Down  go  prices  and  the  retailers  suffer, 
as  it  is  far  easier  to  cut  prices  than  to  advance  them. 

If  manufacturers  adopt  unfair  methods  of  competi- 
tion amongst  themselves  the  retailers,  through  their 
association,  shoiild  bring  pressure  to  bear  upon  the 
offenders  and  encourage  them  to  adopt  more  up-to-date 
selling  plans. 

The  right  note  was  struck  at  the  Peterboro  couA'en- 
tion  when  the  Retail  IlardAvare  A.ssoeiation  declared  in 
favor  of  Resale  Prices. 
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Canada  IlardAvai-e,  Limited,  has  been  organized. 
Avith  Avarerooms  on  Richmond  Street  East.  Toronto,  to 
take  over  the  builders'  hai'dAvare  branch  of  the  Canada 
Glass,  IMantel  &  Tile  Co.  John  Brooks  Avill  be  vice- 
president  and  general  manager  of  the  ncAv  company 
and  A.  M.  Grantham  Avill  be  president  and  treasurer. 


Time  to  Feature  Christmas  Goods 


Stock  Should  be  Complete  and  Advertising  Begun  by  November  20 
How  one  Store  had  a  Real  Live  Santa  Glaus  to 
Drum-up  Trade    Urge  Early  Buying 


Now  is  the  time  i'or  merchants  to  see  that  their  stock 
of  Christmas  goods  is  complete,  and  that  any  line  wliich 
may  liave  been  delayed  in  shipment,  owing  1o  the  job- 
ber not  having  the  goods  when  the  order  wa,^  first 
received,  is  either  sent  on,  or  the  order  cancelled  and 
[)laced  with  another  house. 

It  is  imperative  that  the  whole  stock,  as  figured  out 
by  the  merchant,  should  be  in  the  store,  so  that  there 
is  no  delay  in  showing  the  lines.  If  a  competitor  tor 
the  Christmas  trade  happens  to  advertise  a  particular 
line  of  goods  before  you  do,  and  thus  secures  an  atten- 
tion that  you  cannot,  because  the  goods  are  not  in  the 
store,  then  the  shipment  when  it  does  come  has  lost 
half  its  selling  power.  Therefore,  if  a  merchant  thinks 
there  is  any  chance  of  being  held  up  for  any  ])articul;n- 
class  of  goods,  he  should  cancel  the  or'der  at  once  and 
l)iace  it  elsewhere. 

With  the  whole  stock  in,  the  merchant  can  go  over' 
every  line  carefully,  and  consider  how  best  to  display 
it,  and  to  what  extent  he  should  advertise  each  class  of 
goods  individually.  If  he  has  something  that  he  thinks 
will  prove  a  big  bringer-in  of  business,  he  can  arrange 
for  a  little  extra  advertising  attention.  The  Chi'istmas 
campaign  is  not  to  be  attempted  in  a  happy-go-lucky 
sort  of  way.  The  probable  selling  worth  of  each  line 
should  be  carefuly  weighed;  the  amount  of  advertising, 
the  window  displays  and  their  designs,  the  various 
way.s  to  excite  the  curiosity  of  the  public,  and  to  bring 
them  to  the  store,  all  should  be  gone  over  carefully. 
The  clerks  should  be  consulted.  One  or  two  pleasant 
evenings  could  be  spent  by  the  merchant  and  his  staff 
discussing  ways  and  means.  It  would  be  time  well 
spent,  for  it  all  depends  upon  the  handling  of  the  stock 
how  the  Christmas  trade  is  going  to  swing. 

Easy  to  Stimulate  Christmas  Trade. 

It  must  not  be  forgotten  that  the  (Jhristnuis  demand 
can  be  stimulated  much  easier  than  a  from-day-to-day 
demand  for  an  ordinary  article.  The  demand  is  there 
and  the  merchant  has  not  so  much  to  create  it  as  to 
swing  it  in  his  direction.  The  custom  of  giving  useful 
presents  is  developing  of  itself  every  year.  What  the 
merchant  has  to  do  is  to  prove  that  he  is  the  be;t 
medium  for  the  buying  of  presents.  This  can  only  be 
done  by  a  strong  campaign  of  publicity.  Excite  1  he 
curiosity  of  the  public,  show  among  the  many  useful 
articles  that  are  generally  carried  by  the  merchant, 
novelties  that  will  make  the  people  talk,  and  the  bat- 
tle is  half  won.  All  this,  however,  means  hard  work, 
and  careful  planning  out.  Therefore  the  merchant  who 
has  his  whole  extra  ('hristmas  stock  in  his  store,  who 
has  carefully  picked  out  from  his  staple  lines  articles 
that  would  make  useful  presents — and  it  is  surprising 
how  many  there  are — and  arranged  them  in  his  mind's 
eye  all  ready  for  the  fight,  is  in  the  best  of  condition  to 
secure  business. 

In  connection  with  the  Christmas  trade,  the  merchant 
mnst  remember  that  it  is  necessary  to  do  a  little  extra 
advertising  and  window  display.  Not  only  must  the 
window  be  decorated,  but  the  interior  must  have  a 
Christmasy  appearance.    The  store  must  radiate  the 


spirit  of  the  times;  a  feeling  of  good  cheer  must  pre- 
dominate in  all  directions.  Then,  again,  as  a  large  per- 
centage of  the  trade  is  for  children,  children  mu.st  be 
specially  catered  to  and,  therefore,  the  merchant  must 
see  that  whatever  decorations  or  whatever  display  he 
makes  he  must  have  something  which  will  attract  the 
eye  of  the  children. 

Quote  Prices  in  Ads. 

The  series  of  holiday  ads  should  commence  by  .\'o- 
vember  20  and  customers  reminded  that  there  are  only 
"28  shopjung  days  till  Christmas."  Enumerate  a  list 
of  suitable  articles  for  gifts  to  the  various  members  of 
the  family — for  father  and  mother  and  for  the  boys 
and  girls.  This  will  start  the  planning  of  present  giv- 
ing and  buying  will  follow  soon  after. 

Window  displays  of  holiday  gifts  should  commence 
about  the  first  of  December,  price  tickets  being  freely 
used  in  the  windows  just  as  prices  are  rpioted  in  the 
most  result-bringing  ads. 

Keep  the  window  trims  changing  twice  a  week  if 
jiossible  until  about  December  15,  when  the  real  Christ- 
mas window  should  be  put  in.  There  will  be  little  time 
to  do  anything  but  sell  and  deliver  goods  after  that. 


.'^iiKgostoil  liac  k«-iouiul  I'or  :i  Iloliiliy  Wiiiduu  Display 

SO  it  is  essential  that  the  window  trims  and  ads  should 
planned  well  ahead  and  put  liefore  the  public  before 
the  real  rush  begins. 

Used  a  Live  Santa  Glaus. 
Sharon  E.  Jones,  president  of  the  .National  Retail 
Hardware  Asociation.  used  a  live  Santa  Claus  in  his 
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store  window  from  December  4  to  24  last  year.  His 
arrival  on  December  4  was  announced  in  advance  and 
he  was  greeted  by  all  the  young  and  most  of  the  old 
folks  on  his  way  from  the  depot  to  the  store,  he  being 
dressed  as  he  is  seen  in  the  photo  of  the  windoAV  display. 

This  window  was  made  up  of  a  large  old-fashioned 
mantel-piece  over  which  three  deer  heads  were  mounted 
while  in  the  background  an  artist  painted  a  representa- 
tion of  Santa  Glaus  coming  down  from  the  clouds  in 
his  sleigh. 

"Our  Avindow  and  Santa  were  great  drawing  cards," 
writes  Mr.  Jones.  "There  were  several  occasions  on 
which  Santa  took  his  sleigh  and  went  to  the  neighbor- 
ing schools  and  brought  the  children  to  our  store  and 
took  them  back  home,  without  charge.  This  was  a 
great  treat  to  the  little  tots,  many  of  Avhom  had  never 
been  away  from  home,  all  trusting  implicitly  in  Santa. 
He  also  brought  the  Orphans'  Asylum  children  to  the 
store,  fifty-nine  of  them.  This  was  a  great  treat  for 
them  also. 

"On  'Christmas  eve  he  visited  the  hospital  with  a 
toy  for  each  nurse  and  each  patient.  They  had  a  great 
time  with  him,  and  as  the  matron  said,  they  'just  cut 
loose  and  had  a  regular  frolic. ' 

"Our  holiday  season  was  the  best  ever.  People 
seemed  to  have  plenty  of  money,  and  were  liberal  in 
their  buying  in  all  lines — toys,  cutlery,  plated  ware, 
cooking  utensils,  tools,  art  brass  work,  etc." 

Argninents  for  Early  Buying. 

Here  are  some  paragraphs  which  can  be  featured 
in  newspaper  advertisements  to  urge  customers  to  buy 
early : 

OnJy  Twenty-Seven  Shopping  Bays  Until  Christmas. 

Gift  buying  has  begun  in  earnest.  Early  selling  activity 
promises  an  extremely  successful  season.  Each  clay's  delay 
means  less  of  the  pleasure  that  attends  Christmas  shopping. 

Now  there  is  more  time  for  leisurely  selections,  now  as- 
sortments are  at  their  best,  now  the  individual  preferences  of 
those  to  be  remembered  may  be  more  thoughtfully  consid- 
ered, now  there  is  ample  time  to  choose  from  the  exclusive 
novelties  that  seldom  last  beyond  the  first  few  weeks  of  the 
selling  season. 

This  one  pcsitive  assurance  we  wish  to  leave  with  every 
one  buying  or  receiving  a  gift  from  our  lines  of  Christmas 
merchandise — the  quality  standard  of  this  store  has  been  so 
rigidly  maintained  that  eveiy  article  stands  forth  as  the  best 
of  its  kind — distinctive,  exclusive,  and  notably  excelling  in 
intrinsic  merit. 

Two  Weeks. 

from  to-day  we  peep  into  our  stockings!  Two  weeks  '  of 
great  activity  everywhere!  The  busiest  time  of  the  whole 
year — and  the  happiest  time!  Thus  far  our  holiday  business 
has  been  vastly  greater  than  in  any  former  December. 

Can  you  come  early?  During  the  next  two  weeks  our 
store  will  be  taxed  to  the  limit  in  the  afternoons.  You  can 
help  by  shopping  early  in  the  day — and  get  more  enjoyment 
out  of  it  yourself.    To  finish  right  yiOu  must  start  right. 

Thr  Pleasure  in  Gift-Givinfj  Lies  in  Great  Measure  in  Having 
Made  the  Eight  Selection. 
Shopping  now  offers  this  advantage.  Delay  means  the 
hurried,  tiresome  and  frequently  disappointing  experiences 
that  are  inevitable  in  the  days  immediately  preceding  Christ- 
mas. 

Gift  purchasers  will  find  nothing  lacking  in  their  re- 
quirements from  any  of  our  other  Christmas  stocks.  In  every 
article  tliere  is  that  which  makes  the  gift  from  this  store 
tiighly  appreciated. 

Again  we  would  emphasize  the  wisdom  '>f  shopping  now 
and  early  in  the  day. 

A  Lot  Remains  to  Be  Done  These  Next  Nine  Shopping  Days. 

Please  carry  small  parcels  now,  if  you  will.  It  means 
a  finer  care  and  attention  to  your  larger  ones. 

Those  who  have  adopted  the  new  plan  of  shopping  the 
very  first  thing  in  the  morning,  many  of  them  beginning  at 
8  o'clock,  must  find  that  it  pays  well  and  is  pleasant,  for 
the  number  is  increasing  with  astonishing  rapidity. 

A  dollar  goes  much  further  at  half  pa-st  eight  in  the 
morning  than  it  docs  at  half  past  three  in  the  afternoon,  be^ 


cause  one  has  more  time  to  consider  carefully  the  spending 
of  that  dollar. 


WASHING  MACHINES  PRACTICAL  GIFTS. 

Christmas  time  is  almost  here  and  the  question  that 
is  puzzling  almost  every  one  is,  "What  shall  I  buy 

 •?"    A  gift  for  mother  is  generally  the  hardest  to 

select.  Nothing  is  too  good  for  her  and  yet  there  are 
so  many  good  things  on  the  market  one  does  not  know 
just  what  to  buy.  Anything  that  will  save  her  labor 
in  her  household  duties  is  always  acceptable.  What, 
then,  would  make  a  nicer  gift  than  a  washing  machine? 
Hardware  merchants  should  feature  these.  There  are 
several  makes  of  electric  and  water  power  machines 
on  the  market,  any  one  of  which  should  make  an  excel- 
lent line  for  Christmas  trade. 

Every  woman  dreads  sweeping  day.  To  wield  a 
broom  for  half  the  day  and  then  dust  for  the  other 
half  takes  all  a  woman's  strength.  Vacuum  cleaners 
do  away  with  all  the  back  aches.  They  are  made  in 
various  sizes,  from  the  small  hand  machine  to  those 
worked  by  electricity.  Even  the  hand  power  machine 
does  not  require  nearly  the  exertion  a  broom  does. 
Then,  again,  the  vacuum  cleaner  does  away  with  the 
dusting.  These  make  ideal  gifts  and  while  their  first 
cost  may  seem  large,  the  money  is  soon  redeemed  in 
labor  saved. 


TOOL  CHESTS  AS  PRESENTS. 

The  Aikenhead  Hardware  Co.,  Toronto,  recently  held 
a  special  tool  chest  sale.  One  whole  window  was  filled 
with  sets  of  different  sizes  and  the  line  generally  was 
featured  for  a  short  time. 

Hardware  men  all  over  the  country  would  do  well 
to  follow  this  firm's  example  at  this  season  of  the  year. 
To  the  man  who  has  a  work  shop  in  his  home  and  who 
likes  to  potter  around  with  tools,  a  good  outfit  makes 
a  most  acceptable  gift.  The  cost  of  goods  is  soon  made 
up  in  the  money  saved  by  the  man  of  the  house  doing 
the  work,  instead  of  paying  for  a  mechanic.  Then, 
again,  in  a  chest  there  is  a  place  for  each  separate  and 
distinct  tool  and  this  means  a  lot  to  the  busy  man,  who 
cannot  afford  the  time  to  hunt  all  over  when  he  wants 
a  certain  article. 

The  leader  shown  by  the  firm  was  an  outfit  that  re- 
tailed at  $48.50.  The  chest  contained  all  high-grade 
tools,  including  1  Maydole  hammer,  1  Stanley  plane, 
1  Sargent  square,  2  saws,  Clark-Brown  expansive  bit, 
1  Chesterman's  metallic  measuring  tape,  1  Yankee 
automatic  drill,  several  screw  drivers,  Starrett  hack 
saw  and  a  host  of  others  to  the  number  of  84. 

A  similar  outfit,  but  containing  only  49  tools,  sold 
for  $30,  and  another,  with  23  tools,  sold  at  $12.50. 


LAMPS  AT  CHRISTMAS  TIME. 

If  you  have  not  already  got  some,  why  not  stock  a 
few  table  reading  lamps — say  half  a  dozen — for  Christ- 
mas sale?  Don't  buy  them,  however,  and  not  make 
good  use  of  them.  The  best  method  to  effect  their  sale 
is  to  connect  them  up  in  your  window  and  have  them 
lit  up  at  night.  In  this  way,  not  only  the  lamps  wiU  be 
in  evidence,  but  the.y  will  cause  the  other  goods  in  the 
window  to  be  seen. 

AVhen  Christmas  time  comes  round,  the  women  leave 
the  children  at  home  and  come  down  town  at  nights, 
and  if  they  see  a  nice  window  display,  if  the  store  is 
not  open  at  night,  they  will  come  back  in  the  day  time. 
Therefore,  it  behooves  the  merchant  to  make  good  win- 
dow displays  if  he  would  get  the  business. 
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SELLING  LIGHTING  FIXTURES. 

By  W.  J.  Illsey 

Most  hardware  merchants  have  fouiul  lighting  fix- 
tures a  profitable  line,  and  one  which  is  quite  a  part 
of  their  goods.  To  make  more  out  of  these  lines  does 
not  require  a  deal  of  labor  nor  expense. 

As  to  the  selling  of  coal  oil  lamps  the  work  is  easy. 
Your  stock  should  be  governed  by  the  demand,  which 
is  usual  in  a  larger  or  smaller  community.  Do  not, 
however,  think  that  because  you  sell  lamps  that  people 
will  coiru'  to  you  for  them.  Regular  patrons  of  your 
store  will  buy  from  you  when  they  want  anything  in 
the  line,  but  this  is  only  a  small  part  of  what  you  can 
sell  if  you  make  good  window  displays  and  use  your 
local  newspaper  advertising  {)roperly. 

Lamps  are  easily  made  into  a  good  window  display. 
Make  a  background  of  hanging  lamps,  and  l)uild  up  a 
series  of  steps  on  which  to  place  larger  hand  lamps. 
Against  the  back  screw  u\)  bracket  lamps,  etc.  On  th  ' 
bottom,  and  to  the  front  of  window,  show  smaller  han;l 
lamps,  burners,  wick,  chimneys,  reflectors,  and  f^iv;- 


Holiday  Display  ai  iaiigoil  by  C'ha.les  Byford  for  G.  A,  Biniis,  Ncwniai-ket 

prices  on  most  lines  displayed.  A  good  background  for 
such  goods  is  made  of  dark  green  or  black. 

If  showing  electric  lighting  fixtures  the  same  plan 
can  be  carried  out,  or  if  only  a  limited  stock  is  carried 
of  each  mix  them  togetlier.  Rhow  electric  reading 
lamps,  bulbs,  extension  cords,  and  your  samples  of  fix- 
tures should  be  wired  and  lighted. 

Show  Lanterns  Alone. 

The  early  fail  always  shows  an  increase  in  the  sale 
of  lanterns,  especially  in  farming  districts.  Have  your 
stock  come  to  you  early.  Ojieii  them  up  and  make  a 
full  window  display  with  good  [)ainted  cards  telling 
what  quality  they  are,  the  price  and  why  every  man 
should  have  one.    SomewMiat  in  this  strain  wnll  do : 

"No  Wind  Strong  Enough  to  Blow  Out  Our  Bli/.zard 
Lantern.    Price  each  75c." 

Or,  "Your  Barn  is  Safe  and  You  Have  Lots  of  iiigiit 
if  You  Use  Our  Cold  Bla-st  Lantern.    Kadi  7r)c."' 


Or,  "Prudent  People  Demand  the  Safest  Lantern. 
Our  'Ironclad'  is  the  One.    Special  price,  $1.00  each.'' 

Fill  your  window  full  up  with  nothing  but  lanterns, 
lantern  globes,  burners  and  wick.  Use  a  background 
and  bottom  of  dark  material  and  advertise  freely  the 
lantern  you  are  selling.  Tell  why  you  sell  it,  why  it 
is  the  most  economical  and  safest  and  make  plain  the 
fact  that  your  price  is  marked  .just  as  close  as  a  good 
article  can  be  sold  for. 


A  MOVING  CHRISTMAS  DISPLAY. 

By  A.  O.  Smith  in  Hardware  Dealers'  Magazine 

During  the  last  holiday  season,  the  writer,  desirous 
of  getting  up  something  out  of  the  ordinary,  designed 
and  built  a  revolving  display  stand  which  is  reprodnced 


Device  for  JlovinK  I'ieUue  Display 

herewith.  As  a  moving  disjtlay  is  always  far  more 
attractiv(>  than  one  that  is  stationary,  other  hardware 
window  tri miners  may  desire  to  construct  a  similar 
device. 

An  old  spring  clock  movement  was  obtained  and 
converted  into  a  weight  movement.  Two  10-inch  jelly 
j'ans  were  soldered  bottoms  together,  thus  forming  a 
pulley  for  the  belt.  These  pans  were  then  soldered 
(centre)  to  the  main  shaft  of  the  clock,  then  two  fi-inch 
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j)ie  pans  were  soldered  in  tlie  same  way,  and  in  ciit- 
ting  lT,/;-ineh  hole  in  the  centre  and  fastened  on  the 
li/4-ineh  gas  pipe  witli  two  lock  nuts.  The  lower  end 
of  the  main  upright  shaft  was  fitted  with  a  piece  of 
steel  drawn  to  a  point  and  set  in  a  bicycle  ball  cup  so 
there  is  no  friction.  This  upright  pipe  passes  through 
the  tloor  of  the  Avindow  and  at  this  point  a  collar  con- 
taining halls  is  placed  around  the  shaft  to  lessen  the 
friction.  The  pipe  extends  about  6  inches  above  the 
tloor  and  on  the  end  of  this  pipe  use  a  header  reel  hub 
and  bolt  it  to  the  main  frame  of  the  stand,  thus  mak- 
ing a  socket  for  the  pipe  and  a  bearing  for  the  display 
stand. 

This  display  stand  is  made  in  a  pyramid  style,  fast- 
ened to  a  2  X  4-inch  frame  which  is  6  feet  long.  The 
sides  of  the  pyramid  are  4i/2  feet  long,  made  of  1  x  4 


able  to  put  in  its  place  fish  line  spool,  thus  making  a 
drum  on  which  to  wind  the  weight  cord.  One  may, 
by  using  small  screw  pulleys,  take  the  weight  to  any 
convenient  place  you  like.  You  may  think  this  stand 
too  large  to  run  by  weight,  but  it  was  run  successfully 
with  a  24-pound  weight. 

This  window  proved  a  success  and  is  well  worth 
one's  time  in  arranging  it,  and  will  prove  a  good 
window  at  any  season  of  the  year.  If  you  have  looked 
for  something  different,  try  this — it's  a  winner. 


THEY  WANT  HARDWARE  STORES. 

Hardware  stores  are  Avanted  in  Saskatchewan  at  the 
following  towns :  Atwater,  Ebenezer,  Gerald,  Run- 
nichy  and  Yarbo.    All  information  can  l)e  secured  by 


material,  and  to  these  are  attached  five  shelves  all  cut 
on  mitre  to  fit  the  1x4  pieces.  Bunting  can  be  draped 
from  the  ceiling  to  the  top  of  the  stand  and  bells  can 
be  hung  on  the  top  or  bottom  and  made  to  ring  every 
time  the  stand  revolves.  On  this  stand  can  be  dis- 
played many  small  articles,  and  in  fact  many  that  are 
not  so  small,  for  the  staiul  is  strong  enough  to  carry 
several  hundred  pounds.  As  tiiere  is  so  little  friction 
it  takes  but  a  vei'v  little  largiM-  weight  to  run  it  when 
it  is  loaded  liea\'ily.  Tiie  stand  is  |)ainteil  hhiek  iuul 
given  decorations  to  suit  the  eye. 

Passing  l)ack  to  the  clock  part,  we  used  No.  24  stag- 
ing for  the  belt  from  the  lO-inch  to  the  6-inch  .jelly 
pans,  and  tiiis  staging  passes  once  and  a  half  around 
till'  piillev,  thus  in-eventing  slipping. 

In  rcMKiviiig  the  main  spi-ing  from  the  clock  we  were 


writing  to  the  Secretary  of  the  Board  of  Trade  in  the 
town. 

Prince  Rupert,  B.  C,  wants  a  wholesale  hardware 
house.    Write  the  President  of  the  Board  of  Trade. 


DISPLAY  ROASTING  PANS. 

Now  that  C'hristnuis  is  coming  on  and  people's 
thoughts  turn  to  turkey,  it  is  a  good  plan  to  bring 
roasting  pans  to  the  fore.  Mention  them  in  your  ad- 
vertising and  make  a  window  display  or  two. 

Baking  litensils  and  pie  plates,  for  the  good  old 
pumpkin  pie,  also  should  be  pushed. 


J.  S.  Chadi)urn,  of  the  sales  staff  of  the  Gillette 
Safety  Razor  Company  of  Canada,  ]\ronti-eal.  was  mar- 
ried last  month. 
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Holiday  Advertising 

By  S.  M.  L.  Pica 


Armstrong,  Smyth  &  Dowswell,  Ltd.,  Regina,  Sask. 
— 4-in('h  single  column  ad.  If  tliere  is  any  defect  in 
this  advertisement  it  is  in  the  crowded  condition  of  the 
firm's  name.  Note  the  contrast  between  this  and  the 
upper  lines  of  the  advertisement.  The  advertisement 
is  on  the  whole  striking  and  has  the  merit  of  being 
pointed 

Rice  Lewis  &  Son,  Toronto. — The  two  advertise- 
ments were  each  10  inches  deep  and  single  coluum  in 
width.  Both  were  striking,  pointed  and  well  arranged. 
The  cut  glass  advertisement  is,  of  course,  the  better  of 
the  two  and  both  have  the  merit  of  quoting  prices. 
Either  advertisement  might  serve  as  a  good  sample  of 
an  advertisement  of  the  kind. 

Worsells,  Goderich. — 9  inches  deep  by  ;}  columns 
wide.  This  is  a  well-balanced  and  an  attractive  adver- 
tisement and  advertises  a  timely  list  of  Christmas  pres- 
ents. The  advertisement  would  have  looked  better  if 
the  rules  over  the  top  line  had  been  left  out.  It  is 
always  well  to  leave  out  from  advertisements  anything 
which  tends  to  detract  from  the  essential  features  of 
the  advertisement. 

Bridge  Bros.,  Thessalon,  Ont.--13-inch,  3-column  ad- 
vertisement. It  is  one  of  the  best  advertisements  in 
the  group.  The  type  is  fairly  modern  and  the  arrange- 
ment of  the  list  of  goods  advertised  is  excellent.  The 
prices  are  exceptionally  well  brought  out.  The  pieces 
of  rule  on  either  side  of  "Quality  and  prices"  at  the 
bottom  of  the  advertisement  might  well  have  been  left 
out.  They  serve  no  purpose  except  to  detract  from  the 
display  line.  Possibly  it  would  have  been  improved 
had  the  two  fancy  pieces  been  left  out. 

H.  H.  Otton  &  Son,  Barrie,  Ont. — 10  inches,  3  columns 
wide.  Gives  a  well-selected  list  of  articles  to  be  found 
in  the  store  suitable  for  Christmas  presents.  The  prices 
are  well  brought  out  and  the  arrangement  is  on  the 
whole  good.  If  the  first  column  in  the  advertisement 
had  been  moved  to  the  other  side  and  the  cut  of  the 
sweeper  placed  at  the  bottom,  possibly  the  appearance 
of  the  advertisement  might  have  been  improved.  A 
larger  line  on  the  top  of  the  advertisement  would  also 
have  added  to  the  improvement  of  the  advertisement. 
This  larger  line  could  have  been  accomplished  by  plac- 
ing the  top  line  somewhere  else  and  making  a  larger 
line  of  the  words  "useful  Christmas  presents." 

R.  T.  Johnstone,  Acton. — 2-column  advertisement,  8 
inches  deep.  Its  arrangement  was  very  neat  indeed 
and  the  wording  first  class.  The  type  modern  and  the 
border  in  good  condition.  It  too  often  is  not  the  case, 
many  of  the  borders  in  the  group  being  badly  worn. 

Buchanan's  Hardware,  Moose  Jaw,  Sask. — 2-column, 
5-inch  advertisement.  The  cut  of  the  skate  is  hardly 
strong  enough  for  the  advertisement,  although  it  could 
have  been  made  prominent  had  it  not  been  surrounded 
by  type  which  somewhat  overshadowed  it.  The  adver- 
tisement would  have  been  strengthened  luul  prices 
been  named. 

Anderson  &  Warnock,  Vancouver.  B.  C — 2  columns 
by  41/2  inches.  Being  on  news  print,  the  cut  of  this 
advertisement  does  not  show  up  very  well.  Otherwise 


the  advertisement  is  a  good  one,  being  well  balanced 
and  possessing  the  merit  of  good  prices. 

Nicholson's,  Toronto. — 2-column,  7-inch  advertise- 
ment. This  advertisement  certainly  impresses  on  the 
reader  the  suitability  of  razor  blades  as  Christmas 
presents.  Had  the  word  "for"  on  the  top  of  the  ad- 
vertisement been  omitted  and  the  reading  matter  re- 
ari-anged  slightly  the  advertisement  would  have  been 
im  proved. 

Wingold  Stove  Co.,  Winnipeg,  Man. — 2-column,  3i/^- 
inch  advertisement.  This  advertisement  is  somewhat 
marred  by  the  poor  illustration.  If  the  advertisement 
had  been  allowed  to  occupy  a  little  more  space  it  would 
have  added  to  its  attractiveness. 

Nelson  Hardware  Company. — 2  columns,  31/2  inches. 
A  well-balanced  and  attractivf;  looking  advertisement. 
The  effectiveness,  however,  would  have  been  very  much 
improved  had  prices  been  named.  If  there  is  any  time 
when  pries  should  be  named  in  an  advertisement  it  is 
during  the  Christmas  holiday  season. 

J.  R.  Hambly,  Barrie. — 3  columns,  6I/2  inches.  This 
is  no  doubt  an  advertisement  which  effected  sales.  The 
fact  that  the  advertiser  was  able  to  announce  that  he 
had  goods  in  stock  which  had  been  purchased  at  a 
discount  of  25  per  cent,  doubtless  interested  the  read- 
ers of  the  paper.  Taking  all  around  the  advertisement 
is  a  fairly  good  one. 

James  S.  Neill,  Fredericton. — 3  columns,  6  inches. 
The  top  line  of  the  advertisement,  no  doubt,  arrested 
attention  and  the  words  "what  shall  I  give  sister, 
brother,  mother  and  father"  had  the  merit  of  sugges- 
tion. The  effectiveness  of  the  advertisement,  however, 
for  the  purpose  of  selling  goods,  was  minimized  by  the 
absence  of  prices. 

Johnson  Bros.,  Boissevain,  ^[an. — 3  columns,  101/2 
inches  deep.  This  is  an  exceedingly  attractive  adver- 
tisement and  one  of  the  best  in  the  group.  The  prices 
have  been  also  invariably  mentioned  and  the  reading 
matter  excellent. 

St.  Mary's  Hardware,  Limited. — 3  columns  by  9 
inches.  There  is  no  reason  why  this  advertisement 
should  not  have  sold  goods.  The  arrangement  was  on 
the  whole  good.  The  use  of  rather  larger  type  at  the 
top  and  bottom,  however,  would  have  increased  its 
attractiveness. 

Drake  Hardware  Co.,  Victoria. — 'Single  column,  4 
inches.  Among  the  small  advertisements  in  the  group 
this,  in  my  opinion,  is  the  best.  It  is  well  balanced  and 
the  best  possible  use  made  of  the  limited  space.  It  is 
a  good  model  advertisement  for  the  size.  Larger  space 
would  have  made  the  advertisement  much  more 
effective. 

The  Saskatoon  Hardware  Co. — Single  column,  7' 2 
inches.  This  is  an  advertisement  which  would  catch 
the  eye.  The  reading  matter  is  of  such  a  character  as 
to  suggest  to  the  public  the  advisability  of  getting  a 
heater  for  the  purpose  named — to  keep  the  house  warm 
until  the  very  cold  weather  sets  in. 

F.  Lenahan  &  Co. — Single  colunni.  9  inches.  As  an 
advertisement  for  stoves  it  is  a  good  one.  The  word- 
ing is  good  and  the  arrangement  on  the  whole  excel- 
lent. It  would  have  been  better,  however,  had  the 
advertisement  been  confined  to  stoves  only  and  not 
furniture  and  shot  guns  brought  in.  It  is  better  not 
to  attempt  to  preach  two  sermons  at  once  on  two  dif- 
I'l  icnt  sulijects.  They  are  not  as  effective.  It  is  the 
same  in  advertising. 
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r.n.i..ETTE 

RAZOR 
SETS 

(111*  I'nrkrt  Ulll.nr 
N-iM.-  Kaff.  fr..,n 
 $100  op 


AfnutroQg,  Smftb 
&  OowiweU,  Limhcil 

g?HAJU>WAitI  ?T 


Xmas  Gin 

CUT 
GLASS 


SKATES! 

NOW  tS  THE 

TIME 


W«  tUTc  th«  aice«t  u- 
•ortmcat  la  tbe  Cixy 
tMufbt  direct  from  tbt 

Mamiiibcturen 

OUR 

Prices  are  Right 

ASK  TO  SEE  OUR 
NEW 

AnkJe  SuppOf^ 

Lstnt  uuS  BeU  oo  tk« 
MiJkrt 


SASKATOON 
Hardware  Co. 


Candrntlcki  I 

rrtplPlO  !•  I  S  pr  I 

Wrtling  Sflti 

t'tm  (4  00  t*  tM  I 

Bcok  Standi  | 

I  Flowgr  Baskita 

t^m  II  00  t«  WiOO  ! 

Jirdlnltrts  t 

r>«a  UMtituoo  I 
Fin  PtCi 

frM  UM  I*  u  00  : 

Stnoktr  S«ts  \ 

frMlSOOutlOOO  i 

Tobacco  Jan  ! 
and  Ash  Tnyt 

Irwm  kJt  \»  l*M  '■ 


^XMAS  PRESENTS;£k: 

Our  Stock  I*  Vopy  Large,  and  Everything 
at  ttio  Lowest  Prioe. 

0UN5  AND  RIFLES 

ssjitrsc***- " — 

QLoves  AND  nrm 

POOceX  A«0  JACK  KNIVES 

1047  Hoxera  Cutlery 

^^^^^^^^^^  0«t  a  Carpel 

II  It'*  Hardware  or  Stovci- 

uinDCci  1  c  "VERt^  OPE'' 

SEASON'S        nlllf^rl  1  ^     evERv  Nicmr 
OQeexiNos        IffUIIULLLU       riuLgp.  m. 

YOV  u.tr  ■  ini.l.lr  if  ,011  thinL  •  Mj.d-t.rt  Srore  Ij  dull  M-l  »tupid  — oo-  or  .1 
»0j  liinr.  A  ff«  mif.iiirs  in  ,-uf  Siore  will  ronvinre  jou  wt  hire  a  t«r(te  lad 
»sned  ttiKk  of  appri'prioti;  t'lirialnin  'ii(r«.  Shoppers  uro  mide  welcome  to  ilic 
frerst  iorprrtinn  Oi"  nur  stwk  regtrillesa  of  irheihi  i-  (ir  no  rhiy  miv  ri-iidf  to  buy. 


HePfl  nre  a  few  Suggeslions  of  the  Truly  Good  . 

Skntes 


Pocket  Knives  ^} 
5*^  to  1.25 


Carving  Sets 

1.00  Set  to  6.00 


5oc  to  5.00  j 


!  up 


Chafing  Dishes 


Scissors  and  Shears 
6.00  each  \  ^■"O 

'""'^"'■^ s"^  MCh  j  ""TSotOJ.So 

Razors  ■  Sad  Irons  f.?/";i.'"l,«t:"'. 

J      '  i.oo  to  2.50 

1.00  up  to  5.00  ^ 

Fancy  _Lamps  ^  f  .j...v.  j.^j.. 

.Mi...'-»4.,..A^  I  up  to  6.00 

I  so  up  to  s.oo  ■ 

Silverware  [  '"'iS.™".)^,**,^'"'... 


up  to  8.00 


t.Si  to  3.50 


'^p-idp  Ihfu       bive  olber  Dew  sod  novel  trticle*  ttrj  loiuble  for  Gifl», 
rat  li»  ogrcL  rouB  to  otm*.  but  we  like  to  ehow  tben . 
  QUALITY  ANO  PRICES  =i 


OPEN    BVENIWQS    C.NT»L  CgHISTMAS 

BRIDGE  BROS. 

The  LBADINO  HARDWAgE    -  THESSALON,,Ol»t. 


OUR  STORE  IS  FULL  OF  THE  MOST 

USEFUL  CHRISTMAS  GIFTS 

=— ^ 


H.  H.  OTTON   &  SON 

Pive  POINTS  MABDWAOE  stobe 


'5b'«bdfciifei*t**tfi3da3dJBbcft*dRidi 

Your  Friends! 


SKATING 


'wsl  Wimn  pntet  vt  m  «idi  (Mt  Ii 

Automobile  Skat^e 


HERe  IT  [5. 
Aa<  il  b  biUa  t)  auy  mmb  tkii  im  «tJw  n*<t.  hnida 
bciK  riTMCcr.   Wc  tlM  MMd  MM  tkii  tkjtt  «itb  m  OmIdU 
gtumtm  r«r  Mi  T«r  •pkil  brukcit    li  tiiHim  wt  tmi  ttw 

LADIES'  AUTO  ARCTIC  SPECIAL 

ACME  REGAL  VELOX 


t  *f  liKttT  uid  plaiu 


BUCHANAN  S  HARDWARE, 

SiCMiut  IB  G    K.  SRITH. 


Be  Giinf  ortable  in 
the  Early  Fall 

A  Portable  Git  HeaUf  WDI  Bdp 

Y«i, 

A  good  one  (or   |1£0 

A  bigger  one  for   «.(» 

A^r-right  HcsTcn.  tZ2b  to.  ISJM 
Op(n-Cr»ie  Stovei  T  JO  lo  IIS.DQ 
0»k  Hettcn  for  wood  or  coil. 
»3  00  to  ^UM 

Anderson  &  Wamock 

Vtncou»er  Hud  wire  Store 

tjlt  Pender  Si.  btt*een  Cnn- 


%  For 

iGillett  Razor 
Blades 

ind  GtUtti  Riwrs  o(  ill  ktndi,  Indud- 
tag  the  GnnbiiMtion  Seu.  Gold  And 
Stiver  Cues  for  preaenlatloQ  purposca 
ind  pocket  lizea.ttumenol  Toronto  "rtll 
lind  our  store  equlppfd  wHh  every  nrw 
feature  the  Gillett  factory  inlroduct*. 
Okir  Bladu  are  alwavi  Ircsh  Irom  the 
faciorf.  We  xikt  advantage  of  getting 
the  latest  cnaxiufactured. 
In  order  to  uvc  time  and  make  "urc  of 
genlng  the  right  thing,  whenever  you 
think  of  GlUett  Raiora,  think  of 

Nicholson's 

Cutlery  Store 


C«r«iBg  Seu,  nfulir  piiti  fioni  |i  JO  10  »9«o,  (or       ■        -  79c-  to  SA  OO 

T«bU  »94  T«  Koivtt  tod  Fotki,  ftom  .  .         .  SI-SO  to  SS.OO 

Buli«>  Ki>i>M,  ?•'  Knot!.  Fruit  SpooDi.  CiV«  tndiCold.Uul  Foikt  *i  pnct* 


Skates  and  Hockey  StickB 


;  J,  R.  Hambly  : 


The  Holiday  Season 

a  isaln  at  tiuii  and  ttie  same  old  question  arls«:  "What  iti»H  I  oive  Slitcr,  BttV)^, 
gotNr  uWFttherr  Why  not  let  us  help  you  sol*9  th«  (woblem? 

Hre  ire  4  'ew  0'  the  mviy  arllcle)  that  may  ht  hag  at  our  store: — 


SCISSORS 

SCISSOR  sffrs 

LIOtES'  COMPANIONS 
ifOCKCT  KNIVES 
IsHFCTY  RAZORS 
•TllBLE  SILVERWARE 


TABLE  CUTLEflr 
SILVER  TRSTS 


SKATES 

'sleds 


SILVER  TEA  SERVICES        ■  HOCKET  STICKS 


GRANITE  WARE 


I  MEAT  CHOPPERS 


FISH  KNIVES  ANO  FURKS  \  ASBESTOS  SAO  IRONS 
CUT  GUSS  i  BRASS  ANDIRONS 

NICKLE  TEA  (.  COFFEE  POTS;  SPARK  GUARDS 
And  numeroiw  other  articles. 


Um(uI  presents  a/e  otpreciated  by  all.  We  Invite  you  tg  come  and  loev  0 


JAMBS  S.  NEILL 

FREDERICTON'S  BIG  HARDWARE  STO*' f 


Christmas  Gifts 
To  Use- 
Not  To  Play  Wilt,. 


Johnson  Bros. 


Hn4  Stmtt  Uh* 


OJf  f)«M  mjBV  RK» 
Din  fWiHt  lor 
eirtiwn  eifti 
e*HaM  Sn  CNa 


rtockcy  Skates. 


'something  for  the  younger  roLHS 


Hoosekeeptrsl ! 


KMUtt  tt  II.  Wl* 

It.  Mi«n  ti  t«  tM 


DRAKE 

HAWDWAM  COIf»AI« 


ST.    MAHVe   HARDWARE  LIMITED. 


HEK  Ol'i'lisni-;  I'M.V,  VOH  ClIIIICIliM  OK  .M)()\K  AUS. 
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CANADIAN   IIAIx'l)\VAI{K   AM)   ST()\K  .JOII.'XA  I>. 


PERSONAL  LETTERS  WIN  HOLIDAY  TRADE. 

Effective  Methods  Employed  by  a  Minneapolis  Firm 
Nine  Days  Before  Christmas 

Tlie  effect ivcnt'ss  of  personal  letters  as  a  means  of 
advert isiiifT  at  any  season  of  the  year  was  shown  by 
an  (Miterprisirifj  hardware,  furniture  and  liarness  dealer 
at  Jasper.  Minn.,  hist  year,  who.  aceordiiifj  to  an  ex- 
elianfre.  {;r(>atly  increased  his  trade  in  Christmas  thin<j;s 
by  a  judiciously  worded  letter  which  was  mailed  to 
customers  and  ought-to-be-customers  just  nine  days 
Ix'fore  Christmas. 

(i.  Friedrich  is  the  dealer.  His  letter  wa.s  neatly 
printed  on  his  own  stationery  and  the  letters  resembled 
tyjx'written  ones  very  closely.  The  letter  read  as 
follows : 

Jaspor,  Dec.  l.j,  1910. 

Dear  Friend:  There  are  but  nine  days  left  in  which 
ti>  do  your  Christinas  shoppings,  and  you  may  be  one  of  those 
who  have  found  it  difficult  to  make  a  satisfactory  selection 
of  the  various  articles  yoii  wish  for  gift  purposes.  We  are 
in  a  position  to  assist  you  in  this  important  work  and  invite 
you  to  make  a  critical  inspect'on  of  the  very  excellent  stock 
of  Holiday  (!ift.  Goods  we  have  on  display  at  our  store.  You 
doubtlesis  desire  to  remember  your  friends  with  a  gift  that 
will  l)e  appreciated  and  one  that  will  also  render  them  ser- 
viceable use.     Wc  have  that  kinik 

We  have  never  liefore  been  in  a  position  to  supply  your 
holi<lay  wants  so  completely  and  satisfactorily  as  at  present. 
In  our  liardvvare  de])artment  you  will  find  many  articles  that 
will  delight  any  member  of  the  family,  while  "^ur  silverware 
department  contains  goods  that  will  especially  please  the 
ladies.  Another  feature  of  which  we  ai'e  particularly  proud 
is  our  newly  a<lded  furniture  department.  Here  we  are  able 
to  offer  some  of  the  choicest  l)argains  in  nifty  and  u{)-to-dato 
furniture  ever  shown  in  the  \illage. 

Our  stock  comprises  too  great  a  variety  of  goods  to 
allow  of  ciuiineration  in  this  letter,  but  we  enclose  a  card  of 
Christuias  suggestions  which  you  will  find  useful.  The  list 
in(dudes  suitable  gifts  for  father,  mother,  brother  or  sister, 
and  our  prices  are  most  reasonable.  Come  in  and  let  us 
;issist  you  with  this  ix'rlcxing  question.  Our  best  effort  is 
at  your  command. 

Yours  for  a  Merry  Christmas  and  a  Happy  New  Year. 

G.  Friedrich. 

Accompanyiiifi  the  h-tter  was  a  card,  nine  by  three 
and  a  (puirter  inches — just  the  right  size  to  fit  into  a 
large  envelope — which  contained  a  list  of  Christmas 
suggestions  for  all  members  of  the  family.  This  list 
was  as  follows : 

Suggestions  for  Useful  and  Valued  Christmas  Gifts. 

Hardware  Ijine. 


.Majestic  Steel  Ranges. 
Hound  Oak  Steel  Ranges, 
(^uick   Meal   Steel  Ranges. 
Reed's    S<^lf-Basting  Knamele( 

Roaster. 
Savory  Steel  Roaster. 
Carpenter  Tools. 
Hoys'  Tool  Sets. 
Express  Wagons. 


Ice  and  Roller  Skates. 

Safety  Razors  —  Gillette,  Gem, 

Keen   Kutter,    Enders'  and 

.\uto-Saarp. 
Guns  and  Ammunition. 
Embroidery  Scissors. 
Nut  Cracks. 
Air  Rifles. 
Sad  Irons. 


Silver  and 

Serving  Dishes. 

Cream  and  Gravy  Ladles. 

Salad  Forks. 

Cold  Meat  Forks. 

Pickle  Forks. 

Pie  Forks. 

Perry  Spoons. 

liutter  Knives. 

Sugar  Shells. 

Chafing  Dishes. 

Fern  Dishes. 

Clocks. 


Nickel  Plated  Ware. 

Knives  and  Forks  Sets. 
Cake  Trays. 
Tea  Sets. 
Child's  St>ts. 
Cake  Baskets. 
Crumb  Trays. 
Syrup  Pitchers. 
Parlor  Lamps. 
(Coffee  Pereolaters. 
Salt  and  Peppers. 
Smokers'  Sets. 

Tea.  Dessert  and  Table  Spoons. 


Furniture  Department. 
Kitclien  Cabinets — 6  Styles.  China  Closets. 

P.edrooin  Suites. 
Davenports. 
( 'ouches. 
I'ook  Cases. 

Writing  Desks,  mission  and  oak 

finish. 
Centre  Tables. 
l<il)rarv  Tables. 


.Music  Cabinets. 
Chiffoniers. 
Chairs  anil  Rockers. 
Pedestals. 
Tabc  urettcs. 

Framed  Pictures — Hepia  finish 
— from  .50  cents  to  $2.00. 


The  Warner  Hardware  Company,  of  ^linneapolis, 
was  also  very  successful  in  using  a  personal  letter,  ac- 
comj)anied  by  a  booklet  containing  gift  suggestions. 

Five  thousand  of  these  letters  and  booklets  were 
mailed.  A  great  many  of  the  letters  were  personally 
signed  b.y  Leon  C.  Warner,  president  of  the  company. 
Hundreds  were  also  signed  by  other  members  of  the 
firm.  Every  salesman  in  the  employ  of  the  Warner 
Hardware  Company  turned  in  a  list  of  names  of  friends 
and  acquaintances  upon  whom  he  thought  he  could 
count  for  some  patronage.  The  letters  sent  to  the^c 
people  were  .signed  by  the  different  salesmen  who  sug- 
gested the  names. 

One  of  the  salesmen,  it  happened,  had  been  in  Min- 
iu>ai)olis  only  a  few  weeks  and  knew  only  three  persons 
to  whom  he  could  send  letters.  One  of  these  three 
came  into  the  store  and  made  a  $5  purchase. 

Booklets  were  mailed  to  members  of  the  Minneapolis 
C'lub,  the  Commercial  Club,  the  Publicity  Club  and 
other  similar  organizations.  It  was  not  necessarv  to 
go  outside  of  these  organizations  to  any  extent  to 
obtain  a  list  of  five  thousand  names. 


BRASS  GOODS  FOR  HOLIDAY  TRADE. 

Art  brass  goods,  siicli  as  brass  kettles,  chating  disiies. 
tra.vs  of  all  kinds,  particularl.v  crumb  tra.vs,  percolators, 
baking  dishes,  etc.,  should  be  featured  at  this  season 
of  the  .vear.  The  percolator  is  a  very  strong  line.  It 
has  not,  as  yet,  come  into  its  own,  but  people  who  have 
used  this  article  would  not  for  anything  go  back  to  the 
old  method  of  making  coffee. 

A  good  man.v  hardware  men  make  the  mistake  of 
buying  a  small  (piantit.v  of  brass  goods  and  storing 
them  uj)  on  some  shelf  with  a  lot  of  tin  stuff,  thus  not 
only  detracting  from  the  appearance  of  the  goods  but 
also  causing  the  quality  to  deteriorate.  The  correct 
method  is  to  emplo.v  a  good  silent  salesman,  where  the 
goods  can  be  shown  to  better  advantage.  Some  brass 
goods  are  nickel  plated  and  when  these  are  placed  on 
shelves  with  tin  the.v  inevitablv  dull  and  lower  in 
value. 

In  one  of  the  larger  towns  in  Ontario  there  is  a  hard- 
ware man  who  used  to  get  all  the  business  in  bras<; 
goods.  He  did  not  keep  a  neat,  attractive  stock,  the 
reason  of  his  success  being  that  he  was  the  onlv  one 
handling  the  Vuu\  Two  years  ago  another  hardware 
merchant  started  in  business  across  the  street  from  him. 
He  laid  in  a  well-assorted,  though  not  large,  .stock  of 
brassware  and  displa.ved  it  prominently,  with  the  result 
that  he  is  now  getting  all  the  trade  and  the  older  mer- 
chant has  written  to  the  jieople  whose  line  he  has  been 
handling  stating  that  he  cannot  sell  the  goods.  People 
want  to  go  where  the.v  can  see  a  nice  assortuuMit  atul 
unless  a  merchant  realizes  this  he  Avon't  succeed. 

Th(>  demand  for  "freak"  brass  has  fallen  almost 
etitirel.v  away  and  iieople  now  want  the  more  useful 
ai-tielcs.  By  "freak"  we  mean  all  kinds  of  fancy  stuff, 
such  as  animal  ornaments,  for  example. 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 
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THE  PARCELS  POST  IN  EUROPE. 

A  Stud})  in  Conditions  by  S.  Norvell 

First  consider  that  the  foreign  governments  own  and 
operate  the  railroads,  the  post,  the  telephone  and  the 
telegraph.  Post,  telephone  and  telegraph  offices  are  in 
every  neighborhood. 

In  England.  Scotland  and  Ireland  the  rate  for  a  tele- 
gram is  one  cent  (ha'penny)  a  word.  The  message 
mnst  be  not  less  than  twelve  words.  The  name  and 
addre.ss  are  connted.  This  makes  the  minimnm  rate 
to  the  British  Kingdom  twelve  cents  a  message. 

The  telephone  is  not  as  well  developed  as  Avith  ns. 
The  service  is  slow  and  nnsatisfaetory.  The  low  tele- 
graph rates  have  made  it  more  difficidt  for  the  tele- 
phone. Few  hotels  have  telephones  in  the  rooms.  A 
telephone  in  a  private  residence  is  not  common  as  Avith 
ns.  While  I  sent  many  telegrams,  I  only  used  a  tele- 
phone two  or  three  times  in  Enrope.  What  is  Irne  of 
England  in  regard  to  telephones,  telegraphing  and  par- 
cels post  is  erpially  true  of  Germany  and  France. 

Conditions  in  all  European  countries  may  be  siiuiiiied 
up  as  follows :  The  distances  are  very  short  as  com- 
pared with  US.  From  London  one  can  on  fast  trains 
reach  the  seashore  south,  east  or  west  in  one  to  two 
hours.  It  is  only  seven  hours  by  train  and  boat  from 
London  to  Paris.  In  a  general  way,  it  may  be  said,  that 
in  three  hours  by  train  one  can  go  from  the  capital  to 
any  of  the  provinces  of  a  European  nation. 

London.  Paris,  Berlin,  Vienna,  Budapest,  etc.,  are 
the  social  and  business  centres  of  each  country.  The 
larger  part  of  the  social  and  business  life  is  concen- 
trated in  these  capitals.  All  concerns  and  individuals 
of  any  standing  in  each  country  have  an  established 
credit  and  account  in  the  capital.  They  go  there  per- 
sonally to  shop  or  they  order  by  mail.  Goods  are  deliv- 
ered by  parcels  post.  ]\Iany  retail  stores  deliver  all 
|)urchases  over  $5  to  any  part  of  the  nation. 

In  England  there  are  a  number  of  co-operative  stores, 
such  as  the  "Army  and  Navy."  that  are  owned  by 
their  customers,  who  receive  regular  dividends  of  six 
to  seven  per  cent,  on  their  stock.  Then  throughout  the 
kingdom  there  are  "chains"  of  retail  stores — even  in 
';in;ill  pljices — owned  by  powerful  companies. 

This  system  has  had  the  natural  and  to  be  expected 
vcsuH  (it  concentrating  the  business  in  large  hands  in 
the  gi'eat  centres.  In  the  small  towns  the  stocks  of 
goods  are  very  small  and  consist  mainly  of  stai)le, 
clieap  goods. 

1  visited  many  such  stores  and  the  keepers  told  me 
thcii-  main  i-cliance  was  only  on  the  trade  of  the  poor 
inci'lianic  dv  pmif  laborer  who  had  no  connection  or 
ci'cilit  w  itli  llir  <j.rr;\\  1 II i ■!  n 1 1 II) i i  1 11 1 1  stores.  They  said 
;ill  I  111'  lii'a\  y  runsiiniers — such  as  landed  proprietors, 
iir  iii;i II 11  i'ai'1  iii-iTs — bought  dii'cct  from  the  large  stores 
in  tile  great  centres.  Of  course.  nuM'cbants  in  these 
small  i)laces  did  not  buy  from  each  other,  but  they  also, 
wlien  tlicy  wanted  tilings  not  carried  in  their  own 
stocks,  bought  from  the  large  cities. 

This  centralizat  inn  nf  business  has  made  it  much  siin- 
plci-  to  ronti'ol   ;iii(l    in;inipnl;itc   prices,   especially  on 


the  necessities  in  breadstuffs,  and  so  we  hear  on  all 
sides,  especially  in  England  and  Germany,  serious  com- 
plaints from  the  laboring  classes  of  the  higher  cost  of 
living  without  any  advance  in  wages.  The  recent 
strikes  in  England  are,  as  a  matter  of  fact,  bread 
strikes.  I  see  in  this  week's  papers  a  discussion  in  Ger- 
many in  regard  to  taking  off  the  duty  on  American 
meats  to  relieve  the  situation. 

The  introduction  of  parcels  post  into  the  United 
States  would  revolutionize  our  methods  of  distriliution, 
and  increase  the  cost  of  distribution  by  greatly  increas- 
ing the  number  of  transactions  and  reducing  the  size 
of  orders.  Broken  cases  and  single  item  orders  would 
take  the  place  of  full  cases.  A  hundred  orders  w^ould 
cake  the  place  of  one. 

The  system  would  increase  the  number  of  letters, 
amount  of  postage  and  packages  sent  by  post,  and  so 
delay  the  handling  of  first  class  mail  matter. 

The  Government  Avould  have  to  establish  post-offices 
and  warehouses  not  only  in  every  town,  but  in  the 
larger  cities  in  every  neighborhood. 

It  would  cost  more  because  the  salaries  of  postmen 
in  Europe  are  from  $30  to  .$J:0  pev  month,  while  here 
they  are  more  than  double  this  amount. 

Rents  in  Europe  for  post-offices  and  warehouses  are 
fifty  per  cent,  less  than  here. 

By  combining  railroad,  telegraph,  telephone  and 
l)Ost-offices  in  one  building,  foreign  governments  make 
a  great  saving.  Here  all  the  expense  would  fall  on 
the  post-office. 

But  the  principal  difficulties  would  be  on  account  of 
our  great  distances  and  the  thinness  of  our  population 
as  compared  with  the  density  of  the  population  in 
Europe. 

As  a  nation  we  would  suffer  from  the  concentration 
of  business  in  the  large  cities.  The  parcels  post  system 
means  the  death  knell  of  the  progressive  merchant  in 
our  small  cities  and  hamlets.  There  cannot  be  the 
slightest  doubt  of  this.  The  small  merchant  Avill  have 
to  compete  with  the  great  stocks  of  the  large  cities  on 
a  basis  of  their  delivering  (paying  the  post  charges) 
on  all  purchases  over  $5.  The  packages  will  come  right 
through  his  town  and  go  out  on  the  rural  routes  to  the 
farmer's  door.  The  long  haul  Avill  be  the  same  price 
— in  postage — as  the  short. 

Then  there  is  something  else  for  the  retail  merchant 
to  consider.  In  the  large  centres,  money  is  cheap.  In 
Europe  it  is  only  worth  three  and  one-half  to  four  per 
cent.  Rich  concerns  can  borrow  in  America  at  from 
four  to  five  per  cent.  Therefore,  these  great  stores  in 
London  seek  annual  charge  accounts,  all  over  the  coun- 
try, of  people  in  good  credit  standing.  One  of  their 
assets  in  the  form  of  substantial  good  will  is  the  num- 
ber of  the  ■'annual  accounts"  they  can  show  on  llii'ir 
books. 

Oui'  catalogue  houses  now  sell  for  cash  in  advance. 
■Just  imagine  the  result  if  they  opened  annual  settle- 
ment accounts  Avith  farmers  who  can  make  a  good 
property  statement!  This  is  no  dream  of  the  future. 
Tliis  svstem  is  now  in  full  sAving  in  England. 
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The  X)arcel.s  post,  tlicrefore,  would  not  only  liit  tlic 
inercliauts  in  small  towns,  but  the  bankers  as  well. 

The  fanners  would,  in  remote  districts,  find  them- 
selves and  their  families  isolated,  by  reason  of  the 
decline  of  their  loeal  town.  Their  property  would  de- 
(M'cfise  in  value.  The  farmer  must  not  forj^et  that  in 
Hufjlaiid  he  eould  go  to  London  in  an  hour  or  two, 
at  a  small  cost;  the  same  in  Germany,  the  same  in 
Kiaiice;  Avhile  in  the  United  States  he  may  be  from 
twelve  to  twenty-four  hours  away  by  rail  from  his 
catalogue  house  in  the  large  city. 

The  farmer  must  consider,  when  he  reads  of  sending 
live  chickens,  l)utter  and  eggs  by  mail — direct  to  the 
consiuner — that  in  Europe  these  things  are  usually  only 
an  hour  or  two  en  route,  while!  with  us  it  may  take 
him  many  hours  to  reach  his  nuirket,  Avith  many 
cliaugcs  of  roads  on  the  way  and  consecpient  loss,  delay 
juul  (laiiiagc. 

Then  when  the  farmer  reads  these  alluring  parcels 
post  articles  lie  must  not  forget  that  in  Europe  there 
is  usually  a  greater  market  iti  his  immediate  neighbor- 
hood than  tlu!  European  farmer  can  supply.  Remem- 
IxT  tiiat  nations  such  as  Germany  and  England,  do  not 
even  feed  themselves,  l)ut  imjtort  ship  loads  of  cheese, 
butter,  eggs  and  chickens  from  Holland,  Deninark, 
Sweden  and  Norwa.y. 

Then  if  this  system  is  so  wonderful  what  has  it  done 
in  Piurope  to  reduce  prices?  Everything  to  eat  is 
higher  than  with  us!  What  about  the  farmer  to  the 
consunuM-  talk,  with  no  middlemen's  profits?  The 
ICuropean  worknu'ii  are  striking  aiul  revolutionary  on 
account  of  high  prices  of  food  stuffs,  and  other  neces- 
sities of  life. 

The  writer  visited  and  pi'iced  goods  in  fifty  hard 
ware  stores  in  various  Eui'opean  countries.  Tlie  retail 
prices  on  goods  of  equal  qiudity  were  fully  as  high  as 
our-  retail  prices.  There  were  many  lines  of  American 
goods  in  tlu'se  hardware  stores,  especially  in  those  in 
the  larger  cities.  The  retail  prices  on  these  American 
goods  were  just  the  same  as  in  this  country. 

But  it  must  be  added  that  these  hardware  stores 
were  full  of  the  cheapest  and  poorest  kind  of  stuff  in 
the  lines  of  hardware  and  kitchen  utensils  that  T  ever 
saw.  These  goods  of  wretched  quality  were  very  low 
in  price.  No  self-respecting  American  mechanic  would 
consider  for  a  moment  putting  such  chisels,  liatehets. 
liammers,  saws  and  planes  in  liis  tool  kit  as  those  I  saw 
on  sale  in  these  foreign  stores.  The  quality  of  their 
hay  forks,  shovels  and  farming  tools  would  simply 
serve  as  a  .joke  to  a  United  States  farmer. 

A  study  of  these  foreign  hardware  stores  led  to  the 
percolation  into  the  vacuum  of  my  think  tank  of  a  new 
thouglit.  The  poor  European  Avorkingman  is  Avorking 
long  hours  at  Ioav  Avages  Avitli  Avretchedly  poor  tools. 
For  higii  grade  tools  he  pays  the  same  prices  as  the 
American  Avorkingman.  Then  I  asked  myself  the  ques- 
tion: "Suppose  our  tarifif  on  hardware  and  tools  was 
greatly  reduced.  Avhat  Avould  be  the  actual  result?" 
There  is  otdy  one  ansAver.  On  high  quality  tools  tlu' 
foreigners  could  not  compete  Avith  the  AnuM-ican  manu- 
facturers. But  the  United  States  market  Avould  be 
flooded  Avith  cheap  tools,  cutlery  and  hardware.  Our 
high  standard  of  quality  Avould  suffer  a  terrible  shock-. 
Tt  Avould  be  difficult  for  first  ela.ss  manufacturers  and 
jobbers  to  maintain  the  quality  of  their  lines.  On  all 
sides  they  Avould  i)e  assailed  by  a  conipai-ison  in  pricc^s 
Avith  this  cheap  European  stuff. 

The  European  manufacturers  are  past  grand  nuisters 
in  "skiiuiing"  goods.  Th(\v  have  been  trained  in  cut- 
ting doAvn  the  qualify  of  material,  in  manufacturing 
short  sizes — in  supplying  the  appearance  but  not  the 


reality.  They  have  been  trained  in  this  in  supplying 
the  peon  trade  of  China,  of  »South  America  and  Central 
America.  The  Germans  are  especially  adept  in  the 
manufacture  and  sale  of  this  class  of  Jiierchandise. 
When  I  thought  of  the  honest,  high  grade  rpiality  of 
goods  now  being  offered  in  American  hardAvare  stores, 
and  when  I  looked  at  the  goods  being  offered  in  Europe, 
J  could  not  help  ejaculating,  '"God  forbid  that  the  day 
should  ever  come  Avhen  this  kind  of  stuff  is  sold  in  our 
country ! " 

The  difference  in  {)rices  on  goods  of  real  quality  I 
found  to  be  in  clothing,  woolen  goods,  underAvear. 
socks,  gloves,  silks,  dress  goods,  etc.  I  must  admit 
that  I  cannot  understand,  when  you  can  buy  a  good 
silk  tie  in  Paris  for  2VL'  francs  (50  cents),  hoAV  this  tie 
gets  to  be  worth  -$1.50  in  the  United  States.  I  cannot 
understand  Avhy  a  $40  overcoat  in  America  can  be 
bought  for  $20  in  London.  Why  a  good  dress  shirt 
costs  $1.25  in  England  Avhile  it  costs  $2.50  in  the  United 
States.  The  difference  in  prices  on  clothing  of  good 
quality,  for  both  men  and  Avomen.  is  very  great,  and 
(  ither  the  United  States  through  its  customs,  the  Amer- 
ican manufacturer,  the  dry  goods  jobber  or  retail  mer- 
chant must  be  getting  this  difference  in  some  shape  or 
form.  No  wonder  some  of  the  mammoth  retail  stores 
in  this  country  who  supply  ladies  and  who  have  such 
big  bargain  sales,  occupy  the  best  and  most  expensive 
blocks  in  the  city,  continue  to  sell  goods  at  less  than 
cost  and  grow  richer  than  any  of  their  neighbors. 

Let  the  truth  be  knoAA^n  :  High  prices  in  the  United 
States  are  not  caused  by  our  methods  of  distribution. 

The  consumer's  real  quarrel  is  not  AA'ith  our  system 
of  distribution,  but  with  the  tariff  he  voted  for.  The 
ciuestion  before  the  consumer  is.  whether  he  is  willing 
to  continue  to  pay  higher  prices  to  protect  American 
manufacturers  and  mechanics. 

Finally,  one  conclusion  is  indelibly  stamped  upon  my 
alleged  mind:  The  American  Avorkingman  should  be 
more  appreciatiA'e  of  Avhat  he  gets  in  this  country. 
Some  of  them  who  seem  to  be  dissatisfied  should  take 
a  trip  abroad  and  compare  conditions  with  their  fel- 
loAA'S  in  Europe.  The  main  trouble  AA'ith  all  of  us  over 
here,  both  Avorking  men  and  teamsters,  is  that  Ave  have 
not  made  a  thorough  investigation  and  study  of  the 
art  of  economy. 


HARDWARE  M.P  'S  PROMISE  CO-OPERATION. 

A  circular  letter  is  being  sent  to  the  hardware  mer- 
chants of  Ontario  by  Secretary  Wrigley  of  the  Ontario 
Retail  Hardware  and  Stove  Dealers'  A.ssociation  in 
Avhicli  various  mattei-s  of  interest  to  the  trade  are  dealt 
Avith.  IlardAvare  merchants,  Avhether  members  of  the 
A.ssociation  or  not,  are  recpiesfed  to  co-operate  l)y  re- 
plying to  (piestions  asked  and  by  circulating  the  peti- 
tions Avhich  are  enclosed  in  the  letter.  These  petitions 
ask  for  the  abolition  of  the  special  charges  made  for 
the  re-inspection  of  Aveighing  and  measuring  deA'ices 
aiul  as  this  is  a  question  Avhich  every  merchant  is 
interested  in.  hardware  nu'rchants  or  one  of  their  clerks 
can  Avith  little  effort  secure  tAventy  or  thirty  names  in 
the  coui'se  of  half  an  hour  or  an  hour.  As  the  re-in- 
spection charges  amount  to  from  $3  to  $12  every  two 
vears.  it  is  Avell  Avorth  Avhile  giving  a  little  effort  and 
time  to  trving  to  have  these  charges  abolished. 

.Major  Currie.  IM.P.,  has  suggested  that  the  Hard- 
ware Association  couple  Avith  its  jirofests  against  the 
establishmetit  of  a  C.O.D.  parcels  post  the  request  that 
the  Dominion  Government  take  over  the  express  busi- 
ness from  the  raihvavs  and  make  it  a  branch  of  the 
postal  departmcMit.    TTardAvare  merchants  are  asked  to 
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express  their  views  regarding  this  suggested  solution 
of  the  parcels  post  problem. 

Already'  two  of  the  hardware  merchants  in  Parlia- 
ment have  offered  to  co-operate  with  the  Retail  Hard- 
ware Association  in  matters  of  legislation. 

W.  G.  Weichel,  M.P.  for  North  Waterloo,  writes  to 
Secretary  Wrigley  as  follows:  "As  a  retailer  I  cer- 
tainly sympathize  with  all  merchants  in  Canada  in  the 
matter  of  re-inspection  charges  in  weighing  and  raeas- 
viring  devices.  In  my  opinion,  this  should,  as  suggested 
by  you,  be  a  public  service  paid  for  by  the  Govern- 
ment to  protect  the  community  as  a  whole.  I  certainly 
will  be  pleased  to  hear  from  you  at  any  time  on  mat- 
ters relating  to  the  welfare  of  all  retailers  throughout 
Canada." 

H.  J.  Walker,  M.P.  for  East  Northumberland,  writes 
as  follows:  "As  to  the  two  questions  mentioned  (par- 
cels post  and  weights  and  measures  inspection)  that 
you  purpose  bringing  before  Parliament,  I  will  be  glad 
to  have  any  further  information  that  you  can  supply 
me  with  regard  to  same." 

A  hardware  man's  exchange  is  suggested  in  the  cir- 
cular letter  and  a  very  liberal  otfer  is  made  which 
luirdware  men  in  all  parts  of  Ontario  should  avail 
themselves  of.  Any  hardware  man  having  any  lines 
of  goods  which  he  desires  to  dispose  of  should  send 
particulars  to  Weston  Wrigley,  Secretary  Ontario  Re- 
tail Hardware  Dealers'  Association,  McKinnon  Build- 
ing, Toronto. 


HARDWARE  MAN'S  EXCHANGE. 

"An  Association  Memlicr"  in  nortliern  Ontario  has 
an  exceptionally  good  propositon  to  offer  to  any  live 
hardware  man  who  is  willing  to  make  a  reasonable 
investment  in  a  well-established  northern  Ontario  hard- 
ware business.  Readers  interested  are  asked  to  write 
to  Weston  Wrigley,  Secretary,  ]\IcKinnon  Building, 
Toi'onto. 


HANDLING  IMPLEMENTS  WITH  HARDWARE. 

"Does  it  pay  to  handle  farm  implements  in  connec- 
tion with  the  hardware  business?" 

This  query  was  drawn  from  the  question  box  during 
the  annual  convention  of  the  Ohio  hardware  dealers' 
organization,  and  according  to  the  convention  report 
as  published  in  one  of  our  hardware  exchanges,  all  but 
two  of  the  dealers  who  discussed  the  subject  answered 
the  question  in  the  negative.  One  dealer  said  that  the 
profit  is  not  sufficient  to  cover  the  extra  expense  of  an 
expert  salesman.  One  of  the  two  dealers  who  answered 
the  question  in  the  affirmative  said  that  he  had  been 
in  business  thirteen  years  and  had  obtained  his  best 
results  from  the  dmplement  department. 

There  are  many  hardware  dealers  who  conduct  im- 
plement departments  in  a  thoroughly  businesslike  man- 
ner, and  if  a  canvass  were  made  we  think  it  would 
show  that  nearly  all  of  them  have  obtained  fair  profits 
from  the  sale  of  farm  machines.  There  are  other  hard- 
ware dealers  who  handle  implements  in  a  half-heai'ted 
sort  of  way,  devoting  to  that  line  insufficient  energy 
to  make  it  successful.  A  third  class  embraces  those 
who  handle  implements  as  a  bait  for  trade  on  their 
principal  line,  selling  machines  at  prices  Avhich  spell 
actual  loss  as  far  as  the  implement  branch  is  eon- 


interior  of  Milhir  Hiirdwarc  Co.,  Portage  la  Prairie,  Man.  Tliis 
store  is  tlie  largest  and  oldest  established  in  the  town.  The  business 
was  started  30  years  ago,  and  the  business  has  increased  in  volume 
eaeh  year.  Owing  to  the  keen  competition  from  Winnipeg  every- 
thing has  to  be  sold  at  almost  Winnipeg  prices 


cerned.  Perhaps  some  of  them  make  up  the  loss  Avith 
big  profits  on  the  hardware  business,  and  some  deceive 
themselves  into  believing  that  they  achieve  this  result 
when  they  do  not. 

The  worst  form  of  competition  with  which  some  ex- 
elusive  implement  dealers  and  some  hardware  dealers 
who  maintain  real  implement  departments  have  to  con- 
tend is  that  of  the  hardware  dealers  Avhose-  operations 
in  the  implement  line  consist  of  buying  a  few  samples 
and  selling  by  them  and  by  catalogue  at  prices  deter- 
mined without  regard  to  the  cost  of  doing  business, 
lioping  to  make  it  up  on  their  principal  line.  "Scalp- 
ing" is  not  too  harsh  a  term  to  apply  to  trading  of  this 
cliaraeter,  for  after  all,  it  is  just  as  irregular  as  llic 
implement  business  of  the  undertaker,  the  grocei'.  ov 
;in\-  other  tradesman  who,  without  carrying  an  ;ule- 
i|nate  stock  of  implements,  attempts  to  get  a  share  of 
I  he  trade.  Implements  and  hardware  usually  are  re- 
garded as  "related  lines,"  but  that  .does  not  justifv 
any  liai'dware  dealer  in  doing  a  scalping  business  in 
fai'iii  ninchiiics.  — F;ii-in  linph'inent  News, 


WOULD    NOT    BE    WITHOUT  THEM. 
"Weston  Wrigley,  Secretary,  Toronto. 

"Sir, — Accept  my  thanks  for  remittance.  I  am 
using  the  Association  collection  letters  freely  and  they 
are  proving  very  satisfactory.  I  consider  the  collection 
letters  worth  more  to  me  than  all  it  costs  to  maintain 
my  membership  in  the  Ontario  Retail  Hardware  Associa- 
tion, and  I  get  all  the  other  benefits  gratituously. " — 
James  S.  Allen,  Burlington. 

PROVING    VERY  SATISFACTORY. 

"Weston  Wrigley,  Secretary,  Toronto. 

"Sir, — We  received  the  parcel  of  collection  letters 
from  you  just  a  week  ago.  Have  sent  out  four  No.  1 
letters  and  so  far  three  of  them  have  brought  in  $17.80, 
while  the  fourth  called  to-day  and  arranged  to  settle  the 
last  of  the  month.  The  letters  are  such  that  no  one  gets 
offended  and  we  would  not  be  without  them  for  many 
times  the  co.st."— Geo.  A.  McMurtry  Co.,  St.  Thomas. 

READ   FROM   COVER  TO  COVER. 

"The  September  number  of  the  Hardware  and  Stove 
Journal  was  so  interesting  that  I  read  it  from  cover  to 
cover,  and  was  particularly  interested  in  the  fine  lots  of 
ads.  throughout  the  issue."— W.  W.  Bennett,  Gananoque, 
Member  Executive  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association. 


Thirteenth  Canadian  Wholesale  Hardware  Convention 


Meeting  and  Banquet  at  Hamilton    Montreal  Jobber  Elected  President  Consideration 
Given  to  Questions  Affecting  the  Retail  Trade    List  of  Guests  at  the  Banquet 


Tlu'  Wliolc^iilc  1  liudware  Associat inn  held 

its  I  liirlccnt  li  annual  convention  at  Hamilton  on  Oeto- 
hiT  1!)  and  20,  I'cpr'cscnt ati vcs  bciiif?  present  from  most 
oF  the  jobbinfi'  houses  in  Ontario  and  (Quebec,  includ- 
in<>-  Wood,  Vallanee  &  Co.,  Hamilton;  Ilohbs  Hardware 
Co.,  Ijondoii;  II.  S.  Howland  Sons  &  Co..  Uiee  Lewis 
&  Son,  and  Kennedy  Hardware  Co.,  Tor'onto,  and 
Frothinjihain  &  Workniaii.  Starke-Seybold,  A.  Prud- 
lioinnie  &  Fils,  H.  Ileliert  &  Co..  and  the  Letang 
llai'dware  Co.,  Montreal.  .\'o  re[)resentati  ves  were 
present  ironi  Caverliill.  Learinonli  &  (!o.,  ^lontreal  ;  I). 
H.  Ilowdeii  &  ('()..  London;  Chinic  Hardware  Co.,  aiul 
.\.  Leniieu,\  &  Fils,  (Quebec. 

As  is  usually  the  ease  at  ;i  wholesale  convention  the 
jobbers  were  in  the  minority,  there  l)ein<>-  about  four 
manufacturers  to  one  jobher  ])reseid.,  wliile  the  retail- 
ers were  represented  hy  President  ('howri  and  Seci'e- 


.S.  I?.  Ai,K\.\Ni>i;n  S.  R..  Kennedy,  Toronto 

of  Wood,  VaUance  &  Co..  Hamilton  A  Member  of  the  Executive 


tary  Wrigley  of  the  Ontario  Retail  HardAvare  and 
Stove  DealtM's'  Association. 

Three  business  sessions  were  held,  the  convention 
ad.joui'iiini;-  on  Fi'iday  at  noon.  Kovitine  hnsiness  was 
transacted  and  conferences  were  held  with  various 
manufact  ui'ers'  representatives,  but  the  chief  item  of 
inter'est  to  retailers  was  the  consideration  of  a  letter 
fi'om  Secretary  Wrigle.w  of  the  Retail  Hardware  Asso- 
ciation, I'efei-rin^-  to  the  i)arcels  post,  weiii'hts  and 
measures  re-insix'ction  (diarges  and  other  mattt'rs  af- 
fectinij-  the  interests  of  the  hardware  trade  in  Canada. 
After  discussion  a  copy  of  the  comnninication  was 
oi'dei'ed  to  he  sent  to  all  the  mend)ers  of  the  wholesale 
associat  ion. 

The  officers  elected  I'or  the  cominf>'  year  were: 

I'rosidcnt— Aifrod  .leanottc,  L.  IL  liclx-rt  &  Fils,  Montroal. 

^'i('e-Presi(lont — W.  J.  Lawson,  Hico,  Lewis  &  Son,  Toronto. 

Sccretary-Treasuror — James  Hardy,  Toronto. 

Rxecutivc — J.  K.  Leniieux,  Quebec;  George  C.  I)a\is, 
Frotliinfjliani  &  Workman,  Montreal;  S.  K.  Kennedy,  K(Mnu>d\- 
Hardware  Co.,  Toronto;  A.  t'rudliomme,  Montreal,  and  1>.  11. 
Ilowdeii,  Ijondon. 

An  Enjoyable  Banquet. 

Tlie  banquet  i.s  always  the  safety  valve  of  a  whole- 
sale convention,  the  guests  being  given  an  opportunity 
to  talk  back — providing  tliey  don't  talk  too  long,  as 


midnight  is  the  closing  liour.  And  althonjih  this  con- 
vention is  said  to  have  been  "Bert"  Alexander's  first 
essay  at  wielding  a  gavel  be  it  said  that  he  did  it  like 
a  veteran. 

When  tile  menu  liad  passed  from  the  "oyster  cock- 
tail" to  the  "cafe  noir"  stage  President  Alexander 
opetied  the  feast  of  oratory  by  proposing  the  toast  to 
"The  King."  which  was  resi)onded  to  heartily. 

Secretary  Hardy  read  telegrams  of  regret  from  about 
a  dozen,  including  T.  H.  Watson,  Toronto  Bolt  Works; 
Wm.  .Mf'?klaster,  Montreal  Rolling  Mills:  John  Tay- 
lor, Taylor-Forbes  Co.,  Guelph ;  J.  G.  Lewis,  Lewis 
Bros.,  Montreal;  Joseph  Lemieux,  Quebec;  Wm.  Starke. 
Montreal,  and  others  from  Boston,  Philadelphia,  Cleve- 
land and  Pittshui-g. 

"Canada"  was  proposed  by  Majoi'  Cnrrie,  ,M.P..  who 
|)r'edicte(l  at  least  ten  years  more  of  prospemy  for  the 


U.  H.  HowDE.N,  London  A.  Pkcuiio.m.mk,  .Montreal 

A  Member  of  the  Executive  A  Member  of  tlie  Kxri-utiv  e 


Dominion  and  expressed  the  hope  that  a  large  measure 
of  the  residts  of  our  country's  growth  would  be  en- 
joyed by  the  hardwai-e  trade.  The  toast  was  responded 
to  by  C.  R.  ]\lcCullough.  Hamilton,  "the  founder  of 
Canadian  Clubs." 

"Our  A.ssociation"  was  proi)osed  by  F.  H.  Whitton. 
Steel  Company  of  Canada,  who  said  he  always  enjoyed 
UKH^ings  the  jobbers  whether  it  was  ar()und  the  ban- 
(pu't  table  or  "on  the  carpet."' 

A.  Prudhomme,  Montreal,  responded  in  both  French 
and  ^higlish,  speaking  of  ttie  value  of  trade  associa- 
tions. 

Col.  Robert  Starke,  .Montreal,  and  T.  (L  Dexter.  To- 
ronto, also  spoke  a  few  well  chosen  words  in  reply. 
.Mr.  Dexter  saying  to  the  manufacturers:  "Your  inter- 
ests are  our  interests  and  oui-  interests  are  vour  inter- 
ests." 

On  the  suggestion  of  Cyrus  A.  Birge,  four  departed 
hardware  nuMi.  the  late  T.  H.  Newman.  S.  O.  Greening, 
(leorge  X'allance  and  II.  R.  Ives,  were  lionored  by  a 
toast  which  was  drnidv  in  silence. 

"In  commercial  life  tliey  were  honored  and  in  death 
they  are  remembered  by  us  all."  s;\'\d  .Mr.  Birge. 

Ge(U'ge  C.  Davis,  ^Montreal,  proposed  the  iiealth  of 
Will.  \'allance.  who  was  absent  on  a  ti'ip  to  the  Pacific 
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coast,  tlie  response  proving  tlie  popularity  of  "Can- 
ada's foremost  hardware  wholesaler." 

"Our  Guests"  was  proposed  by  H.  L.  Frost,  presi- 
dent of  the  Hamilton  Board  of  Trade,  a  young-  man  who 
was  said  to  work  two  hours  each  day  and  to  make 
about  $25,000  yearly  from  a  comparatively  small  wire 
fence  plant  as  a  result  of  his  remarkable  executive 
capacity. 

■"We  meet  here  to  see  what  shall  be  done,  who  shall 
be  iloiie.  and  how  shall  we  do  them,"  said  Mr.  Frost. 

John  Stevely,  London,  and  'Charles  Britton,  Ganan- 
oque,  made  good  replies,  the  latter  saying  that  "if  you 
are  loyal  to  one  another  nothing  but  good  can  result 
to  youi-selves  and  the  manufacturers  you  buy  from." 

'Charles  Alexander,  Providence,  R.  L,  and  vice-presi- 
dent of  the  Steel  Company  of  'Canada,  interjected  some 
politics  by  congratulating  the  assembly  on  the  defeat 
of  reciprocity.  "Canada  has  a  future  greater  than  any 
country  in  the  world,"  he  said,  and  he  expressed  a 
strong  belief  in  the  value  of  trade  associations. 

Frank  H.  Newman,  for  the  past  year  on  the  Execu- 
tive, representing  Caverhill,  Learmont  &  Co..  and  now 
being  with  the  Canadian  Fairbanks-Morse  Co.,  said: 
"Having  been  on  the  inside  and  being  now  on  the 
outside  I  can  say  that  few  have  an  idea  of  the  loyalty 
and  fairness  which  exists  amongst  the  members  of  the 
AVholesale  Hardware  Association." 

Ross  McMaster,  Montreal,  said  mutual  confidence 
was  the  basis  of  success  in  association  work.  George 
A.  Child.  United  'States  Steel  Products  Co.,  Montreal, 
and  C.  A.  Ryder,  Canadian  Steel  &  Wire  Co.,  Hamilton, 
also  spoke  briefly. 

"Sister  Associations"  was  proposed  by  President 
Alexander,  R.  C.  Chown  and  Weston  Wrigley  being 
called  upon  to  reply  for  the  Retail  Hardware  Asso- 
ciation. 

Mr.  Chown  bearded  the  lion  by  critcizing  the  .job- 
bers for  allowing  their  salesmen  to  sell  so  many  lines 
of  goods  from  catalogue  instead  of  from  samples. 
"That  leaves  the  door  open  for  the  manufacturers' 
specialty  salesman  and  tends  to  draw  trade  from  estab- 
lished channels,"  said  he.  The  jobbers  were  also  urged 
to  establish  resale  prices  on  nails  and  other  staple 
lines.  Mr.  ChoAvn  thanked  the  Wholesale  Association 
for  many  courtesies  extended  to  the  Retail  Association. 

Secretary  Wrigley  spoke  of  the  growth  of  the  Retail 
Hardware  Association  and  of  the  big  convention  to  be 
hi'ld  ;it  Guelph  next  February.  "Our  Association," 
said  .Mr  Wrigley,  "is  undertaking  constructive  work 
by  trying  to  abolish  the  charges  made  for  re-inspection 
of  weights  and  measures  and  by  fighting  against  tlie 
proposed  C.O.D.  parcels  post,  which  Avould  injure  tlie 
.j()l)l)ers  as  well  as  the  retailers." 

Tlie  Canadian  [Manufacturers'  Association  was  also 
coupled  to  this  toast,  Arthur  F.  Hatch,  chairman  of 
tlic  Hamilton  branch,  speaking  of  the  importance  of 
Ihe  work  being  done  by  the  manufacturers. 

The  toMst  list  was  closed  by  honoring  "The  Ladies" 
mill  •■<)iir  1 'rrsidcnt. " '  tlie  evening  being  brought  to  a 
(•h)sc  l)\  all  claspiim-  hands  and  singing  "Auld  Lang 
Syne."' 

List  of  the  Guests. 

S.   ir.  .Mcxaiiilcr    Wooil.   V;i11:imc<>  &  Co..  Ilimiilton. 

C\'rus  A.  Birffo,  StepI  f'o.  of  Caiiadn,  Tlamiltcii. 

R.  C.  Chown,  W.  W.  Chown  Co.,  Bellovinc. 

H.  L.  Frost,  Frost  Wire  Fence  Co.,  Hamilton. 

Chas.  .Me.xanih'r,  Steel  Co.  of  Canada,  Providence,  K.  T. 

.r.  A.  Ciirrie,  M.P..  Imperial  Steel  &  Wire  Co.,  CollinLfuoo,!. 

C.  K.  Mritton,  Cowan  &  Britton,  Oananoqne. 

Clias.  H.  MeCnllougli,  Hamilton. 

John  Stevely,  Coinnibia  Handle  Co,  T^ondon. 

C.  .\.  Whitwam,  Hohlis  Hardware  Co.,  I/oiiihin. 


C.  G.  McGhie,  Wellandvale  Mfg.  Co.,  St.  Catharines. 
Arthur  F.  Hatch,  Canada  Steel  Goods  Co.,  Hamilton. 

F.  Ross  Newman,  Canadian  Fairbanks  Morse  Co.,  Toronto. 
James  Hardy,  Jenkins  «&  Hardy,  Toronto. 

Robert  Starke,  Starke,  Seybold  &  Co.,  Montreal. 
H.  H.  Champ,  Steel  Company  of  Canada,  Hamilton. 

G.  F.  James,  Wood  Vallanee  &  Co.,  Hamilton. 
J.  P.  Steedman,  Gurney  Scale  Co.,  Hamilton. 

C.  D.  Ten  Eyck,  Tobin  Arms  Mfg.  Co.,  Woodstock. 
A.  Prudholme,  Montreal. 

F.  H.  Wliitton,  Steel  Co.  of  Chinada,  Hamilton. 

J.  R.  Murphy,  Canadian  Shovel  &  Tool  Co.,  Hamilton. 

R.  S.  Rider,  Caandian  Steel  &  Wire  Co.,  Hamilton. 

Geo.  A.  Childs,  United  States  Steel  Products  Export  <'ii.,  Montrral. 

W.  A.  Wood,  Wood,  Vallanee  Co.,  Hamilton. 

G.  C.  Davis,  Frothingham  &  Workman,  Montreal. 
E.  M.  Thurber,  Nicholson  File  Co.,  Port  Hope. 

H.  Clucas,  Canada  Paint  Co.,  Toronto. 

R.  McK.  Haldimand,  Cummer,  Dowswell,  Ltd.,  Montreal. 
A.  Letang,  Letang  Hardware  Co.,  Montreal. 

Weston  Wrigley,,  Canadian  Hardware  &  Stove  Journal,  Toronto. 

H.  B.  Greening,  B.  Greening  Wire  Co.,  Hamilton. 

W.  C.  Springer,  Springer  Lock  Mfg.  Co.,  Belleville. 

H.  G.  Wright,  E.  T.  Wright  &  Co.,  Hamilton. 

Thos.  G.  Dexter,  H.  S.  Howland  Sous  &  (Ax,  Toronto. 

A.  E.  Gilverson,  Rice,  Lewis  &  Sou,  Toronto. 

Samuel  Frame,  Jenkins  &  Hardy,  Toronto. 

W.  H.  Ginder,  Ontario  Lantern  &  Lamp  Co.,  Hamilton. 

R.  H.  Merriinan,  B.  Greening  Wire  Co.,  Hamilton. 

S.  R.  Kennedy,  Kennedy  Hardware  Co.,  Toronto.  i 

Alfred  Jeannotte,  L.  H.  Hebert  &  Co.,  Ltd.,  Montreal. 

H.  P.  Hubbard,  E.  C.  Atkins  &  Co.,  Hamilton. 

Geo.  W.  Howland,  Graham  Nail  Works,  Toronto. 

W.  L.  Glimmer,  Cummer,  Dowswell,  Ltd..  Hamilton. 

James  G.  Lorriman,  Hardware  &  Metal,  Torj-nt  ). 

C.  E.  Harrison,  Steel  Company  of  Canada,  Hamilton. 

Lionel  C.  Sey,  Wood,  Vallanee  &  Co.,  Hamilton. 

Wm.  Vallanee,  Jr.,  Wood,  Vallanee  &  Co.,  Hamilton. 

Geo.  Allan,  Reid  Press,  Limited,  Hamilton. 

W.  H.  Hewlett,  Hamilton. 

W.  J.  Cunningham,  Wood,  Vallanee  &  Co.,  Hamilton. 
A.  W.  Taylor,  Parmenter  &  Bulloch,  Gananoque. 
Geo.  Spence,  Steel  Co.  of  Canada,  Hamilton. 
W.  J.  Bioyd,  Wood,  Vallanee  &  Co.,  Hamilton. 

J.  S.  Chadburn,  Gillette  Safety  Razor  Co,  of  Canada,  Montr.al, 

C.  A.  Jones,  H.  L.  Judge  Co.,  New  York. 

D.  Oliver,  Wood,  Vallanee  &  Co.,  Hamilton. 

W.  T.  Miller,  Wood,  Vallanee  &  Co.,  Hamilton.  ; 

Not  on  the  Carpet. 

After  the  adjournment  on  Friday  the  party  enjoyed 
an  auto  trip  around  Hamilton  Mountain,  George  Dow- 
swell's  party  getting  lost  and  failing  to  participate  in 
the  apple  feast  provided  by  the  representative  of  the 
Hardware  and  Stove  Journal, 

"The  saddest  thing  to  me  is  the  missing  faces."  said 
good  old  Charlie  Britton,  who  showed  his  fighting 
spirit  by  raising  his  voice  against  the  prevailing  notion 
that  everyone  present  was  opposed  to  reciprocity.  ~\h'. 
Britton 's  arguments  weren't  popular  with  many  but 
lie  himself  is,  despite  his  radical  views. 

A  party  visited  the  Frost  Wire  Fence  .  Works  and 
saw  the  interesting  process  of  making  steel  gates  and 
wire  fencing,  later  visiting  the  Canada  Steel  Goods  and 
Ontario  Lantern  &  Lamp  Companies'  plants.  W.  H. 
Ginder,  of  the  latter  company,  showed  the  visitors  how 
tungsten  lamps  are  made  and  explained  the  improve- 
ments being  made  to  their  "Banner"  lantern, 

"You  should  mix  pleasure  with  business,"  said  Cyrus 
A.  Birge  when  proposing  an  auto  trip  to  Niagara  Falls. 
But  the  visitors  didn't  have  time  to  accept  the  invita- 
tion. 

An  interesting  visit  was  paid  to  the  B.  Greening  Wire 
Company's  plant,  led  by  H.  B.  Greening  and  R.  H. 
Merriman.  The  making  of  the  various  kinds  of  wire 
goods,  chains,  screen  cloth,  etc..  Avere  very  instructive. 
l)ut  particular  interest  was  shown  in  the  ])rocess  of 
l>aiiiting  the  screen  cloth  and  in  the  making  of  the  tine 
(iiiiilily  bronze  screen  \\ir('  wliidi  is  winning  favor  for 
the  best  class  oT  work. 
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ELBOW  ROOM  WANTED. 

Josiah  Crabtree 

You'll  want  Ihis  eil)ovv  room  if  you  give  heed  to 
the  thoughts  that  follow  in  this  article.  The  other  day 
1  was  on  a  train.  (Jot  in  a  seat  with  another  fellow 
who  chanced  to  be  a  plumbing  and  heating  contractor. 
Hay!  He  was  about  the  "grouchiest"  proposition  that 
J  have  ran  against  in  a  dog's  age. 

Asked  him  how  the  business  was  coming  on.  "It's 
hell!"  he  replied.  "I've  got  to  go  down  to  the  city 
and  lug  back  a  batch  of  stuff  that  came  wrong  and 
when  I  return  I  expect  to  find  them  all  standing  around 
killing  time.  It's  always  that  way  unless  the  boss  is 
on  the  job."  I  did  not  attempt  to  convince  him  to  the 
contrary  as  we  were  nearly  at  the  end  of  the  journey, 
but  I  just  hope  that  he  reads  this  article.  It  isn't  writ- 
ten for  plumbers  only,  but  will  apply  to  any  business 
on  God's  green  earth. 

Make  Use  of  Common  Sense 

That  fellow's  remark  about  his  employees  "killing 
time"  was  a  hint  that  some  of  his  business  methods 
were  mighty  poor.  If  an  employer  can't  turn  his  back 
without  all  the  em{)loyees  laying  down  on  the  job.  there 
is  something  radically  wrong  somewhere.  When  a 
man  starts  a  business  he  must  possess  (or  obtain)  cer- 
tain things,  such  as  a  place  to  carry  on  the  affair,  real 
estate  or  cash,  stock  on  hand,  accounts,  tools  or  equip- 
ment and  employees.  Perhaps  other  things  might  be 
listed,  but  enough  have  been  given  for  the  purpose  of 
this  article.  If  the  proprietor  will  make  use  of  his 
common  sense  by  acting  on  the  hints  tliat  come  to  him, 
he  can  fix  his  business  so  that  there  will  be  scarce  elbow 
room  to  turn  aroutid  in  the  store  from  the  rush  of 
business. 

That  plumber  on  the  train  let  fall,  himself,  a  most 
valuable  hint,  relative  to  the  men  he  hired  "killing 
time."  Ask  yourself  the  question  "Why  should  any 
('m[)loyec  kill  time?"  Investigate  the  matter.  What 
wages  are  you  paying  the  time  killer?  What  chances 
has  he  to  better  his  financial  condition  provided  he 
lasts  with  you?  Many  employers  are  always  "beef- 
ing" about  the  laziness  of  their  help.  It  is  not  all  on 
the  side  of  the  employees  by  a  darn  sight.  Did  it  ever 
occur  to  you,  Mr.  Employer,  that  your  employees 
should  be  considered  \  onr  most  valuable  asset? 
Employees  Must  Have  Confidence. 

If  you  have  got  a  lot  of  people  working  for  you  that 
are  "afraid  of  losing  their  job"  every  time  that  they 
turn  around,  you  have  on  your  hands  a  force  of  rat- 
tled workers  whose  efficiency  is  sadly  impaired  and 
who  are  going,  just  naturally,  to  make  all  sorts  of  fool- 
ish and  expensive  ])lunders.  They  will  ask  for  instruc- 
tions "forty  'leven"  limes  a  day.  They  have  not  the 
nerve  to  go  ahead  and  do  things  for  themselves.  No. 
They  might  make  a  mistake  and  get  "fired."  Oonse- 
quently  they  do. 

If  an  employee  "kills  time"  every  chance  that  is 
presented  tliat  employee  must  be  constitutionally 
wrong,  or  else  there  is  no  interest  created  to  make  him 


desire  to  exert  himself.  If  there  is  the  slightest  chance 
to  make  extra  pay,  you  can  gamble  that  999  out  of 
ev(;ry  1,000  is  going  to  hustle  for  the  "needful." 

Encourage  Clerks  to  Climb 

Tlie  average  (;lerk  or  mechanic  makes  less  than 
$1,500  a  year.  Some  would  say  that  $1,200  was  about 
tlie  i-ight  figure,  but  let's  be  generou.s — as  this  is  only 
on  paper.  If  this  employee  is  faithful,  sticks  to  the 
job  and  has  about  the  ordinary  run  of  misfortunes  in 
every  day  life,  the  best  he  can  do  in  twenty  years'  work 
is  to  pay  for  a  small  place  and  save,  say  from  $5,000 
to  $8,000.  When  his  flues  are  burned  out  and  the  fires 
must  be  banked  for  much  needed  repairs,  the  fore- 
going represents  about  all  he  has  to  draw  to.  No  one 
wants  to  hire  a  worn-out  man,  or  one  who  has,  all  his 
life,  followed  but  one  occupation  and  who  is  unable  to 
do  anything  else.  The  argument  that  "There's  always 
room  at  the  top"  don't  go,  and  not  one  in  a  thousand 
ever  makes  it,  anyhow.  Besides,  why  not  give  them 
some  benefit  while  they  are  climbing?  To  my  mind 
the  most  disheartening  and  uncertain  thing  that  an 
employer  can  say  is  about  like  this:  '"This  job  is  worth 
$10  a  week,  more  later  on."  ^lost  everybody  is  wise 
as  to  the  slow  upward  tendency  of  wages  or  salaries, 
for  the  general  run  of  mankind. 

Any  employer  who  expects  an  employee  to  break  his 
neck  for  $10  a  week  and  a  very  indefinite  promise  of 
a  future  raise  will  stand  the  chance  of  getting  left. 

The  Percentage  Plan  Pays. 

Why  not  say  to  the  employee,  as  he  first  comes  to 
you,  "This  job  is  worth  $10  a  week  for  the  first  sixty 
days  and  after  that  about  double  as  we  will  give  you 
a  percentage  also."  Perhaps  you  might  not  be  able  to 
make  the  percentage  so  that  he  could  accumulate  that 
amount,  but  it  is  a  sure  thing  that  you  could  give  some 
percentage,  and  this  would  be  an  inducement  for  the 
emplovee  to  hustle.  The  more  he  sells,  the  better  for 
all. 

"(xrub  stake"  hijii  and  give  a  percentage.  You  will 
not  have  to  watch  such  an  employee  and  the  chances 
are  that  he  will,  some  day.  take  a  straight  percentage 
basis  only  for  his  salary. 

Do  you  have  anybody  in  the  store  or  shop  to  in- 
struct the  new  employee,  or  do  you  just  turn  him  loose 
and  expect  him  to  absorb  matters  generally  ?  Some  of 
the  largest  firms  in  the  land  have  regular  schools  in 
which  tht'ir  employees  are  trained  before  being  .set  to 
their  task. 

Wouldn't  it  be  well  for  you  to  take  a  lesson  from 
their  example?  Another  thing.  Cut  out  being  a 
chronic  grouch  and  fault  finder.  If  one  of  your  em- 
])loyees  happens  to  make  a  fine  sale,  or  to  do  a  par- 
ticularly good  piece  of  work,  do  not  be  backward  in 
coming  forward  with  the  necessary  praise. 

Give  Praise  Where  Earned 

You'll  kick  soon  enougli  if  tiie  work  was  faulty,  and 
perhaps  rightly,  but  be  fair  enough  when  there  is  a 
chance  to  i'avor  the  other  side  of  the  proposition. 
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Instead  of  becoming-  kieker.s  and  knockers,  your  em- 
ployees will  become  interested  in  your  welfare,  seeing, 
from  the  percentage  standpoint,  that  the  greater  their 
sales,  the  greater  their  own  prosperity. 

In  some  large  concerns  this  is  already  done,  the  em- 
ployee getting  from  5  to  10  per  cent,  on  sales  after  he 
has  sold  a  certain  amount. 

It  is  far  better  to  attempt  to  lead  gently  tiian  to  use 
force.  You  can  render  your  assistants  entirely  faith- 
ful to  your  interests  if  you  so  desire.  Faithful  to  the 
extent  that  they  will  be  on  the  job  and  on  the  .jump  all 
the  live-long  day;  or  you  can  make  them  mere  ma- 
chines that  will  run  down  every  time  that  the  power 
is  not  applied.    It's  up  to  you. 


HARNESS  STANDS. 

For  the  hardware  dealer  who  decides  to  devote  some 
considerable  space  to  harness  display  there  is  shown  on 


lery,  tools,  etc.,  can  often  be  sold  just  by  displaying, 
but  a  washing  machine  must  be  talked  about,  its  good 
points  dwelt  upon  and  its  mechanism  thoroughly  ex- 
plained. Leaving  it  standing  on  the  floor  and  not  say- 
ing a  word  about  it  is  not  likely  to  sell  it. 

If  the  retailer  would  exert  himself  and  get  after  this 
trade  in  earnest,  it  would  be  a  good  thing  for  him. 

The  best  and  surest  way  to  make  sales  is  to  induce 
the  customer  to  let  you  place  a  machine  in  his  house 
for  a  free  trial.  Some  dealers  have  men  travelling  over 
the  country  requesting  an  opportunity  to  tr.y  the  ma- 
chine in  a  person's  house.  If  a  retailer  finds  it  impos- 
sible to  adopt  this  method,  another  good  scheme  is  to 
fit  up  a  machine  in  the  window  and  show  it  in  actual 
operation.  It  costs  very  little  to  do  this.  If  iron  pipe 
cannot  be  secured,  rubber  tubing  will  do. 

The  greatest  difficulty  one  has  to  contend  with  is 
lack  of  pressure.  If  possible,  find  out,  l)efore  you  place 
a  machine  on  trial,  what  water  pressure  is  in  the  house. 


Harness  Department  in  a  Hardware  Store  Fitted  with  Kcouomy  Hangers 


this  page  a  i)ractical  and  inexpensive  method  of  show- 
ing his  harness. 

The  framework  is  made  of  4  x  4-inch  timbers  and 
the  hangers  are  the  "Economy"  made  by  C.  F.  G. 
Stender,  Chicago. 

If  a  larger  and  more  elaborate  showing  is  desired, 
iron  pipe  of  1%-inch  diameter  may  be  substituted  for 
the  timbers  and  the  hangers  fastened  by  the  use  of 
rings  furnished  for  that  purpose  with  them. 

A  big  advantage  in  arranging  this  display  is  that 
the  size  can  be  made  according  to  the  space  at  the 
dealer's  disposal  and  it  shows  off  the  goods  to  the  best 
possible  advantage. 


SELLING  MOTOR  WASHERS. 

In  a  gi'i-;it  many  hardw  iiri'  sIiuts  t  litdiigliout  the 
country  motor  Avashers  Mill  be  Innnd.  .Mthongii  a 
large  number  are  sold,  tlu.'ii-  sale  is  not  as  large  as  it 
slionld  be.  Why  is  this  ?  Simply  bectause  dealers  will 
not  devote  a  little  time  .-md  attention  to  the  line.  Cut- 


Often  it  is  not  sut^icient  to  run  the  washer  and  it  is  a 
l)ad  thing  to  have  to  take  out  the  machine  on  account 
of  this,  thus  losing  the  sale,  when  the  fault  does  not 
beloug  to  the  machine  at  all. 

To  run  a  inachine  properly,  a  pressure  of  from  35  to 
40  pounds  is  required.  In  many  houses,  the  water 
comes  from  the  large  main  to  the  house  through  a  very 
small  pipe.  In  cases  like  this,  a  pressure  gauge  can  be 
attached  and  when  the  tap  is  first  turned  on  the  re- 
(luired  pressure  will  be  shown.  After  the  tap  has  been 
running  a  Avhile,  however,  the  friction  at  the  main  is 
lost  and  the  pressure  is  reduced. 

On  the  other  hand,  too  much  pressure  in  the  house 
is  a  bad  thing  for  the  machine.  You  may  get  a  pres- 
sure of  150  pounds,  and  when  you  turn  the  tap  on,  the 
first  thing  you  know  something  break-s.  This  fault  can- 
not lie  laid  on  the  Ava.slier. 

A  very  fair  test  to  determine  the  ])ressure  is  to  hold 
a  cup  four  or  five  inches  b(4ow  the  tap  and  if  the  pres- 
sure will  (>m]ity  the  eup  it  is  sufficient. 


42 


CANADIAN    II  AI.'DWAK'K   AND   STnN'K  -K  )l  l;  N  A  I-. 


Stoves  and  Housefurnishings 


HOVi.    TO  INCREASE  STOVE  SALES. 

'Sy  W.  ].  Illsey 

Fiill  is  the  ]ng  season  Tor  stove  selling.  Live  mer- 
chants know  lliis  and  [)re|)are  special  means  for  mak- 
ini:'  eacli  ycai-'s  bnsiness  better  than  the  previons  sea- 
son's. There  are  many  schemes  used,  and  many  that 
are  very  satisfactory.  Ol'  Ihe  poorer,  expensive  means 
of  exploitin5>-  stoves  we  will  say  little.  Trol)a])ly,  tliese 
few  wiiieli  have  proven  <;-oo(l  si'llin<i-  means  will  help 
others  to  inci'ease  their  sales. 

Get  the  Right  Line. 

J^'irst  and  foremost  the  man  who  is  to  sell  stoves 
sueeessfully  must  haiulle  a  line  which  he  is  satisfied 
is  all  right,  lie  must  know  the  construction  and  opera- 
tion iterfectly  ol'  all  the  stoves  handled.  His  knowledge 
must  he  in  a  I'oi-m  that  he  can  explain  easily  all  queries 
made  hy  cnstoiners.  .\ii(l  his  first  explanations  should 
he  of  such  convincing  nature  that  the  itrospeetive  pur- 
(duiser  is  impi'essed  if  not  wholly  satisfied  that  his  is 
the  range  he  wants. 

Before  the  season  really  begins  (and  in  most  i)laces 
stoves  and  ranges  sell  all  the  year  through)  have  your 
stoves  well  polished  and  set  in  the  most  prominent 
place  in  xoiir  store.  If  you  need  to  l<ei'p  your  stove 
department  in  the  rear  or  up  stairs,  be  sure  to  let  all 
your  pati'ons  know  by  .signs  or  in  your  advertising 
v.hiTc  they  are  shown. 

Put  Prices  in  Plain  Fignres. 

Price  all  stoves  in  plain  figures  which  anyone  can 
i-cad.  ir  i)ossiblc,  have  one  clerk  specialize  on  stoves, 
and  let  him  haiulle  customers  for  tliis  line  just  so  far 
as  his  tiiiu'  will  allow. 

Store  window  displays  ai'e  business  getters  all  the 
tiiiu'  and  will  amply  repay  for  all  expenditure  of  time 
aiul  eiuu'gy  used  in  making  them  attractive. 

.Mark  j)lainly  the  [)riees  on  all  the  ranges  shown  in 
your  windows.  Make  the  disj)lays  as  pi-ominent  as 
you  know  how.  Along  with  such  displays  do  not  fail 
to  show  a  goodly  line  of  enamelware  and  geiu-ral  cook- 
ing utensils,  electric  irons,  wire  goods  and  kitchen  cut- 
lery. There  is  business  to  be  had  from  jrood  window 
displa.xs  always.  AIoi'c  money  than  those  who  neglect 
I  hem  ever  realize. 

Do  Not  Neglect  the  Advertising. 

In  conjunction  with  your  window  displays  do  a 
goodly  anu)unt  of  newspaper  advertising.  And  always 
give  prices  on  every  line  you  show  or  advertise.  Some 
nuM'chants  think  it  ipiite  (Miough  to  say  that  they  sell 
stoves  and  ranges  and  that  they  are  the  best.  This 
kiiul  of  advertising  has  long  heen  known  to  be  no  good. 
The  public  i-ead  newspapers  to  learn  something.  Tf 
the.\  read  that  you  have  a  specially  good  stove  or  range 
at  a  i)riee  Avithin  theii'  limit  they  will  almost  surely 
(•(une  and  see  it  anyway.  Then  is  your  opportunity. 
No  advertisement,  however  Avell  set  up  or  worded,  can 
do  UKM'e  than  bring  |)eoplc  to  yoiii'  stoi-e.    No  mercduiiit 


or  clerk  need  lose  business  once  he  gets  tiu-  people 
' '  coming. ' ' 

Premiums  Suggested, 
if  advisable  a  premium  olfer  may  l)e  made  to  stimu- 
late sales  of  stoves,  such  as  giving  some  article  witli 
each  one  or  making  a  liberal  cash  discount.  But  my 
idea  is  to  sell  the  very  best  range  you  can  get  hold  of 
at  a  straight,  fair  price  and  push  it  for  all  that's  in 
you. 

Don't  take  notice  of  eom[)etitors'  doings,  do  at  it 
to  sell  and  you  will  get  your  share  of  the  biisiness. 


TWENTY  PER  CENT.  MARGIN  TOO  SMALL. 

W.  W.  (Jhown  Co.,  I'x'lleville.  have  slightly  re-ar- 
ranged their  store,  a  desk  being  placed  in  the  front 
of  the  store  where  R.  C.  Chown.  who  is  in  charge  of 
the  sales  staff,  makes  it  a  point  to  be  as  mncli  as  pos- 
'  ible  during  the  hours  that  the  store  is  open.  Thus  if 
a  custouu'r  enters  ^Ir.  (,'hown  has  an  opportunity  to 
say  a  few  friendly  words  and  .serve  a  customer  per- 
sonally if  he  so  desires.  Two  'phones  have  also  been 
installed,  one  for  the  front  of  the  store  and  the  other 
for  the  ofifiee  in  the  rear. 

An  instance  of  good  salesmanship  was  noticed  the 
other  day  in  the  Chown  store.  A  customer  entered 
just  as  ]\Ir.  Chown  was  leaving  the  store.  The  cus- 
tomer noticed  that  he  had  his  coat  and  hat  on  and  told 
yiv.  Chown  that  he  need  not  w^ait.  '"I  will  come  in 
again  to-morrow',"  said  the  customer.  ''Oh!  I  will 
wait  and  sell  you  that  stove,"  said  Mr.  Chown.  and 
inside  of  ten  minutes  a  $46.50  sale  had  been  made. 

The  Chown  Co.  consider  that  20  per  cent,  is  too  small 
a  margin  upon  which  to  sell  stoves  and  on  some  lines 
net  fully  double  that  percentage. 

When  sales  are  made  on  instalments,  the  lien  notes 
supplied  by  the  Ontario  Retail  Hardware  and  Stove 
Dealers'  Association  are  used  and  very  few  losses  occur 
in  consequence.  They  also  make  it  a  point  to  take 
their  discounts  on  all  purchases,  the  discounts  amount- 
ing to  $1,800  to  $2,000  per  year. 


EFFECTIVENESS  OF  A  SHOW  ROOM. 

The  St.  .Mary's  Hardware  Co.,  St.  Mary's,  Ont..  do 
a  very  large  trade  in  stoves  and  furnaces  and  the  chief 
reason  for  this  is  their  excellent  show  room.  Tliey 
have  a  big  store  and  the  whole  of  the  upstairs  is  de- 
voted to  heating  apparatus.  Three  large  windows  the 
height  of  the  room  give  sutificient  light  to  the  furthest 
corner.  Having  the  windows  come  right  down  to  the 
floor  is  a  big  advantage,  as,  by  this  means,  the  ranges 
nearest  the  front  can  be  seen  from  the  sidewalk  on 
the  opposite  side  of  the  street.  At  night  the  window 
is  lit  with  three  Tungsten  lamps  of  2")  candlepower 
each.  On  each  one  of  these  is  printed  in  red  letters 
some  advertisement  calling  attention  to  the  good  (pia)- 
ities  of  the  line  handled  by  the  firm. 

.Mr.  Bartlett.  the  manager,  states  that  once  they  get 
a   custonuM-  in   this   room,  they   never  lose  the  sale. 
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Being  upstairs,  tlie  customer  is  away  from  the  rattle 
and  iioise  and  the  salesman  eau  get  in  his  good  work. 

'I'acked  on  the  wall  at  a  landing  on  the  stairs,  right 
where  a  customer  cannot  help  but  see  it  on  his  way  to 
the  sliO'W  room,  is  a  large  sheet  of  paper,  on  which 
Jias  been  stencilled  the  names  of  persons  in  the  town 
and  district  who  have  recently  parciiased  a  furnace 
Irom  the  hrm.  This  has  been  one  of  the  best  adver- 
tisemenis  the  firm  has  ever  used  as  people  will  read 
these  names,  see  that  of  a  friend,  and  go  aud  get  an 
opinion  on  the  line. 

■"A  short  time  ago,"  said  Mr.  Bartlett,  "we  sold  a 
man  a  stove  and  after  he  had  had  it  a  couple  of  weeks 
he  wrote  to  us  to  come  and  take  it  away ;  it  was  not 
satisiactory.  AVe  went  out  to  see  iiim  and  found  that 
he  had  forgotten  what  we  told  liim  when  we  put  the 
stove  up,  and  that  he  was  using  the  direct  dratt  dam- 
per  the  wrong  way.  We  soon  remedied  tins,  but  wc 
don't  know  what  business  we  might  have  lost  during 
the  time  the  man  was  dissatisfied.  >Severai  friends 
who  knew  he  had  a  new  stove  may  have  come  in  and 
asked  him  how  it  was  working,  and,  if  not  satisfactory, 
naturally  he  would  tell  them  so.  'f  his  just  sliows  wluit 
we're  up  against." 


HOW  TO  SELL  STOVES  AND  FURNACES. 

Now  tliat  tli(>  stove  and  furnace  season  is  on  '"full 
blast,"  the  question  of  making  sales  becomes  of  prac- 
tical interest,  remarks  American  Artisan.  How  sliall 
the  salesman  interest  the  customer  and  make  a  sale 
when  there  is  so  much  competition  in  the  heating  busi- 
ness? What  is  the  reason  that  one  stove  salesman  can 
sell  stoves  where  another  "falls  down"?  AVhat,  in 
other  words,  is  the  secret  of  success  in  the  sale  of 
stoves  and  furnaces? 

In  general,  it  may  be  said  that  enthusiasm  is  the 
key.  But  there  can  be  no  real  enthusiasm  without 
knowledge.  A  man  may  be  a  roofer  for  a  certain 
stove  but  unless  he  knows  the  stove  from  flue  to  fire- 
box he  cannot  communicate  much  of  his  enthusiasm 
to  his  customer.  It  is  his  knowledge  of  the  stove  that 
is  the  basis  of  his  enthusiasm,  if  that  be  genuine,  and 
it  is  that  knowledge  and  enthusiasm  together  that 
convince  the  buyer. 

Nothing  throws  a  chill  over  a  customer  quicker 
than  to  encounter  a  salesman  who  doesn't  "knoAv  the 
stock."  Ask  such  a  man  a  question  about  the  goods 
and  he  hesitates,  stammers  and  says,  "Well,  I'm  not 
familiar  with  this  line.  I'll  call  Mr.  Blank;  he  handles 
these  goods."  And  possibly  ]\Ir.  Blank  knows  quite 
as  little  but  has  a  wav  of  concealing  his  ignorance. 
ITo'W  much  better  for  the  salesman  to  know  his  line 
thoroughly  and  show  himself  master  of  the  situation 
right  from  the  start.  Hoav  such  knowledge  inspires 
confidence  in  the  buyer  and  leads  up  to  a  sale  that 
is  both  easy  and  satisfactory,  because  based  on  facts, 
not  fancies.  The  salesman  who  can  make  positive 
statements  because  he  knoAvs  has  a  big  advantage  over 
the  man  wlio  says.  "I  think,"  or  "T  guess,"  when  de- 
scribing the  points  of  a  stove  or  furnace.  It  pays  to 
master  this  subject.  The  yonng  salesman  just  start- 
ing in  should  read  and  study  and  make  himself  thor- 
ouglily  familiar  with  the  goods  he  sells;  and  the  same 
applies  to  the  old  salesman  and  to  the  hardware  dealer 
will)  fur  the  first  time  is  stocking  stoves. 


HOW  A  CUSTOMER  WAS  SATISFIED. 

Xcai'h'  all  hardware  and  stove  mei'eliants  handle 
theii-  stove  trade  by  allowing  a  customer  to  take  a 
stove  on  trial — usuall.\'  thirty  days — and.  if  tlie  cus- 


tomer is  not  satisfied,  take  it  back,  but  this  is  never 
done  without  a  big  fight.  In  getting  after  the  busi- 
ness, some  amusing  experiences  are  met  with.  Une  was 
related  to  a  representative  of  the  Journal  by  Mr. 
O'Brien,  of  O'Brien  Bros.,  St.  Mary's,  Ont. 

"Some  time  ago,"  said  he,  "we  delivered  a  stove 
to  a  woman,  who  I  think  was  a  little  'off'  in  the  head. 
She  kept  the  stove  for  a  couple  of  months  and  when 
we  went  to  get  payment,  slie  told  us  the  stove  was  no 
good.  We  asked  her  what  was  the  matter,  but  she 
could  not  tell  iis  anything  in  particular;  said  that 
everything  was  wrong.  The  real  trouble  was  that  she 
would  not  follow  our  instructions.  We  put  up  every 
argument  known  to  the  trade  but  all  to  no  avail. 
Finally  she  got  so  sore  on  us  she  told  us  to  take  the 
stove  away  and  never  come  near  her  house  again.  We 
hated  to  lose  the  sale,  so  wrote  to  the  firm  whose  range 
we  were  handling,  explained  the  case,  and  the  next  day 
they  sent  up  one  of  their  men  to  try  and  close  the  sale. 
We  explained  everything  to  him  again,  and  he  said  he 
wanted  some  stove  putty  and  that  he  would  go  up  and 
see  the  woman  alone.  He  called  at  her  house  and  in 
that  smooth  and  affable  way  that  travellers  have  ex- 
plained who  he  was  and  that  he  would  like  to  look 
at  the  range  and  see  if  he  conld  not  fix  it  up.  She 
explained  to  him  that  the  range  would  not  bake,  would 
not  give  out  any  heat  and,  in  general,  was  no  good 
at  all.  He  examined  the  stove,  adjusted  a  couple  of 
the  dampers,  and  finally  got  down  flat  on  his  back 
and  looked  under  the  stove.  'Why,'  he  said,  'here  is 
the  trouble.  The  agents  have  forgotten  to  plug  this 
little  hole  here.  This  should  always  be  done  when  a 
new  stove  is  put  up.'  She  then  went  on  to  rave  and 
tell  him  that  she  had  told  us  we  didn't  know  anything 
at  all  and  a  lot  of  other  nonsense.  Now,  there  was 
no  hole  in  the  bottom  of  that  stove,  but  the  traveller 
simply  took  a  piece  of  the  stove  putty  and  placed  it 
on  the  bottom  of  the  stove  and  asked  the  lady  if  she 
had  anything  she  wanted  to  bake.  She  replied  that 
she  was  just  going  to  start  when  he  came,  so  the  trav- 
eller stayed  with  the  operation  all  the  Avay  through 
and  when  the  things  were  baked  they  were  as  good  as 
any  range  could  do  it.  The  woman  was  very  pleased, 
but  talked  more  about  our  ignorance,  paid  the  traveller 
the  $45  and  told  him  he  was  all  right,  and  that  we  were 
no  good  at  all.    See  what  a  litle  tact  will  do." 


AN  EXPERIENCE  IN  CLINTON. 

R.  Rowland.  Clinton,  Ont.,  has  done  a  fair  trade  in 
stoves  this;,, fall,  but  not  a  large  one.  "Hntil  five  years 
ago,"  said  Mr.  Rowland  to  the  Journal,  "every  person 
in  this  toivn  and  district  burned  wood.  At  tliat  time 
the  demand' suddenly  switched  to  coal,  and,  naturally, 
people  wanted  coal-burning  ranges.  That  fall  almost 
every  one  bought  a  range  and  during  the  season  we 
sold  350  ranges.  As  a  new  stove  is  not  required  every 
year,  or  every  three  or  four  years,  the  demand  has 
fallen  off  each  year  till  now  we  don't  sell  very  many. 
However,  the  trade  will  come  back  to  use  one  of  these 
days  with  a  rush." 


A  MILLION  AND  A  HALF  IN  BOUNTIES. 

The  amount  expended  in  industrial  bounties  liv 
Canada  during  the  fiscal  year  ending  Alarch  31,  l*)li, 
A\;is  .i<l.r)97,6f)3.  distributed  as  follows: 

Troll    ami    step]   $1.1.'!S.7^S 

T-«iil    24S,5:U 

Biiiilpi-  twine   49.7S4 

('riiili"    pet  rolcuiii    1()0,.^9() 


.•fil.oOT.Iili.'! 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


David  Maxwell  &  Sons.  St.  Mary's,  Ont.,  are  manu- 
Faftui'iiiu:  a  new  food  chopper.  This  cliopper  is  made 
aloiifj  the  same  lines  as  the  best  American  models,  but 
the  cutting  plates  have  been  improved  by  iising  pressed 
steel  instead  of  cast  plates.  In  finish  and  quality  of 
workmanship,  it  is  one  of  the  best  machines  on  the 


market.  Messrs.  Maxwell  &  Sons  are  now  the  only 
makers  of  choppers  in  Canada. 

The  James  Stewart  Mfg.  Co.,  Limited,  Woodstock. 
Ont.,  and  Winnipeg,  Man,  (the  "Good  Cheer"  people), 
have  placed  on  the  mai'kct  this  year  a  side  wall  cold 
air  face  which  harmonizes  in  design  with  their  line  of 
side  wall  registers. 

The  objection  to  floor  faces,  owing  to  the  cutting  of 
floors,  carpets  and  rugs,  is  becoming  more  pronounced 
every  day,  and  hitherto  the  capacity  of  the  side  wall 
plates  has  been  in.siifificient  to  meet  requirements  of 
cold  air  supply,  but  that  the  Stewart  make  overcomes 


liiis  dif'fieulty  a  description  of  it  readily  convinces. 

These  side  wall  plates  are  made  in  two  sizes,  viz. : 
151^  X  7  and  24 '/j  x  7,  and  can  be  used  either  singly, 
in  pairs  of  same  size  or  pairs  of  one  each  size,  giving 
air  capacities  of  108,  171,  216,  279  or  342  inches  accord- 
ing to  the  combination  used.  The  deduction  from  these 
capacities  on  account  of  the  grill  work  is  so  small  as 
hardly  to  warrant  consideration,  the  design  being  so 
()[)en  and  the  grill  work  so  light. 

The  projection  is  two  inches,  tliiis  pennitting  the  use 
of  a  boot  of  iiin|)l('  propoi't  ions.    The  ends  of  plate  are 


square,  to  provide  for  easy  am]  neat  fitting  into  ba.se- 
i)oard. 

Tlie  Stewart  side  wall  plates  are  supplied  either  in 
lilack  japan  or  oxidized  finish,  and  the  up-to-date  fur- 
nace man,  if  not  already  using  them,  will  not  likely 
lose  any  time  in  adding  this  line  to  his  stock. 

The  Winchester  Repeating  Arms  Co.,  New  Haven, 
Conn.,  is  jiutting  on  the  iruirket  a  new  self-loafling 
shot  gun.  The  new  gun  is  a  recoil  operated,  hammer- 
less,  take-down,  five-shot  repeater.  The  recoil  devel- 
oped by  the  discharge  of  the  gun  cocks  the  hammer, 
ejects  the  fired  shell,  feeds  a  loaded  shell  from  the 
magazine  into  the  chamber  and  leaves  the  gun  ready 
to  be  shot  again.  As  the  trigger  must  be  pulled  for 
each  shot  fired,  the  gun  is  at  all  times  as  completely 
under  the  control  of  the  user  as  any  double  or  single 
barreled  gun.  A  number  of  distinctive  features  are 
claimed  for  this  arm,  such  as  nickel  steel  construction 
throughout;  increased  thickness  of  the  walls  of  the 
receiver;  divided  recoil;  same  adjustment  for  all  loads; 
no  outside  moving  parts ;  positive  and  safe  trigger  lock 
and  ease  and  simplicity  of  loading. 

Ontario  Lantern  &  Lamp  Co..  Hamilton,  are  bringing 
out  a  new  gallery  lamp  called  the  "Stella."  It  is  a 
nickel  lamp  with  "D"  burner  and  very  reasonable  in 
price,  a  line  very  suitable  for  sale  during  the  holiday 
season.  The  same  company  are  introducing  their  Ban- 
ner Junior  Lantern,  made  in  old  brass  and  containing 
same  features  of  their  well-known  Banner  lantern. 

H.  S.  Howland  Sons  &  Co.,  Toronto,  are  preparing 
to  introduce  a  new  mouse  trap  constructed  on  a  unifpie 
])rinciple,  which  they  state  will  be  of  particular  inter- 
est to  file  hardware  trade  throughout  Canada.  Watch 
for  an  illustration  of  the  nu)use  trap  as  soon  as  they 
are  ready  to  market  it. 


TO  REPRESENT  TOBIN  ARMS. 

Tobin  Arms  .Mfg.  Co.,  Wootlstock.  have  appointed 
C.  1).  Ten  P]yck,  Toronto,  as  their  sales  representative, 
calling  on  the  jobbing  trade  throughout  Canada.  ^Ir. 
Ten  Eyck  is  one  of  the  best  known  salesmen  in  Canada 
having  for  several  years  represented  E.  C.  Atkins  & 
Co.,  and  more  recently  the  ^laple  Leaf  Harvest  Tool 
branch  of  the  American  Tool  &  Shovel  Co. 

Tobin  guns  have  made  a  big  stride  forward  this  year 
amongst  both  hardware  merchants  and  sportsmen,  and 
a  large  number  of  jobbing  and  retail  houses  which  in 
the  i)ast  have  featured  imported  goods  solely  are  now 
putting  energy  behind  Tobin  guns,  their  quality  hav- 
ing been  tested  and  found  true. 

Tobin  Arras  Mfg.  Co.  are  suggesting  to  hardware 
men  that  a  Tobin  Simplex  gun  would  make  an  excel- 
lent line  for  them  to  feature  in  their  line  of  Christmas 
gifts  suitable  for  men  who  have  a  liking  for  the  life  of 
the  woods.  The  suggestion  is  timely  and  should  be 
taken  up  by  live  retailers  throughout  the  Dominion. 


BIG  ORDER  FOR  RADIATORS. 

The  Hamilton  Stove  &  Heater  Co..  Hamilton,  have 
booked  an  order  for  ten  carloads  of  "New  Idea"  ra- 
diators, to  be  used  in  heating  the  offices  and  plant  of 
the  Oliver  Chilled  Plow  Works  Cq,  Hamilton.  This  is 
the  largest  radiator  order  ever  taken  in  Hamilton,  being 
foi-  3"), 000  square  feet  of  radiation,  and,  with  one  or  two 
exceptions,  the  largest  in  Canada.  One-third  of  the 
(U'der  will  be  delivert^l  within  ten  days  of  the  time  that 
the  crder  was  booked. 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Goodell  Company,  Antrim,  N.H.,  have  issued 
Uieir  fall  catalogue  of  hardware  specialties  for  the 
home,  bakery,  hotel,  restaurant,  evaporator,  cannery, 
farm,  garden,  and  for  general  use.  A  complete  descrip- 
tion of  each  article  is  given  and  dealei-s  should  send 
for  a  copy. 

Sanderson,  Harold  Co.,  manufacturers  of  screen 
doors,  refrigerators,  etc.,  1-^aris,  Ont.,  are  building  an 
extension  to  their  plant.  The  new  building  will  be  100 
X  70  feet,  three  storeys  high.  This  will  enable  the  firm 
to  meet  the  demand  of  the  trade,  as  it  will  increase 
their  capacity  33  1-3  per  cent. 

The  Pike  Mfg.  Co.,  Pike,  N.  H.,  are  furnishing  the 
trade  with  small  folders  advertising  their  Kant- 
break  Knife  Hone,  Koenig  Razor  Hone  and  Circular 
Oilstone.  These  are  gotten  up  to  appeal  to  the  cus- 
tomer and  will  be  furnished  in  any  number  to  dealers 
on  request. 

The  Enterprise  Mfg.  Co.,  Philadelphia,  Pa.,  will  fur- 
nish to  dealers,  on  request,  post-cards  advertising  their  j 
sausage  stuffer  and  lard  press  and  their  meat  and  food  / 
chopper.   These  are  sent  hy  the  dealer  to  his  customers,  j 

The  Martin  Senour  Co.,  Montreal,  are  supplying  re-'^  - 
lailers  with  a  handsome  wall  hanger  showing  examples 
of  eight  dift'erent  rooms  decorated  in  New-tone  Flat 
"Wall  Finish.  The  background  of  the  various  rooms  is 
printed  on  cardboard  in  two  tints  of  brown,  suggest- 
ing color  schemes  for  walls  and  ceilings  and  samples 
of  New-tone  are  pasted  on  the  background  to  give  a 
realistic  appearance  to  the  various  lines.  The  effect 
is  very  pleasing  and  as  the  bottom  part  of  the  card 
shows  sixteen  different  colors  into  which  New-tone  is 
made  up,  the  wall  hanger  ought  to  be  a  splendid  busi- 
ness getter  both  for  the  Martin  Senour  Co.  and  their 
retail  customers.  Samples  of  the  hanger  will  be  sup- 
plied retailers  on  recpiest,  and  they  will  be  found  very 
convenient  by  retailers  in  demonstrating  to  dealers  the 
splendid  etfects  which  can  be  obtained  on  walls  by  the 
use  of  New-tone. 

Canada  Wire  and  Iron  Goods  Co.,  formerly  the  Can- 
ada Wire  Goods  ]\Ifg.  Co.,  Hamilton,  are  sending  out 
their  new  general  catalogue  No.  3.  This  book  con- 
tains 112  pages,  is  well  illustrated  and  gives  a  complete 
description  of  all  lines  manufactured  by  them.  Tt  will 
l)p  sent  on  request. 

Pinchin,  Johnston  &  Co.,  Toronto,  have  added  two 
neat  color  cards  to  their  large  series  for  which  Minerva 
paint  is  used,  one  of  the  cards  being  devoted  to  !Min- 
erva  wagon  paint,  .six  sample  colors  being  shoAvn  and 
full  directions  being  given  on  the  card.  On  the  back 
a  facsimile  of  the  can  is  reproduced,  and  space  is  left 
for  tlu>  name  and  addi'css  of  local  customer.  The  sec- 
ond card  is  devoted  to  Alinci'va  elevator,  barn,  roofing 
and  l)i-idge  paint,  it  being  gotten  out  in  similar  style, 
thi'  front  cover  l)eing  illustrated  l)y  a  jucture  of  an 
elevator,  the  building  and  a  iicarliy  l)ri(lgc  being 
])aint('il  with  ^finerva  paint. 

G.  F.  Stephens  &  Co.,  Limited,  Winnipeg,  are  send- 
ing onl  a  In niUiiiiicl \-  illiiNti-alcd  Ijooklct,  showing  tlieir 


wide  range  of  architectural  stains.  Specifications  and 
rules  to  follow  when  appl.ying  the  stains  on  different 
woods  are  given.  The  illustrations  show  the  natural  color 
of  the  various  kinds  of  wood  which  the  finishes  are  de- 
signed to  imitate. 

Boeckh  Bros.,  Limited,  Toronto,  have  just  introduced 
a  new  method  of  displaying  their  paint  and  varnish 
l)rushes.  An  assortment  'of  varnish  brushes  is  put  up  in  a 
cardboard  display  stand,  the  brushes  being  in  compart- 
ments priced  at  from  5e  to  25c.  There  is  a  companion 
set  of  paint  brushes  priced  at  20c,  25c  and  30e  in  a  sep- 
ai-atc  carton,  the  two  l)eing  known  as  the  Hand.y  House- 
hold Brushes.  Up  to  the  present  time  brushes  have  not 
been  (lisi)layed  to  advantage  by  many  hardwaremen,  l)ut 


this  new  method  of  display  brings  the  brushes  before 
probable  customers  in  such  a  way  that  there  is  bound  to 
be  a  big  increase  in  the  number  of  sales  made.  In  fact, 
Boeckh 's  salesmen  report  that  in  a  number  of  cases  cus- 
tomers have  made  purchases  from  the  samples  being 
shown  the  merchant  by  the  salesmen.  Retailers  who  have 
not  yet  secured  a  stock  of  brushes  in  display  stands 
shoidd  write  for  particulars  at  once. 


ABUSE  OF  ODD  PRICES. 

The  odd  prices  is  and  has  been  an  almsed  method  of 
doing  business.  It  is  so  because  so  many  of  those  who 
employ  it  do  so  without  any  real  reason  for  its  out-of- 
the-way  manner  in  order  to  attract  attention  to  the  goods. 
To  make  it  39  cents  instead  of  40  cents  seems  to  be  the 
moving  idea  of  quick  selling ;  to  make  it  47  cents  instead 
of  50  cents,  or  possibly  45  cents,  appears  to  have  a  magic 
possibility  of  moving  the  goods  faster.  All  of  which  may 
or  may  not  be.  It  may  not  be,  especially  when  there  is 
really  small  reason  for  the  employment  of  the  odd 
figures. 

A  certain  great  merchant,  who  was  among  the  first  to 
employ  the  odd  prices  on  goods,  was  once  accused  by  a 
would-be  business  economist  of  attempting  to  trick  the 
public,  or  delude  it,  by  simply  employing  odd  prices  that 
wei'e  different  than  the  prevalent  by-fives-and-tens. 
That  merchant  denied  the  charge  and  stated  that  his 
prices  were  at  all  times  on  a  certain  fixed  ratio  of  profits, 
according  to  cost.  He  stated  that  a  certain  article  that 
was  priced  by  the  wholesaler  at  a  certain  figure  and  that 
cost  so  nnich  to  land  in  his  store  ready  for  selling  woidd 
1)1^  priced  according  to  its  total  cost. 
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BUSINESS  CHANGES. 

Ontario. 

I'x'l liniiy.   -CIkis    licviiolds  hiirncd  out. 
Toronto. — II.  .Mciiihcry  &  Soti.s  sii  ■(•ceded  l)y  (Jeo.  K. 
Membeiy. 

Wro.xetci'. — lleiirv  Ihirdiiiu'  Iwis  moved  to  lunv  (|ii;ii't- 
cr.s. 

Drtiytoii. — ().  P>.  Ileiii'y  is  solliii}^  out. 
I jfi^iifUi. — ).  -J.  (h-jiiit  i.s  .selliiifT  Old. 

Manitoba. 

Newdfde. —  II.  F.  ('luipell  .succeeded       A.  Iv  .Martin, 
("romci'.  —  Fei\i;iison  &  llcrlx-rt  sold  to  Dolin  &  Co. 

Saskatchewan. 

Uarint;.-  K.  Randall  Sons  .sncreeded  1)\-  (J.  T. 
Mitchell. 

Nctlicrill. — I.  H.  Scliell  succeeds  .lohnston  R>ros. 

Lorel)urn. — Sto  ':  (f  estate  of  Dorchurn  INIercHtdile  Co. 
sold  to  J.  li.  Ilrp!  n;  ;i. 

Hroderick. — ll(ri(l"i',si)n  &  liatliershy  dissolved,  liatli- 
ci'shy  continuing'. 

El.stow. — Caffrey  &  Chaplin  siii-ceed  \.  Iv  Chaplin. 

S(Mnans. — C.  J.  Froelichs  su.-ceeded  by  Fi-oeliclis  (.^  .Mc- 
Nutt. 

Steven. — R.  ¥j.  Beaton  opened  store. 
Ileward. — .1.  A.  P"'Iaeth  opened  store. 
Brownin<i\; — Br()vvnin<i:  Hardware  (-o.  opened  store. 
Outlook. — Thos.  W.  Coley  started  l)usines.s. 
Anfi'Iia. — Fraid<  I  Ia<iiiar  opened  store. 
North  Battlet'ord.— Spi'a,<:-,u-  &  1 1  nl)i)s  diss  .1  vi'd,  llnl>l)> 
eontiiiuinir. 

Alberta. 

DruJiihiller. — .Xolaii  &  Sliore  diss  Ive  l. 
Bawlf.— .1.  .\.  Kirki)atriek  &  Co..  Ltd.,  sold  to  I'anlson 
Bros. 

Alix. —  R.  F.  Sanderson  succeeded  hy  Kd.  .Mc('lnn<4-. 
Ldmonton. — O.  VVratsky  has  oi)ened  a  store. 
Medicine  Hat. — .Mcd'herson  Bros,  opened  new  store. 
(Coronation. — Jos.  Mayhew  opened  st;  I'c 
('nxs.sfield. — Ontkes  &  Arm.strong  opened  store. 
Macleod. — T.  M.  I'anlson  star'ted  business. 
Calyary. — INla^nire  &  Dixon  opened  store. 


S.  W.  P.  SALESMEN'S  CONVENTION. 

The  Sherwin-Williams  ('ompany  of  Canada,  held  a 
salesmen's  eonferen.-e  at  their  Montreal  head(|narters  the 
first  week  in  Novend)er,  the  week  beinf>-  spent  in  stndyin<i- 
the  processes  of  mannfaeturino-  and  the  advertisin*;  assist- 
ance given  retail  cn.stomers  by  the  Shei'wiii-Williams 
Company. 


HARDWARE  HAPPENINGS 

The  Canadian  Cordage  Co.,  which  went  iido  liquida- 
tion la.st  Jaiuiary,  has  been  taken  over  hy  the  Inter- 
national Harvester  Co.,  Chicaf^o,  and  operations  Avill 
commence  at  once. 

A  window  display  of  niits  and  f?loves  at  this  season 
will  bring  good  business. 

The  Canadian  Supply  Co.  have  secured  the  contract 


for  roofing  the  large  Tndhope  Anderson  factory  at 
Orillia.  They  recently  completed  the  roofing  of  Clare 
P.ros.'  foundry  at  Preston  and  report  that  the  year's 
business  has  been  a  phenomenal  one  for  them,  the  de- 
mand for  Leeknot  Roofing  and  Sankote  Asphalt  Roof- 
ing having  been  particularly  brisk. 

W.  C.  McFarland,  hardware,  Parliament  Street,  To- 
ronto, is  doing  a  big  business  this  fall  in  ready  roofing. 
In  each  parcel  that  goes  out  of  the  store  he  encloses 
a  sample  of  roofing. 

John  iM.  Adam,  hardware,  St.  Mary's,  Ont.,  has 
secured  for  1912  the  agency  of  the  McLaughlin-Buick 
Motor  Car  Co.  for  St.  Mary's  and  Mitchell.  Mr.  Adam 
recently  .supplied  a  nice  order  for  glass.  This  com- 
prised thirty  cases  of  double  diamond  window  gla.ss 
to  be  used  in  the  construction  of  a  conservatory. 

The  St.  Mary's  Wood  Specialty  Co.,  St.  Mary's,  Ont., 
have  contracted  for  their  whole  season's  output  of 
hockey  sticks.  This  firm  is  turning  out  some  new 
models  in  basel)all  bats,  whi(di  should  be  leaders  next 
spring. 


GILLETTE  CHRISTMAS  ASSORTMENT. 

The  Gillette  Safety  Razor  Co.  of  Canada.  Montreal, 
are  offering  a  special  Christmas  assortment  to  the 
Canadian  trade  to  be  featured  as  suitable  holiday  gifts 
to  father  or  brother  at  Christmas  time.  The  assort- 
ment includes  a  standard  set  in  leather  and  pressed 
metal  case,  the  pocket  edition  also  in  leather  case,  an 
attractive  special  to  sell  at  -to.  and  the  combination 
set  in  grained  leather  case  fitted  with  soap  and  brush 
in  metal  boxes. 

.\n  assortment  of  this  kind  put  in  stock  about  the 
middle  of  November  featured  in  a  window  display  and 
shown  in  a  prominent  position  on  a  silent  salesman 
should  be  disposed  of  very  quickly,  and  one  or  two 
additional  assortments  might  also  be  sold  before  the 
end  of  the  year  if  properly  pushed. 

The  Gillette  Company  have  been  conducting  an  ex- 
tensive advertising  cam[)aign  in  the  leading  daily 
papers  and  magazines  for  several  years,  and  it  remains 
for  the  local  hardware  men  to  take  advantge  of  this 
publicity. 

ICvery  razor  user  knows  the  name  Gillette,  and  recog- 
nizes in  it  a  high  standard  razor  which  has  been  suc- 
cessfully used  on  millions  of  faces,  and  thousands  of 
wives  and  sweethearts  of  razor  users  will  l)e  ready  to 
invest  in  a  Gillette  razor  set  during  the  next  few  weeks 
if  the  suggestion  is  put  to  them  in  an  intelligent 
manner. 


HARDWARE  CONVENTION  ITEMS 

The  Hve  Philadelphia  iiardware  manufacturers  who 
have  exhibited  for  sev(>ral  yeai-s  under  the  title  of 
"IMade  in  Philadelphia"  Iiardware.  have  decided  not 
to  exhibit  at  any  hardware  exhibition  during  1912. 
their  display  at  the  Toronto  Exhibition  being  the  last 
they  will  hold  for  at  least  a  yeai'. 

W.  .1.  Carter,  the  live  wire  from  Picton.  sends  word 
that  he  has  already  reserved  a  room  at  the  Wellington 
Ibttel,  (iuelph.  during  the  hardware  convention  next 
February.  This  will  he  Mr.  Carter's  third  convention 
and  sickness  or  death  will  be  the  only  things  to  keep 
him  away. 
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Paint  and  Varnish  Trades 


THE  HARDWARE  MAN'S  PAINT  DEPARTMENT. 

G.  H.  Dirhold 

The  wise  hardware  dealer  will  I'eeoguize  the  wisdom 
of  preparing  to  cater  for  every  class  'of  trade  within  his 
reach.  He  will  also,  as  experience  makes  him  better 
able  to  estimate  supply  and  demand,  form  an  idea  as  to 
wliat  departments  or  sections  of  his  stock  will  recpiire 
extension.  If  his  capital  is  limited — a  not  very  uncom- 
mon thing  in  the  early  stages  of  business — he  must  Aveigh 
carefully  the  various  matters  that  concern  his  trade,  so 
that  he  may  not  hamper  his  prospects  of  success  by  a 
too  general  class  of  stock  instead  of  a  varied  stock.  He 
must  recognize  that  in  certain  sections  he  needs  to  stock 
fairly  well  on  the  variety  of  wants  catered  to,  to  have 
an  effect  of  completeness.  Conseciuently,  before  com- 
mencing to  consider  adding  a  new  line,  it  is  advisable  to 
have  an  idea  of  the  requirements — the  possible,  present 
and  future  demand — so  that  proper  space  and  selling 
eflVn-t  can  be  devoted  to  the  new  line  when  it  is  stocked. 
A  live  paint  department  is  the  one  great  big  oppor- 
tunity for  the  retail  hardware  merchant.  Its  possi- 
bilities are  only  limited  by  the  amount  of  push,  energy 
and  determination  you  put  forth.  Bear  in  mind  that 
the  people — the  masses,  if  you  please — are  buying  paint, 
and  more  paint,  and  will  continue  to  buy,  if  not  at  your 
store,  then  elsewhere. 

Paint  a  Necessity. 

J'aint  is  a  necessity,  not  a  luxury.  Good  paint  is 
fully  as  important  as  insurance.  Paint  to  the  house  is 
what  clothing  is  to  the  body.  Paint  makes  the  home 
atti'active,  cheerful  and  enduring.  A  periodical  invest- 
ment in  paint  is  judicious  economy,  becaiLse  it  actually 
costs  less  to  use  good  paint  than  to  go  without  it.  In  the 
long  run  good  paint  really  costs  nothing,  as  it  eventu- 
ally saves  more  than  it  costs. 

In  the  old  days  one  or  two  morchant.s  Cwiild  supply 
all  liie  paint  materials  necessary  for  the  annual  or  semi- 
aiiiuud  painting  season  in  the  average  community,  and 
tile  field  was  limited  generally  to  the  paint  necessary  for 
tile  exterior  of  house  and  barns.  To-day  the  c-onomy 
and  satisfaction  in  the  touch  of  varnish  here,  mixed 
paint  there,  a  little  gilding  or  some  enamel  work  in 
aiiotlier  place,  have  been  so  convincingly  taught  by  the 
inainifacturers  of  these  various  products  that  the  paint 
field  lias  been  greatly  widened  among  retail  dealers. 

A  Profitable  Side  Line. 

The  hardware  .store  is  the  natural  and  correct  place 
foi-  the  sale  of  ready-mixed  paints  and  paint  sundries. 
Paint  is  bought  and  lai-gely  used  by  the  kind  of  people 
that  the  average  hardware  man  is  in  touch  with — con- 
tractors, carpenters,  builders  and  property  owners  visit 
tile  hardwai'e  store  for  other  supplies  and  material.  All 
these  people  are  in  a  iinsitiim  to  influence  the  sale  of  a 
urcat  deal  of  paint. 

(!i-anting  the  fact  that  the  hardware  store  is  the  pro- 
per place  to  tind  painjs,  jind  allied  liiu^s.  the  query  nat- 
urally  arises  as  to  the  best  inelhod  nf  hainlliiiL;  and  iiu)V- 
ing  the  goods. 


You  and  your  clerks  shoidd  know  the  line.  For  in- 
stance, in  talking  paint  to  an  interested  ciistomer,  don't 
simply  pick  up  a  can  and  say:  "This  can  is  50  cents," 
and  put  your  hand  on  the  next  can  and  say:  "And  this 
can  is  40  cents, ' '  and  so  on  down  the  line. 

There  are,  of  course,  various  and  specific  talking  points 
and  arguments  for  each  article.  The  good  paint  sales- 
man realizes  that  on  his  powers  of  presenting  the  right 
arguments  to  different  customers  depends  the  making 
of  the  sales.  Take  the  same  careful  interest  \i\  selling 
the  small  can  that  you  would  in  selling  several  gallons. 
The  beginner  especially  should  not  neglect  the  small  or- 
der for  the  big  one;  rather  depend  upon  the  little  spe- 
cialties for  profit  and  to  serve  as  advertising  and  getting 
your  paint  depatment  on  the  map. 

Complaints  and  How  to  Handle  Them. 

The  hardware  dealer  luindling  p;iints  has  now  and 
then  complaints  of  alleged  unsatisfa3tory  j'obs,  with 
claims  for  refund  or  rebates.  Occasionally  these  com- 
plaints are  well  founded,  but  generally  they  are  not. 
The  merchant  should  make  it  a  rule  to  investigate  all 
complaints  promptly  and  thoroughly.  Your  success  in 
building  up  a  growing  and  permanent  paint  trade  is 
largely  dependent  on  the  satisfaction  of  your  customers. 
The  loss  of  a  .single  paint  customer,  if  caused  by  di.ssat- 
isfactiou,  is  apt  to  cause  the  loss  of  others ;  therefore 
every  effort  should  be  made  to  promptly  investigate  com- 
plaints, and,  if  possible,  to  pacify  the  customer. 

JMost  ccmiplaints  are  from  people  who  attempt  to  use 
liaint  and  are  not  familiar  with  it.  For  instance,  they 
imagine  that  when  they  buy  a  (piart  of  paint,  all  they 
have  to  do  is  to  open  the  can  and  apply  it  without 
stirring;  that,  of  course,  is  a  comiuon  complaint,  and 
very  easily  ad.justed. 

A  careful  and  honest  investigation  \\\\\  readily  estab- 
lish whether  the  complaint  is  right  or  wrt)ng.  If  the 
fault  is  really  in  the  paint,  there  is,  of  course,  nothing  to 
do  lint  make  good.  If,  however,  the  customer  is  to 
blame,  a  frank  talk,  without  any  trace  of  irritation,  and 
giving  good,  legitimate  reasons  why  the  paint  itself  is 
not  at  faidt.  will  in  most  cases  convince  any  fair-minded 
man  that  his  complaint  is  groundless. 

Here  is  what  one  good  paint  manufacturer  says  of 
how  he  handles  complaints:  "When  I  receive  a  com- 
plaint from  one  of  our  customers,  I  first  get  all  the 
information  from  the  dealer  that  he  is  able  to  give.  Then 
I  have  him  open  his  books  and  find  out  how  much  paint, 
oil,  turps,  japan,  ochre  and  lead,  or  any  kind  of  mater- 
ial he  has  sold  for  the  job,  and  if  possible,  the  weather 
conditions.  I  then  recpiest  of  him  the  name  of  the 
painter  who  did  the  work.  I  interview  the  painter  and 
get  all  the  information  he  will  give.  He  frequently  gives 
up  the  key  to  the  whole  situation,  with  all  the  informa- 
tion that  will  hel])  you  out  of  what  might  have  been  a 
very  difficult  situation  to  exjilain  and  settle. 

"Recently  a  complaint  was  made  regarding  a  large 
dairy  bai-n.  The  lower  lialf  of  the  paint,  eight  or  ten 
feet  high.  Iiad  peeled  in  long  peelings.  This  was  jiuz- 
zling  to  the  owner  aiul  to  the  dealer.    They  could  not 
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iiiHlcrstMiid  why  the  cud  of  tlic  \)i\rn  \v;i.s  in  ffood  con- 
dition and  the  two  sides  luid  <r(int'  wrong.  Upon  invosti- 
i;ation  T  found  that  tli(>  hum  hjid  hvn\  sprayed  on  the 
inside  with  whitewash.  ;ind  the  siiti  had  drawn  tli(i  lime 
and  moisture  throufili  the  hoards.  eausin<i'  the  paint  to 
l)eel.  Tt  was  not  niuch  trouhle  to  convince  the  owner 
and  the  deah'r  that  the  paint  was  not  to  blame.'' 

Hints  on  Advertising. 

The  preservation  and  upkeep  of  pro[)erty  are  now 
important  factors  in  the  expense  account  of  nearly  every 
property  owner.  I'ainting  is  for  the  decoration  and  for 
the  preservation  of  property.  Von  will  api)eal  to  a  uni- 
versal love  of  beauty  when  you  advertise  paints,  and 
the  love  of  beauty  is  one  of  the  strongest  good-will  assets 
the  hai'dware  store  can  have.  It  is  the  desire  of  every 
thrifty  housewife  during  the  year-  to  do  some  painting. 
"If  I  Unew  how  to  go  about  it  1  would  r-e-eruimel  this 
balh  tub  or  re-stain  this  floor  arouiul  th(>  edges  of  this 
room,"  she  says  to  herself.  Why  not  tell  lier  about  your 
paint  department,  and  how  all  thes(»  things  may  be  pur- 
chased from  you  ? 

Cut  prices  .should  never  be  made  a  feature  l)y  them- 
selves. A  good  policy  is  to  advertise  special  prices  for 
certain  days,  and  at  no  other  time,  except  for  an  occa- 
sional special  sale  on  certain  days,  on  special  goods. 
Never  cheapen  (pud ity.  When  you  advertise  a  paint 
leader,  let  it  be  something  attractive  in  appearance,  of 
reasonable  pi-ice,  and  the  best  quality  to  be  had  for  the 
money.  It  is  also  of  great  importance  that  the  clerks 
and  store  policy  sliould  re-enforce  all  newspaper  paint 
advertising  by  their  best  efforts  in  showing  and  display- 
ing advertised  goods.  The  paint  window  display  should 
be  changed  f i-ecpieiitly  and  whenever  possible  it  should 
show  the  goods  advertised.  Use  one  window  regularly 
for  advertising  ])opular  paint  specialties  and  one  for 
popular  small  hardware.  Wherever  feasible  show  win- 
dow cards  with  prices  plainly  marked  to  accompany 
the  popular  articles. 

All  leading  paint  manufactui'crs  have  given  considei'- 
able  thought  ami  expended  mii.-h  money  in  an  earnest 
effort  to  ])rovide  their  customers  with  attractive  pictures 
and  good  "reason-why"  copy  that  will  make  your  paint 
advertising  in  the  local  papers  more  effective  and  more 
profitable.  Remember  the  mamifactnrers'  advertising 
matter  is  just  as  much  your  advertising  matter  as  it  is 
the  manufacturers'.  The  only  vital  difference  is  that  it 
costs  him  lots  of  money,  while  he  furnishes  it  to  you 
entirely  free.  In  addition  to  booklets,  cii'culars,  .show- 
cards  antl  follow-iip  literature  of  all  sorts,  many  manu- 
facturers are  also  glad  to  furnish  elec'tros  for  news- 
papers, or.  in  fact,  prepare  other  suitable  advertising- 
copy  without  cost  for  any  dealer  who  desires  to  clinch 
results  aiid  stimulate  local  i)ainl  business. 


PAINT  SALESMEN  HOLD  CONVENTION. 

Lowe  Hros.,  Limited,  held  a  convention  of  their  Can- 
adian sales  staff  at  the  Queen's  Hotel,  Toronto,  from 
Oetober  .'^1  to  November  7,  Chas.  S.  Kennedy,  general 
manager,  and  Frank  H.  Brown,  sales  manager  of  the 
Canadian  Company,  directing  the  conference. 

Lowe  Bros,  announce  the  appointment  of  the  follow- 
ing salesmen  : 

J.  R.  Thompson  (lately  with  Searfe  &  Co.).  Eastern 
Ontario;  Jas.  ;\Ic]\Iartin  (recently  with  Sherwin  Wil- 
liams Co.),  Northern  Ontario;  ]\Iilton  Bergey  (Avho  has 
resigned  as  manager  of  Shelden  School  of  Salesman- 
ship), AVestern  Ontario;  N.  F.  Vanzant  (of  Wright  & 
Vanzant.  hardware  dealers,  Toronto^  and  E.  D.  Reid 


(formerly  with  Standard  i'aint  Co.  of  Canada).  Winni- 
peg and  W^estern  Canada. 

Nearly  a  week  was  spent  in  thoroughly  investigating 
the  merits  of  "High  Standard"  paints,  "Mello-tone" 
wall  finishes  and  other  Lowe  productions  and  their 
utility  for  all  classes  of 'decorative  anri  weather  resist- 
ing requirements.  After  this  the  advertising  and  sales 
proposition  was  thoroughly  gone  into.  Lowe  Bros,  hav- 
ing a  most  comprehensive  and  unirpie  system  of  adver- 
tising for  the  retailer's  benefit,  including  a  variety  of 
special  window  trims,  signs,  artistic  printed  booklets, 
mailing  cards,  etc. 

The  salesmen  appointed  will  begin  work  immediately 
and  will  lay  their  proposition  before  hardware  men  of 
Ontario  and  the  West  with  every  confidence  that  the 
(piality  of  their  goods  and  the  progressive  methods  of 
advertising  will  win  for  them  a  large  share  of  the 
Canadian  paint  trade. 

An  announcement  being  sent  out  this  week  is  a  hand- 
some folder  Avith  a  cover  printed  in  two  tones  of 
brown,  the  inside  bearing  an  attractivel.v  printed  para- 
graph under  the  heading  "The  Sign  and  What  It 
Stands  For."  the  sign  being  the  well-known  little  blue 
flag  bearing  the  little  flag  emblematic  of  Lowe  Bros, 
high  standard  paint. 


A  HOLIDAY  PAINT  REMINDER. 

Hardware  dealers  should  impress  upon  their  custom- 
ers the  advisability  of  decorating  the  house  for  the 
home-eoming  of  the  family  at  Christmas.  There  are 
floors  to  polish,  woodwork  to  paint  or  varnish,  walls  to 
be  done  over,  and  several  other  things  to  make  the  home 
look  most  attractive  for  the  greatest  event  of  the  year — 
the  family  re-union. 

Paints,  varnishes,  floor  stains,  wall  and  ceiling  pre- 
[)arations  should  be  advertised,  displayed  and  talked  on 
from  this  on. 


NEW  HONE  FACTORY  COMPLETED. 

Pike  Manufacturing  Co.,  Pike,  N.U..  iiave  completed 
the  erection  of  an  entirely  new  addition  to  their  fac- 
tory at  Littleton,  N.H..  to  rei)lace  the  structure  which 
was  destroyed  by  fire  early  last  spring.  The  building 
will  be  given  over  entirely  to  the  maiuifacture  of  arti- 
ficial razor  hones  and  carving  knife  hones.  The  in- 
crease in  the  demand  for  the  Ezy  Edge  and  Koenig 
Hones  and  the  Kantbreak  and  Pike  Carvo  Knife  Sharp- 
eners, has  necessitated  the  installing  of  an  entirely  new 
ecpiipment  of  machinery.  They  are  now  in  a  better 
position  than  ever  to  take  cari'  of  all  orders  promptly. 


T.  W.  P.rown,  hardware.  242  Carlton  Street,  Toronto, 
has  had  an  excellent  paint  trade  this  fall.  He  .says  paint 
constitutes  one-third  of  his  business,  and  is  due  to  the 
fact  that  he  takes  care  not  to  have  old  stock  and  to  give 
customers  good  value  for  their  money. 

IT.  E.  Burgess,  representing  the  McClary  Mfg.  Co.. 
of  Winnipeg,  met  with  an  accident  at  Watson,  Sask.. 
on  October  25.  while  driving  from  there  to  Spalding, 
a  distance  of  twenty  miles  north,  in  an  auto.  While 
in  the  act  of  stepping  out  of  same  he  dislocated  his 
foot  and  ankle  and  will  be  incapacitated  for  a  time. 
He  is  at  the  King  George  Hotel,  Watson,  under  the  care 
of  Dr.  :\Iulholland. 
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THINGS  ARE  GREAT  OR  SMALL, 
INFERIOR.  ONLY  BY  COl 


This  paper  to  all  present  appearance  is  white,  but  put  a  spot  of 
zinc  on  it  and  you  will  wonder  what  ever  made  you  think  it  was 
white. 

Just  as  Lamp  Black  looks  black,  yet  if  you  rub  some  out  on  a 
piece  of  glass  and  place  beside  it  a  spot  of  Drop  Black,  the 
Lamp  Black  looks  gray.  It  only  looked  black  as  long  as  the 
eye  saw  nothing  blacker. 

So  it  is  with  paint.  You  may  think  all  hnes  of  pamt  are  alike. 
You  may  think  the  line  you  handle  to  be  the  best  available. 

BUT  HAVE  YOU  COMPARED  ? 

All  paint  IS  not  alike,  just  as  all  men  are  not  alike.  "HIGH 
STANDARD"  Liquid  Paint  IS  either  better  or  not  as  good  as 
the  line  of  paint  you  handle.  Only  on  investigation  can  this  be 
determined. 

As  a  dealer,  wouldn't  you  have  a  feeling  of  security  if  you  knew 
absolutely  you  had  a  better  paint  than  your  competitors — 
wouldn't  you  feel  you  could  sell  more  paint,  make  substantial 
profits  and  prosper  ? 

Then  don't  you  feel  that  you  should  investigate  the  "HIGH 
STANDARD "  Proposition  ?  We  invite  a  comparison.  If 
you  are  open  to  conviction  without  obligation  attaching,  write — 


1^1  JSAITW 


Paintmakers,  Varnishmakers,  Colormakers 
Temporary  Office,  261  King  Street  West,  Toronto 

Dayton,     New  York,     Boston,     Chicago,     Kansas  City 
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NEAT-HANDSOME-CONVENIENT 


Another  link  in  the 
chain  of  selhng  helps 
supplied  to 

Minerva 

Agents. 

This  cabinet  keeps  the 
handsome  "Minerva" 
color  folders  neat, 
clean  and  convenient. 


Made  in  Quarter  Cut  Oak    Fumed  Finish    10"  Wide  by  22"  High 


It  saves  time,  as  well  as  being  an  attractive  ornament 
to  your  store. 

The  "Minerva"  proposition  is  a   money-maker  for 
aggressive  dealers. 

Write  for  Particulars 

PINCHIN,  JOHNSON  &  CO.  (Canada)  Limited 

377-387  CARLAW  AVENUE,  TORONTO 


ESTABLISHED  IN  ENGLAND.  1834 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


51 


BOECKH'S  BRUSHES 

IN  COUNTER  DISPLAY  BOXES 


Are  convenient  to  handle  and 
keep  the  goods  in  plain  view  of 
prospective  customers. 

The  Flat  Varnish  Brushes  retail 
at  5c,  10c,  15c,  20c  and  25c. 

The  Flat  Paint  Brushes  retail  at 
20c,  25c  and  30c.  The  most  ad- 
vantageous way  of  handling  lines 
suitable  for  the  householder. 

IV rite  for  Prices 


THE  BOECKH  BROS.  COMPANY,  Ltd. 


OFFICE : 
80  York  Street 


TORONTO,  CANADA 


FACTORIES : 
158  to  168  Adelaide  St.  West 


P 


LATE 


S 


HEET 


We  carry  in  stock  Plate 
Glass  of  all  thicknesses 
ranging  from  to  1 
Write  us  when  you  re- 
quire anything  special  in 
Glass. 


F 


IGURED 


If  you  require  Leaded 
Glass  we  would  be 
pleased  to  send  you  our 
Catalogue  of  colored 
designs  upon  receipt 
of  your  request. 

The 


L 


EADED 


M 


IRRORS 


Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Toronto  Ontario 


Quality  sells  our  Glass 

When  buying  Window  Glass,  see 
that  you  get  the  world-wide  brand 


Manufacturers  of  all  kinds  of  British 
Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 
Cajt,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 


MONTREAL 
WINNIPEG 


TORONTO 
VANCOUVER 


Works:    St.  Helens,  England 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Jonrnal, 
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Market  Situation 

THE  HARDWARE  MARKETS. 

The  demand  all  aloiii;-  the  line  is  excellent.  Orders  are 
cominfT  in  plentif uU.v,  and  it  is  keeping  .jobbers  on  the 
jmnp  to  fill  orders.  The  demand  is,  on  the  whole,  very 
even.  Collections  are  np  to  the  mark,  and  pa.vments  are 
being  met  promptly. 

Advices  still  keep  coming  from  the  German  and  Shef- 
field makers  of  cutlery,  stating  that  it  will  be  necessary  to 
maintain  the  recent  advances  owing  to  the  extra  cost  of 
manufacturing,  caused  by  the  Governments'  enforcing 
the  latest  Acts  for  the  protection  of  workmen. 

A  large  business  is  being  done  in  wire  nails.  There  is 
a  good  consumption  throughout  the  whole  country,  and 
manufacturers  are  being  taxed  to  their  capacity  to  keep 
pace  with  the  trade.  Not  much  is  being  done  in  fencing 
wire,  except  a  few  lots  for  repair  purposes.  The  low 
prices  in  the  States  are  having  no  appreciable  effect  on 
this  market. 

Cotton  goods,  such  as  rope,  etc.,  are  easing  off  slightly. 
This  is  due  to  the  good  crop  in  the  United  States,  and, 
too,  the  price  has  been  abnormally  high  and  was  due  to 
take  a  drop. 

There  is  a  good  demand  for  (Jhristmas  goods.  Re- 
tailers everywhere  are  stocking  up  with  cutlery,  plated 
ware,  cut  gla.ss,  skates,  toboggans,  snowshoes,  moccasins, 
meat  and  food  choppers,  iron  toys,  percolators,  and  other 
necessary  household  staples  that  make  acceptable  gifts. 
The  skate  trade  is  pretty  evenly  divided  between  the 
German  and  Canadian  makers. 

Sporting  goods  are  easing  off  a  little,  but  the  season 
has  been  a  particularly  good  one.  Shot  gun  ammunition 
has  been  booming  owing  to  the  open  season  for  ])heasants 
and  partridge. 

In  biiilders'  and  heavy  hardware  the  demand  is  steady. 
Everything  is  going  along  nicely  and  there  is  nothing 
whatever  to  worry  about. 

There  is  a  good,  steady  demand  for  lumbermen's  sup- 
plies in  all  lines. 


varices  at  this  time  of  year,  but  this  season  it  is  dancing 
all  over. 

The  lins<'<'d  oil  market  is  inclinfd  to  weaken,  in  com- 
petition with  English  fpiotations,  although  in  the  United 
States  it  is  still  very  much  higher  than  it  is  here.  Pres- 
ent prices  are  .$1.05  for  raw  and  .$1.08  for  boiled,  but 
this  may  not  stand  any  time.  In  fact,  it  may  be  lower 
before  this  i.ssue  is  out.  Futures  are  quoted  at  several 
cents  a  gallon  le.ss  than  present  delivery  prices. 

Shipment's  of  window  glass  are  starting  to  arrive  after 
the  long  delay,  although  .some  dealers  are  complaining 
of  the  shipments  not  being  well  sorted  up.  Exporters  are 
shipping  in  small  lots  instead  of  in  bulk.  Consequently 
stocks  are  very  badly  sorted  now.  In  spite  of  the  fact 
that  deliveries  are  now  being  made,  prices  will  not  ease 
off.  In  fact,  they  will  in  all  probability  ri.se  higher.  Job- 
bers say  there  is  no  money  in  it  for  them  at  present 
prices.   A  good  stock  of  glass  means  money  to  the  dealer. 

Putty  is  in  good  demand,  in  sympathy  with  glass. 
There  are  a  great  many  grades  on  the  market,  and  it 
keeps  a  merchant  guessing  as  to  just  what  to  buy.  Job- 
bers say  they  should  get  $3  a  cwt.  for  good  putty,  but 
present  quotations  range  from  .$2.10  to  $3. 


THE  STOVE  SITUATION. 

The  comparatively  mild  weather  of  late  has  been  a 
great  boon  to  the  stove  manufacturers.  Fewer  new  or- 
ders are  being  booked  now,  and  it  is  giving  them  a  chance 
to  catch  up  with  orders  already  on  hand.  They  are  now 
able  to  fill  the  more  pressing  demands,  and  hope  by  the 
end  of  the  month  to  be  able  to  satisfy  everyone. 

October  was  the  l)iggest  month  the  dealers  ever  had, 
and  they  thought  that  on  account  of  this  the  sales  during 
the  rest  of  the  .season  would  fall  off.  Happily  their 
thoughts  did  not  materialize,  and  this  year  has  been  the 
biggest  in  the  history  of  the  industry. 

Stove  boards,  coal  hods  and  other  stove  accessories  are 
in  very  active  demand. 

All  seasonable  lines  of  enamelled  ware  are  moving 
freely,  and  big  shipments  are  being  made  every  day.  To 
a  large  extent  this  is  taking  the  place  of  tinware,  on  ac- 
count of  the  cheaper  price.  However,  tin  wash  boards 
and  oil  cans  are  having  a.  good  run  at  this  season. 


FEATURES  OF  THE  PAINT  AND  OIL  MARKET 

The  prepared  paint  business  is  starting  to  slacken  oft' 
somewhat,  although  a  good  business  is  still  being  done. 
The  slight  relaxation,  however,  is  being  considerabl.y  off- 
set by  the  demand  for  interior  finishes  and  stains.  This 
year  has  been  an  exceptional  one  in  the  paint  trade.  All 
houses  report  largely  increased  sales,  and  the  prospects 
for  spring  ai-e  very  bright  indeed. 

The  demand  for  white  lead  is  rather  quiet,  and  prices 
are  still  away  up.  The  reason  for  the  slight  decrease  in 
the  demand  is  that  hardware  men  have  been  buying  quite 
cxtensivel.v  while  the  price  was  soaring  and  are  now  hold- 
ing fairly  large  stocks.  The  present  price  of  $6.90  in 
less  than  ton  lots,  $6.75  in  ton  lots,  and  $6.60  in  five-ton 
lots.  The  sensational  advance  in  pig  lead  has  put  the 
price  uj)  to  a  figure  where  the  grinders  find  very  little 
money  in  it.  even  at  the  present  high  price  of  the  finished 
article. 

The  turpentine  market  is  not  very  active.  Prices  are 
fluctuating  almost  every  day.  Speculators  have  got  hold 
of  the  situation,  and.  too,  the  weather  in  the  south  has 
been  very  favorable  to  the  i)roducers  and  stocks  have 
accumulated  Then,  again,  tlie  demand  has  fallen  oft' 
slightl.v  and  prices  are  easier.    The  price  general l.v  ad- 


THE  METAL  MARKETS. 

The  general  situation  seems  to  be  improvnng,  and  it 
looks  as  if  the  corner  had  been  turned,  as  far  as  low  prices 
are  concerned.  As  yet,  however,  prices  remain  the  same 
as  last  month.  There  is  a  large  volume  of  business  being 
done,  but  .iobbers  state  there  is  absolutely  no  money  in  it 
for  them  at  pi-esent  prices,  and  that  a  rise  all  along  the 
line  is  inevitable. 

There  is  an  absolute  famine  in  spot  spelter.  Jobbers 
are  unable  to  secure  it  any  place  on  account  of  the  very 
great  demand. 

Tin  is  still  under  the  control  of  the  syndi,'ate.  and  it 
begins  to  look  as  if  this  could  not  be  liroken.  In  Europe 
metals  are  marketed  .just  like  stocks:  you  can  put  up  10 
points  and  the  bank  will  put  up  the  other  90. 

Copper  seem.s  to  have  turned  and  the  outlook  for  this 
metal  is  nuu-h  brighter  than  it  has  been  for  a  long  time. 
Locally  there  is  no  change  in  price,  but  jobbers  state 
there  will  have  to  be  a  rise  soon,  as  the  present  price  is 
altogether  too  low. 

Pig  iron  is  in  good  demand,  and  prices  are  rather 
steadier.  Canadian  iron  is  worth  $18.50  per  ton;  Mid- 
dlesboro.  $19.50  ]>er  ton.  and  Olengarnock  Scotch  $22.50, 
f.o.b.  Toronto. 
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Talks  on  Paint  Selling 


No.  3 


Economic  production  has  been  conspicuous  in  the 
growth  of  The  Sherwin-Williams  Co. 

To  establish  and  maintain  the  highest  standard  of 
paint  and  varnish  excellence  and  to  market  our  products 
at  the  fairest  prices  consistent  with  their  quality,  has  in- 
volved the  acquirement  and  control  of  the  most  improved 
equipment,  warehouse  facilities  and  raw  materials. 

These  things  all  have  a  significance  for  you,  Mr. 
Dealer.  There  is  unusual  quality,  prestige  and  selling 
force  back  of  a  product  that  requires  five  enormous  paint 
cmd  varnish  factories,  two  dry  color  plants,  two  complete 
linseed  oil  mills,  the  direct  ownership  and  operation  of 
lead  and  zinc  mines  and  smelters,  a  large  white  lead 
corroding  plant,  two  box  factories,  printing  plants  and 
machine  shops. 


This  great  business  is  the  effect  of  growth,  not 
combination. 

Big  business  rests  upon  Demand,  Demand  rests 
upon  Public  Confidence,  and  that's  the  greatest  Selling 
Force  in  the  world. 

These  forces  are  all  a  part  of  the  equipment  of  the 
Sherwin-Williams  Agent.  The  success  of  our  business 
rests  upon  the  success  of  our  agents.  Could  we  say 
more  ? 

The  Sherwin-Williams  Co. 

(of  Canada,  Limited] 

PAINT,   VARNISH    AND   COLOR  MAKERS 
LINSEED  OIL  CRUSHERS 
factories:    Montreal,  Toronto,  Winnipeg,  London,  eng. 
offices  and  warehouses;  montreal,  toronto,  winnipeg,  vancouver 


The  Opening  Wfedde 
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Is  the  best  goods  at  a  reasonable  price. 

New  business  is  absolutely  essential  to 
any  paint  dealer,  his  business  cannot  stand 
still  for  any  length  of  time  —  it  must  go  for 
Avard  or  go  backward.    That  is  a  law  of  nature 
which  works  out  in  everything,  great  or  small. 

You  want  new  business,  Mr.  Dealer,  but  you 
can't  get  it  without  an  entering  wedge.    You  will 
find  the  entering  a\  edge  to  new  business  is 


To  Re-Order  Business 

Is  the  same  force  that  brings  in  new 
business  —  quality  which  gives  universal 
satisfaction.    The  re-order  must  be  filled 
with  the  same   quality  that  brought  the 
original  order,  otherwise  there  will  be  no  more 
business  from  that  customer. 
You  will  find,  Mr.  Dealer,  that  our  quality  is 
just  as  strong  a  force  for  re-order  business  as  it  is 
for  new  business.    The  opening  wedge  to  re-orders  is 


/ 


MARTI N-SENOUR  PAINT 

I  o  o  y<,  pure: 


Honesty  in  manufacture  and  advertising  is  the  material  in  this  wedge.     Its  point  is  sharp  and  every  blow  you  strike,  the 
more  business  it  opens  to  you. 

As  a  live  20th  Century  business  man  you  naturally  are  anxious  to  get  the  goods  that  will  bring  in  the  most  business. 

Mr.  I  )ealcr,  you  can  get  them  by  writing  for  our  agency  proposition.    It  is  open  to  all  live  dealers,  the  kind  that  want  to  go  forward. 


THE  MARTIN -SENOUR  CO.,  Limited 

Montreal  Pioneers  of  Pure  Paint 

When  writing  to   advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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There  is  ii  gi  i  iil  scai'city  of  spot  lead.  Tlic  (Iciiiand  lias 
been  excellent,  and  the  price  has  steadily  risen,  till  now 
it  is  cents,  the  highest  price  it  has  heen  for  some  time. 
Governments  of  Eiirop(>an  connti'ies  are  buyiiif,'  in  liiv^v 
quantities. 

Antimony  is  quiet  and  firm.  I'ri.-es  are  holding  the 
same  at  7^/^  to  8  cents. 

Sheets  and  plates  are  in  active;  demand,  and  the  con- 
dition of  the  stock  is  improving. 

The  market  in  iron  pipe  is  very  firm,  and  on  account  of 
the  good  demand  prices  remain  steady.  The  steamfitting 
season  is  now  in  full  swing,  and  this  is  creating  lots  of 
trade. 

There  is  a  good,  steady  demand  for  brass  valves.  Busi- 
ness has  been  brisk  all  fall,  and  it  will  hold  out  till  Christ- 
mas. January  is  usually  a  dull  month,  but  during  Feb- 
ruary it  picks  up  and  remains  good  till  the  end  of  the 
year. 

Enamelled  baths  are  remaining  at  the  same  price — 30 
per  cent,  off  the  list,  and  30  and  5  per  cent,  oft'  lavatories. 
This  year  has  seen  a  lot  of  building,  and  the  demand  for 
this  class  of  goods  has  been  excellent. 


WESTERN  HARDWARE  MARKETS. 

Business  still  goes  on  splendidly.  There  is  a  possi- 
bility of  a  falling  off  later,  but  all  the  wholesalers  are 
sending  out  a  lot  of  goods  and  travellers  all  state  that 
busin&ss  is  better  in  Western  Canada  than  anywhere  else 
they  sell  goods. 

The  year  which  is  coming  to  a  close  quickly  will  prove 
one  of  the  biggest  in  hardware  that  the  West  has  ever 
known.  The  crops,  in  spite  of  all  the  adverse  conditions, 
will  make  a  fine  total.  Probably  the  grade  will  not  be  so 
liigh,  but  it  will  bring  a  lot  of  money  nevertheless. 

Fall  shipments  of  winter  goods  are  arriving  in  big 
quantities  now,  and  from  the  amounts  bought  it  would 
seem  that  hardware  jobbers  expect  a  big  winter's  busi- 
ness. 

Building  operations  are  still  veiy  active,  and  all  lines 
pertaining  to  this  trade  are  selling  well.  Sporting  goods 
and  cutleiy  are  going  specially  well. 

Paints  and  varnishes  show  big  demand,  while  plumbing 
and  heating  lines  cannot  be  had  quickly  enough. 

Stoves  and  ranges  are  moving  rapidly,  and  heaters  are 
sure  to  go  out  in  quantities  soon. 

All  staple  lines  are  selling  well,  at  prices  not  iiuicli 
changed  from  last  month's. 


JENKINS 

&  HARDY 

A.s.sij^Tiees,  Cli;irleied  Ac 

foiintant.s,  E.state  and  Fire 

Insiirani'e  Af^ciils 

15' 2  Toronto  Street 

52  Canada  Life  Building 

Toronto 

Montreal 

ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 
us  when  your  loss  occurs 


The  FARM  ENTER  BULLOCH  CO.  Limited 

GANANOQUE.  ONT. 

Iron  and  Copper  Rivets.  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 


CLASSIFIED  advertisements; 

Advertisements  under  this  head  five  cents 
per  agate  line  each  insertion.  About  seven 
words  to  one  line.    Remit  when  ordering. 


ARTICLES  FOR  SALE 


pi.AHTKK  l'.\RIS   I'OK  .S.VI.K  -\Vc  have  a  (Hiaiitily  of  Pla^^tcr  Paris 
wliicli  we  aie  prep^insd  to  offer  to  the  trade  at  attractive  prices.  This  is 
a,  sciin-f  iirl  icic.    \Vr'it<',  phonf!  or  wire  if  von  w.iiit  any.    .lOIiV  HAII.K^^  A: 


BUSINESSES  FOR  SALE 


POR  SALE— Hardware,  Stove  and  Granite  Business.  Established  thirty 
^  years,  doing  a  splendid  business,  stock  will  run  about  seven  thousand, 
and  in  fine  shape.  Yearly  turnover  twenty  thousand  :  goo<l  store,  can  be 
rented  or  bought :  fine  farming  country.  Tliis  business  will  stand  closest 
inspection.  At  riitc  on  the  dolhir.  Wisli  to  retire.  T).  FEHfU'SON,  Tee«- 
\\  :\ I  I'l'. 


[^(JK  .S.\  IjE -  Hard  ware.  .Sto\  c  and  Tin  Busines:^.     E>tabli^lied  over  2iJ 
years.    .Stock  about  $.5.0(10.    Must  be  sold  at  once.     Goofl  stand  and 
business.    .1.  H.  MrHIIfX  H,  Sim.oe.  Norfolk  r'ounty.  Ont. 


BUSINESS  CHANCE  IN  WESTERN  CANADA 

A  young  tia ril  warciiin  II  witli  i  \i)ericnc  (!  is  wanted  to  take  charge  of  hard 
ware  store  in  new  town  in  .Saskatchewan,  either  on  .straight  salary  or 
on  a  basis  ui'  .'>ii  pi  i  cent,  interest  in  the  business  in  addition  to  salary.  Must 
be  able  to  prii\ c  u  liability  and  capability.  Address  P.  H.,  Room  410  Mc- 
Kinnon  Ituihlin:^.  'I'lU'ontrt. 


CANADIAN  AGENT  WANTED 

Manufacturer  of  gasoline  ligliting  system  is  desirous  of  arranging  for  rep- 
resentation in  Canada  with  agent  who  will  carry  stock  and  push  sale.  Will 
give  rea.sonable  terms  and  ad  vertise  liberally.  The  system  is  a  dandy  as 
investigation  will  show.    Apply  .S.  G.  L.  Co.,  410  McKinnon  Bldg.,  Toronto. 


SALESMEN  WANTED 

Owing  to  the  transferring  of  some  of  our  best  sales- 
men to  foreign  sections  and  others  to  the  sales  work  on 
our  new  Filtration  System  and  Meter  proposition.  The 
first  of  the  year  we  shall  want  a  number  of  high  grade 
salesmen  to  work  on  the  General  Store  Trade  and 
Public  and  Private  Garages.  This  work  requires  good 
salesmanship  and  hard  work  but  is  very  pleasant  and 
profitable  for  such  men  as  can  meet  these  requirements. 
Our  goods  are  well  known  everywhere  and  of  the 
hundreds  of  thousands  of  users,  there  are  few  that  would 
think  of  being  without  our  outfit  for  double  what  they 
cost  them.  That  our  salesmen  like  their  work  and  it  is 
profitable  for  them,  is  proven  by  the  fact  that  they 
remain  with  us,  many  of  our  first  successful  salesmen  still 
being  with  us  after  twenty-five  years  of  service.  We 
find  in  working  the  Store  trade,  that  frequently  a  good, 
live  hardware  clerk,  who  knows  how  to  sell  goods  and 
is  not  afraid  of  work,  is  a  big  success  with  our  line.  We 
also  find  that  grocery  salesmen,  hardware  salesmen  and 
salesmen  in  other  lines,  calling  on  the  General  Store 
trade,  are  very  successful  with  us.  We  will  have 
territories  vacant  in  many  sections  of  the  country  and 
have  splendid  opportunities  for  a  number  of  the  right 
sort  of  men.  Correspondence  should  be  directed  to 
D.  A.  Corey,  General  Sales  Manager. 

S.  F.  BOWSER  &  COMPANY.  Inc. 


Fort  Wayne,  Indiana. 
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Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 

BELLEVILLE,  CAN. 


REVOLVING  CASES 

For  Bolts,  Screws  and  other  articles 


Have  time  and 
money  and  mixing 
of  contents  of 
drawers.  A  hand- 
some piece  of  fur- 
niture as  well  as 
very  useful  for 
bolts,  screws  and 
other  articles. 
They  are  used  by 
HiirilwaicDealers, 
I'hiiiilirr^,  Mach- 
ine Sliops,  Auto 
Manufa  c  t\i  r  er  s, 
Dealers  and  Re- 
pairers. E  a  c  h 
drawer  is  locked  in 
the  Case  to  pre- 
vent its  removal, 
therefore  the  con- 
tents of  the  draw- 
ers arc  not  apt  to 
get  mixed.  These 
Cases  are  made 
sq  uarewith  square 
drawers,  or  octa- 
gonal with  V-shap- 
ed drawers  as  de- 
sired. They  arc 
well  finished  and 
will  last  indefinite- 
ly. Sold  by  all 
jobbers  in  Hard- 
ware and  Auto 
Supjilies. 


^lannfacl 


cd  by 


American  Bolt  &  Screw  Case  Co. 

DAYTON,  OHIO,  U.S.A. 


THE  IDEAL  COMBINATION 
MOP  WRINGER  AND  BUCKET 

The  three-roll  flexible  mop  wringer  that  adjusts  itself  to  the  un- 
e\ en  thickness  of  the  mop.  The  mop  is  wrung  twice  while  passing 
through  the  rolls.  Has  improved  pattern  ear  that  sets  flush  on  side 
of  pail,  and  the  bail  is  held  free  and  clear  from  top  edge,  so  that  the 
mop  cannot  get  fast  or  tangled  in  the  ear  and  bail.  Is  provided  with 
our  patent  roll  leaver  and  curve  brace,  that  insures  an  eas5'  but  uni- 
form pressure  on  the  mop. 


Made  in  three  sizes.     Parked  six  in  each  crate. 
Manufactured  by 

The  American  Woodenware   Mfg.  Company 

TOLEDO,  OHIO,   U.  S.  A. 
Lyons  &  Marks  ,  120  Bay  Street,  Toronto,  General  Agents 


The  Early  Morning  Shave 

IS  now  made  a  Comfort  and  a  Delight.  Pike 
Strop-Hone  users  are  multiplying  daily  and  every 
man  that's  using  one  is  telling  his  friends  about 
it.  Every  one  sold  is  sure  to  sell  a  dozen  more. 
As  a  dealer,  why  not  come  along  with  us  and 
share  some  of  the  profit  ? 

Pike  Mfg.  Co.,  Pike,  N.H. 


Wlien   writing  to   advertisers,   kindly  mention   the  Crinadian  Hardware  and  Stove  Journal 


56 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


CORNICE  WITH  REDUCED  MITER. 

This  draivving  show.s  the  elevation  and  section  of  a 
cornice  with  projection  reduced  and  the  miters  devel- 
oped from  it,  the  cornice  being  reduced  in  the  soffit 
as  at  A. 

To  develop  the  miter  for  the  full  projection  take  the 
stretchout  of  full  projection  of  section  and  place 
stretchout  as  shown  on  wall  line  and  draw  lines  in- 
definitely from  all  spacings  at  right  angles  with  wall 
line,  which  is  the  stretchout  line.  Next  drop  lines  from 
all  points  in  section  to  corresponding  lines  in  stretch- 
out. Drawing  lines  through  the  intersecting  points  in 
stretchout  lines  will  give  the  pattern  for  full  projec- 
tion. This  same  method  is  used  to  develop  patterns 
for  crown,  bed  and  foot  molds  for  any  square  return 
miters.    The  patterns  for  the  reduced  projections  as 


 COTINICC  WJTH   T^EUUCEn  /i /TE  R 


shown  ill  elevation  ai-(>  gotlrii  by  the  same  iiielliod  as 
just  explained  for  full  projection  of  section.  The 
stretchout  for  reduced  projection  must  be  taken  from 
reduced  profile  A  of  elevation  continuing  as  before 
explained.  The  patterns  for  brackets  are  gotten  Iiy  tlie 
same  method. 

This  section  also  shows  the  iron  braces  to  stitTen 


cornice  marked  for  bolts  at  suitable  parts  of  brace. 
It  also  shows  the  wall  anchors  required  to  be  bolted 
to  the  iron  braces  and  extend  back  and  turn  down  in 
brick  cornice  backing.  It  also  shows  the  temporary 
wires  wliich  liold  the  cornice  until  the  wall  anchors  are 
bricked  in. 


A  DEPENDENT  TIN  PLATE  INDUSTRY. 

Iiii{)()rtant  as  lui.s  become  the  tin  plate  industrj-  of  the 
United  .States,  the  fact  that  it  is  practically  dependent 
upon  foreign  markets  for  its  raw  material  is  possibly 
not  always  remembered.  This  was  brought  home  to  the 
manufacturers  a  few  weeks  ago  when  the  railway  strike 
in  Great  Britain  threatened  to  tie  up  for  an  indefinite 
period  traffic  upon  the  high  seas  as  well  as  upon  the  rail- 
ways of  Great  Britain.  Even  the  delays  in  shipments 
that  were  experienced  caused  some  discomfort,  and  it 
has  been  declared  that  had  the  strike  been  maintained 
and  shipments  from  England  discontinued  for  a  few 
weeks  the  effect  would  have  been  mast  disastrous  to  the 
tin  plate  indu.stry  of  the  United  States. 

The  quantity  of  tin  ore  mined  in  the  United  States 
is  negligible.  In  fact  the  domestic  supply  is  largely  ob- 
tained from  scrap  tin  of  various  kinds.  The  main  quan- 
tity is  recovered  from  scruff  and  drosses  or  in  alloys. 
A  large  quantity  is  also  obtained  from  scrap  by  electro- 
lytic treatment.  The  process  of  recovering  from  old  tin 
cans  is  not  a  very  encouraging  one.  The  cost  of  collect- 
ing, transportation  charges  and  inability  to  dispose  of 
the  old  black  plate  from  which  the  tin  is  wholly  or  partly 
removed  are  the  principal  reasons  given  why  more  old 
tin  cans  are  not  utilized. 

It  is  evident  that  after  all  the  tin  plate  industry  of 
the  United  States  must  be  largely  dependent  upon'  the 
British  and  other  foreign  markets  for  its  supply  of  raw 
material.  This  is  not  very  pleasant  for  the  American  tin 
I)late  manufacturer,  but  it  probably  is  of  some  satisfac- 
tion to  his  competitor  in  Wales. 

The  census  report  recently  issued  shows  the  value  of 
the  products  of  the  tin  and  terne  dipping  plants  in  1909 
was  $47,970,000,  an  increase  of  50  per  cent,  in  ten  years. 

Canada's  imports  of  tin  and  manufactures  thereof  of 
various  kinds  last  year  aggregated  $4,240,781.  Of  this 
$2,473,539  came  from  the  United  Kingdom  and  $2,028  - 
229  from  the  United  States. 


JAPAN  TO  MAKE  NAILS. 

Japan  is  advancing  another  stage  in  civilization.  It 
lias  decided  to  go  into  the  manufacturing  of  nails.  The 
country  consumes  40.000  tons  of  "French"  nails  a  year, 
all  of  which  are  imported.  The  Imperial  Iron  Foundry 
will  produce  the  nail  iron  and  others  will  make  the 
nails.  The  start  will  be  made  this  fall,  and  it  is  estim- 
ated that  the  home  factories  will  soon  be  making 
"French"  nails  at  the  rate  of  25.000  tons  a  year. 

The  customs  duty  on  nails  entering  Japan  has  been 
more  than  doubled  in  order  to  afford  protection  to  the 
growing  industry. 

Germany  is  JajiaiTs  chief  source  of  supply  for  nails 
at  present,  with  the  United  States  next  in  order.  Can- 
ada does  not  appear  in  the  trade  returns. 

Previous  attempts  to  manufacture  nails  in  Japan  have 
not  been  successful.  That  they  A\-ill,  however,  eventu- 
ally succeed  is  quite  proliable.  The  Japanese  are  the 
]<ind  of  jx'ople  tliat  try  until  they  succeed. 
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M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  users  for  all  paint  uses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floorglaze 

Is  the  floor  finish  most  people  want.  Easy  to  sell 
it  because  it's  so  hard  to  excel  it.  Ten  pleasing- 
shades.  In  pints  and  quarts,  also  half  g-allon 
and  gallon  sizes. 

Elastilite  Varnish 

Is  the  most  brilliant  and  durable  for  inside  or  out. 

side  use.  Best  to  sell — best  to  use. 


You'll  find  it  pays  to  carry  the 
complete  line. 

Get  particulars  from 

IMPERIAL  VARNISH  & 
COLOR  CO.,  LIMITED 

8  to  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St., 
Vancouver 


SELL  CEILINGS  FOR 
LARGE  PROFITS 

^  We  are  hammering  the  PRESTON  Steel 
Ceiling  idea  into  the  public  mind  these  days  by 
a  strong  series  ol  newspaper  ads. 

^  The  result  will  be  reflected  in  inquiries  that 
will  come  to  you.  Are  you  reaJy  to  handle 
these  inquiries  and  nurse  them  into  orders. 

^  The  profits  on  PRESTON  Steel  Ceilings 
are  large,  and — as  a  side  issue — you  will  most 
likely  land  the  peiint  order  that  has  to  be  given 
when  PRESTON  Steel  Ceilings  are  to  be  used« 

^  Have  you  on  file  our  Catalogue  No.  24^and 
our  trade  price  list  No.  48? 


Metal  Shingle  &  Siding  Co. 

Limited 
PRESTON  and  MONTREAL 


Experience  Proves 

"QUEEN'S  HEAD" 


CANADA 


Galvanized  Iron 

to  be  without  an  equal. 
Have  your  jobber  supply  it. 


JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 
Bristol,  Newport  Managers  Canadian  Branch 


A  SCHOLARSHIP  IN  THIS  SCHOOL 

Will  enable  you  to  detail  and  develop  anything  in 
the  sheet  metal  line. 

This  is  the  best  time  of  year  to  enroll. 
Write  for  our  new  circular  giving  full  information 
concerning  this  school  and  five  large  drawings,  1  5  /  2 
X  18^2,  also  a  full  list  of  the  1 2  5   school  plates. 

Enclose  4c.  in  stamps  to  cover  postage. 

GRAVES  SCHOOL 

3537  Third  Avenue        -        -       NEW  YORK  CITY 

When  writing  please  mention  this  journal. 


ORNAMENTAL/^ 


VVORK 
^^1  RE  GOODS 

Perforated  Metals 
Genuine  Antique 
-    Bronze  Fly  Screen  Cloth 

Canada  Wire  &  Iron  Goods  Co. 

HAMILTON.  ONT. 


When   writing  to    advcrti.scrs,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Bigger  Business — Better  Profit 

are  assured  the  Hardwareman  who  features 

International  Varnish  Products 

They  are  the  perfect  products  of  40  years'  experience  in  varnish  making,  and  have  no  superiors  the 
world  over.    Leading  dealers  everywhere  have  built  up  business  with  International  Goods.  Take 

Elastica 

Floor  Finish  for  instance.  Its  peculiarly  elastic  properties,  combined  with  its  remarkable  wearing 
qualities,  have  made  it  a  prime  favorite  for  interior  work. 

ELASTICA  positively  will  not  mar,  scratch  or  turn  white.  It  is  unaffected  by  moisture,  and  dries 
dust  free  in  from  four  to  six  hours. 

ELASTICA  No.  2  is  equally  satisfactory  for  interior  trim.  May  we  have  the  chance  to  explain  to 
you  fully  why  you  should  recommend  and  sell  International  Varnish  Products  ? 


MADE  BY  THE 


All  International 
Products  are  sold 
in  full  Imperial 
Measure  Cans 


Imrtm 

CANADIAN    FACTORY   OF   STANDARD    \  ARMSH  WORKS 


TORONTO 
WINNIPEG 


THE  BEST  MADE 


This  is  the  opinion  of  all 
Hockey  players  who  have  used 

STILL'S  SPECIAL 
HOCKEY  STICKS 

They  are  made  of  the  best  Rock 
Elm,  nicely  shaped  and  well  finished. 
Our  other  makes  are  EMPIRE, 
IMPERIAL  and  CHAMPION, 
which  are  all  great  sellers. 

Gel  our  prices  before  placing 
your  orders 


J.  H.  STILL  MANUFACTURING 
COMPANY,  Limited 

ST.  THOMAS  ONTARIO 


MONARCH 


The  King  of 
Writing 

TYPEWRITERS 


JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 


V  '  A  WELL  LIGHTED  STOR E 
3sllsjs>  WILL  INCREASE  YOUR  SALES 

Do  you  know  that  iwoplc  are  attracted  to  a  well  lighted  store  and  that 
consciously  or  unconsciously  they  avoid  a  poorly  lighted  one.  You  can 
make  your  store  attractive— bright  and  inviting  by  using  Rice-Knight 
Lighting  System.  Can  be  installed  anywhere— burns  same  as  cit.v  gas- 
always  ready  to  light.  Cheaper  than  gas  or  electricity.  Make  your  store 
the  brightest  <pot  in  town.  Let      Icll  v<ni  how    write  to-da  v  for  booklet 

RICE-KNIGHT  LIMITED,  TORONTO 

Local  hardware  agents  wanted  in  every  town. 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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PREVAILING  MARKET  PRICES. 

Toronto,  November  12th,  1911 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


1  50 
3  50 


METALS. 

Aluminum,    ingots    0  20 

Antimony,  per  lb   0  08 

Brass  rods,   %  to  1   inch...  0  21 

Sheets,   up  to  20  gauge..  0  22 

Tubing,    1    inch,   base....  0  23 

Copper   ingots,    casting   13% 

Sheets,  plain,   14  oz.  base  0  22 

Sheets,  tinned,  14  oz.  base  20% 
Sheets,    plenished,    14  oz. 

base    0  28 

Sheets,  braziers    0  23 

Bars,  round   %  to  2  in. ..  0  21 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,  52  sheets....  4  00 
Galvanized       Apollo  Ordinary 

18.\24x52     ....   4  45  4  35 

60     ....   4  70  4  60 

20.\28x80     ....   8  90  8  70 

20x28.\80     ....   9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 

22  gauge,  per  square  ....  5  50 

24  gauge,  per  square  ....  4  50 

26  gauge,  per  square  ....  3  50 

28  gauge,  per  square  ....  3  30 

Galvanized  Sheets,    Fleur   de  Li.s, 

Queen's  Head. 

16-20  gauge  ...  3  35  3  60 
22-24   gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28  gauge   3  90  4  15 

Less  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 
Iron  Pipe,  per  100  feet — 

Ulack.  base,  1  inch   4  54 

Galvaiii/.cd.  base.  1  inch    6  19 

Iron  Pipe  Fittings — 

Canadian  malleable,  40 ;  cast 
iron,  70:  standard  bushings,  70; 
headers  60  and  10  ;  flanged,  unions, 
70;  malleable  bushings,  fi.5;  nippl&s, 
75  and  10;  malleable  lipped  unions, 
65. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,  70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron.  .  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron    finished    steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Radnor    (charcoal)     ....   32  50 

Lead,  (  anadian  pig   4  25 

Imported  |)ig,  100  lb   4  60 

l!:ir   pig    5  25 

Sheets,  base,  2  V4  Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    h.ilf    and    half,  lb.. 

241/2  2eV2 

Spelter,   foreign,   pnr   100   lb.  6  7.) 
Sheet  Zinc,  500  lb.  casks..  7  50 
Tin,   incr.ts.    100  lb. ..44  00  46  00 
Tin  Plates,   charcoal — 
M  1,  S,  I'aujous  (equal  Bradley) 

Per  I30X 

I  C,  14x20  base    7  00 

I  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I    C,    14x20    base    5  50 

I    X,    14x20   base    6  50 

I   X   X,   14x20  base    ....   7  50 


"Allaway's      Best"    —  Standard 
Quality. 

I  C.  14x20  base    4  60 

I  X,   14x20  base    5  50 

I  X  X.  14x20  base   6  40 

Bright  Cokes,   Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,  20x28,  112  sheets.  .  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 

72x30    up     to    24  gauge, 

case    lots   7  25     7  35 

72x30    up    to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  11% 
Light  copper  bottoms  ...  09%. 
Heavy    red    brass     ...    .  10% 

Heavy  yellow  brass    08  % 

Light    brass    06% 

Tea   lead    02% 

Heavy    lead    02% 

Scrap    zinc    0  04 

No.  1  wrought  iron  ...  .10  00 
Machinery       cast  scrap. 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS   AND  GLASS. 

Barn  Paint,  barrel  lots — 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate  of  copper  (blue 

stone)    0  07 

Litharge,    ground    0  05 

Litharge,  flaked    0  05% 

Green       copperas  (green 

vitriol)    0  01 

Sugar    of   Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,  yellow,  pure   ...  018 

Golden  ochre,  pure    0  11 

French  ochre,  pure   0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)  0  25 

Petroleum — 

Can.    Prime    white,    gal.  0  12 

U.S.   Water  white    0  13% 

U.S.  Pratt's  astral  ....  0  15% 
Castor    oil,    per    lb.,  in 

bbls   0  08     0  09 

Motor  Gasoline,  single 

bbls   0  17% 

Benzine,  per  gal,  single 

bbls   0  15% 

Putty — •  1st.  2nd. 

Bulk  in  casks  ...  .2  35  2  00 
Hulk  100  lb.  drums  ...  .2  70  2  40 
Bladders  in  barrels. . .  .2  90      2  60 

Ready  Mixed  Paints — 

Per  gallun,  qt.  tins.  1  65     2  00 

Red  Lead  (Dry)  — 

Genuine.    560     lb.  casks, 

per   cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5.giillon  buckets   0  95 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    0  7 

Linseed  Oil,  single  barrel, 

r.-iw    1  0.5 

Linseed  Oil,  single  barrel, 
boiled    1  08 

Rosin,  "6"  grade,  bbl.  lots, 

100  lbs   3  60 


00 
50 
00 
20 
95 
35 
00 
60 
35 
50 
40 
50 

0  85 

8  00 

1  75 
1  70 


Varnishes,  per  gal.  cans — 

Carriage,   No.  1   

Pale   durable  body   

Finest    elastic    gearing    .  . 

Elastic  Oak   

Furniture,    polishing  .... 

Furniture,  extra   

Furniture,  extra  No.  1   .  . 

Light   oil  finish   

(Sold  size  japan   

Turps  brown  japan  .... 
Baking  black   japan  .... 

Crystal  Damar   

Pure  asphaltum   

Oilcloth   

Lightning  dryer   

Stovepipe       varnish,  % 

pints,,   per  gross   

Pure  white  shellac  var- 
nish,  in  barrels   

Pure  orange  shellac  var- 
nish, -in  barrels   

White  Lead  ground  in  oil — 

Canadian  pure,  less  than  tons.  6  90 

Canadian  pure,  ton  lots.   6  75 

Canadian  pure,  five  ton  lots. .  6  6(1 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  07% 

iPure,     in     25-lb.  irons 

(in  oil)    0  09% 

Window  Glass — 

United  Inches          Star  D.D. 

Under  26                   4  25  6  25 

26    to  40                    4  65  6  75 

41    to  50                    5  10  7  50 

51    to  60                    5  35  8  50 

61    to  70                    5  75  9  75 

71    to  80                   6  25  11  00 

81    to  85                   7  00  12  50 

86   to  90    15  00 

91   to  95    17  50 

96   to  100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  45 

Orange    mineral,    100  lb. 

kegs                                     0  09% 

Pine  tar,   %   lb.  tins,  doz.  0  60 

Plaster   of   Paris,   bbl.    .  .  3  00 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted.  .  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor  Forbes    .  .  0  05  % 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10 ;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  414  c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  'M, 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Blacksmith's  portable,  185 

lbs.,    9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  a-  J 
larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No. .  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L."  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel,  No.  0  to  4.  $5.25; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J. P.  &  Co., 
"Blunt''  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
''Sharp''  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per    box.      25-lb.  boxes. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,    33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 

Hay  Bailing  Wire — No.  12  and  13, 
$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 
lbs.  extra. 

Clothes  Line  Wire— No.  19,  |2.00  per 
KJO  ft. 

Coiled  Spring  Wire — 

High  Carbon,  No.  9,  $2.25;  No. 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.    Montreal — 100    lbs..  No. 

9,   $2.25,    base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.     mesh,  19 

w.g..  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist   .  .   2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100   feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 

GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  1  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion"  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2%  p.c; 
Centre  Fire  Sporting  and  iMili- 
tary  Cartridges,  10  and  10  p.c; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  Black  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, ''Regall"  Dense  Smoke- 
less Powder,  "Imperial"  Shells, 
both  Bulk  and  Dense  Smokelesi 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c. ;  buck  and  seal,  80c. ; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
rr.our's  auger,  60:  Rockford's 
auger,  50  and  10;  Gilmour's  car. 
47%;  Clark's  expansive,  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.   sets    6  45 

Steel,  track,  1  x  3-16  in. 
(100  ft.)    3  25 

Bells — Door  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh    bells,    shaft    and  hamee. 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.  No.  1.  $1.65. 
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Bolts  and  Nnts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 
70  p.c. 

Carriage  Bolts,  7-l(>  and  up, 
70  p.c. 

Carriage  Bolts,  Norway  Iron  ($3 
list),  60  p.c. 

Machine  Bolts,  %  and  less,  60, 
10  &  10  p.c. 

Machine  Bolts,  7-10  and  up, 
60  p.c. 

Plough   Bolts,   55,   5   &   10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Ends,   6  Op.c. 

Sleigh  Shoe  Bolts,   %  and  less, 

60  and  10  p.c. 

Sleigh    Shoe    Bolts,    7-16  and 
larger,   55   and   05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4 Vic  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4%c 
per  lb.  off. 

Stove  rods,  per  lb.,  5  %c  to  6c. 
Stove   Bolts,  80. 
Building  Paper,  Etc. — 

Tarred  slater's  paper,  per 


roll    0  70 

O.K.  paper,  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred   Fibre,   No.    1,  per 

400  ft.  roll    0  55 

Tarred   Fibre  Cyclone,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton  37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch,  Boston  or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,  per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Cc.al  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,     bower     barff  & 
nickel,  45  p.c. 


Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 
Wrought   steel    fast   joint  and 
loose  pin,   70  p.c. 
Cement — Portland,   bags  per 


bbl  1  55  1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..  3  30 

3  "  "  .  .  4  00 

4  "  "  .  .  5  28 

5  "  "  .  .  7  26 

6  "  "  .  .  8  80 


Door  Knobs — Canadian,  45  and  10 
per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets— Ciuiaflian,  50  ,and  10  per 
cent. 

Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — - 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding    handles,     8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths..   2  90 
10  "  "  . .   3  15 

12  "  "  . .   3  68 

15  "  "  . .   5  25 

Factory  Milk  Cans — 

Milk   cans  and  pails,   40  p.c. 


Hand  delivery  and  creamery 
cans,  40  p.c. 

Railroad  and  cream  cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
121/2  p.c. 
Files  and  Basps — 

Disston's,  Great  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McOlel- 
lan.  Globe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
271/2. 

Hammers — Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 


oz.,   doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,    doz   7  00 

Farriers  hammers,  10  oz., 

doz   5  60 

Tinners    setting,     V2  lb., 

doz   4  50 

Machinists,  V2  lb-,  doz...  3  20 
Sledge,    Canadian,     5  lbs. 

and  over    0  06 

Sledge,  Masons,  5  lbs.  and 

over    0  08 

Sledge,  Napping,  up  to  2 

lbs   0  09 


Harvest  Tools,  50  and  5  p.c. — 

Sidewalk  and  stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50   per  cent. 

Heavy   T  and   strap,   4-in.,  100 
lbs.   net,    $7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,   65  p.c. 
Screw   hook    and    hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges  and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  50, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright  steel  gate  hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove    pipe    eyes,    kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,   per  doz.  $6.75. 
Lift  Tabular  and   Hingle  Plain, 
per  doz.,  $5.00. 

Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick.  50  per  cent. 
Lawn  Hose — Competition  grade,  70 


n  n  d  5 . 

Locks  and  Keys— Canadian  .50  and 
1!l  |)er  cent. 

Mallets —  Tinsmith',     2%  x 

51/,   in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6   in   1  95 

Lignum    Vitae,     round,  5 

inch    2  40 

Caulking,   No.   8,    oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,   6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling  hammers,  6  cents  per 
lb. 


Crowbars,    3%    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,   5   gallon,   per  doz., 
$10.00. 

Davidson    oilers,   40  p.c. 
Zinc   and   tin,   50  p.c. 
Coppered   oilers,    50  p.c. 
Brass  oilers,  50  p.c. 
Malleable,   75  p.c. 
Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 


Wood,  fancy,  30  to  35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  OShi 

Pure    Manilla   rope    ...  0  10^ 

"British"    Manilla    ...  0  08% 


Cotton,   3-16    inch  and 

larger    0  24 

Russia   Deep    sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single.  ...  0  08 

Lath  Yarn,  double    ...  0  08% 

Sisal   bed   cord,   48  feet, 

per   doz   0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz   0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,  cotton,  3-ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

M.ittress   twine,   per  lb.  0  45 

Staging    twine,    per    lb.  0  35 

Rivets    and   Burrs — Iron  Rivets, 


black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 

per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%  per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

polished,  per  set  ...   0  85 

Mrs.  I'otts,  No.  50,  nickle- 

pl;il.  -I.  iHT  set   0  95 

Mis.    I'otts,    handles,  jap- 

aned,    per   gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  %  lb.  each,  per 

100    lbs   2  40 

Solid,     to  .30  lbs   1  60 

Sash  Cord — No.  8,  per  lb.  0  31% 
Screws — Wood,  P.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  P.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  .  .70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive   screws   85  and  10 

Set,   case  hardened..  60 

Square  cap   50  and  05 

Hexagon   cap   45 

Bench,  wood,  per  doz.,  $5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,    iron,    30;  brass, 
25  per  cent. 
STiovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and   21/2  p.c. 

No.  3  and  4  grade,  50  and  2% 
per  cent. 
Soldering  Irons — 

Base,   per  lb.,   28  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per    1,000    8  00 

Staples — 

Poultrv  netting,  100  lbs..  .  5  70 
Bed,  100  lbs.,  \o.  14  ...  .   6  75 

Blind,   per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spear    point,      75  per 
cent. 
Stovepipes  — 

5  &  0  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..   8  18 
Nestable.   40  per  cent. 
5   and   6-inch   elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles.  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  ^4  weights,  60; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk,  90 ;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10:  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  tKCks,  35;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50 ;  trunk  nails, 
black,  65  and  10;  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  33  and  10;  patent 
brads.  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk,  15; 
lining  tacks,  solid  heads,  in  bulk. 
75;    saddle  nails,   in   papers.  10; 


saddle  nails,  in  balk,  15;  tafting 

buttons,    22   line   in   dozens  only, 
60;     zinc     gluziera'     points,  5; 
double   pointed   tacks,   papers,  90 
and  10;  double  pointed  tacks,  bulk, 
55;    clinch   point   shoe   rivets.  45 
and  10;   cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinned,     75  and 
121/2- 

Traps  (steel  game)  —  Newhouse, 
30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and  5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

100-ft.  rolls,  $1.65  per  100  aq. 

ft.;    in    50-ft.    rolls,    $1.70  per 

100  sq.  ft. 
Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

HOUSEFURNISHINGS. 
Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 
Kogisters,  70  and  10  percent 

Range  Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 

Kitchen  Sinks — Cast  iron.  16x24, 
$1;  18x30,  $1.15;  18x36,  $1.95. 
Flat  rim  enameled  sinks.  15x24, 
$2;  18x30,  $2.35;  18x36,  $3.50. 

Enameled  Ware — White  ware,  75 
per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
granite  steel.  60  and  10  per  cent. 
Premier  steel  ware.  BO  and  10  p.c. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles,  50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts,  40  per  cent. 
Galvanized  Ware — Dufferin  pat- 
tern pails.  50  per  cent. 
Flaring  pattern,   50  per  cent. 
Galvanized  washtubs,  45  p.c. 
Pieced  Ware,      per  eent.- 

Copper   bottom   tea   kettles  and 
boilers.   35  p.c. 
Coal  hods.  40  per  cent. 
Boiler  and  tea  kettle  pitt.s.  JO 
per  cent. 
Stamped  Ware — Plain,     75  and 
12%  per  cent. 
Retinned.  75  and  12%  p.c. 
Silverware — Holloware,     40.  flat 

ware.  40  and  10. 
Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13; 
No.  5,  $16;  f.o.b.  Toronto, 
Hamilton,  London  and  St. 
Marys,  40  per  cent.;  f.o.b.  Ot- 
tawa.   Kingston    and  Montreal. 


37%   and  10  per  cent. 

Washing  Machines — 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.    per   doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan  Motor   165  CO 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing.  ...  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Roval   Canadian,    11  in., 

doz   47  75 

Eze,   10  in.,  per  doz.    .  .  46  75 

Bicycle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge.  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite.  5  year.  11  inch.  61  75 
20  per  cent. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


ALUMINUM  WAEE. 

Northern   Aluminum   Co.,  Toronto. 

AMMUNITION. 
Dominion  Cartridge  Co.,  Montreal. 

AUGER  BITS. 
Tobin  Arms  Mfg.  Co.,  Woodstock. 
AXES. 

Allan  Hills  Edge  Tool  Works, 
Gait.  ,  .„ 

James  Smart  Mfg.  Co.,  Brockville. 
BOILERS  AND  RADIATORS. 

Clare  Bros.  &  Co.,  Preston. 

Gurney  Foundry   Co.,  Toronto. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

Pease  Foundry  Co.,  Toronto. 

Taylor  Forbes  Co.,  Guelph. 
BRASS  GOODS. 

Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

BRUSHES. 

Boeckh  Bros.   Co.,  Toronto. 
Thomas  Bryan,   Limited,  London. 
Meakins  &  Sons,  Hamilton. 

BUILDERS'  HARDWARE. 
Belleville  Hardware  &  Lock  Mfg. 

Co.,  Belleville. 
Cowan   &   Britton,  Gananoque. 
Canada  Steel  Goods  Co.,  Hamilton. 
Hamilton     Stove    &   Heater  Co., 

Hamilton. 
National  Hardware  Co.,  Orillia. 
Peterboro   Lock   Mfg.    Co.,  Peter- 

boro. 

Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 
CASH  REGISTERS. 

Dominion   Register   Co.,  Toronto. 
National    Cash    Register    Co.,  To- 
ronto. 

CHURNS. 

J.  H.  Connor  &  Sons,  Ottawa. 

Cummer  Dowswell   Co.,  Hamilton. 

D.  Maxwell  &  Sons,  St.  Marys. 
COAL  CHUTES. 

Clare  Bros,  Preston. 

Down  Draft  Furnace  Co..  Gait. 
CLOTHES,    MANGLES  AND 
WRINGERS. 

Cummer  Dowswell,  Ltd.,  Hamil- 
ton. 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes  Co.,  Guelph. 

COW  TIES  AND  CHAINS. 
B.  Greening  Wire  Mfg.  Co.,  Hamil- 
ton. 

Oneida  Community,  Ltd.,  Niagara 
Falls,  Ont. 

CUTLERY. 

H.  S.  Howland,  Sons  &  Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto, 
Lewis   Bros.,  Montreal. 
Rice  Lewis  K  Son,  Toronto. 

DOOR  HANGERS. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Taylor  Forbes  Co.,  Guelph. 

EAVETROUGHING. 
Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

Sheet  Metal  Produce  Co.,  To- 
ronto. 

ENAMELED  WARE. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

McCIary  Mfg.  Co.,  London. 
Sheet    Metal    Products     Co.,  To- 
ronto. 

FIRE   PLACE    BASKETS,  AND- 
IRONS, ETC. 
Enterprise    Foundry     Co.,  Sack- 

ville,  N.B. 
James   Stewart   Mfg    Co.,  Wood 

stock. 

FURNACES    (Warm  Air). 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Can.  Heat.  &  Vent.  Co.,  Ow»  n 
Sound. 

W.  J.  Oopp  &  Son.  Orillia. 
Clare  Bros.,  Preston. 


Down  Draft  Furnace  Co.,  Gait. 
Enterprise    Foundry      Co.,  Sack- 

ville,  N.B. 
Findlay  Bros..  Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
Hall   Zryd  Foundry  Co.,  Grimsby. 
McClary  Mfg.  Co.,  London. 
D.  Moore  Co.,  Hamilton. 

C.  S.  Norsworthy  Mfg.  Co.,  St. 
Thomas. 

Pease  Foundry  Co.,  Toronto. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
.Jas.  Stewart  Mfg.  Co.,  Woodstock. 

FURNITURE  SHOES  (Sliding). 
Onward  Mfg.  Co.,  Berlin. 

GALVANIZED  IRON. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

B.  &  S.  H.  Thompson,  Montreal. 

GAS  CONTROLLERS. 
Westwood  Bros.,  Toronto. 

GAS  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

Gurney  Foundry  Co.,  Toronto. 
Hamilton     Stove   &   Heater  Co., 

Hamilton. 
McClary  Mfg.  Co.,  London. 

D.  Moore   Co.,  Hamilton. 
Moflfat  Stove  Co.,  Weston. 
Supreme  Heating  Co.,  Welland. 

GLASS. 

Consolidated  Plate  Glass  Co.,  To- 
ronto. 

Pilkington  Bros.,  Montreal. 

GUNS. 

Tobin  Arms  Mfg.  Co.,  Woodstock. 

HARNESS  GOODS. 
B.  F.  Ackerman,  Son  &  Co.,  Peter- 
boro. 

HANDLES. 

J.  H.  Still  Mfg.  Co.,   St.  Thomas. 

HINGES. 
Canada    Steel    Goods    Co.,  Hamil- 
ton. 

Cowan  &  Britton,  Gananoque. 
Taylor  Forbes  Co.,  Guelph. 

HOCKEY  STICKS. 

J.  H.   Still   Mfg.  Co. 

ICE  CREAM  FREEZERS. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products      Co.,  To- 
ronto. 

JOIST  HANGERS. 

Taylor  Forbes  Co.,  Guelph. 

KNIVES  (Draw). 

Allan  Hills  Edge  Tool  Works, 
Gait. 

LAMPS   AND  BURNERS. 

Ontario  Lantern  and  Lamp  Co., 
Hamilton. 

LANTERNS. 

Thos.  Davidson  Mfg.  Co.,  Mont- 
real. 

Ontario  Lantern  &  Lamp  Co., 
Hamilton. 

Sheet  Metal  Products  Co.,  To- 
ronto. 

E.  T.  Wright  &  Co.,  Hamilton. 

LAWN  MOWERS. 

D.  Maxwell  &  Sons,  St.  Marys. 
.Jas.  Smart  Mfg.  Co.,  Brockville. 
Taylor  Forbes  Co.,  Guelph. 

LIGHTING  FIXTURES. 
Jas.  Morrison  Brass  Mfg.  Co.,  To- 
ronto. 

Ilice-Iviiiprhb  Co.,  Toronto. 

LOCKS,  KNOBS,  ETC. 

Belleville  Hardware  &  Lock  Mfg. 
Co.,  Belleville. 

Hamilton  Stove  &  Heater  Co., 
Hamilton. 

National  Hardware  Co.,  Orillia. 

James  Smart  Mfg.  Co.,  Brock- 
ville. 

Taylor  Forbes  Co.,  Guelph. 
METALS    (Sheet  and  Ingots). 

A.  C.   Leslie  &  Co.,  Montreal. 
McClarv  Mfg    Co.,  London. 
Sheet    Metal    Products    Co..  To- 
ronto. 

tl.  S.  Steel  Products  Co.,  Montreal. 

B.  &  S.  H.  Thompson,  Montreal. 


NAILS  (Wire) 

U.   S.   Steel   Products   Co.,  Mont- 
real. 

OILERS. 

Thos     Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London. 
Sheet    Metal    Products     Co.,  To- 
ronto. 

OIL  STONES. 

Pike  Mfg.  Co.,  Pike,  N.H. 

OIL  STOVES. 
Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClary  Mfg.  Co.,  London 
Queen  City  Oil   Co.,  Toronto. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

OIL  PUMPING  SYSTEMS. 

S.  F.  Bowser  &  Co.,  Toronto. 
National   Equipment   Co.,  Toronto. 

ORNAMENTAL  IRON  WORK. 
Canada    Wire    Goods    Co.,  Hamil- 
ton. 

OVEN  DOOR  SPRINGS. 

U.    S     steel    Products    Co.,  Mont- 
real. 

PAINTS  AND  VARNISHES. 

Brandram  Henderson,  Ltd.,  Mont- 
real. 

Canada  Paint  Co.,  Montreal. 
Canadian  Oil  Companies,  Toronto. 
Imperial  Varnish  &  Color  Co.,  To- 
ronto. 

International     Varnish     Co.,  To- 
ronto. 

Glidden  Varnish  Co.,  Toronto. 
Lowe  Bros.,  Ltd.,  Toronto. 
Martin-Senour   Co.,  Montreal. 
Benjamin   Moore   &   Co.,  Toronto. 
Ohio  Varnish  Co  ,  Cleveland. 
Pinchin  Johnston  Co.,  Toronto. 
James  Robertson   Co.,  Toronto. 
Sherwin  Williams  Co.,  Montreal. 

POULTRY  NETTING. 

B.  Greening  Wire  Co.,  Hamilton. 
John  Lysaght,   Ltd.,  Bristol,  Eng., 

and  Montreal. 

PLUMBING  GOODS. 
James    Morrison    Brass    Mfg.  Co., 

Toronto. 

PNEUMATIC  WATER  SYSTEMS. 

National   Equipment   Co.,  Toronto. 

RAZORS  (Safety). 
Gillette    Safety   Razor    Co.,  Mont- 
real 

International     Distributing  Co., 
Montreal. 

RAZOR  HONES. 

Pike  Mfg.  Co.,  Pike,  N.  H. 

REGISTERS   (Warm  Air). 

Canadian   Heating     &  Ventilating 

Co.,   Owen  Sound. 
Clare  Bros.,  Preston. 
Ferrosteel  Co.,  of  Canada,  Bridg«- 

burg. 

Gurney  Foundry  Co.,  Toronto. 
McClary  Mfg.  Co.,  London 
James    Stewart    Mfg.    Co.,  Wood- 
stock. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

Tuttle  &  Bailey  Mfg.  Co.,  Bridge- 
burg. 

ROOFING  (Metal). 

Metallic  Roofing  Co.,  Toronto. 
Metal  Shingle  &  Siding  Co.,  Pres- 
ton. 

ROOFING  (Prepared). 

Brantford  Roofing   Co.,  Brantford 
Canadian  Supply  Co.,  Toronto. 
Standard   Paint   Co.,     of  Canada, 
Montreal. 

REFRIGERATORS   AND  ICE 
CHESTS. 

Thos.    Davidson    Mfg.    Co.,  Mont- 
real. 

McClarv  Mfg.  Co.,  London. 
Sheet    Metal    Products    Co.,  To- 
ronto. 

RULES  AND  TAPES. 

Lufkin     Rule     Co.,      of  Canada, 
Windsor. 

SAD  IRONS 

Dover    Mfg.    Co.,    Canal  Dover, 
Ohio. 

Taylor  Forbes  Co.,  Guelph. 

SAFES. 
Goldie-McCulloch    Co.,  Gait. 

SAWS. 

E.   C.  Atkins  &  Co.,  Hamilton. 
SCALES. 

Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

SCREEN  CLOTH. 

B.      Greening     Wire     Mfg.  Co., 
Hamilton. 

SCREW  AND  BOLT  CASES 

American    Bolt    and    Screw  Case 
Co.,  Dayton,  Ohio. 


SHOVEL  SAND  SPADES. 

Lundy  Shovel  &  Tool  Co.,  Peter- 
boro. 

SILVERWARE. 

Oneida   Community,   Ltd.,  Niagara 
Palls,  Ont. 

SHEET  METALS. 

A.  C.  Leslie  &  Co.,  Montreal. 
McClary  Mfg.  Co.,  London. 
Sheet  Metal  Products  Co.,  Toronto 

B.  &  S.  H.  Thompson,  Montreal. 

SPORTING  GOODS. 

Dominion  Cartridge  Co.,  Montreal. 
H.   S.   Howland  Sons   &   Co.,  To- 
ronto. 

Kennedy  Hdwe.  Co.,  Toronto. 
Lewis  Bros.,  Ltd.,  Montreal. 
Rice  Lewis  &  Son,  Toronto 
Tobin  Arms  Mfg.  Co.,  Woodstock. 

STOVES    AND  RANGES. 

D.  J.  Barker  &  Co.,  Picton. 
Butterworth  Foundry  Co.,  Ottawa. 
Burrow  Stewart  &  Milne,  Hamil- 
ton. 

W.  J.  Copp,  Son  &  Co.,  Port  Wil- 
liam. 

Thomas  Davidson  Mfg.  Co.,  Mont- 
real. 

Doherty  Mfg    Co.,  Sarnia. 
Down  Draft  Furnace  Co.,  Gait. 
Enterprise      Foundry  Company, 

Saekville,  N.B. 
Findlay  Bros.,   Carleton  Place. 
Gurney  Foundry  Co.,  Toronto. 
Hall-Zryd  Foundry  Co.,  Grimsby. 
Adam   Hall,  Peterboro. 
Hamilton    Stove    &    Heater  Co., 

Hamilton. 
McClary   Mfg.    Co.,  London. 
Mofifat    Stove    Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Specialties      Manufacturing  Co., 

Grimsby. 

James    Smart    Mfg.    Co.,  Brock- 
ville. 

James    Stewart    Mfg.    Co.,  Wood- 
stock. 

Supreme  Heating  Co  ,  Welland. 

STOVE  CEMENT. 

G.  L.  Sterne  &  Son,  Brantford. 

TACKS. 

U.  S.   Steel  Products  Export  Co., 
Montreal. 

TENTS   AND  AWNINGS. 

J.  J.  Turner  &  Son.  Peterboro 

TOOL  GRINDERS. 
Pike  Mfg.  Co.,  Pike,  N.H. 
Taylor   Forbes   Co.,  Guelph. 
TOOLS. 

Allan    Hills    Edge    Tool  Works, 
Gait. 

TRAPS. 

Oneida   Community,   Ltd.,  Niagara 
Falls,  Ont. 

VACUUM  CLEANERS. 

Onward  Mfg.   Co.,  Berlin. 

Page  Wire  Pence  Co.,  Walkerville. 

U.  S.  Steel  Products  Export  Co., 

Montreal. 
Universal    Vacuum    Cleaner  Co., 

Montreal. 

VALVES. 

James   Morrison   Brass   Mfg.  Co., 
Toronto. 

WAFFLE  IRONS. 

Taylor  Forbes  Co.,  Guelph. 

WASHING  MACHINES. 

J.   H.   Connor  &  Son,  Ottawa. 
Cummer    Dowswell,    Ltd.,  Hamil- 
ton 

D.  Maxwell  &  Sons,  St.  Marys. 
Taylor  Forbes   Co.,  Guelph. 

METAL  WASHBOARDS. 

Meakins   &    Sons,  Hamilton. 

WHIFFLETREES  (Steel). 

Canada  Steel  Goods  Co.,  Hamilton. 
WHOLESALE  HARDWARE. 

H.  S.  Howland,   Sons  &  Co.,  To- 
ronto. 

Kennedy  Hardware  Co.,  Toronto. 
Lewis  Bros  ,    Ltd.,  Montreal. 
Rice  Lewis  &   Son,  Toronto. 
Peart    Bros.,      Limited,  Regina, 
Sask. 

Peterboro    Hardware    Co.,  Peter- 
boro. 

WIRE  FENCING. 

Page  Wire  Fence  Co.,  Walkerville. 
U.   S.   Steel   Products   Co.,  Mont- 
real. 

WIRE  GOODS. 

Canada   Wire   Goods     Mfg  .  Co., 

Hamilton. 
B.  Greening  Wire  Co.,  Hamilton 

WOODENWARE. 

Meakins  &   Sons.  Hamilton. 
American  Woodenware  Co.,  Toledo. 
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IN  CASE  OF  FIRE 

The  insurance  adjuster  will  make  you  prove  your  loss  before  he  will  recom- 
mend payment  on  your  policy  if  your  store  bums. 

Are  you  in  shape  to-day  to  prove  the  value  of  your  stock  of  merchandise  ? 
You  must  do  something  to  prove  its  value,  your  statement  is  not  enough.  What 
records  have  you  ? 

If  you  are  not  one  of  the  seventy  thousand  users  of  the  McCaskey  Gravity 
Account  Register  System,  the  chances  are  you  have  none. 


Only 
One  Writing' 


^eM^CASKEv 

SYSTEM  ' 


First  and  Still 
the  Best 


with  one  writing  will  handle  every  detail  of  your  business  horn  the  time  you  buy  your  goods  until 
the  money  for  them  i>  in  the  bank.  It  will  cut  your  useless  bookkeeping.  Every  time  you  copy 
an  account  you  add  to  chances  for  making  mistakes.  It  will  prevent  disputes  with  customers  over 
their  accounts  because  each  customer  has  the  same  record  of  his  account  as  has  the  merchant,  and 
m  the  same  handwriting.  It  prevents  forgettmg  to  charge.  It  is  an  automatic  collector  and  brings 
money  into  the  store  faster  than  any  human  agency  can.  It  is  an  automatic  credit  limit,  and  in 
case  of  fire  puts  you  in  position  to  prove  your  loss. 

There  is  no  need  to  wait  to  see  what  the  "  other  fellow  "  thinks  of  the  McCaskey  System. 
Ask  us  and  we  ll  send  you  hundreds  of  letters  from  users,  merchants  in  your  locality,  who  tell  us 
it  pays  for  itself  several  times  in  the  course  of  the  first  year  it  is  installed. 

A  letter  or  postal  will  bring  you  information  without  obligation  on  your  part  to  purchase. 

Better  write  to-day,  or  tear  out  this  advertisement,  sign  your  name  and  address.  We'll  know 
you  want  information. 


DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 


Branches:  New  York,  Boston,  Pittsburg,  Chicago, 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,  Memphis,  Washington, 


519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 


Fill  in  the  enclosed  Order  Form: 


PUBLISHERS 
COMMERCIAL  PRESS.  Limited 

408  McKinnon  Building,  Toronto 

Enclosed  find  $1 .00,  for  which  send  me 
TT/ie  Canadian  Hardware,  Stove  and  Paint 
Journal  until  the  end  of  December,  1912 

^ame  

Address 
Dale 


Mail  it  to-day 


Index  to  Advertisements 
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Used  once,  used  al- 
ways, if  not  the 
identical  tape,  another 
of  the  same  brand. 


WHY? 

^  A  /UFKfN 

MEASURING  TAPES  OF  QUALITY 

7"/iei;  appeal  to  your  sense  of  precision,  to  your  sense  of  the  appropriate.  Made  with  an 
e^e  to  the  work,  they  have  to  do ;  their  sustained  high  reputation  is  your  assurance  that 
they  have  always  done  it  well. 

THE  BEST  SELLING  LINE  IN  THE  WORLD 

They  embody  the  latest  improvements ;  notable  among  these  is  our  method  of  marking. 
The  last  preceding  foot  mark  is  repeated  at  each  inch  in  every  foot,  rendering  reading  easy, 
quick  and  sure.     This  method  of  marking  is  regularly  used  on  all  our  steel  tapes. 

PATENTED  AND  USED  ONLY  ON  /UfJf/N  TAPES 

We  call  it 

Instantaneous  Readings 


/UFK/N 

them,  and 


"  Renders  assurance  doubly  sure  " 

Tapes  are  Dominion  Made.  They  are  favorably  known  by  those  who  have  used 
widely  known  to  the  public  generally  through  our  advertising  to  the  user  direct. 
They  are  sold  through  the  hardware 
jobber ;  and  as  they  are  stocked 
by  all  Canadian  jobbers,  can  readily 
be  obtained  by  dealers  wherever 
located. 


We  should  be  pleased  to  send  you 
a  catalogue 

THE /i/FK/N Pule  ar^A/vADJLlm 

W/ND30/tONn 


('.\\.\]^].\s  rf.\rM)\v.\[;K  .wd  stovk  .roi  F.'VAf. 


"GET  A  RECEIPT" 


Putting  a  Receipt  in  Every  Parcel 
Benefits  the  Customer 

II  |)i  ('Vonrs  disputes.    I'reveiits  ovcrcharg'iiiff. 

ri  eveiits  mistakes  in  cliiiiiffc.    Stops  mistakes  in  oliai'tre  accoimts. 

Insures  a  proper  record  of  money  paid  on  account. 

(lives  information  about  special  sales  and  new  lines  of  leoods 
handled  by  the  men^hant. 

Protects  children  and  servants  by  friving  them  a  receipt  to  take 
home. 

Shows  which  clerk  waits  on  each  customer,  and  in  case  g-oods  are 
exchang-ed  proves  the  pricre  paid  anil  dale  i)urcliased. 


Putting  a  Receipt  in  every  Parcel 
Benefits  the  Merchant 

It  stops  mistakes.  Stops  losses.   Keinoves  tcmptution.   Iiici  ease- 
tradc.    Increases  profits. 

]t  V  (  'A  TmTr  't  enforces  a  correct  record  of  All  cash  s:iles. 
ly  I  ^\  x^\j  .Ml  credit  sjiles.     All  money  received  on 

aci-ount  and  all  money  paid  out. 

It  wins  the  confidence  of  the  public.    Makes  every  sjxle  advertise 
your  business.   .Satitics  customers. 

Makes  each  clerk  responsible  for  the  way  he  serves  customei-s. 

Kvery  merchant's  success  depends  on  whether  his  mcthols  of 
handling  his  business  give  the  above  rcsultj;. 


National  Cash  Register  Receipts 
protect  millions  of  customers  daily 
against    mistakes    and  carelessness. 


Considering);  the  material,  workman- 
ship, and  what  they  do.  National 
Cash  ReKisters  are  the  lowest  priced 
machinery  made. 

They  sell  from   $13.00  to  $870.00. 


National  Cash  Register  Receipts 
protect  hundreds  of  thousands  of 
merchants  daily.        :        :  : 


Ask  for  complete  information  about  the  "  Get  a  Receipt  "  plan.  W rite 


The  National  Cash  Register  Company 


F.  E.  MUTTON.  Manager  for  Canada 


285  YONGE  STREET.  TORONTO 


Vol.  3.    No.  12. 


December,  1911 
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Put  the  GILLETTE 

On  the  Firing-Line 


As  a  Christmas  Specialty  it  is  certainly  a  quick-firer. 
Attractive  as  a  piece  of  jewelry. 
Useful  365  days  in  the  year. 

The  keenest,  quickest  razor  the  world  has  ever  seen. 

The  best  advertised  and  best  known  $5.00 
article  in  your  store. 

Just  the  right  price  for  a  really  good  Christmas  present. 
Solves  the  hardest  Christmas  problem — what  to  get 
for  a  man. 

Order  More  GILLETTES  by  Night-Letter 

Don't  miss  sales  by  letting  your  assortment  run  short.  You  can  often  sell  a  Pocket  Edition  or  a  Combination  Set  (the 
Traveller's  Friend)  as  a  gift  for  a  man  who  already  has  a  Standard  Set,  so  be  sure  to  keep  some  of  these  styles  on  hand. 
Put  them  out  on  the  firing-line,  in  your  window  and  on  your  counters,  where  Christmas  shoppers  can't  miss  them. 

Read  the  folder  we  are  sending  you,  particularly  the  "GILLETTE  Assortment"  on  page  2,  and  make  good  use 
of  page  7 — or  send  in  your  orders  by  Night-Letter. 


Order  quickly  NOW  and  we  can  ship  quickly. 
Later  on  we  may  not  be  able  to  do  so. 


Gillette  Safety  Razor  Co. 

of  Canada,  Limited 
Office  and  Factory :  63  St.  Alexander  Street,  Montreal 


-Gillette^ 


KNOWN  THE 


WORLD  OVER 


Commercial  Press,  Limited,  Publishers 


408-410  McKinnon  Building,  Toronto 


rANADLW   HAKDWAHK   A\I)   STOVE  JOl'HNAL 


VICTOR  TRAPS 

Now  is  the  time  to  prepare  for  the  trapping  season.     Be  sure  to  ^'^q 
have  a  full  line  of  VICTOR  traps.     The  demand  will  be  even 
greater  than  during  last  year's  successful  season. 

ONEIDA  COMMUNITY,  LTD.,  Niagara  Falls,  Ont. 


Also  makers  of  Newliouse,  Hawley  ^  Norton,  and  Oneida  Jump  Xra 


ps. 
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Last  Minute  Needs 
For  Christmas  Trade 


am 


We  carry  extensive  lines  of  exclusive  articles  suitable  for  Christmas  trade 
guarantee  prompt  delivery  and  best  attention  to  your  requirements.  At  this  season 
you  w^ill  most  likely  have  requests  for  something  you  do  not  stock.  Look  over  the 
comprehensive  list  below  and  you'll  probably  find  it  there.  We  have  become  knov/n 
as  "  The  store  with  the  exclusive  stocks,  " 


Brass  Kettles  and  Stands 
Brass  Desk  Sets 
Brass  Jardinieres 
Brass  Fern  Pots 
Brass  Candlesticks 
Brass  Curates 
Chafing  Dishes 

(In  Nickel  and  Copper) 
Percolators 
Casseroles 

(In  Heavy  Nickel  Plated  Cases) 
Hand  Cut  Glass — Including 
Water  Jugs 
Water  Pitchers 
Water  Bowls 
Oil  and  Vinegar  Bottles 
Tumblers 
Berry  Bowls 
Flower  Vases 
Bon-Bon  Dishes 
Celery  Dishes 

Decanters  and  Whisky  Bottles 

Plateaux 

Brass  Fenders 

Brass  Andirons 

Fire  Sets 

(Brass  and  Steel) 
Brass  Coal  Hods 
Brass  Fire  Screens 
Black  Fire  Screens 
Carvers  in  Cases 
Carvers  in  Pairs 


Table  and  Dessert  Knives 

(Ivoride  Handles  and  best  Sheffield 
Steel  Blades) 
Ivory  Handled  Knives 

(Best  Sheffield  Steel  Blades) 
Pearl  Handled  Knives 

(Best  Sheffield  Steel  Blades) 
Pocket  Knives 

(In  great  variety) 
Writing  Sets 

(In  Bright  and  Brush  Brass  Finish, 
5,  6  and  7  pieces) 
Individual  Pieces  as  under : 
Blotters,  Pads,  Ink  Wells 
Paper  Weights,  Paper  Clamps 
Letter  Holders,  Stamp  Boxes 
Paper  Knives,  Pen  Trays,  Etc. 
Tea  Trays 

(In  exceptional  variety) 
Sterling  Silver — including 
Spoons  (all  kinds) 
Forks  (all  kinds) 
Knives  (all  kinds) 
Child's  Sets 
Gravy  Ladle 
Bon-Bon  Dishes 
Bon-Bon  Tongs 
Mugs  (good  variety) 
Comports 
Napkin  Rings 
Electro  Plated  Silverware 

(Extensive  showing) 
Manicure  Sets 
Scissors  in  Cases,  Etc. 


Don  7  fail  to  promptly  tell  us  of  your  needs 

RICE  LEWIS  &  SON,  Limited 


TORONTO 


Main  4040 


CANADA 


Wlicu   writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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Russwin  47  11 

Choppers  Pockct  Cutlcry  and  Butcher  Knives  Razors 

POCKET  KNIVES.     Kennedy  Brand,   Jos.  Rodders  &  Sons,    Henrv  Boker  &  Co., 
NonXU,  W.  H.  Morley  &  Son,  Edwards  Sons  Co.,  A.  W.  Wadsworth  &  Son. 

BUTCHER  KNIVES.—  Kennedy  Brand,  Jos.  Rod*,'-ers  &  Sons. 

TABLE  CUTLERY. -Maleham   &  Yeomans,    Joseph   Rodgers  &   Sons,    Nixon  & 
\Yinterbottom,  Jos.  Fenton  &  Sons,  Ontario  Sil\er  Co. 

CARVERS.— Malehani  &  Yeomans,  Jos.  Rodgers  &  Sons. 

PLATED  FLATWARE,— Oneida  Reliance   Pate,   Wildwood    and  Tipped  Patterns, 
Rogers  Bros.  1847  Tipped  Pattern,  Oxford,  Lexington. 

PEARL  HANDLERS. — Dessert  Knives  and  I-'orks  and  Fruit  Knives. 

Splendid  Assortment  for  Christmas  Trade 


KENNEDY  HARDWARE  CO.,  LTD. 

51-53-55  Colborne  Street,  TORONTO 

Exclusively  Wholesale  Everything  in  Hardware 


YOUR  TRADE  WANTS 

Household  Labor  Savers 


POWER  WASHERS 

New  Century,  Velox  and  Ideal 

HAND  WASHERS 

New  Century,  Noiseless,  Snowball,  Flyer,  Sunlight,  Momentum,  Peerless,  Etc. 

B  r!aSd^^^^  Clothes  Wringers,  Leader  Barrel  Churns,  Etc. 

Prompt  delivery  is  one  of  the  manv  advantages  of  selecting  vour  stock  from  our 

lino.     gUALltv,  VARIKTY  and  POl'UL.ARrrY  are  anionj,-  the  others. 

\Ve   have  explained   their  merits  to  housekeepers  all  over  the  country.  They 

know  the  special  features  that  distinj^uish  them,  and  want  no  other. 

(live  }our  customers  the  opportunity  to  buv  our  machines.     It  will  result  in  the 

addition  of  many  figures  to  your  sales  totals. 

Cummer-Dowswell,  Limited,  "*o!l!!°" 

Agents  :  W.  L.  Haldimand  &  Son,  Montreal  ;  H.  F.  Moulden  &  Son,  Winnipeg,  Man. 


When  writing  to  advertisers,  kindly  uieutiou  tlie  Canadian  Hardware  and  Stove  Journal. 
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Snow  Time  is  Shovel  Time 

^  Don't  wait  till  the  last  minute  to  lay  in 
a  stock  of  supplies  that  you  will  need  almost 
at  once.    Order  now. 

^  You  can  depend  on  your  order  being  filled 
if  possible  on  the  day  we  receive  it,  but  why 
delay  ?  Order  your  winter  goods  now  and 
be  prepared  to  fill  your  orders  promptly. 


H,  S.  Howland,  Sons  &  Co.,  Limited 

Wholesale  Hardware 

WE  SHIP  PROMPTLY  TORONTO  OUR  PRICES  ARE  RIGHT 


GRAHAM  NAILS  ARE  THE  BEST 


Wlieii   writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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Just  as  good  from  habit — others  may  say  /us/  as  good 
and  know  it  isn't — what  for — because  they  think  you 
don't  know  any  better — but  you  do. 


Go  into  the  hardware  stores  that  have  the  best  Builders' 
Hardware  Business  and  you  will  find 

BUnS  and  HINGES  for  sale 

Those  merchants  know  what  is  properly  and  accurately  made 
and  of  material  heavy  enough  to  hold  up  the  door. 

Did  You  Ever  Weigh  a  dozen  pairs  of 

804-Crescent  Brand  Butts-3^/^  x  ^Vz 

Against  a  dozen  pairs  of  804 — 3^  x  3^  delivered  you  by 
some  of  the  jobbers — then  you  will  understand 

Why  They  Say — Just  as  Good 

A  little  more  for  them — nothing  less  for  you — 

If  you  ask  for  Crescent  Brand  Butts  and  Hinges 
you  can  get  them — even  if  you  have  to  ask  us 

CANADA  STEEL  GOODS  CO,  LIMITED 

MANUFACTURERS 

HAMILTON  CANADA 


Wheu  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Buy  Canadian  Goods 


q  OUR  FULL  LINE  OF 
EDGE  AND  LUMBERING 
TOOLS  ARE  THE  EQUAL 
IN  EVERY  WAY  TO  THE 
IMPORTED  ARTICLE 


Carried  by  the  Jobbers 
Every  Tool  Guaranteed 


Allan  Hills  Edge  Tool  Co. 

Gait,  Ont. 


Whcu  writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 
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"BANNER"  bl°a'-s?  LANTERNS 


First  in 

Workmanship 

On  Account  of  the  Experience 
of  tfie 

Makers 


First  in 

Sales 

On  Account  of  tfie  Experience 
of  tfie 

Buyers 


THE  ONTARIO  LANTERN  AND  LAMP  CO.,  Limited 

Head  Office  and  Factory :  HAMILTON,  ONT. 

MONTREAL  BRANCH:    30  ST.  DIZIER  ST.  WINNIPEG  BRANCH  :    56  ALBERT  ST. 


SPECIALTIES  WITH  MERIT 


Applepickers* 
Blouses  or  Aprons 

Made  of  Strongest  Duck 


All  Metal 
Sanitary  Washboards 


HICKORY 

APPLE 
BASKETS 

ALL  SIZES  IN  STOCK 


Send  for  Particulars  and 

Prices  to  ^ 


No  Dirt 
Can  Lodge 

in  the 
"All-Metal " 


MEAKINS  &  SONS 


Hamilton,  Ont. 


When   writing  to   advertisers,   kindly   mention  tlie  Canadian  Hardware  and  Stove  Journal. 
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THE 

"SASKALTA" 

STEEL  RANGE 

Shown  with 
Reservoir  and  High  Warming-  Closet 

Your  fall  stove  business  this 
year  depends  entirely  on  the  stove  you 
handle.  Is  it  a  first  class  article  ? 
Is  it  widely  advertised  ?  Is  it  backed 
by  a  reliable  firm  of  manufacturers  ? 

Do  these  manufac- 
turers aid  you  in 
moving"  your  stock  ? 

These  are  vital 
questions,  they  mean 
success  or  failure  to 
you. 

The  "Saskalta" 
Steel  Rang'e  is  un- 
equalled in  stove 
production,  it  is  the 
embodiment  of  ex- 
clusive features.  We 
back  it  with  forty 
years  of  experience, 
and  spare  no  ex- 
pense in  putting"  it 
before  the  public. 


Automatic  Lift  Top 
and  Broiler  Door 

Division  for  Half- 
fire  in  Summer 

Patented  Direct 
Draft  Damper 


FEATURES  : 

Cast  Iron 
Back  Linings 

Patented  Double 
Duplex  Grates 

Oven 
Stiffener 


Special  Air  Blast 
Linings 

Patented  Long 
Duplex  Grates 

Attachable 
Reservoir 


Do  you  know  of  a  better  proposition  than  this  ? 


McCLARVS 

LONDON  TORONTO  MONTREAL  WINNIPEG  VANCOUVER 

ST.  JOHN  HAMILTON  CALGARY  SASKATOON 


When   writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Jonrual. 
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HERE'S  A  PROFITABLE  TOOL  TO  PUSH 

TAYLOR-FORBES  COMBINATION  ANVIL  AND  VISE  No.  20 


No  vvorksho]!  is  complete  without  a 
T.  F.  No.  20  Vise.  It  is  quickly  as- 
sembled or  taken  apart — no  bolts  or 
screws  to  lose — and  it  is  made  worthy 
to  bear  the  "T.  F."  brani.1. 


FIVE  TOOLS 
IN  ONE 


By  the  use  of  its  different  combina- 
tions vou  have  an  Anvil,  a  Combination 
Anvil  and  Vise,  a  Drill  Press,  a  Saw 
Clamp  and  a  Pipe  Vise — a  Repair  Shop 
in  itself. 


Every  hardware  merchant  should 
stock  and  push  this  tool.  Every  me- 
chanic and  every  householder  is  a  likely 
t  ustomer  if  you  display  and  advertise 
them.   Besides  they  carry  a  j^ood  profit. 


No.  1    Combination  Anvil  and  Vise 


No.  2    Anvil  with  Chilled  Face 


No.  3    Drill  Press  No.  4    Saw  Clamp 

If  Your  Jobber  Cannot  Supply  You,    Write  Us  Direct 


No.  5    Pipe  Vise 


THE  TAYLOR-FORBES  COMPANY,  LIMITED 


Represented  by 
H.  G.  Rogers.  531  Dock  Street.  St.  John.  N.B. 
Canadian  United  Mfrs.  Agency,  London,  Eng. 


GUELPH 
ONTARIO 


H.  F.  Moulden  &  Son,  Travellers'  Bldg.  Winnipeg 
W.  A.  MacLennan,  Vancouver.  B.C. 
J.  B.  H.  Rickaby,  Victoria.  B  C. 


c 


HRISTMAS 
AGES 


As  a  novelty  for  the  Christmas  Season 
Trade  we  have  just  completed  two  new 
Brass  Cages  of  unique  design. 


The  Globular  Cage  is  a  comparatively  new  idea,  and  has  not  as  yet  appeared 
It  is  an  exceedingly  pretty  cage,  and  lends  itself  particularly  to  purposes  of 


in  Canada, 
decoration. 


The  Oblong  Cage  is  a  new  design, 
and  has  a  sliding  draw  bottom. 

Both  cages  have  extra  wide  rim- 
med bottoms,  to  prevent  scattera- 
tion  of  seed  and  sand. 

They  are  equipped  with  tin  mats, 
opal  seed  cups  and  brass-tipped 
hardwood  perches. 

The  material  used  throughout  is 
PURE  BliASS-— not  plated'! 

For  the  Christmas  season  we  pro- 
pose to  pack  INDIVIDUALLY  in 
cardboard  boxes. 

No  Canadian  Cage  Dealer  should 
miss  this  opportunity'  to  present  a 
(.iocided  novelty  to  his  customers. 

No.     looo — Globular,    size  12" 
diameter. 

No.  1100 — Oblong,  size  ii"xS". 


E.  T.  WRIGHT  &  CO.,    Hamilton,  Canada 


WinnipcR  A^^ents  : 
MERRICK-ANDERSON  CO. 


(H.  G.  WRIGHT) 

Toronto  Asent  :  F.  B.  WILSON 


Vancouver  Agents 
McPHERSON  &  TEETZEL 
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MAXWELL'S  "PURITY" 
FOOD  CUTTER 


Is  radically  different  from  the  ordinary 


The  barrel  is  in  two  closely 
fitting  sections,  clamped  to- 
gether in  working  position  in 
the  frame  by  one  set-screw. 

Loosen  this  screw  and  the 
barrel  slips  out  and  comes  apart, 
releasing  worm,  cutting  knife 
and  disc.  Every  part  is  then 
easily  accessible  for  cleaning, 
justifying  the  name  "PURITY." 

^  ^  Particular  people  buy  the 

"PURITY"  on  sight. 

We  are  the  only  manufac- 
turers m  Canada  making  Food  Cutters,  and  we  claim  that  m 
quality  and  finish  Maxwell's  Food  Cutters  are  superior  to  any  of 
foreign  manufacture. 


Write  for  Prices  and  Particulars 


David  Maxwell  &  Sons 


ST.  MARY'S 


ONTARIO 


When  writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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And  yet,  there  are  still  some  furnace  dealers  not  alive 
whole  furnace  business  of  their  town,  but  also  have  it  i 


"GOOD 

Circle 

WARM  AIF 

Have  so  many  exclusive  and  down 
other  warm    air  furnace  made 
in  a  hot-water  heating  system  evi 

Once  known  in  your  town,  the  fu< 
secondary  to  quahty. 

Successful  inventions  always  ha\  e 
Waterpan  has  followers,  who, 
describe  our  Circle  Waterpan 
position  or  mechanical  featui 

Do  you  want 


THE  JAMES  STEWART 

Western  Warehouse 

156  LOMBARD  ST.,  WINNIPEG,  MAN. 
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CINCH!!! 

le  fact  that  not  only  could  they  have  practically  the 
heir  own  prices. 

CHEER'^ 

Waterpan 

FURNACES 

convincing  points  of  merit,  as  to  eliminate  entirely  comparison  with  any 
^e  have  the  quality  of  heater  which  many  a  man  who  thought  of  putting 
ly  buys. 

trade  will  come  to  you,  and,  with  the  buyer  you  will  find  that  price  is 

:ors  (a  tribute  to  merit)  and  consequently  our  justly  celebrated  Circle 
itent  with  pirating  our  ideas,  actually  appropriate  the  terms  in  which  we 
benefits.     Our  patents,  however,  prevent  the  infringement  of  either  shape, 
:hout  any  of  which  an  effective  waterpan  is  not  possible. 

0  a  profitable  furnace  business  next  year?    If  so,  Write  Us. 

iVIANUFACTURING  CO.,  Lwed 

Woodstock,  Ontario 


Wlien   writing  to   advertisers,   kindly   mention  tlic  Canadian  Hardware  and  Stove  Journal. 
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May  the  disappointments  and  discouragements  of 
the  year  now  almost  ended  be  forgotten  in  the 
happiness  of  the  joyful  Christmas  Season.  May 
the  horizon  of  the  New  Year  dawn  bright  and 
clear  and  full  of  promises  and  may  the  days  that 
follow  bring  prosperity  and  contentment. 


In  Planning  for  1912  Consider 

THE  EMPIRE  LINE 

of  Stoves,  Ranges,  Furnaces  and  Registers 

They  wall  help  to  make  1912  the  most  prosperous  year  yet.  They  have  been  great  favorites 
m  the  past  and  during  1912  will  be  in  greater  demand  than  ever  before. 

Share  in  the  country's  prosperity  by  securing  an  agency  for  these  lines 

CANADIAN  HEATING  AND  VENTILATING  CO. 

OWEN  SOUND      -      -  ONTARIO 


CHRISTIE  BROS.,  LTD. 
1824  Dundas  Street  Toronto 


M.  C.  DREW  &  SON  CHRISTIE  BROS.  CO.,  LTD. 

Vancouver  Park-Henry  Streets,  Winnipeg 


The  S.M.P.  "Diamond"  and  "Pearl"  Enamel  Ware 


Patent  Steam  Cereal  Cooker 


Retinned  Covers 


Improved  Steam  Cereal  Cooker 

Saucepan  Covers 


So  many  people  say  they  cannot  eat  oatmeal, 
but  our  Steam  Cereal  Cooker  helps  over  the 
diHiouIty.  The  kernels  ;ire  expaiulec!  by  the 
steam  circulatinij  over  liiem,  makinjj  them 
tender,  delicious  and  readil)'  digested. 

Nos.  103        105  135 

Quarts  (Inside  Dish)  3  5    3  and  5 

Case  Lots,  Dozen  i  1  i 


The  inner  dish  is 
provided  with  a  bail. 

The  cover  fits  both 
inner  and  outer  dishes 
so  that  the  latter  can 
also  be  used  as  a  sauce- 
pan. 


Nos. 

Pints  (Inside  Dish) 
Case  Lots,  Dozen 


104 

4 
I 


106 

6 


108 
8 
o 


PRICES  ON  APPLICATION 


THE  SHEET  METAL  PRODUCTS  COMPANY  OF  CANADA,  Limited 

SUCCESSORS  TO 

KEMP  MANUFACTURING  COMPANY,  Toronto,  Montreal,  Winnipeg 


Wlion   writing  to   advertisers,   kindly   mention  the  C.inadi.in  Hardware  and  Stove  Journal. 
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Mr.  Hardware  Merchant :-- 

Our  advertising  man  says  that  "Souvenir"  Furnaces  are  so  well  known  to  the 
trade  that  a  cut  would  only  occupy  valuable  space. 

He  may  or  may  not  be  right — your  opinion  on  the  point  would  be  esteemed. 

There's  one  thing  absolutely  certain — you  cannot  recommend  "Souvenir"  Fur- 
naces too  highly,  because  they  represent  all  that  is  latest  and  best  in  furnace  con- 
struction. 

When  you  see  laborers  digging  out  a  foundation  go  after  the  heat- 
ing contract — recommend  the 

"SOUVENIR"  FURNACE 

and  we'll  help  you  to  land  the  business.  Get  acquainted  with  the 
architect — find  out  the  area  to  be  heated  and  we'll  solve  the 
problem  for  you — if  you  so  desire. 

"Souvenir"  furnaces  are  designed  by  prominent  heating  engineers — constructed 
by  skilled  workmen  from  the  best  materials. 

That's  exactly  why  we  can  so  confidently  guarantee  "Souvenir" 
Furnaces. 

Exactly  why  you  may  so  confidently  recommend  them. 

Don't  you  see  that  we  could  not  possibly  issue  a  legal,  money-back  guarantee — 
a  guarantee  just  as  good  as  gold — unless  we  positively  knew  that  "Souvenir" 
Furnaces  would  make  good. 

Nor  could  we  afford  to  ask  you  to  specially  recommend  them. 

THREE  IMPORTANT  POINTS  :— 

1st.    "Souvenir"  Furnaces  are  the  right  quality  from  base  to  dome. 
2nd.    "Souvenir"  Furnaces  are  guaranteed. 
3rd.    Prompt  deliveries  assured. 


THE  HAMILTON  STOVE  &  HEATER  CO.,  Limited 

{Successors  to  Gurne^,  Tilden  &  Company,  Limited) 

HAMILTON,  -  -  ONTARIO 

The  Stove  and  Furnace  Centre  of  Canada 


When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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^  We  desire  to  take  this  opportunity  to  wish  our 
many  customers  and  friends  a  Very  Merry  Christ- 
mas and  to  return  our  hearty  thanks  for  the  hberal 
patronage  extended  to  us  during  the  past  year. 


The  Thos.  Davidson  Mfg.  Co.,  Limited 

MONTREAL  TORONTO  WINNIPEG 


^Roofing 


^CRYSTAL 

R00F1N6 


Good  Reason  for  Crowing 

Of  late,  Brantford  Roofing"  has  been  chosen  for  nian\- 


Roofing 


of  the  largfest  and  most  important  roofing  jobs  in  the 
country.     It  was 

Brantford 
Roofing 

tliat  was  selected  at'tor  a  series  of  most  rii^iti  tests  for  the 
Standard  Bank's  new  tire-proof  sky-scraper  in  Toronto.  .And 
tliere  are  buildini^s,  too,  in  your  territory  that  will  require  an 
exceptional  roofini^'  like  Brantford  Roofmi,'-.  With  our  co-oper- 
ation vou  can  secure  the  ortlers.  Get  in  touch  with  us  at  once. 

Brantford  Roofing  Co.,  Limited 


Brantford,  Canada 


When  writing  to   advertisers,  kindly  mention  the  C.-inadi.in  Hardware  and  Stove  Journal. 
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ENIN 


is  the  name  known  throughout  Canada  as  synonymous 
with  all  that  is  best  in  Wire  Chain. 

When  ordering  light,  small  strong  chains  for  any 
purpose  whatever,  or  Cattle  Trace,  Tie-out,  Breast,  Post 
Tie  or  Kennel  Chains,  be  sure  you  order 

GREENING'S 

You  will  assure  satisfaction  for  yourself  and  for 
your  customer,  because  we  never  permit  a  faulty  chain  to 
leave  our  mills. 

YOUR  JOBBER  CAN  SUPPLY  YOU 

THE  B.  GREENING  WIRE  CO.,  Limited 

Hamilton       -  Montreal 


Why  Not  Sell  the  Regina  ? 

The  Easy  Selling  Vacuum  Cleaner 

WITH  this  cleaner  in  stock,  any  dealer  anywhere  can  sell  a 
^  machine  at  a  moderate  pnce  that  does  the  work  of  the  $  I  50 

and  $200  machines.  But  the  Regina  Vacuum  Cleaner  has  longer 
wear,  because  of  the  effective  double  pump  action.  This  machine 
is  easily  carried  in  one  hand.  A  little  girl  can  run  it.  Get  the 
circular  from  us. 

We  want  dealers  to  handle  it.  The  Electric  Regina  Cleaner 
is  also  a  good  line  to  carry  in  terntory  with  electric  power.  The 
hand-machine  shown  is  quickly  sold  at  a  good  profit.  Write  for 
the  dealer's  proposition. 


Can  you  sell  Farm  Engines  ? 

Wo  \v;u)t  moil'  aifonis  tor  ouv  farm 
engine.  Page  Engines  are  portable, 
durable,  handy  to  run,  a  boy  quickly 
understands  it.  Uses  Gasoline, 
Kerosene  or  Alcohol  whichever  is 
handiest. 


Everything  in  Fence  Material 

Write  for  dealer's  catalogue  and  fence  material  discounts. 
Highest  quality  product. 

PAGE  WIRE  FENCE  CO.  Limited 

WALKERVILLE,  ONTARIO 

Toronto  :  King  St.  and  Atlantic  Ave.  Montreal  :  505-517  Notre  Dame  St. 

St.  John  :  37  Dock  St. 
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THE  REGAL  FAVORITE 

IS  OUR  LEADING  CAST  RANGE 

It  is  entirely  new  and  is  specially  designed  and  constructed  to  meet  the  growing  demands  for  a  SIX-HOLE  RANGE 
with  an  exceptionally  large  firebox  for  wood  and  a  well  proportioned  firebox  for  coal.  ORDER  A  SAMPLE 
OF  THIS  RANGE— EXAMINE  IT.  WEIGH  IT,  MEASURE  IT,  AND  TEST  IT  BY  EVERY 
MEANS. 

There  is  Nothing  on  the  Market  to  Compare  with  it 


The  REGAL  FAVORITE  is  the  largest  and  roomiest  COAL  and  WOOD  RANGE  on  the  market.  Firebox 
Door  Opening,  7  /2  x  8  inches.    Oven  measures  20  x  2  I  Yi  x  13.    Roomy  Top  with  Front  Hinged  Key-Plate. 

The  Loose  Locked  Nickel  Parts  are  only  one  of  the  many  new  and  excellent  Features  with  are  embodied  in 
this  Range. 

A  Post  Card  will  bring  you  our  new  catalogue  and  price  list  if  you  have  not  already  received  it. 


FINDLAY  BROS.  &  CO.,  LIMITED 


Head  Office  and  Works 
Branch  House 


CARLETON  PLACE,  ONT. 
200  Princess  St.,  WINNIPEG 


H.  H.  DRYDEN 

Sussex.  N.B. 


STEWART  &  CO. 

Toronto,  OnL 


DISTRIBUTING  AGENCIES: 
D,  V.  COPE  &  CO.  REVILLON  BROS..  Ltd. 

Calgary,  Alta.  Edmonton,  Alta. 


GEO.  D.  HORSMAN 

Vancouver,  B.C. 


When   wntiug  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 


BANNER  STOVES 

AND  RANGES 


THE  design  and  equipment  of  the  ART  BANNER  RANGE  are 
the  hoijfiit  of  stove  perfec  tion.     It  is  an  entirely  new  range  of 
the  loose  hearth  pattern. 

It  is  tlie  nattiest,  neatest  and  clieapest  rnnge, 
when  quality  is  considered,  ever  offered  to  the 
trade. 

SPECIAL  FEATURES    Flues    Of  a  depth 

that  insure  quiik  operation.  Oven — Large, 
square  and  well  ventilated.  Fire  Box — Large  in 
size  and  well  pi  oportioned.  Grates — Duplex, 
for  l  oal,  of  our  latest  improved  design.  Wood 
Fixtures — This  range  is  provided  with  a  heavy, 
durable  basket  wood  grate  which  is  unequalled 
for  wood  burning  requirements  and  will  take  24- 
itich  wood.  Nickel  Bands — Are  all  removable 
and  of  our  most  appr  c^vetl  form. 

Write  for  full  information,  because  we  have 
the  best  proposition  to  offer  you  in  the  stove  line. 


Down  Draft  Furnace  Co. 


LIMITKI) 
GALT,       -  ONT. 


Champion  Grate 

A  wonderful  invention.  Superior  to  all  others. 
Crosswise,  non-warping  bars,  easAy  shaken,  more 
open  surface  and  a  clean  fire.  This  grate  is 
found  only  in  the 

CHAMPION  RANGE 

and  is  one  of  its  many  attractive  features  which 
appeal  to  every  housewife.  A  sample  range 
will  prove  to  you  what  an  easy  selling  line  the 
"Champion"  is. 

Get  our  proposition,  it  will  put  money  in 
your  pocket. 

D.  J.  BARKER  &  COMPANY 

Picton,  Ont. 


MONARCH  ^'^^2;' 
TYPEWRITERS 

JUST  THE  THING  FOR  THE 
UP-TO-DATE  HARDWARE  MAN 


The  Monarch  Typewriter  Co.,  Limited 

46  Adelaide  Street  West,  Toronto,  Ont. 


Vf  \  A  WELL  LIGHTED  StORE 
H'!>s)iiii  WILL  INCREASE  YOUR  SALES 


Do  you  know  that  pooiile  areallrartid  to  a  Will  li|,'litO(l  .^torc  and  that 
consciously  or  uiu-onsciously  they  avoiii  a  poorly  liKliU'd  one.  You  can 
make  your  store  attractive— liright  aiul  iiivitiiitr  liy  using  Rico-Knight 
T.itJiil  iuK  •'^y^teni.  (  an  l)c  installed  anywhere— liurns  same  as  city  gas — 
always  ready  to  lifrlit.  ( 'licapcr  than  fras  or  electrieit.v.  Make  your  store 
the  briKhlcsl  spot  in  town.  Let  us  tell  vou  how— write  to-dav  for  tmoklet  "S." 

RICE-KNIGHT  LIMITED,  TORONTO 

l.iir:il  liaiduaie  afreiils  wanted  in  every  town. 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


21 


Not  an  Apology 
But  a  Regret 

To  our  many  dealers  who  have 
experienced  delay  in  shipments 
we  express  sincere  regret.  This 
difficulty  was  however  through 
no  fault  of  ours  but  was  rather 
an  unprecedented  compliment  to 
the  quality  of 


PEASE 

FURNACES 


We  added  to  our  plant  and  manu- 
factured a  large  stock  in  advance 
of  orders  anticipating  a  consider- 
able increase  in  trade — but  never 
dreaming  of  such  an  avalanche  of 
orders  as  we  received.  October 
was  the  record  month  in  the 
whole  history  of  our  business, 
but  November  will  set  another 
mark. 

We  urge  dealers  next  year  to 
order  early — educate  your  cus- 
tomers to  the  many  advantages 
of  doing  so. 

Pease  Foundry  company. 

Toronto  Winnipeg 

Writrrn  Repro.v;ntativcs  : 

['EASE-WALDON  COMPANY.  Limitrd,  WINNIPEG 


'.'Ki 


EASTLAKE 
STEEL 
SHINGLES 


"THERE  WITH  THE  WEAR" 

The  roofing  that  it  REALLY  PAYS  TO  HANDLE 

on  account  of  the  repeat  orders  that  come 
unsolicited. 


Write  for  Catalogue  and  Discounts 


The 


Metallic  Roofing  Co.,  Limited 

Manufacturers 

TORONTO,  ONT.  WINNIPEG,  MAN. 


MADE  IN  CANADA 

Sterne's 
Stove 
Putty 


Odorless. 
Never  Cracks. 
Never  Crumbles. 
Never  Falls  Out. 
Makes    tight  joints 
and  prevents  the 
escape    of    Gas  or 
Ashes. 

Asbestos  Furnace  Cement 

Bakes  Hard  as  the  Iron  Itself  Strictly 
Fireproof      Perfect    Non  -  Conductor. 

Try  a  sample  order  of  either  or  both  of  the  above, 
.iiul  be  convinced  of  tlieir  superiority.  If  you  arc 
not  satisfied  return  the  goods  at  our  expense. 

Put  up  in  any  size  packag-e  from  a  i '4  poimd  can 
Id  a  800  pound  bain-l. 

Write  us  for  prices  anil  samples 

G.  F.  STERNE  &  SONS 


Brantford 


Ontario 


Wlicu   wiitiu^  to   advertisers,   kindly   incutiou  the  Cauadiau  Hardware  aud  Stove  Jourual. 
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Where 
IS  the 
Money  ? 


What  make  of  Guns  will 
give  the  most  profit  and 
prove  the  most  satisfactory 
to  handle  ? 


We  belie\  e  that  tlie  j^iins  which  c  the 
greatest  satisfaction  to  liieir  buyers,  are 
always  the  most  profitahlc  to  tlie  dealer. 


SimplGK  Guns 


are  made  to  moot  ttiis  rt'quirement,  and  tlie  pulilic 
know  it,  for  tlu-y  tiave  been  told  so  ihroiij^li  our 
newspaper  and  mai^azine  advertising',  and  "giin- 
vvise"  people  are  now  familiar  witli  the  name,  ;ind 
ask  to  see  "Toliin"  Guns  when  purc  hasing.  Since 
our  advertising  started,  we  have  received  inquiries 
fiom  all  over  the  country.  Where  we  are  repre- 
sented by  dealers  these  inc]uiries  are  handed  over 
to  them.  Places  where  we  are  not  represented 
we  ;ire  forced  to  supply  direct.  We  want  to  be 
represented  in  every  locality  by  live,  energetic 
dealers,  and  to  such  dealers  we  offer  terms  that 
enable  them  to  do  a  inost  profitable  gun  business. 
Let  us  know  where  yoi>  are,  and  we'll  start  to 
talk  to  \o\\. 

The  Tobin  Arms  Manufacturing  Co., 
Limited,  Woodstock,  Ont. 


THE  BEST  MADE 

This  is  the  opinion  of  all 
Hockey  players  who  have  used 

STILL'S  SPECIAL 
HOCKEY  STICKS 

They  are  made  of  the  best  Rock 
Elm,  nicely  shaped  and  well  finished. 
Our  other  makes   are  EMPIRE, 

IMPERIAL  and  CHAMPION, 

which  are  all  great  sellers. 

Get  our  prices  before  placing 
your  orders 

J.  H.  STILL  MANUFACTURING 
COMPANY,  Limited 

ST.  THOMAS  ::  ONTARIO 


Flat  Rolled  Steel 

"BEST  BRIGHT  FINISH" 


Just  the  stock  for  nickel  plating, 
stove  rings,  facings,  corner  pieces. 
All    widths,    thicknesses  and 
tempers 

Send  for  Illustrated  Booklet 


United  States  Steel  Products  Co. 

MONTREAL,  QUE. 


THE  IDEAL  COMBINATION 
MOP  WRINGER  AND  BUCKET 

The  three-roll  flexible  mop  wringer  that  adjusts  itself  to  the  Tin- 
even  thickness  of  the  mop.  Tlic  mop  is  wruntr  twice  while  passing 
through  the  rolls.  Ha<  i riipi  ii\ id  pattern  ear  that  sets  flush  on  side 
of  pail,  and  the  bail  is  Ik  1.1  t'vri-  .md  clear  from  top  edge,  so  that  the 
mop  cannot  get  fast  or  tangled  in  the  ear  and  bail.  Is  provided  with 
our  patent  roll  leaver  and  curve  brace,  that  insures  an  easy  but  uni- 
form pressure  on  the  mop. 


JNIadc  in  tlircc  !-izos.     Packed  -ix  in  each  crate. 
Manufactured  by 

The  American  Woodenware   Mfg.  Company 

TOLEDO.  OHIO.  U.  S.  A. 
Lyons  &  Marks  ,  120  Bay  Street,  Toronto,  General  Agents 


When   writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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Is  There  Poetry  in  Oil  Cans  ? 

We  think  so 

"The  seasons  change, 
And  Summer-time  replaces  glowing  Spring  ; 
Then  comes  the  Autumn  of  the  year 
And  the  leaves  fall  all  about, 
While  Winter  strides  upon  the  blast 
With  loud  triumphant  shout"  

But  how  much  better  in  the  realm  of  cans ! 
For  there^s  "THE  SPRING  THAT  WONT 
COME  OUT!" 

THE 

Hero  Quality 

No.  1130  Copper-plated  "Wide  Open"  Oil 
Can  has  the  springiest  bottom  ever  produced 
IS  MADE  OF  ONE  PIECE  of  metal  and 
consequently  cannot  leak — has  a  generous 
opening,  one  and  one-half  inches  at  the 
Patent  Pending  mouth,  hence  can  be  readily  filled  from  any  Patent  Pending 

vessel  without  waste  or  recourse  to  a  funnel. 

And  each  one  of  the  whole  line  has  its  own 
invaluable  feature  and  all 

Hero  Quality 

Your  Jobber  Has  Them 

The  Hero  Manufacturing  Co  y 

KENSINGTON,  PHILADELPHIA,  Pa.,  U.S.A. 


When   writing  to   advertisers,   kindly   mention  the  Canadian  Hardware  and  Stove  Journal. 


THE  OFFICIAL  PAPER  OF  THE  ONTARIO  RETAIL  HARDWARE  AND  STOVE  DEALERS  ASSOCIATION 


Voi.i Mi:   riiKEi;  'rORO\"re\  ni:CI':MF.KR,   191  i  .\i  \n;t,K    I  uha  k 


PlIBMSIIED  MONTHLY  BV 

THE  COMMEKCIAL  PKESS,  Limited 

4()8-J10  McKINNON  BUILDING,  TORONTO 
Phone  Main  1274 


1).  O.  McKlNNON,  I'Vi'siilriif 


Weston  Wi{I(!ley,  MaiKn/er 


Kilitoritil  Staff 
W.  Ij.  Kdmonds  \Vi:sTf)N  Wric.lev 

E.  A.  VoH^OK  {Trfnylliiij/  Kdi/ar)         W.J.  I  i.i.sn  v  ( WinnipcK) 

Staff  I i(  prcir ii f(i f  ifru 

MONIKKAI.,  E.  T.  Bank  HnililinK       -         -  E.  C.  DOUGI.AS  Wll.KES 

Eastekn  Ontario      ....  George  H.  HoNsnEUGEK 

WESTEitN  Ontario        ....  George  G.  Coia  in 

Winnipeg  and  West  -        -        -  John  A.  Gibson 

New  York,  318  Broadway       -        -        -  A.  B.  Abrams 

Chicago,  4059  Perry  Street  -        -  E.  J.  Macintyre 


Why  Stock-Taking 
Is  Necessary. 


In  another  month  or  so  most 
retailers  will  be  in  the  midst 
of  stock-taking.  To  take  stock 
is  no  easy  matter.  It  upsets  business  while  it  is  being 
done  and  gives  extra  work  to  all  concerned.  But  it  is 
a  necessity  if  the  actual  results  of  the  year's  efforts 
in  business  are  to  be  even  approximately  ascertained. 

The  fact  that  money  may  be  on  deposit  in  the  ])ank 
does  not  prove  much.  There  may  be  cash  and  yet  the 
business  may  not  be  prosperous.  One  can  only  discover 
what  the  depreciation  in  stock  and  other  assets  may 
be  by  the  analyzing  process  of  stock-taking.  The  presi- 
dent of  one  of  ("anada's  best  known  commercial  com- 
panies told  the  writer  of  an  experience  he  had  wlien  he 
many  years  ago  first  became  a  member  of  Ihe  director- 
ate which  illustrates  this  point. 

When  informed  by  the  then  executive  head  that  it 
was  decided  to  pay  a  dividend — the  first  in  some  years 
— he  asked  whet  her  a  statement  had  been  prepared  to 
show  just  where  the  company  stood  financially.  "No." 
replied  the  ])resident.  "But  we  have  ample  fluids  in 
the  bank."  This  did  not  satisfy  the  new  director.  The 
result  Avas  that  payment  of  the  dividend  was  deferred 
until  a  financial  statement  could  be  prepared.  When 
this  was  done  it  was  found  that  instead  of  their  being 
a  surplus  with  which  to  pav  a  dividend  there  was  a 
deficit  of  .$45,000. 

Under  the  modern  business  conditions  of  to-day  a 


similarly  absurd  mistake  is  scarcely  possible.  But, 
notwithstanding,  stock-taking  is  none  the  less  neces- 
sary if  a  business  man  is  to  know  for  a  certainty  just 
where  he  stands. 

A  merchant,  like  a  mariner,  needs  to  take  his  bear- 
ings if  he  wishes  to  avoid  the  risk  of  disaster. 

Gei  the  best  you  can  out  of  the  holiday  trade  if 
you  would  spend  a  merry  Christmas  and  bes^in 
the  New  Year  in  a  happy  frame  of  mind. 


Bright 

Trade  Outlook. 


The  ti'ade  outlook  in  Canada 
continnes  to  be  of  a  reassuring 
character.  While  the  wheat 
crop  of  the  Prairie  Provinces  did  not  j'ield  as  excellent 
a  quality  as  the  early  summer  months  indicated  was 
possible,  yet  its  money  producing  power  will  neverthe- 
less be  enormous.  The  quantity  was  there.  There  are 
practically  half  a  dozen  grades  of  wheat  which  are 
classified  among  the  milling  descriptions.  And  this 
fact  should  not  be  overlooked  when  considering  the 
situation.  No.  1  hard  is  by  no  means  the  only  good 
wheat  on  the  list  of  milling  descriptions.  And  what  is 
not  good  for  milling  is  good  for  feeding. 

At  an\^  rate,  according  to  the  revised  figures  of  the 
statistical  department  at  Ottawa,  the  wheat  crop  of 
this  vear  aggregates  about  203,000.000  bushels;  rve, 
.•5,000!000  hushels^:  barley.  43,500.000  bushels:  oats.  348.- 
774,000  bushels,  and  corn  for  hu.sking.  17,160.000 
bushels.  The  wheat  crop  that  Canada  produced  this 
year  is  approximately  equal  to  nearly  40  per  cent,  of 
the  requirements  of  the  world's  wheat  importing  conn- 
tries.  That  is  significant  for  a  couuti'y  with  a  popula- 
tion of  a  little  over  seven  million  and  only  a  relativel.y 
small  part  of  its  wheat-producing  area  under  cultiva- 
tion. 

The  value  of  the  various  products  of  the  Canadian 
farms  in  1910  was  $507,000,000.  In  view  of  the  larger 
quantities  produced  this  year,  together  with  the  fact 
that  good  prices  are  on  the  whole  ruling  in  the  world's 
markets,  their  aggregate  value  should  be  much  larger 
this  year.  The  official  figures  relating  to  the  root,  hay 
and  clover  crops  are  already  compiled.    They  show  a 
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value  of  $219,000,000  for  the  whole  of  Canada,  an  in- 
crease of  $1,600,000  compared  with  1910. 

One  of  the  most  significant  features  of  the  situation 
in  Canada  is  the  favorable  results  which  are  shown 
month  to  month  by  the  clearing  house  returns.  These 
have  steadily  increased  during  the  year.  For  the  ten 
months  ending  October  last  they  aggregated  $5,687,- 
521,982,  an  increase  of  15  per  cent,  compared  with  the 
same  period  last  year.  In  the  United  States,  on  the 
other  hand,  there  was  a  decrease  of  nearly  five  billion 
dollars  dnring  the  ten-month  period. 

Other  favorable  barometers  are  the  railway  earnings 
and  the  monthly  bank  reports,  all  of  which  reflect  the 
commercial  and  financial  expansion  of  the  country. 
J\Iercantile  failures  there  always  will  be,  but  the  fiigures 
for  October  show  a  decrease  of  17  per  cent,  compared 
with  the  same  month  a  year  ago.  In  the  United  States, 
on  the  other  hand,  there  was  an  increase  of  12  per  cent, 
in  the  number  of  failures  chronicled. 

Next  year  will  see  another  period  of  railway  expan- 
sion. Besides  the  trunk  lines  under  construction 
numerous  branch  lines  are  contemplated.  This  not  only 
means  a  large  outlay  of  money  but  the  establishment 
of  many  new  towns  in  the  West,  and  that  in  turn  means 
an  enlarged  demand  for  the  products  of  the  Canadian 
factories  and  more  customers  for  the  wholesalers  and 
retailers  of  the  country. 

If  the  manufacturers  and  merchants  of  Canada  are 
only  as  enterprising  as  Nature  is  bountiful  there  need 
be  no  fear  in  regard  to  the  future  of  the  trade  and  com- 
merce of  this  country. 

To  begin  now  to  make  plans  for  stock-taking 
will  facilitate  operations  when  the  work  is 
actually  undertaken  early  in  the  New  Year. 

Stick  to  In  an  Ontario  town  a  young 

Business.  hardwareman  is  paying  a  little 

too  much  attention  to  sport  to 
the  neglect  of  his  own  business.  Between  auto  riding 
and  duck  shooting  the  clerks  have  to  do  the  bulk  of 
the  work  in  the  store  recently,  and  during  a  recent  visit 
to  the  store  the  Journal  man  saw  more  than  one  cus- 
tomer go  away  without  having  all  his  wants  supplied. 
One  customer  wanted  some  nails  but  stock  haci  been 
allowed  to  run  down  and  another  Jftore  down  the  street 
got  the  order.  It's  true  that "''■li;r-i"e  is  not  much  profit 
on  nails,  but  every  time  a  ei^^  omer  is  disappointed  in 
being  iinable  to  have  his  Wi'.hts  supplied  in  one  store 
and  finds  it  possible  to  get  the  goods  promptly  in  an- 
other, it's  a  mighty  poor  advertisement  for  the  pro- 
pi'ietor  of  the  first  named  store. 

Sport  is  all  right  in  its  place,  and  hardware  mer- 
chants cannot  afford  to  neglect  developing  a  friendship 
with  the  spoi^ting  element,  even  though  the  merchant  is 
unable  to  take  an  active  part  in  the  various  sporting 
c]u1)s.  It  is  good  business  to  mix  Avith  the  shooters, 
ball  players  and  hockeyists,  but  when  it  is  a  ease  of 
])usiness  or  spoi-t,  business  should  be  attended  to  first 
every  time. 

When  you  canU  get  the  business  yourself  do 
not  ^' knock''  your  successful  competitor. 
Devise  ways  and  means  of  getting  the  business 
yourself  next  time. 

The  Hardwareman 's  That  a  special  efl'ort  is  worth 
Christmas  Trade.  being  made  to  get  a  share  of 

the  Christmas  holiday  trade  is 
impressing  itself  more  and  more  every  year  upon  the 
ri'tnil  hai'dwaromen  of  the  eotmtry.    At  one  time  rela- 


tively few  hardwaremen  made  any  special  effort  to 
secure  this  trade.  It  was  felt  that  it  was  somewhat 
foreign  to  them.  The  holiday  trade  was  supposed  to 
be  within  the  special  sphere  of  the  dealer  in  novelties 
and  niek-knacs.  But  of  late  years  purchases  for  holi- 
day gifts  have  gradually  been  tending  towards  more 
staple  and  substantial  articles.  And  naturally  the 
hardwareman  has  been  coming  to  his  own.  Now  most 
hardwaremen  are  not  content  with  holding  that  of  the 
holiday  trade  which  they  already  have,  but,  like  Oliver 
Twist,  they  w^ant  more.  And  they  will  get  more  if  they 
takel  advantage  of  their  opportunities.  Most  of  them 
are  taking  advantage  of  their  opportunities.  They  are 
keeping  their  eyes  open  for  suitable  lines  and  pro- 
gressive ideas,  dressing  their  windows  attractively  and 
advertising  judiciously. 

Without  team  work  no  business  can  be  expected 
to  attain  a  hig/i  degree  of  success. 

Canada's  Growing  Canada's  iron  and  steel  indus- 
Iron  Industry.  try  is  gradually  assuming  re- 

spectable proportions,  taking 
into  consideration  the  size  of  its  population.  Figures 
have  just  been  compiled  by  the  Iron  Trade  Journal  of 
Canada  which  shows  that  during  the  first  half  of  the 
year  the  output  'of  pig  iron  increased  by  16  per  cent, 
compared  with  the  same  period  in  1910.  Steel  ingots 
increased  10%  per  cent.  Steel  rail  production  was 
rather  smaller  than  a  year  ago.  The  total  production 
in  tons  during  the  six  months  were:  Pig  iron,  400,170; 
steel  ingots,  374,793;  steel  rails,  161,635.  Seven  years 
ago  the  total  production  for  the  Avhole  of  the  twelve 
months  was  considerably  less  than  the  total  for  the  six 
months  of  the  present  year. 

The  increase  in  pig  ii-on  during  the  six  months  of 
this  year  compared  with  the  same  period  of  1910  is 
significant  in  view  of  the  keenness  of  the  competition 
from  United  States  manufacturers.  This  competition 
has  been  so  keen  and  at  such  low  prices  that  the  Cana- 
dian furnaces  have  been  compelled  to  do  business  on 
a  very  small  margin  of  profit,  in  some  instances  at 
a  loss. 

A  little  elbow  grease  applied  to  certain  lines 
of  shop-worn  goods  might  be  the  means  of 
finding  a  customer  for  t/iem. 

The  Recent  Quite    a    little    discussion  is 

Advance  in  Cutlery.  going  on  in  tlie  British  hard- 
ware papers  as  to  how  the  re- 
tail dealer  'will  add  the  increased  cost  of  cutlery  to  his 
selling  price.  The  advance,  it  will  be  remembered,  Avas 
5  per  cent.,  and  the  problem  is  hoAv  the  retailer  can 
reimburse  himself  for  this  on  the  cheaper  grades  of 
pocket  knives.  The  shilling  knife  is  taken  as  an  ex- 
ample. To  put  a  penny  on  this  is  felt  to  be  out  of  the 
question,  and  the  Avish  is  expressed  by  some  that  the 
manufacturers  had  put  on  a  higher  percentage  of  in- 
crease Avhen  they  Avere  about  it.  The  long  and  the 
short  of  it  Avill  probably  be  that  the  retailer  Avill  bear 
the  loss  himself,  at  any  rate  on  the  cheaper  grades  of 
pocket  cutlery.  That  he  should  do  so  is  of  course 
unreasonable.  In  Canada  the  AA'holesale  importing 
houses  had  to  advance  their  prices,  and  the  retailers 
in  this  country  sliould  certainly  see  that  the  increased 
cost  does  not  come  out  of  their  pockets. 


Hardware  Conventions  at  Atlantic  City 

Large  Delegation  of  Canadian  Visitors    Questions  Discussed  which  are  of  Equal  Interest  to 
Canadians  as  to  Hardwaremen  in  United  States    Annexation  a  False  Alarm  Question 


More  Caiijidians  Mtteiulcd  the  hardwaro  conventions 
at  Atlantic  City  this  year  than  ever  before,  those  in 
attendance  including : 

James   Hardy,   Sorretary    Canadian   Wholesale  Hardware 

Association,  Toronto. 
W.  J.  Lawson,  Vifo-Presidcnt  Canadian.  Wholesale  Hard- 
ware Association,  Toronto. 
A.  K.  (iilverson,  Kice  Lewis  &  Son,  Toronto. 
S.  H.  Alexander,  Wood,  Wallace  &  <'o.,  Hamilton. 
11.  1'.  Hubbard,  K.  (I.  Atkins  &  Co.,  Hamilton. 
Col.  Kobert  Starl<e,  atarke-Seybold  &  Co.,  Montreal. 
Tl.  I'rudhonime,  A.  Prndhomme  &  P'ils,  Montreal. 
A.  ('.  Dykes,  .1.  II.  Ashdown  &  Co.,  Winnipeg. 
John  A.  McEwan,  Manufacturers'  Agent,  Winnipeg. 
Miles  Yokes  (and  Mrs.  Yokes),  Yokes  Hardware  Co.,  To- 
ronto. 

H.  T.  Hunter  (and  Mrs.  Ifuntcr),  Hardware  &  Metal,  To 
ronto. 

Weston    Wrigley,    Canadian    Hardware,    Stove    :iT\i\  Taint 
Journal,  Toronto. 

Regrets  wei'c  exi)ress('d  hy  uiiiny  old  I'l'icnds  a1  the 
absence  of  the  late  T.  II.  Nevvninii,  Montreal;  William 
Starke,  Montreal,  and  T.  (;.  Dexter,  of  II.  S.  TTowland, 
Sons  &  Co.,  Toronto.  A.  Jeanotte,  President  of  the 
Canadian  Wholesale  Hardware  Association,  was  un- 
able to  attend. 

Entertained  at  Philadelphia. 

On  the  way  to  Athuitic  City  the  majority  stopped  at 
I'hiiadelplua"  and  enjoycMl  the  hospitality  of  the  "Big 
Five"  hardware  nianufacturers  of  that  city,  Henry 
Disston  &  Sons,  North  Bros.,  Miller  Lock  Company, 
Enterprise  Manufacturing  Company,  and  the  Fayette 
R.  Plum))  Com])any.  An  auto  drive  arotind  the  Quaker 
City,  through  Fairmont  Park,  luiu-heon  at  the  Country 
Club  with  a  -iO-mile  an  hour  ride  led  by  the  Police 
l)e[)artment  auto,  gave  the  visitors  ])leasant  recollec- 
tions of  the  headquarters  of  "Philadeljihia  Made  Hard- 
ware." 

Conventions  Largely  Attended. 

Nearly  1,000  hai'dware  mannfacturers,  jobbers,  trade 
press  men  and  ladies  registered  as  delegates  or  guests 
at  Atlantic  City,  the  manufacturers  meeting  in  one 
hotel  and  the  jobbers  in  anothci-,  several  joint  sessions 
being  held. 

At  the  opening  session  the  officers  representing  sister 
associations  were  heard  from,  M.  L.  Corey,  Secretary 
of  the  National  Retail  Hardware  Association,  speaking 
for  the  15,000  retail  hardwareiru'n  in  the  Uinted  States. 
Mr.  Corey  referred  to  the  strenuous  struggle  which 
had  been  carried  on  for  nuiny  years  against  the  estab- 
lishment of  a  ])arcels  post  system  in  the  Hinted  States, 
aiul  he  thanked  the  jobbers  and  tnanufacturers  for 
the  support  they  had  given  the  retail  trade. 

"I  suppose  you're  wondering  what  we  have  been 
doing  over  in  ('anada  the  last  few  months,"  said  James 
Hardy,  Toronto,  speaking  for  the  (Janadian  visitors. 
"We  love  you  Americans,  but  we  don't  love  you 
enough  to  give  our  country  to  you.  Canada  is  the 
third  best  customer  American  nuvnufactnrers  have  and 
we  will  likely  be  the  second  best  in  anothei-  year. 
We  like  to  do  business  with  you  but  the  politicians 
who  talk  of  annexation  are  foolish. 

"Our  Canadian  (Jovernment,"  continued  Mr.  Hardy, 
"is  definitely  pledged  to  a  continuation  of  the  policy 


of  protection  which  American  manufacturers  believe 
so  strongly  in.  It  isn't  likely  that  the  tariff  will  be 
raised  on  manid'actnred  articles,  but  its  certain  that 
it  won't  be  lowered  to  any  extent." 

Co-operative  Buying. 
T.  James    Fernley,  Philadelphia.  Secretary    of  the 
National  Wholesale  Hardware  Association,  referred  to 
several  (pu'stions  of  wide  interest  in  his  annual  report. 
He  said : — 

At  our  last  convention  attention  was  called  to  the  fact  that 
some  {)artios  were  endeavoring  to  make  the  retail  dealers  of 
the  country  believe  that  they  were  paying  an  unjust  tribute  to 
the  jobbing  trade,  and  that  a  method  could  he  devised  by 
which  goods  could  reach  the  hands  of  the  retailers  more  econom- 
ically. 

Promoters  who  for  personal  reasons  were  advocating  such 
a  system  had  succeeded  in  inducing  a  number  of  retailers  in 
dilTerent  sections  of  the  country  to  invest  in  these  buying  eom- 
panies.  Some  of  our  manufacturing  friends  were  in  doubt  as  to 
the  course  to  be  pursued  by  them.  Under  the  law,  we  were  not 
permitted  to  ask  any  manufacturer  to  refrain  from  selling  these 
companies.  We  simply  took  the  position,  however,  under  advice 
of  counsel,  that  we  had  a  right  to  attempt  to  buy  goods  so 
as  to  meet  this  and  other  competition. 

We  ])roduced  |)rices  made  by  manufacturers  to  these  parties 
and  urged  upon  our  members  the  importance  of  buying  goods 
at  such  a  price  as  would  enable  tliein  to  meet  competition.  In 
some  instances  members  of  our  association  obtained  lower 
prices,  while  in  other  cases  manufacturers  felt  it  was  not  to 
their  interest  to  sell  the  retail  trade  at  jobbing  prices. 

Our  counsel  advises  us  that  we  are  not  responsible  for  what 
the  manufacturer  may  do,  provided  our  request  to  him  is  a 
legal  one,  and  we  have  a  perfect  right,  under  the  law,  to  try 
to  buy  goods  at  a  low  price. 

Policy  as  to  Manufacturers'  Prices. 

We  have  also  reproduced  prices  made  in  printed  form  by 
catalogue  and  mail  order  houses,  and  have  made  a  similar 
suggestion  to  our  members  in  connection  with  the  same.  The 
result  has  been  gratifying  and  the  prices  quoted  by  these 
parties  at  the  present  time  show  that  a  large  number  of  the 
manufacturers  of  the  country  have  an  earnest  desire  to  protect 
their  jobbing  friends. 

We  have  also  freely  Hdvised  our  members  concerning  prices 
made  to  retail  dealers  ci?^-''t  by  the  manufacturers.  In  no 
case  have  we  suggestet;  i'rAt  any  effort  be  made  to  prevent 
the  manufacturer  from  s^p.f^^'g  anyone,  whether  retailer  or  con- 
sumer. We  have  taken  t'l'^  ,  josition,  as  an  organization  made 
up  of  law-abiiling  citizens,  '-  at  it  was  noti  proper  for  us  to 
attempt  to  restrain  the  trade\f  anyone. 

ill  the  early  days  of  our  organization  some  of  our  members 
felt  we  ought  to  be  more  aggressive  and  give  the  manufac- 
turers to  understand  that  if  they  sought  the  trade  of  the 
jobber  they  should  not  quote  or  sell  the  retail  dealer.  The 
officials  of  our  organization,  however,  pursued  a  more  conser- 
vative policy,  and  while  other  organizations  have  been  subject 
to  litigation  no  one  has  been  able  to  point  to  a  single  act  of 
this  association  which  was  in  an}'  waj'  a  violation  of  existing 
State  or  national  laws. 

Some  of  our  manufacturing  friends  have  felt  that  we  were 
doing  them  an  injustice  in  advising  our  members  of  low  prices 
made  by  others,  because  they  clainieil  there  was  an  inference 
that  the  manufacturer  was  responsible  for  the  prices  made. 
In  all  of  our  letters  we  have  distinctly  state<l  that  we  had 
no  knowledge  of  the  source  of  supply,  but  we  only  made  the 
statement  that  certain  goods  were  quoted  at  th<.,  prices  named. 

Our  executive  committee,  after  a  free  interchange  of  views 
with  the  representatives  of  the  American  Hardware  Manu- 
facturers' Association,  voted  that  we  should  continue  the  work 
and  give  the  members  to  understand  that  in  sending  out  prices 
we  did  not  want  it  inferred  that  the  manufacturer  whose  goods 
were  quoted  was  responsible  in  any  way  for  the  same. 

Expense  of  Doing  Business. 
During  the  year  we  have  had  occasion  to  call  the  attention 
of  the  members  of  the  association  to  the  increased  cost  of  dis- 
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tributiiig  goods.  Also  that  in  maldng  prices  it  should  be  con- 
stantly borne  in  mind  that  no  goods  were  sold  at  a  profit  un- 
less the  expense  of  distribution  was  first  provided  for. 

In  conferring  with  manufacturers  we  have  found  that  those 
who  attempted  to  distribute  their  own  product  were  confronted 
with  an  expense  account  largely  in  excess  of  that  incurred  by 
the  jobber  in  performing  the  same  service. 

It  is  generally  said  that  the  expense  of  distribution  should 
be  considered  part  of  the  cost,  and  we  hope  the  time  is  not  far 
distant  when  all  distributors,  both  retail  and  wholesale,  when 
speaking  of  the  cost  of  their  merchandise,  will  place  it  on  a 
basis  which  includes  the  expense  of  distribution. 

The  Law  Regarding  Resale  Prices. 

There  has  been  considerable  agitation  on  the  question  of 
the  rights  of  the  public  in  connection  with  prices  at  which 
goods  could  be  purchased.  Since  our  last  convention  previous 
court  decisions  respecting  the  rights  of  the  manufacturers  to 
regulate  prices  of  unpatented  goods  have  been  overruled  by 
the  Supreme  Court  and  the  policy  is  now  quite  the  reverse  to 
that  which  obtained  prior  to  the  Supreme  Court  decision. 

I  will  refer  first  to  the  matter  of  resale  prices  on  goods 
which  are  not  protected  by  patents.  Prior  to  April  2,  1911, 
the  date  of  the  Supreme  Court  decision  on  resale  prices,  in  the 
ease  of  the  Dr.  Miles  Medicine  Company  vs.  .John  D.  Park  & 
Sons  Company,  wholesale  druggists,  Louisville,  it  was  held  by 
the  United  States  Circuit  Courts  that  a  manufacturer  had  a 


are  denied  is  denied  these  supplies  by  reason  of  the  fact  that  he 
declines  to  maintain  a  fair  schedule  of  prices;  for,  says  the 
court,  the  manufacturer  having  sold  his  product  at  prices  satis- 
factory to  himself,  the  public  is  entitled  to  whatever  advantage 
may  be  derived  from  competition  in  subsequent  traffic. 

It  is  well  to  bear  in  mind  that  in  no  way,  however,  is  the 
right  to  sell  restricted.  The  manufacturer  can  decline  to  sell 
any  one  whose  methods  are  distasteful  to  him,  giving  no  rea- 
son therefor.  He  has  the  right  to  sell  or  not  to  sell  as  he 
sees  fit.  In  the  words  of  the  court,  he  can  exercise  this  right 
for  some  good  reason  or  mere  caprice. 

In  October,  1911,  considerable  discussion  was  aroused  by  a 
decision  of  the  Circuit  Court  in  Toledo,  in  the  suit  of  tjie 
United  States  vs.  General  Electric  Company  et  al.  It  seems  that 
patents  on  electric  lamps  had  largely  expired,  but  that  there 
was  a  remaining  patent  on  the  Tungsten  lamp  manufactured 
by  the  General  Electric  Company.  The  manufacturers  com- 
bined iinder  the  name  of  the  National  Electric  Lamp  Associa- 
tion and  this  association  controlled  the  patent  rights.  It  sold 
indulgences  to  the  manufacturers  in  the  organization,  giving 
these  manufacturers  certain  rights  under  their  patent. 

This  Toledo  decision  did  not  affect  in  any  way  the  rights 
of  patentees  who  were  acting  in  collusion  with  others  and 
who  were  not  taking  advantage  of  the  monopoly  extended  by 
patent  law  o~f  applying  this  monopoly  to  other  goods  which 
were  not  rightly  covered  by  such  patent.  The  government 
made  it  clear  that  they  would  not  for  a  moment  consent  to 


C.\NAD1ANS  AT  THE  ATLANTIC  CiTV  CONVENTIONS 
(1)  A.  E.  Gilverson  (Rice.  Lewis  &  Son).  Toronto:  (2)  \V.  J.  Lawson  (Rice,  Lewis  &  Son),  Toronto;  (3)  Col.  Robert  Starke 
Starke-Seybokl,  Limited),  Montreal;  (J)  James  Hardy  (Jenkins  &  Hardy),  Toronto;  (5)  Weston  Wrigley  (Canadian  Hardware, 


(Starke-Seybokl. 

Stove  and  Paint  Journal),  Toronto 

right  to  dictate  the  prices  of  his  own  goods  so  long  as  he  did 
not  act  in  concert  with  other  manufacturers,  and  so  long  as 
he  made  such  resale  arrangement  a  condition  of  sale. 

Eminent  counsel  informed  us  that  the  interpretation  of  the 
law  was  that  a  manufacturer  had  a  right  to  fix  his  own  prices 
and  to  choose  his  own  agents  and  vendees  and  to  insist  upon 
prices  being  maintained  hy  them  provided  such  price  mainten- 
ance was  made  a  part  of  the  contract  of  sale  between  manu- 
facturer and  distributor,  and  further  that  the  manufacturer 
had  a  right  to  refuse'  to  sell  in  ease  of  disobedience  of  his 
wishes. 

The  Supreme  Court,  overruling  all  previous  decisions  of  the 
lower  courts,  based  its  decision  on  the  proposition  that,  if  in 
the  ordinary  lines  of  trade  and  commerce  a  manufacturer  of 
an  unpatented  article  could  legally  enter  into  and  enforce  a 
price  maintenance  plan  in  connection  with  the  resale  of  his 
goods,  he  would  bo  granted  a  monopoly  even  greater  than  that 
given  by  the  United  States  Government  through  its  patent 
laws  to  manufacturers  of  patented  articles.  The  court  stated 
that  it  would  be  granting  to  such  manufacturers  the  right,  for 
an  unlimited  time,  to  exercise  a  monopoly  in  connection  with 
the  sale  of  their  product  to  the  public.  The  decision  further 
held  that  the  manufacturer  could  sell  or  not  as  he  chose,  but 
that  after  he  had  exercised  the  right  of  sale  it  did  not  follow 
that  in  case  of  sales  actually  made  he  might  impose  upon  the 
purchasers  evcrj'  sort  of  restriction. 

We,  therefore,  come  down  to  the  ]iroi)Osition  that  so  far 
as  practical  price  maintenance  on  unpatented  goods  is  con- 
cerned, the  manufacturer  is  privileged  to  sell  a  ]iricc  cutter 
or  refuse  to  sell  a  price-cutter,  but'  he  must  not  give  as  the 
reason  for  such  refusal  the  fact  that  the  one  to  whom  supplies 


the  use  of  the  patent  law  as  a  subterfuge,  and  we  are  accord- 
ingly advised  by  eminent  counsel  that  legitimate  bona  fide 
manufacturers — owners  of  patents  on  goods — still  have  a  per- 
fect right  to  enforce  price  maintenance  plans,  and  manufac- 
turers of  patented  goods  have  informed  us  that  they  will  con- 
tinue to  fix  their  prices  and  maintain  them  in  a  court  of  equity 
whenever  necessary. 

Parcels  Post  Opinion  Divided. 

S.  Norvell,  St.  Louis,  who  spent  several  mouths  iu 
Europe  during  the  past  summer,  and  Avhose  conclu- 
sions were  summarized  iu  an  article  in  the  November 
issue  of  the  Journal,  delivered  an  address  at  Atlantic 
City  covering  the  same  points  dealt  with  in  his  article, 
taking  a  strong  stand  in  opposition  to  the  parcels  post. 
Both  jobbers  and  retailers  Avere  in  accord  Avith  Mr. 
Norvell's  position,  but  an  inei'easiug  number  of  manu- 
facturers seem  to  be  taking  the  opposite  view — that 
parcels  po.st  is  coming  and  that  it  will  be  better  for 
the  manufacturers  to  have  a  fewer  number  of  big 
mail  order  customers  than  to  continue  selling  to  the 
smaller  retailers  thi'ough  the  jobbing  houses. 

Mr.  Norvell's  point  that  parcels  post  will  mean  a 
cheapening  of  the  quality  of  the  goocls  sold  is  an  argu- 
ment which  should  be  emphasi?:ed  iu  tlie  discussions 
participated  in  by  the  jobbers  and  retailers  whose  in- 
terests are  endangered  bj'  the  rising  power  of  the  mail 
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order  mairnates  wlio  arc  fifrhtinjj  to  secure  tlic  parcels 
))()st  system. 

Jobbers  and  Manufacturers  Differ. 
Consideral)lc  (lisatiiTciiiciit  also  csxists  l)('t\v(M"ii  tlic 
manufacturers  and  jobbers  on  the  old  question  of  manu- 
facturers selling  direct  to  retailers.  The  jobbers  are 
tightinf?  strenuously  to  maintain  their  position  and 
some  hot  correspondence  has  passed  between  the  two 
interests  during  the  i)ast  year. 

One  instance  might  l)c  quoted.  The  secretary  of  one 
of  the  jobbing  associations  wrote  a  strong  letter  to  a 
certain  manufacturer  comi»laining  of  sales  being  made 
direct  to  retailers  in  his  territory.  The  manufacturer 
replied  saying  that  he  was  quite  willing  to  have  the 
matter  investigated  if  the  jobbing  association  would 
also  look  into  the  question  of  jobbers  in  that  territory 
trying  to  get  special  prices  on  goods  in  order  to  try 
to"  undersell  other  meml)ers  of  the  jobbing  association. 
The  mainifacturer  offered  to  supply  names  and  dates, 
but  they  weren't  asked  for. 

The  American  jobbers  appear  to  have  an  effective 
organization  along  offensive  lines  in  fighting  syndicate 
buying,  etc.  But  jobbers  in  the  States,  as  well  as  job- 
bers and  retailers'  in  other  parts  of  the  world,  have 
their  difficulties  when  they  endeavor  to  maintain  prices 
which  (>nsure  a  reasonable  margin  of  profit  for  ])oth 
wholesaler  and  retailer. 

Chips  From  the  Boardwalk. 
For  every  evil  under  the  sun 
There  is  a  cure  or  there  is  none. 
If  there's  a  cure,  try  to  find  it; 
If  there  is  none,  never  mind  it. 
— R.  R.  "Williams,  Editor  Iron  Age  Hardware. 
A  card  party,  theatre  party  and  a  dance,  with  pro- 
menading on  the  board  walk,  comprised  the  social  fea- 
tures of  the  gathering. 

If  "Tony"  Lawson  had  been  supi)lied  with  the  ne- 
cessary e(iuipment,  his  hair  would  have  stood  on  end 
during  the  auto  ride  at  Philadelphia. 

Andy  Dykes  was  a  popular  man  at  Atlantic  City. 
The  manager  of  a  firm  whose  purchases  amount  to  over 
$(),000,000  annually  is  "some  pumpkins" _ even  in  the 
crowd  of  big  men  who  assemble  at  Atlantic  City. 

J.  G.  Henderson,  publicity  commissioner,  Hamilton, 
Ontario,  addressed  the  manufacturers  gathering  and 
gave  a  mass  of  information  regarding  the  great  oppor- 
tunities Caruula  (and  Hamilton  in  particular^  offers 
for  American  manufacturers.  Mr.  Henderson  got  in 
a  little  wrong,  however,  when  he  got  into  politics  and 
took  seriously  the  foolish  remarks  of  Congressman 
Clark  on  the  subject  of  annexation.  "Annexation 
sentiment  is  absolutely  nil  in  Canada,"  said  Mr.  Hend- 
erson, and  while  this  is  the  unvarnished  truth,  the 
manufacturers  seemed  to  endorse  the  point  made  by  a 
following  speaker  who  told  of  an  old  maid  who  jumped 
at  conclusions  and  made  the  mistake  of  accepting  be- 
fore an  offer  was  made.  "Canada  might  wait  luitil 
she  is  asked,"  added  the  speaker. 

Col.  Robert  Starke,  Montreal,  made  many  friends  at 
Atlantic  City  and  Philadelphia,  and  his  interesting  talk 
at  the  Country  Club  dinner  made  his  listeners  realize 
that  Canada  is  a  pretty  big  spot  on  the  world's  map. 

"Bert"  Alexander  wouldn't  stand  to  have  his  pic- 
ture taken.  He'd  rather  buy  a  million  dollars'  worth 
of  hardware  any  day  than  face  the  camera. 

Harry  Hubbard  divided  his  time  between  boosting 
Atkins'  saws  and  the  city  of  Hamilton  as  a  manufac- 
turing centre.  As  a  result  of  I\Ir.  Hubbard's  efforts 
at  previous  conventions  Hamilton  has  secured  three 
large  branch  factories  of  American  industries. 


"More  real  work  should  be  done  at  hardware  con- 
ventions," said  S.  Norvell.  "We  should  appoint  com- 
mittees to  get  results.  A  programme  should  be  mapped 
out  and  three  or  four  objects  selected  upon  which 
every  effort  should  be  concentrated.  In  this  way  more 
real  good  would  be  accomplished  than  by  talking  over 
the  same  old  cpiestions  at  each  succeeding  convention." 


WILL  BE  OVER  100  EXHIBITS 

Arrangements  for  the  Retail  Hardware  Convention 
and  Exhibition  at  Guelph,  February  19-23  are  well  ad- 
vanced and  the  Executive  Committee  are  now  con- 
sidering the  addition  of  several  features  to  the  pro- 
gramme which  should  tend  to  make  the  coming  Con- 
vention one  of  the  most  interesting  in  the  history  of 
the  Ontario  Retail  Hardware  and  Stove  Dealers'  Asso- 
ciation. 

The  Question  Box  Discu.ssion  will  again  be  one  of 
the  instructive  features  of  the  prograinme,  while  an 
afternoon  will  probably  be  devoted  to  discussion  of 
salesmanship  in  all  its  different  phases,  manufacturing, 
jobbing,  retail,  window  advertising,  store  and  outside 
selling  plans. 

The  Exhibition  will  be  by  far  the  largest  retail  trade 
display  ever  held  in  Canada.  Ninety-one  spaces  have 
been  laid  out  in  the  Exhibition  Hall  with  about  ten 
more  in  a  large  room  below.  These  latter  have  all 
been  taken  by  hardware  manufacturers  at  Gait.  Of 
the  ninety-one  spaces  in  the  main  hall  all  but  four 
have  been  sold  or  are  held  under  option. 


QUEBEC  RETAILERS  TO  HOLD  EXHIBITION 

At  a  meeting  called  by  the  Hardware  section  of  the 
Retail  Merchants  Association  of  Montreal,  on  Thurs- 
day, November  23,  the  matter  of  holding  a  retail  hard- 
ware convention  and  exhibition  in  .Montreal  next  Feb- 
ruary was  discussed  and  a  favorable  decision  was  ar- 
rived at. 

An  option  has  been  taken  on  the  65th  Regiment 
Armouries  on  Bleury  St.,  the  date  selected  being  the 
week  following  the  Guelph  convention,  the  erhibition 
at  Montreal  to  be  open  February  28,  29,  jMarch  1  and 
2,  during  the  convention  of  the  hardware  section  of 
the  Retail  ]\Ierchants  Association  of  the  Province  of 
Quebec,  convention  and  Kxliiliition  being  held  in  the 
same  building. 

A  Provisional  Committee  was  named  at  the  meet- 
ing, the  Chairman  being  Arthur  Leger,  Lecroix  & 
Leger,  President  of  the  hardware  section  of  the  Retail 
Merchants'  Association,  ^Montreal. 

Fred  C.  Lariviere,  well  known  to  Ontario  hardware- 
men  for  his  active  interest  in  retail  hardware  asso- 
ciation work,  is  another  member  of  the  committee, 
while  about  eight  or  ten  additional  names  were  sug- 
gested to  be  ratified  at  next  meeting  of  the  hardware 
section.  J.  A.  Beaudry  was  appointed  Secretary  and 
the  following  gentlemen  were  asked  to  act  as  an  Ad- 
visory Committee  of  manufacturers,  etc. :  A.  A.  Bittues, 
Gillette  Safety  Razor  Company  of  Canada,  ^Montreal : 
Chas.  F.  Small])iece,  Taylor  Forbes  Company.  ]\font- 
real ;  W.  H.  Gerke,  Martin  Senour  Com]>any,  Mont- 
real ;  W.  H.  Ford,  Canada  CeTuent  Company.  ^lontreal. 
and  Weston  Wrigle.v.  Canadian  Hardware,  Stove  and 
Paint  Journal,  Toronto. 

An  invitation  will  be  extended  to  manufacturers  to 
exhibit  at  the  Montreal  Exhibition,  the  spaces  avail- 
able in  the  armouries,  allowinijf  for  about  6o  boeths  lox  lo. 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL.  29 


Insurance  Advisory  Department 

Edited  by  W.  G.  Wright,  of  Ross  &  Wright, 
Adjusters  for  the  Assured, Toronto,  and  Advisors 
to  the  Insurance  Department  of  ihe  Ontario 
Retail  Hardware  and  Stove  Dealers' Assotiation 


HOW  TO  EFFECT  INSURANCE. 

By  W.  Q.  Wright—Third  Article 

The  covering  of  the  property  having  been  properly 
arranged,  the  range  of  the  policy  next  needs  considera- 
tion. The  greatest  care  must  be  taken  to  make  the 
policy  extend  to  cover  all  portions  of  the  building  and 
its  additions  which  contain  the  property.  We  fre- 
quently find  policies  covering  stock  something  like  the 
following:  "Only  while  contained  in  the  three-story, 
brick,  metal-roofed  building."  While  the  property  is 
contained  in  the  three-story,  brick,  metal-roofed  build- 
ing and  a  two-story,  brick-veneered,  tar  and  gravel 
roofed  rear  section  and  a  one-story,  frame,  shingle- 
roofed  shed  attached  and  the  value  contained  in  the 
first  named  part,  and  which  is  covered  by  the  policy, 
is  not  more  than  one-third  the  jDroperty  and  in  some 
cases  the  insurance  is  nearly  double  the  value  of  the 
property  actually  covered,  while  two-thirds  of  the 
property  is  not  insured  at  all.  The  agent  sometimes 
does  this  in  order  to  secure  the  low  rate  that  is  given 
on  the  brick  portion  and  to  secure  the  business  by 
quoting  a  lower  rate  than  his  opposition ;  but  oftener 
it  is  his  carelessness  or  incompetence.  In  any  case  the 
result  is  a  disagreeable  surprise  and  a  heavy  loss  to 
the  assured  when  he  has  a  loss. 

This  word  "only"  incorporated  in  a  policy  should 
be  carefully  noted.  In  fact,  a  contract  well  drafted 
from  the  viewpoint  of  the  assured  will  contain  few  or 
none  of  them.  The  ordinary  contract  will  often  be 
found  to  read : 

"On  stock  of  stoves  and  hardware  THE  PROPERTY 
OF  THE  ASSURED  ONLY  while  contained  in  the 
three-story  brick  building,  etc.,  occupied  ONLY  by  the 
assured  as  a  hardware  store  and  for  purposes  NOT 
MORE  HAZARDOUS. 

Notice  the  limiting  words,  not  one  of  which  but  is 
intended  to  hedge  the  contract.  Tinware,  Avoodenware, 
oils,  paints  evidently  intended  to  be  excluded;  keep- 
ing of  paints  and  oils  and  tiusmithing  practically  for- 
bidden. Just  see  if  the  policies  you  are  now  keeping 
securely  in  your  safe  have  not  some  of  these  "onlys," 
put  there  so  some  of  the  companies  Avould  have  you 
believe  "just  to  explain  the  statutory  conditions"  but 
which  really  work  not  to  explain  anything  but  to  nar- 
row and  limit  the  policy. 

Permits  and  special  indemnity  clauses  come  next. 

Permission  must  be  obtained  to  keep  coal  oil  for 
sale,  also  if  a  larger  quantity  than  five  gallons  is  kept 
for  lighting  purposes. 

Permission  mnst  be  obtained  to  keep  gasoline  or  ben- 
zine for  sale  and  for  any  larger  quantity  than  twenty- 
five  pounds  of  gunpowder. 

Permission  to  use  gasoline  soldering  pots,  gasoline 
stoves,  to  light  by  gasoline  by  any  system,  all  must  be 
endorsed  on  the  policy. 

The  usual  permission  to  make  ordinary  alterations 
and  repairs  must  be  secured. 

Then  a  clause  making  the  compan.y  liable  for  loss  by 
lightning  must  be  part  of  the  form. 


If  there  are  liens  or  mortgages,  the  companies  must 
be  notified  and  it  is  best  done  by  stating  it  in  the 
wording. 

If  any  of  the  goods  are  kept  for  sale  on  commission 
or  any  fixture  or  machine  bought  under  sale  agree- 
ment, the  wording  of  the  policy  must  be  made  to  accord 
with  the  conditions  of  ownership  for  "the  company  is 
not  liable  for  the  loss  of  property  owned  by  any  other 
party  than  the  assured  unless  the  interest  of  the  as- 
sured is  stated  in  or  upon  the  policy." 

The  writer  does  not  pretend  to  have  exhausted  the 
subject,  he  has  only  touched  on  it. 

Twenty  years  ago  was  the  day  of  the  general  store 
with  a  corner  devoted  to  hardware,  to-day  we  have  a 
trade  specialized  in  hardware  and  even  branches  of 
that  trade  again  specializing.  This  is  the  age  of  spe- 
cialization; the  hardware  man  must  recognize  this  in 
other  lines  besides  his  OAvn.  The  day  of  taking  the 
insurance  policy  as  handed  over  the  counter  by  the 
agent  of  the  insurance  company  without  even  reading 


A.  C.  Dykes 
Manager  J.  H.  Aslidovvn  Hardware  Co.,  A\'iniiipeg 

it  should  be  as  far  removed  as  the  day  of  the  stage 
coach. 

TAventy  years  ago  ever.y  company  sent  out  officials 
belonging  to  the  company  to  adjust  the  losses  for  his 
own  company ;  to-day  nearly  all  losses  are  adjusted  for 
all  companies  by  experts,  not  connected  Avith  the  com- 
panies, but  working  solely  for  the  companies  as  fire 
loss  adjusters.  The  businesses  of  advising  on  insur- 
ance and  adjusting  for  the  assured  has  developed  to 
large  proportions  in  the  United  States.  TAventy  years 
from  uoAV  Avill  see  the  Canadian  public  fully  awake  to 
the  necessity  for  experts  in  both  these  lines  in  connec- 
tion with  every  mercantile  and  manufacturing  risk. 
You  knoAv  full  Avell  that  your  business  as  a  hardAvare 
merchant  just  takes  all  there  is  in  you  to  learn  and 
run  and  keep  up  to  the  times.  You  have  neither  time 
nor  opportunity  to  learn  or  practice  the  insurance  busi- 
ness ;  if  you  try,  it  will  be  at  the  expense  of  the  hard- 
Avare  end. 


;5() 
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Window  and  Newspaper  Advertising 


Fall  and  Winter  Displays 

W.  J.  Illsey 

Eirst  and  foremost,  stoves  and  ranges.  Make  plenty 
of  window  show  of  these  goods,  bnt  be  sure  to  cliange 
Iheni  at  least  every  two  weeks. 

(Jive  ((iiite  a  lot  o£  attention  to  paint  and  interior 
finishes  for  fall  work. 

Never  forget  that  entlery  sells  exceedingly  well  in 
the  fall — all  kinds  of  it  from  hutclier  knives  to  safety 
I'azors. 

Make  kitchen  ware  displays,  and  he  sure  to  exploit 
wasliday  thing-s. 

Sporting  goods  windows  arc;  good  always  and  almut 
ten  times  as  good  in  llie  fall  months. 

Tools  of  all  kinds  make  pleasing  dis|)lays  and  are 
sure  money  nud<ers  for  you.  (live  plenty  of  prices  on 
all  lines  shown. 

Displays  for  Christmas. 

As  the  holiday  season  draws  near  all  hardwaremen 
will  he  i)laiHiing  what  to  display.  They  Avill,  of  course, 
have  bought  long  since  the  goods  they  intend  to  sell 
lor  Christmas.  How  to  bring  these  to  people's  atten- 
tion, how  to  sell  them  right  and  when  to  begin  are  all 
jiertihent  (piestions.  Without  doubt  the  correct  time 
lo  begin  t  he  campaign  is  in  Novend)er,  early  as  possible. 

lOducate  your  citizens  to  the  knowledge  that  the 
hardware  store  offers  specially  sensible  and  api)ro- 
|)riate  goods  for  'Christmas  gifts.  Show  these  goods 
in  your  window  in  as  attractive  form  as  you  know  how. 
Tell  your  whole  country  people  that  you  are  anxious 
to  sell  them  Christmas  goods.  This,  of  course,  must  be 
done  thi'ongh  the  newspaper,  or  probably  you  favor  a 
circular  letter  telling  of  the  many  useful  things  you 
will  have  to  sell,  which  will  be  mailed  direct  to  your 
list  of  regular  or  prosi)ective  customers.  Time  has 
proven  l)eyond  doubt  that  j)eople  are  buying  more 
practical  things  every  year  for  Christmas  giving. 
ITardware  offers  many  such.  For  example,  pocket  cut- 
lei'y,  safety  razors,  shaving  sets,  scissors  sets,  carving 
sets  and  cutlery  cabinets  or  cases,  electric  irons,  toast- 
ers. i>ercola1ors  and  reading  lam])s,  fancy  coal  oil  table 
or  lumging  lamps,  nickel-plated  ware,  skates,  sleighs, 
rifles,  snowshoes,  toboggans,  hockey  sticks,  games,  sil- 
verware, cut  glass,  manicure  sets,  ladies'  toilet  sets, 
sets  of  tools  in  small  chests  for  boys,  toy  sad  irons, 
ranges,  etc.  A  long  list  and  one  which  hardwaremen 
might  add  to  and  still  no\  -wandei-  far  from  the  legiti- 
nude  trade. 

Bright  Windows 

Have  your  windows  nuule  as  bright  as  possible  when 
showing  these  goods.  Use  plenty  of  electricity,  because 
the  people  who  wander  by  your  place  of  business  dur- 
ing the  evenings  will  stop  to  notice  and  make  mental 
note  of  the  lines  shown,  and  later  you  will  get  results. 

Displays  for  Christmas  selling  should  be  begun  early. 
Fse  explanatory  show  cards  such  as: 

"Early  Showings  of  Our  Choice  Christmas  dift 
Articles."  Or, 


"We  Begin  Early  to  Show  Select  Lines  for  Christ- 
mas Giving."  Or, 

"Sensible  Things  These  for  Pleasurable  Christmas 
Presents." 

In  making  these  displays  many  lines  can  be  shown 
together.  For  instance,  when  showing  gifts  for  chil- 
dren you  can  quite  rightly  show  rifles,  sleighs,  tobog- 
gans, knives,  scissors  sets,  manicure  sets,  tool  sets,  etc. 

Make  a  special  "iMother's  Gift  Window."  This  could 
consist  of  electric  irons,  niekel-i)lated  ware,  foot  warm- 
ers, carvers  in  eases,  scissors  sets,  silverware,  cut  glass, 
electric  reading  lamps,  etc. 

Carry  out  iu  same  manner  "Gifts  for  Father," 
"Gifts  for  Everyone,"  and  so  on  right  up  till  Christ- 
mas week. 

.About  December  15  make  your  final  and  extra  big 
effort  to  put  in  the  best  display  of  all.  Fill  every  win- 
dow with  Christmas  goods.  Have  the  inside  of  your 
store  disi)laying  the  Christmas  wares  in  every  best  way 
possible.  Boost  for  the  biggest  Christmas  trade  ever. 
i)on't  stint  your  new.spaper  space.  Go  after  the  trade 
strong  and  you  will  get  it.  In  next  month's  article  we 
will  endeavor  to  lay  out  a  few  displays  which  will 
probably  be  of  help  to  some  merchants  who  are  overly 
busy  during  December. 


SUGGESTION  FOR  SKATE  WINDOW. 

Tn  response  to  the  many  requests  received  at  this 
office  durino-  the  past  month  for  au  orisinal  sketch  of 
a  AvindoAV  devoted  entirely  to  a  display  of  ice  skates 


Hougl)  Sketch  of  Display  of  Skates  from  which 
Hanlwarenien  may  {fof  some  Ideas 

we  publish  the  acconqianying  di  awing.  This  is  a  most 
excellent  window,  and  as  the  general  scheme  of  it  is 
apparent,  it  is  needless  to  say  anything  further  about 
it.  We  shall  be  pleased  to  publish  photographs  of 
displays  iu  which  tins  idea  nmy  have  been  worked  out 
b\"  au\'  of  our  I'eaders. 


DISPLAYING  FIRE  ARMS. 

An  excellent  inethod  of  displaying  rifles  and  shot 
guns  was  seen  b.v  the  Journal  in  the  store  of  Harland 
Bros..  Clinton,  Ont.  These  goods  look  much  better 
when  shown  standing  up  or  leaning  against  the  window 
than  they  do  lying  flat.  The  sportsman,  too.  likes  to 
look  at  tiie  article  displayed  in  this  way.    ^Ir.  llarland 
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realizes  this  and  in  sliowiug  his  line  he  drives  hooks 
into  the  floor  of  the  window,  to  each  one  of  which  is 
tied  a  piece  of  stout  cord  a  little  shorter  than  the 
length  of  the  g'un.  A  harness  snap  is  then  tied  to  the 
other  end  of  the  string.  A  gun  or  rifle  was  then  placed 
between  two  of  the  hooks,  the  cord  pulled  taut  and  the 
snaps  fastened  to  the  mouth  of  the  barrel.  In  this  way 
the  gun  was  kept  rigid,  without  leaning  against  anything. 

As  the  window  'was  not  very  large,  three  guns  were 
placed  in  a  row  at  the  back  of  the  window,  with  neatly 
arranged  pyramids  of  ammunition  in  between.  A 
couple  of  move  guns  and  some  hunting  knives  Avere 
shown  in  the  foreground  and,  while  there  was  nothing 
elaborate  about  the  window,  it  made  a  very  effective 
display. 


dow  display.  I  find  many  good  suggestions  in  daily 
experiences. 

In  my  regular  tool  Avindows  I  do  not  put  prices  on 
the  goods,  unless  it  is  some  special  offer,  because  _a 
man  generally  does  not  look  at  the  prices  in  buying 
a  tool  that  he  needs.  But  there  is  a  difference  when 
putting  house  furnishing  goods  into  a  window,  as  these 
are  nearly  always  bought  by  the  ladies. 

Every  window  trimmer  should  have  full  charge  of 
the  window,  as  he  ought  to  know  what  goods  are  suit- 
able for  the  season ;  and  that  will  be  a  good  reason 
why  a  hustling  trimmer  in  charge  of  different  show 
windows  should  be  always  on  the  lookout  for  all  good 
and  proper  suggestions  that  he  can  get  and  should  use 


A  Seasonable  Display  by  C.  H.  Smith  for  II.  W.  Douglas,  Canipbellford.    .Vote  the  Wooden  Rod  across  the  \\  iiiduw  into  wliich 
are  stuck  Pocket  Knives  with  the  price  under  each  one.    The  idea  produced  splendid  results 


SUGGESTIONS  FOR  WINDOW  TRIMMING. 

Carl  Heinz 

The  majority  of  live  hardware  merchants  now  realize 
the  value  of  window  displays.  In  trimming  a  show 
window  I  believe  in  not  covering  the  window  while 
at  work,  as  some  people  would  think  the  store  closed. 
I  believe  the  window  should  be  changed  every  eight 
days  if  possible.  By  doing  this  'regularly  the  people 
will  be  always  on  the  lookout  for  a  new  display. 

In  decorating  a  tool  Avindow  it  is  Avell  to  put  in 
some  special  altraction  siiitalili'  Id  the  goods  you  Avant 
to  show.  Foi-  iiislaiii'i",  gd  sotiic  new  idea  that  Avill  be 
specially  attractive,  from  yoiii'  daily  experience  or  from 
some  suo'gestinii  tlirowii  (nil  by  a  friend  or  even  a 
cliilil.  Sui'li  pointers  should  ;ilwn>s  lie  reiiioiriliered 
as  they  come  in  very  liandx'  at  some  lime  for  a  Avin- 


all  the  brain  poAver  he  can  command  to  make  his  Avin- 
doAvs  as  attractive  and  effective  as  possible. 

The  main  point  is  not  to  overload  a  windoAv,  and  this 
is  where  most  trimmers  spoil  their  AvindoAvs.  When 
properly  dressed,  the  shoAv  AvindoAv  is  the  best  sales- 
man that  any  firm  can  procure. — American  Artisan. 


CANADIAN  MADE  FOOD  CHOPPERS. 

D.  IMaxAvell  &  Sons,  St.  Mary's,  report  a  big  sale  for 
line  of  food  choppers  recently  placed  on  the  market 
hy  them.  The  food  choppers  are  the  only  Canadian 
made  goods  of  their  kind  and  haA^e  behind  them  the 
reputation  of  the  IMaxwell  firm  built  up  as  a  result  of 
several  decades  during  Avhich  they  have  manufactured 
quality  goods.  Joliliers  and  manufacturers  should 
encourage  the  IMaxwell  Company  in  their  effort  to 
build  up  a  Canadian  industry. 
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The  Ad.  Critic 

S.  M.  L.  Pica 


I  want  to  make  this  department  not  only  interesting 
but  useful.  Tlie  more  assistance  I  get  from  the  readers 
of  flie  Journal  the  better  I  shall  be  able  to  accomplish 
this.  There  are  many  ways  in  which  retail  hardware- 
men  can  assist,  one  way  is  by  sending  in  a  sample  of 
their  advertisement  which  can  be  reproduced  in  this 
department.  Another  is  by  sending  in  copies  of  cir- 
culars or  business  letters  which  they  send  out.  I  would 
be  glad  if  when  sending  in  advertisements,  circulars  or 
business  letters  if  those  who  send  them  would  state 
wluit  results  have  been  obtained  from  them  in  the  way 
of  direct  business.  To  criticise  any  conclusion  or  sug- 
gestions of  mine  would  also  be  most  acceptable.  No 
one  man  knows  everything  about  advertising  no  mat- 
ter how  long  he  may  have  been  in  the  game,  and  two 
heads  are  always  better  than  one. 

JMy  only  object  in  running  this  (lc|)iii'tincnt  of  criti- 
cism is  with  the  hope  in  some  small  way  I  may  be  able 
to  stimulate  and  encourage  advertisers,  and  if  possible 
suggest  ways  and  means  of  making  advertising 
effective.  Advertising  is  becoming  more  and  more 
recognized  as  one  of  the  essentials  to  lousiness  success. 
In  the  very  early  stages  of  business  there  was  no  book- 
keeping. To-day  business  could  not  be  successfully 
done  without  bookkeeping  any  more  than  a  motor  car 
coukl  travel  without  wheels.  There  are  still  a  few  busi- 
ness men  who  cannot  yet  see  that  advertising  is  an 
essential  in  business,  but  the  number  who  so  tliink  is 
gradually  becoming  smaller. 

My  criticism  of  the  advertisements,  which  are  here- 
with reproduced,  in  much  modified  form,  of  course,  is 
as  follows : 

Anderson  &  Warnock,  Vancouver  (size  of  original 
f)'^  X  4^2  inches).  This  is  a  good  advertisement  in 
many  respects.  The  top  line  "Home  Laundry  Helps" 
is  appropriate  and  the  lists  selected,  no  doubt,  not  only 
attracted  attention,  but  excited  a  desire  to  purchase 
one  or  more  of  the  lines  mentioned.  If  there  is  any 
criticism  I  would  offer,  it  is  that  the  advertisement 
would  have  looked  a  little  better  had  it  been  about  a 
column  wider,  particularly  in  view  of  the  size  of  tlie 
cuts,  which  are  rather  out  of  proportion  to  the  size  of 
the  advertisement. 

Ashdowns,  Winnipeg  (size  of  original  8x9  inches). 
Tliis  advertisement  is  well  worded  and  it  is  a  good  idea 
to  devote  it  to  one  line  of  goods,  namely  kitchen  uten- 
sils. There  are  one  or  two  things,  however,  which  mar 
the  advertisement.  In  the  first  place  the  centre  illus- 
tration is  not  only  out  of  proportion  to  the  size  of  the 
advertisement,  but  there  is  scarcely  a  necessity  of  giv- 
ing it  a  humorous  turn.  The  fact  tliat  kitchen  ware 
was  being  handled  by  the  firm  was  scarcely  a  humor- 
ous matter.  The  border  is  also  too  heavy.  If  the 
advertiscnunit  had  been  perhaps  a  third  longer,  even 
the  centre  illustration  would  have  looked  a  little  better. 

Neely  &  Blood,  London  -(size  of  original  7  x  2''/4 
inches).  This  advertisement  evidently  secured  direct 
l)usiness.  It  is  well  worded  and  the  goods  selected, 
particularly  in  view  of  the  prices  named,  no  doubt 
excited  interest.    The  lines  "Some  hardware  specials 


on  sale  Tuesday"  is  good.  The  advertisement  is,  how- 
ever, rather  crowded.  Without  even  making  it  larger 
this  might  have  been  avoided  if  the  name  of  the  firm 
on  the  top  of  the  advertisement  had  been  left  out,  par- 
ticularly in  view  of  the  fact  that  the  name  was  at  the 
bottom.  Space  costs  money.  It  should  therefore  be 
economically  used. 

B.  C.  Hardware  Co.,  Ltd.,  Victoria  (size  of  original 
2  X  41/2  inches).  This  is  a  neat  little  advertisement, 
but  if  it  had  only  double  the  depth  and  a  few  well 
turned  sentences  used  that  would  tend  to  create  a 
desire  on  the  part  of  the  reader  for  one  of  those  heat- 
ers, its  utility  would  have  been  enhanced. 

Isbister  &  Pretty,  Saskatoon  (size  of  original  31/2  x 
41/2  inches).  This  is  a  nice  little  advertisement  and 
well  written.  To  tell  housewives  in  that  part  of  the 
country  where  fuel  is  so  dear  and  so  necessary  that 
the  Buck  Base  Burner  would  save  one-third  of  the  fuel, 
no  doubt,  made  its  impression.  The  advertisement  is 
on  the  whole  well  balanced,  but  the  heavy  rule  follow- 
ing the  reading  matter  might  well  have  been  left  out. 

Echenberg  Bros.,  Sherbrooke  (size  of  original  9  x  414 
inches).  This  is  an  advertisement  which  stove  dealers 
might  with  advantage  copy.  The  reading  matter  is  to 
the  point  and  the  advertisement  well  balanced. 

Hardware  Specialties,  Limited,  Winnipeg,  (size  of 
original  5  x  61/2  inches).  This  advertisement  in  regard 
to  the  Economy  Heat  Generator  has  a  convincing  sound 
about  it.  A  contrivance  which  prevents  soot  and  fires, 
as  the  advertisement  says  it  does,  should  interest  every- 
body. If  the  testimonial  had  been  of  a  more  recent 
date  its  effectiveness  would  have  been  increased. 

George  Taylor  Hardware  Co.,  Limited,  New  Liskeard 
(size  of  original  10  x  6I/2  inches).  In  its  proportion 
this  advertisement  is  one  of  the  best  shown.  Its  artistic 
appearance  would  have  been  marred  had  smaller  space 
been  used.  The  advertisement  is  well  written  and  plenty 
of  white  space  allowed.  It  is  always  a  mistake  to  sacri- 
fice white  space  to  economy.  It  is  a  good  model  adver- 
tisement. 


CO-OPERATIVE  RETAIL  ADVERTISING. 

An  advei'lising  campaign  that  is  pi-oductive  of  good 
results  is  being  worked  by  several  of  the  merchants  in 
Owen  Sound.  In  spite  of  the  fact  that  there  are  several 
large  stores  in  the  town,  with  a  big  variety  of  stock, 
there  is  an  unusual  amount  of  business  goes  to  the  mer- 
chants in  the  large  cities.  While  the  storekeepers  re- 
alized this,  it  remained  for  Mr.  Chester,  of  Dunbar  & 
Chester,  to  start  something  to  prevent  this. 

He  contracted  for  a  full  page  of  advertising  in  one 
of  the  weekly  newspapers  of  the  town.  He  then  went 
to  merchants  in  different  lines  and  told  them  his  scheme 
was  to  run  in  the  centre  of  the  space  each  week  a 
short  article,  calling  the  people's  attention  to  the  advan- 
tages of  supporting  the  merchants  in  their  home  town. 
Then  he  sub-let  space  in  the  paper  to  these  merchants, 
iiuikiug  the  page  advertisement  really  a  buyers'  direc- 
tory. 

Kach  week  the  articli-  in  the  centre  is  changed  and 
t  wo  or  three  of  them  are  given  here : 

Buy  in  Owen  Sound. 

By  spciidiiifi  your  inoiioy  out  of  town,  you  get  nothini;  but 
tlie  froods  you  pay  for  and  you  pay  the  same  price  as  you 
would  pay  in  your  own  town.  By  spending  at  home,  you 
not  only  {ret  direct  return  of  value  liut  indirectly  it  will 
come  back  to  you  in  a  better  town,  better  roads,  lietter 
schools,  better  stores  and  better  social  conditions. 
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Another  one  of  the  series  is  the  following: 

When  you  spend  a  dollar  many  miles  away,  it  is  gone  for 
keeps  and  you  get  no  more  benefit  from  that  dollar,  but 
when  you  spend  a  dollar  at  home,  or  in  your  own  district, 
the  person  who  gets  that  dollar  gives  it  to  another  one,  who 
pays  it  to  another,  and  so  on.  Can  you  not  see  what  a 
ton-fold  benefit  it  is  to  keep  it  rolling  around  you?  Each 
one  that  gets  that  dollar  benefits  a  little  and  the  earnings  of 
that  dollar  f)ile  up  to  the  benefit  of  the  whole  community. 
It  pays  to  keep  it  rolling. 

Still  another  reads : 

It  is  foolishness  for  anyone  to  suppose  that  the  far  away 
mail  order  houses  are  doing  business  for  the  fun  there  is  in 
it.  See  the  reports  of  the  large  fortunes  the  proprietors  are 
making.    Do  you  not  think  it  would  be  better  to  have  this 


HONEST  ADVERTISING. 

In  writing  advertisement,  always  make  plain  what 
you  have  to  oifer  and  never  make  a  statement  you  are 
unable  to  hack  up.  The  writer  knows  of  one  case 
where  the  failure  of  a  merchant  was  due  directly  to 
the  fact  that  he  stated  in  his  advertisements  that  he 
was  offering  a  certain  line  of  goods  of  excellent  quality 
and  when  the  people  came  into  the  store,  he  was  -unable 
to  substantiate  his  claims.  As  a  result  of  this,  when 
people  did  read  his  advertisements  they  would  say 
there  was  no  use  in  going  there  the  thing  might  be  a 
fraud.   Honesty  pays. 


HomelauiHirYHelps 


Waste 


Wringers 


I2.T5  ■>  »4.73 
94.iO  t„  95.75 

BultU  Hurp- 
tn.  Clsll»t  Unc* 


ElntTic 

S-ll-h«iuj  Cfiir- 
(ul  Burnt.  91-60 

Hindi*  Siin!(  Iioni 

Sco.  «2.50 

to  fSJO 

ANDERSON  S 
WARNOCK 


REEY  S  BLOOD 

^meHaidware 
SpecialsonSale 
Tuesclay. 


Cikc  Turn 


 ao< 

&«  and  10< 

SdiHI    Levels    at.  «ich 

..;   15< 

Sm^l  Jack  PUuks,  each 

 :  i5# 

Ur£.  Polls'  Sad  I( 

in  K<  85* 

Shell  rfieWets  af.  Jt  6: 

....6t,  10<  »nd  15< 
Sleel  Panng  Kn,  . 

5< 


Openers  a., 

 5<  ar 

:  Cloibci  Llii 


Double- Pointed  Tacts, 

packages  lot 
Coal-Collir  Sprinp.  2  f 

Nickd  Match  Safe'.  <a 

 S*  and  luv 

Tuesday  «  the.  Us 

ol  our  Big  20  per  ce 


IBV  i  Bim 


rr  AT  ASHDOWN'S] 


'tet  4ijt.  •cll.  Mr  w,H,  look 
||ODd  ud  uc  good.    Yqn  eta 

<<(  Ilu.'  0»eb,  fD«  to  ttX 


nram  saupsirsu 

irt7l««.  U««*  wm  eomndTin 
3r«a#<!a  <*  ete*l.  But  i 
kDd  gokt  tdf.  ptodvitfn 


wuHm  luoHms 

CKift  ««  eur  raanrag 

-«7  (Mt  qi^klr  d^nr 

Prtcfs.  KfiO  to  ni-M 

BAVS         KLXOTEN  OOR 


YOU  SHOULD  HAVE  THE  BEST  THINGS 

Cooking  -J  •aoitr  ud  brnrr  done  with  good  uteimls. 
Cormi  M«t  no  toon  Ihw  che»ptr  grtdta. 

WE  8ZLL  THE  TVU.  UOT 


DONT  HIB8  BUSfO  OUB  OOOEINa  UKOEB 


ASHDOWN'S 


for  cOtttoc  a[>  nokt,  brcad'tcr 
dressin|j,'iinl«Jor  e«lie,  yagel- 
tblu  '  kr  *aai».'  ■  etc  Ea^h, 


XHUEIW&KE 
rh^  wftft  jireof-  E«tr«  r, 

Bij/  good  caamcl 
Ours  b  no  iinn 
rlt  of  Ui.  verj  bert. 


WIBE  OOODS 

Thrte'  nrn  ahonn  in  IM  nv 
■TTinwnlB— ToBjt  Backs.  Egg 
iVIiipi,  SiraioTS,  Sosp  Diihcs, 
Egg  Biikrtji,  H«Tr  Egg  Whip- 
prrj.  G«rpol  Whip*,   c(c,  (tc 


Oil  Heaters  SZSt™ 

Silt  01. 'Each  ?3.60     a     Sue    it    E»ch  »5.65 

sue    r.    Each  *4.25     1|      Siie    3.    Etch  ?9.00 


B.C.  Hardware  Co.,  Ltd. 
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Save  Fuel 


Isbister&  Pretty 


249  Second  Ave. 


Stoves,*  Ranges 
Heaters 


$46.00  $40.00 


HEATERS 


$10.00 


$0.26 


I       $14.76  $11.60  i 

j>  SEE  OUR  WINDOW  DISPLAY  | 

i  ECHENBERG  BROS.  | 

S  eolh  Phones  132  Wellington  Si.  | 


DON'T  LET  THE  HEAT  FROM  YOUR  STOVES 
AND  FURNACES  GO  UP  THE  CHIMNET 

Get  aD  Economy  Heat  Generator,  the  most  auccessfuf  fuel  saver  ever 
placed  on  tbe  market  Uiindreda  in  usa  here.  Read  the6«.lwtt<;r3.  changed 
each  day,  ah  owing  experiences  of  delighted  uacrs. 


Prevents  waste;  pravenle  eoot;  prcveota  Area.  Simple  aad  gpi"!!  vaL 
Phres— 6  and  7  inch,  $3.00;  8  inch.  t4.00.  Pricofi  of  larger  "eiwa  on  «pplP 
cation.    Monty  refunded  if  unsatisfactory.    Agents  wanted. 

HARDWARE  SPECIALTIES  llMITEfr 

475  Portago  Ave.,  Winnipeg,  Man.  Phonft  MAin  iasa 


"LOVE  AT  FIRST  SIGHT" 


That's  what  happens  when 
you  see  McCIary's  Belle  Oak 
Coal  Heater 
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No  14  .  $16.00  No  16  $18.00 
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iMth  Hifh  Warmioe  Closet  and  Copper  Reservoir. 

J  or  without,  aa  desired,  with  aredoclioo  lu  prii.-/. 

J  I'rjcea  for  Ranges  as  illuslrated. 

2  4  Kiia,  «ttb  140        6  Hofn,  utK . 


I  GEO.  TAYLOR  HARDWARE  Ca,  Ud.  | 


Samples  of  Retail  Hardware  Ads.    See  opposite  pag-e  for  criticism. 


money  circulating  in  j-our  own  town?  Have  a  little  local 
j)ride.  Do  not  be  scared  for  fear  some  of  your  neighbors 
will  make  a  little  money;  just  the  very  thing  that  you  are 
trying  to  keep  him  from  doing  and  doing  yourself.  Apply 
the  Golden  Rule  at  home.  The  more  business  the  home 
stores  ilfi,  till-  more  pros[)erous  the  community. 

There's  an  old  saying  that  "Every  knock's  a  boost" 
and  merchants  consider  it  bad  form  to  state  anything 
against  the  firms  doing  business  in  the  city.  This  is 
true,  for  every  time  you  mention  their  name  or  their 
prices,  you  are  only  advertising  them.  However,  the 
method  employed  by  Owen  Sound  merchants  cannot  be 
called  bad  form.  It  is  just  calling  attention  to  cold, 
hard  facts  and  not  roasting  the  other  fellow. 

The  Journal  -woiiM  like  to  hear  from  its  readers  wliaf 
they  think  of  this  method.- — Ed. 


LIFE  LINES. 

Positive  proof  holds  fortune  captive;  fortune  can  be 
coerced  but  not  coddled. 

'Good  fortune  rarely  instructs;  it's  her  daughter, 
Misfortune,  that  gives  tlie  best  lessons. 

Your  time  belongs  to  your  employer  when  he  pays 
you  for  your  work;  then  to  "kill  time"  is  robbery. 

Hold  the  horses  back  a  little  in  your  haste  to  reach 
decision,  and  you  drive  the  faster  to  the  end  in  view. 

If  yon  like  what  your  friend  likes  you  flatter  and 
you  please  him ;  but  when  you  say  your  say — what  you 
Icnow  to  be  so — he  may  tuiii  his  back  on  you. — B.  L. 
Smith. 
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Business  and  Store  Management 


A  PAYING  VENTURE  IN  TOYS. 

Last  year  tlu;  St.  .Mary's  Hardware  (Jo.,  St.  ^hiry's, 
Ont.,  stocked  a  line  of  toys.  Tlicy  were  prompted  to 
do  this  by  the  fact  that  a  bazaar  store  a  few  doors  From 
them  j^ot  all  the  trade  in  this  line.  Then  peoi^le  wonld 
come  in  and  ask  if  they  kept  toys.  As  the  venture  was 
only  an  experimetit  a  very  small  stock  was  laid  in. 
Fifty  dollars  constituted  the  extent  of  the  purchase. 
However,  there  is  a  good  profit  in  the  line — 100  per 
cent. 

No  fancy  lines,  such  as  dolls,  stuffed  animals  or  any- 
thing like  these  were  bought,  the  stock  constituting 
iron  toys,  sueli  as  banks,  toy  i)istols,  fire  engines,  mouth 
organs,  tin  whistles  and  a  few  mechanical  toys.  I'e- 
sides  the  regular  jirofil  on  tlie  line,  the  company  gained 
a  lot  on  increased  sales  of  other  goods.  The  scheme 
brought  a  lot  of  extra  people  into  the  store. 

The  goods  were  displayed  on  a  long  counter  in  the 
centre  of  the  store  and  a  price  ticket  attached  to  each 
article. 

"Our  clerks  were  very  bus.y  at  that  season,"  said 
.Mr.  Hartlett,  manager  of  the  company,  "and  we  figured 
that  the  price  tickets  alone  wonld  sell  the  goods.  We 
were  right,  for  people  would  come  in,  look  over  the 
lot  and  come  up  to  the  counter  and  ask  to  have  a  cer- 
tain article  wrapped  up." 

No  special  window  display  was  made,  but  mention 
that  the  firm  was  selling  toys  was  made  in  their  adver- 
tisement in  the  town  papers.  No  extra  salesmen  were 
employed,  but  after  the  sale  the  firm  thought  the.v 
might  have  done  with  an  extra  girl,  particularly  at 
nights. 

This  Christinas  they  are  going  into  the  scheme  again, 
only  on  a  much  larger  scale.  iMore  stock  will  be  pur- 
chased, and  the  line  more  or  less  featured  during  the 
holiday  season. 

"The  only  thing  that  is  worrying  us,"  said  ^Ir.  Bart- 
l(>tt,  "is  lack  of  room.  We  are  prett.v  crowded  down 
stairs.  While  we  have  plenty  of  room  on  the  second 
flat,  we  thiid\  it  would  be  hard  to  get  the  people  to 
go  upstairs." 

It  will  be  seen  from  this  firm's  experience  that  it 
will  pav  a  hardware  man  to  get  a  small  stock  an,v^^•ay. 
Very  little,  if  any,  extra  work  is  required  and  the 
profit  is  good. 


SHOULD  HARDWARE  MEN  RENT  FIRE  ARMS. 

.\t  this  s(>as()n  of  tlu^  year  fhere  are  a  <;'reat  nuui.v 
hardware  men  renting  shot  guns  and  I'ifles,  and  the 
question  arises:  Does  it  pa.v?  We  have  asked  this 
question  of  several  dealers — some  who  are  '?till  doing 
it  and  others  who  have  tried  it  and  quit. 

The  most  a  man  will  pa.v  to  rent  a  gun  is  !'>0  cents  a 
day.  and  some  dealers  i-ent  theirs  for  25  cents.  There 
is  no  profit  in  this,  when  one  considers  the  wear  and 
tear  on  the  gun.  But  then  a  man  Avho  rents  a  gun 
must  have  ammunition  and.  of  course,  there  is  a  profit 
on  that. 

One  has  to  bo  very  careful  of  the  man  to  whom  he 


rents  a  fire  arm.  While  it  is  understood  that  the  one 
who  leases  the  arm  must  pay  for  any  damage  done,  it 
often  happens  that  when  the  gun  is  brought  back, 
there  is  no  visible  damage,  yet  it  might  take  the  dealer 
a  hair  da.v  to  clean  the  thing  up.  Some  men  can  hire 
a  gun  and  bring  it  back  in  such  condition  that  one 
would  not  know  it  had  been  out  of  the  shop,  while 
others  come  back  with  the  property  all  scratched  and 
dirty.  If  a  gun  is  badly  scratched  it  cannot  be  sold 
as  new,  and  this,  of  course,  means  a  loss.  Rifles,  being 
lighter,  are  nu)i'e  apt  to  get  scratched  aiul  the  barrel 
plug  more  easily. 

A  representative  of  the  Journal  was  in  a  hardware 
store  recently  and  the  proprietor  showed  him  a  rifle 
thai  h;i(l  been  rented.  The  man  who  hired  it  must 
have  been  shooting  big  game,  got  into  close  quarters 
and  hit  the  animal  over  the  head,  for  when  the  gun 
was  brought  back  the  stock,  .just  back  of  the  hammers, 
was  broken  clean  across.  The  man  [)aid  for  a  new  gun, 
luif  then  he  might  not  have  had  the  money  to  do  so.  and 
then  what  would  the  dealer  do? 

Good  judgment  and  a  knowledge  of  your  man  is 
necessary  in  this  branch  of  the  business. 


A   CHRISTMAS   TRADE  IDEA. 

Last  Christmas,  Chas.  t".  Lee,  hardware  merchant, 
(loderich,  Ont.,  had  a  window  decoration  that  attracted 
considerable  attention.  A  Christmas  tree,  brilliantl.v 
lighted  with  different  colored  candles,  stood  in  one 
corner,  with  a  .voung  man.  dressed  to  represent  Santa 
Clans,  moving  around  it.  .\  partition  had  been  put  up 
to  make  two  rooms  aiul  a  little  girl  in  her  night  robe 
stood  at  the  door  peeking  at  Santa.  Various  lines  of 
hardware  and  iron  toys  were  hung  on  the  tree  and 
tastefully  ai-ranged  on  the  floor  of  the  window. 


PRECAUTIONS  IN  ORDERING  GOODS. 

Use  a  separate  letter  sheet  for  each  distinct  matter 
on  which  you  are  writing  to  a  wholesale  concern,  re- 
marks an  exchange.  One  letter,  if  it  refers,  for  in- 
stance, to  a  remittance,  contains  an  order  for  goods 
and  a  complaint  as  to  shortage  on  a  previous  shipment, 
will  have  to  go,  in  turn,  to  three  or  more  different 
branches  of  a  wholesale  organization.  This  may  mean 
a  delay  of  some  days  before  all  the  matters  have  been 
looked  up  and  attended  to.  If  each  matter  is  taken  up 
on  a  separate  sheet  each  sheet  will  go  at  once  to  the 
department  where  it  belongs. 

It  is  much  easier  to  grasp  the  meaning  of  a  type- 
written letter  than  one  in  long  hand,  and  the  chance 
of  error  is  thereby  minimized.  It  is  also  easier  to  get 
the  sense  of  a  letter  when  it  is  written  on  only  one  side 
of  the  sheet. 

.\n  itemized  pay-statement  enclosed  with  the  remit- 
tance will  often  prevent  misunderstanding  and  thus 
save  inquiries  b.v  correspondence.  ]\Iany  concerns  keep 
a  carbon  copy  of  their  pa.v-statements  for  reference 


CANADIAN  HARDWARE  AND  STOVE  JOURNAL. 


and  for  use  in  case  of  any  point  or  objection  being 
raised  by  the  payee. 

When  sending  an  order  to  a  firm  with  whom  you 
have  had  no  previous  dealings  shipment  may  be  ex- 
pedited by  giving,  with  the  order,  the  name  of  some 
concern  with  whom  you  have  had  active  business  rela- 
tions— preferably  a  concern  located  in  the  city  to  which 
first  order  is  sent.  This  may  not  be  necessary  when 
the  firm  placing  the  order  has  a  wide  reputation,  hut 
it  can  do  no  harm  in  any  case. 

Reorders  sent  by  mail  should  include  all  necessary 
particulars,  including  quantity,  size,  color,  width,  style, 
price,  etc.  Also  give  the  firm  name,  city  and  State,  the 
date  for  shipment,  and,  especially,  complete  instructions 
as  to  how  the  goods  are  to  be  routed,  so  that  the  trans- 
portation company  (to  which  the  wholesaler  is  to  de- 
liver the  goods)  can  be  properly  directed  by  him. 

If  valuable  goods  are  ordered  to  be  forwarded  by 
express,  instruct  the  Avholesaler  as  to  whether  he  should 
or  should  not  have  their  value  declared  and  included 
in  the  express  company's  receipt. 

When  placing  an  order  with  a  travelling  salesman, 
or  when  purchasing  goods  in  the  market,  insist  on  hav- 
ing a  copy  of  the  order,  showing  terms,  time  for  de- 
livery, shipping  instructions  and  other  details.  Such 
copy  should  be  filed  Avith  the  receiving  clerk  or  other 
suitable  employe,  so  that  invoices,  on  arrival,  can  be 
compared  with  the  order. 

When  express  packages  are  received  make  a  memo- 
randum of  the  house  from  which  they  come,  the  weight, 
and  the  express  charges,  also  whether  prepaid  or  col- 
lect. Such  information  will  be  highly  valuable  if  it 
happens  that  claims  have  to  be  made.  If  the  package 
is  numbered  by  the  wholesaler,  that  number  should  be 
noted. 

Store  employes  on  receiving  packages  from  express 
companies,  railroads  and  other  carriers  should  be  re- 
quired also  to  note  the  condition  of  packages,  so  that 
if  a  shortage  is  discovered  the  cause  of  it  can  be  more 
readily  located. 

To  prevent  invoices  enclosed  in  packages  being  inad- 
vertently thrown  away  or  lost,  the  invoice  should  be 
looked  for  prior  to  throwing  aside  the  AA'rappers,  etc. 

'Contents  of  each  shipment  should  be  carefully  gone 
over  and  cheeked  as  soon  as  possible  after  arrival,  and 
any  shortage,  damage  or  other  discrepancy  should  at 
once  be  reported  to  the  wholesaler.  A  carbon  or  press 
copy  of  such  claims  should  be  retained  for  reference. 

Clerks  sliould  never  be  allowed,  in  tlieir  haste  to  put 
goods  on  sale,  to  remove  them  from  the  receiving-room 
before  the  quantities  have  been  properly  checked  off 
Avith  the  invoice. 

When  undue  delay  occurs  in  the  receipt  of  goods, 
ibin't  Avait  too  long  before  notifying  the  wholesaler. 
The  sooner  he  receives  such  information  the  easier  it 
Avill  be  for  him  to  trace  the  shipment,  and  thus  the 
sooner  Avill  the  retailer  receive  it. 

AVhen  returning  goods  to  the  Avholesaler,  notify  him 
promptly  of  the  reason  for  the  return,  and  mail  him 
an  invoice,  or  else  enclose  it  with  the  defective  goods. 
See  that  tlie  debit  memo  is  checked  off  before  packing, 
'^r,  m  tn  nvnid  orror  on  tlie  part  of  the  store. 

Have  the  iiaiiie  of  the  concern,  or  o'l  tlie  store,  placed 
on  such  returned  packages,  so  lh;:t  ilicir  origin  may  be 
clear  to  the  Avholesaler  immediately  mi  their  rocoipl. 

A  cnrefnl  record  should  lie  taken  oF  articles  sent  back 
to  till'  nmnnracturere  Tor  repairs.    Debit  his  account 
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Avith  the  amount,  making  notation  why  they  are  re- 
turned to  him.  When  the  goods  come  back,  credit  the 
wholesaler's  account  promptly. 


COMPETITIONS  AS  BUSINESS  GETTERS. 

Campliell  &  Best,  hardware  merchants,  Peterboro, 
Ont.,  realize  the  importance  of  adopting  up-to-date 
business  methods,  and  once  or  twice  a  year  put  on  some 
scheme  that  is  productive  of  good  results.  A  short 
time  ago  they  were  successful  in  working  out  a  plan 
that  was  a  great  inducement  to  people  to  pay  cash. 
They  announced,  in  the  toAvn  papers  that  they  would 
hold  a  contest  and  aAvard  five  useful  household  articles 
to  the  five  persons  that  had  purchased  the  highest 
amount  of  goods  and  paid  cash  for  same.  These  prizes, 
in  order  of  rating,  were  a  "Happy  Thought"  range,  a 
"Radiant  Home"  heater,  a  AA^ashing  machine,  a  fireless 
cooker  and  a  clothes  wringer.  Large  size  space  was 
used  in  all  the  papers  and  the  scheme  Avas  thoroughly 
advertised. 

The  method  of  keeping  track  of  the  purchases  was 
to  give  each  one  who  entered  the  contest  a  small  book 
and  when  a  sale  was  made  the  amount  was  entered 
th  erein  by  the  clerk  who  sold  the  goods.  To  keep  a 
check  on  these  and  to  prevent  any  fake  entries,  the 


Half-page  reproduction  of  one  of  the  Ads.  used  during-  the 
Competition 

store  kept  a  book  in  Avhich  the  names  of  all  the  com- 
petitors were  entered,  and  each  sale  Avas  put  doAvn  in 
this. 

No  mention  Avas  made  at  the  start  as  to  hoAV  long 
the  competition  Avould  last.  The  -firm  advertised  that 
they  reserved  the  right  to  draAv  it  to  a  close  as  soon  as 
they  saAv  fit  or  to  let  it  run  as  long  as  they  pleased.  In 
this  case,  it  lasted  nine  months.  It  Avould  seem  that 
the  longer  a  contest  of  this  kind  is  run,  the  more  money 
for  the  dealer.  IToAvever,  Campbell  &  Best  state  that 
the  only  draAvback  to  theirs  Avas  that  it  Avas  run  too 
long.  Competition  at  the  start  Avas  very  keen,  but  at 
the  end  of  three  or  four  months  it  began  to  sag.  AVhen 
they  announced  that  the  contest  Avould  come  to  a  close 
in  a  month.  hoAvever,  Inisiness  picked  up.  Another 
thing  that  Avas  a  draAvbaek  Avas  that  people  Avho  only 
purchased  occasionally  would  not  enter  a  long  com- 
petition. 

"HeAVCA'or."  ^^^-^  '^^r.  Campbell  to  the  -Tonrnal.  "wo 
made  money  and  Avi'l  in  a^l  proliability  n;n  a  s'j':e:rc 
of  the  same  nature,  but  not  for  so  long  a  period.  It 
requires  a  great  deal  of  time  and  effort  to  keep  up  the 
interest.  T  think  the  few  months  before  Christmas  is 
the  best  time." 


ALONE — IN   THE  LEAD 

HAPPY  THODGHT  RANGE 


Meals  on  Time 

Properly  Prepared 

Healthfully  Cooked 


OUR  ^ 

FIRST  PRIZE  TWINS 

WE  WOULD  CALL  THEM 

THE 

"HEAVENLY  TWINS  " 

IF  THEY  WEREN'T  SO 

HOT 

THEY  ARE  THE  FIRST  AND  SECOND 
PRIZES  IN  OUR  CASH  CONTEST 
WHICH  CLOSES  DEC  31. 


The  BEST  is  4LWAVS  Ibx.  CHEAPE.<iT. 


The  Best  Stove  and  Hardware  Co 


SOLE  AflENT,'!. 


The  Cost  of  Doing  Business 

Robert  S.  Denham 


In  connection  with  the  cost  of  doing  business,  I  want 
to  say  tliis:  That  all  of  yon,  1  believe,  are  in  business 
with  the  same  object — profit.  Judging  by  the  actions 
of  some  men  whom  I  have  known  in  business,  there  are 
some  who  are  not  in  business  for  profit.  They  are  in 
business  to  keep  a  competitor  from  getting  any  busi- 
ness, regardless  of  profit.  But  of  course  I  can  not 
believe  that  any  of  you  belong  to  that  class.  Now 
then,  we  are  talking  about  profit.  Unfortunately,  I 
have  met  a  great  many  men  who  don't  know  the  ditfer- 
ence  between  cost  and  profit.  I  am  working  with  some 
of  the  people  who  are  among  the  most  intelligent  in  the 
country,  constantly,  and  yet  there  are  many  of  them 
who  in  making  estimates  and  discussing  matters  of  cest 
constantly  confuse  cost  and  selling  prices,  half  of  the 
time,  not  knowing  which  they  are  talking  about.  Some 
of  you  have  met  people  of  that  kind,  and  will  agree 
with  me,  I  am  sure.  Now,  what  is  i)rofit?  Pr-ofit  is  the 
difference  between  cost  and  selling  j)rice;  and  some 
people  do  not  see  enough  of  it  to  get  very  well 
acquainted  with  that  margin.  No  wonder  they  don't 
know  the  difference  between  cost  and  selling  price ! 
What  is  cost?  Cost  is  the  sum  total  of  all  expenses  for 
material,  production  cost,  cost  of  doing  business;  the 
last  cent  of  cost  must  be  paid  before  there  is  a  cent  of 
profit.  One  of  the  most  misleading  terms  that  has  ever 
been  injected  into  business  is  gross  profit.  You  hear 
a  man  say  that  a  certain  article  costs  him  20  cents,  and 
he  sells  it  for  25  cents,  and  he  believes  that  he  has  made 
a  profit.  As  a  matter  of  fact,  the  probabilities  are, 
under  the  ordinary  methods  of  doing  business,  that  he 
has  lost  money,  because  in  speaking  of  cost,  he  refers 
to  the  invoice  price ;  and  there  are  very  few  of  you 
who  would  not  find,  if  you  fiigured  your  cost  correctly, 
that  your  cost  of  doing  business  is  more  than  20  per 
cent.  A  gentleman  over  here  discussed  the  matter  of 
percentage  a  few  minutes  ago.  I  have  been  preaching 
on  the  percentage  proposition  for  the  past  several  years. 
Percentage  is  the  nigger  in  the  woodpile  of  business. 
There  isn't  one  man  in  ten  that  I  come  in  contact  with 
that  can  not  be  confused  in  percentages  in  five  minutes, 
and  that  was  proven  here  a  moment  ago — that  a  ma- 
jority of  men  can  be  confused.  A  man,  for  instance, 
l)uys  an  article  at  a  dollar,  and  advances  the  price  25 
per  cent.  Let  him  now  give  a  25  per  cent,  discount  on 
that  item,  and  has  he  not  gone  back  to  a  dollar;  he  has 
lost  61/4  cents.  They  don't  understand  that  a  certain 
per  cent,  on  a  certain  amount  is  always  a  higher  per 
cent,  on  a  lesser  amount,  and  half  of  the  business  men 
in  this  country  to-day  do  not  know  that  profit  is  not 
figured  on  cost,  but  is  figured  on  selling. price,  always. 
If  a  man's  cost  of  doing  business  is  25  per  cent.,  then 
there  must  be  an  advance  of  1-3  jier  cent,  to  cover 
the  cost  of  doing  bu.sine.ss,  and  in  ordei-  to  make  a  profit 
he  must  sell  at  a  higher  margin  than  X]  l-.S  per  cent.  T 
tliink  that  the  schools  of  this  country  ought  to  take  llic 
matter  in  hand  and  teach  the  boys  growing  up  differ- 
ently from  the  way  they  do  teach.  They  teach  always 
that  profit  is  on  investment  or  cost.  Now,  dividends 
and  profits  are  two  entirely  ditferent  things,  and  yet 
T  filnd  that  the  average  business  house  confuses  them. 
A  concern  says.  "Well,  we  made  8  per  cent,  last  y(>ar," 
and  I  ask,  "What  do  you  mean;  on  your  capital  in- 


vested or  on  your  sales?"  "Oh,  on  our  capital  in- 
vested." "Well,  how  much  is  that  on  your  sales?" 
"Oh,  about  4  per  cent."  Sometimes  considerably  less 
than  that.  Now,  if  I  do  not  do  any  more  than  one 
thing  in  my  talk,  and  that  is  to  impreiss  upon  you  the 
fact  that  you  must  look  twice  when  you  look  upon  a 
percentage  showing,  if  you  will  follow  that  suggestion, 
I  will  feel  well  repaid  for  coming  before  you. 

What  is  cost?  Cost  is  the  invoice  price  on  the  store 
plus  all  of  the  expenses  of  handling,  deterioration  due 
to  handling  and  storage,  and  the  cost  of  doing  business. 
These  items  must  be  taken  care  of  before  you  can  have 
a  profit. 

The  cost  should  include  depreciation  and  interest  on 
the  investment,  and  those  two  amount  to  10  per  cent. 
[  am  simply  giving  it  in  round  figures  here,  without 
being  exact.  You  can  figure  it  out  for  yourself  on  your 
own  percentage  scheme. 

And  so  we  find  a  great  many  stores  doing  business 
on  that  basis.  Now,  I  believe  that  the  greatest  bane 
of  the  business  world  to-day  is  fear.  You  are  afraid 
to  stand  for  what  you  ought  to  have,  very  frequently, 
in  making  prices.  You  are  afraid  your  competitor  vriW 
get  the  order  away  from  you.  You  are  afraid  your 
house  will  be  considered  high-priced,  and  you  will  drive 
business  away.  And  why  are  you  afraid?  Simply 
because  fear  is  always  the  child  of  ignorance.  Know 
your  cost.  When  you  know  that  an  item  costs  you  a 
dollar,  you  will  not  sell  it  for  90  cents.  And  when,  on 
account  of  your  lax  methods  in  determining  your  cost, 
you  assume  that  there  is  a  margin  of  profit  which  does 
not  really  exist,  you  will  allow  your  competitor  to  set 
your  price,  and  very  often  you  will  find  the  customer 
setting  the  price,  especially  if  you  are  manufacturing. 
Very  often  we  find  that  the  customer  has  a  price-list 
for  the  manufacturer  who  has  no  cost  system.  He 
simply  takes  the  customer's  Avord  for  what  a  com- 
petitor will  bid.  The  ordinary  manufacturer  working 
without  a  knowledge  of  cost  to-day,  in  making  an  esti- 
mate, figures,  not  so  much  on  what  it  will  cost  him  to 
do  the  business,  as  on  what  he  thinks  his  competitor 
will  bid  on  the  job,  and  then  he  goes  below  that,  and 
if  his  competitor  is  bidding  on  the  same  job,  the  chances 
are  that  the  oth(>r  fellow  is  looking  at  him  and  assum- 
ing that  he  is  going  to  be  a  price-cutter,  and  so  the 
price  is  pounded  down  and  pounded  down  until  there 
is  absolutely  no  profit  in  it.  Now,  it  costs  more  money, 
to  do  business  in  either  manufacturing  or  in  your  store 
to-day.  Take  your  store  for  instance.  Why  does  it 
cost  more  to  do  business  to-day  than  it  did  ten  or  fifteen 
years  ago?  There  are  four  or  five  reasons.  The  first  is. 
that  the  conunodity  has  a  smaller  value,  as  a  rule.  Now, 
we  talk  about  the  high  cost  of  living.  As  a  matter  of 
fact,  manufactured  products  are  cheaper  to-day  than 
they  were  several  years  ago,  in  a  great  many  lines. 
Produce  that  grows  is  higher.  Consequently,  the  cost 
of  living,  so  far  as  our  necessities  of  life  are  concerned, 
are  very  much  higher,  and  the  two  Avill  eventually.  T 
presume,  work  out  on  some  kind  of  a  mean  so  that  we 
will  not  have  any  terrible  panic.  But  as  a  matter  of 
fact,  improved  machinery  has  brought  the  cost  of  manu- 
factured goods  A-ery  much  lower.  A  certain  dealer  fig- 
ured some  time  ago  that  the  same  bill  of  goods  that 
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he  sold  ten  years  previous  for,  say,  $45,  could  now  be 
sold  for  about  $36,  with  the  same  advance  by  percent- 
age over  its  cost.  But  on  the  other  hand,  on  account 
of  the  greater  amount  of  handling  necessary  to  do  an 
equal  volume  of  business,  due  to  the  difference  in  value 
on  account  of  the  larger  number  of  distributors,  mak- 
ing the  orders  less,  and  a  practically  limited  amount  of 
business  scattered  among  more  distributors,  he  found 
that  the  cost  of  doing  business  for  a  dollar  of  business 
was  considerably  higher  than  it  was  some  years  ago. 
And  so  there  is  a  problem  constantly  before  the  busi- 
ness man  of  to-day,  and  he  cannot  afford  to  ignore  it. 
He  cannot  assume  to  do  business  on  the  same  basis  that 
his  father  or  grandfather  did.  He  cannot  take  the  cost 
of  doing  business  the  same  as  they  did.  He  must  know 
what  it  is,  and  when  he  knows  he  will  be  fearless  in 
asking  his  price.  Knowledge  is  the  parent  of  con- 
fidence, and  the  business  of  this  country  is  built  on 
confidence.  Fear  is  the  child  of  ignorance.  Dispel 
the  ignorance  in  any  subject  that  you  wish  to  name, 
and  you  will  then  dispel  the  fear.  Whenever  you  dis- 
cover the  true  cost  of  doing  business,  so  that  you  abso- 
lutely know  what  it  costs  you,  you  will  not  hesitate  to 
ask  the  customer  the  price.  And  that  is  true  of  every- 
thing in  this  life,  and  I  believe  in  death  also.  If  we 
knew  the  beyond  we  would  not  be  half  so  fearful  of  it. 
Ignorance  is  the  parent  of  fear,  and  fear  is  the  curse 
of  this  country.  'eLt  us  spend  more  of  our  time  in 
learning  to  knoAv  our  own  business,  our  own  people 
connected  with  the  business;  learn  to  know  our  com- 
petitors. But  fear  has  made  many  of  you  dishonest 
with  yourselves. 

If  you  will  be  honest  with  yourself,  and  include  in 
the  budget  of  expenses  every  element  of  cost  in  your 
business,  you  will  find  that  your  profiits  are  not  what 
you  are  wont  to  brag  that  they  are.  You  will  find  in 
many  cases  that  they  are  far  below  what  you  supposed 
you  were  making,  and,  unfortunately,  in  many  cases 
you  Avill  find  that  you  have  no  profit  where  you  sup- 
posed you  had  a  profit. 


TRAINING  NEW  CLERKS. 

Selling  is,  of  course,  the  most  important  end  of  mer- 
chandising. That  "g-oods  Avell  bought  are  half  sold" 
is  another  of  those  old  sayings  Avhich  won't  hold  water. 
So  the  way  his  customers  are  Avaited  upon  should  be 
n  matter  of  first  consideration  for  any  merchant. 

.Many  merchants,  says  Merchants'  Journal,  put  their 
new  clerks  through  a  regidar  course  of  instruction,  and 
watch  them  very  closely  for  a  considerable  time  to  see 
tlicir  method  of  procedure  in  selling  goods.  This  seems 
to  me  to  he  an  excellent  idea. 

Most  untrained  help  comes  to  a  store  with  very 
erroneous  ideas  and  notions  as  to  what  constitutes  sales- 
manship. Either  they  talk  too  much  or  too  little. 
They  are  apt  to  praise  everything  they  show  with  equal 
enthusiasm,  regardless  of  its  merits.  Or  else  they  show 
only  what  is  asked  for  and  not  much  of  that.  They 
arc  too  indifferent,  or  too  anxious.  They  suggest  when 
a  suggestion  is  unwelcome,  and  advise  when  advice  is 
not  reque^to(l.  They  lack  courtesy,  or  they  are  too 
familiar.  And  so  it  goes.  And  yet,  Avithal,  the  youno- 
clerk  may  have  the  stuff  in  him  out  of  which  good 
chM-ks  are  made,  and  the  merchant  must  watch  for 
'liamouds  in  the  rough.  All  thev  may  need  may  be  a 
little  well-directed,  competent  instruction  from  one 
■vvho  knows  flu-  art  of  sellintr. 

We  can  liardlv  expect  an  nnlrnincil  clerk-.  liow(n'cr 
lii'i-hl   ;ini1  intelligent  and  anxious  to  please,  to  give 


good  service  without  having  received  some  information 
about  the  things  which  make  for  good  salesmanship. 

Selling  goods,  being  a  profession  that  must  be 
learned,  some  one  must  do  the  teaching,  or  the  clerk 
will  have  to  be  taught  by  experience,  which  is  a  good, 
but  costly  instructor.  This  is  also  hard  on  the  clerk, 
and  very  expensive  to  the  employer.  It  pays  to  take 
the  time  and  trouble  necessary  to  post  new  clerks  thor- 
oughly in  their  duties,  and  how  best  to  perform  those 
duties  and  to  keep  an  eye  on  them  afterward  lest  they 
forget. 

Sometimes  the  propri.etor  of  the  store  must  do  this 
work,  but  I  have  seen  cases  where  the  proprietor  had 
no  skill  in  teaching  a  new  clerk,  and  was  wise  enough 
to  turn  that  job  over  to  some  of  his  subordinates  who 
were  thoroughly  posted  in  the  business.  It  isn't  every- 
body that  can  teach  a  new  clerk  in  the  way  he  should 
be  taught. 


Sermonettes  on 

Salesmanship 

Wntten  for  the  Journal 

by  Myra  Maitland 

THE  MAN  WHO  HASN'T  TIME. 

Text :  And  the  31erchant,  gathering  up  a  handful  of 
nails  that  had  fallen  upon  the  floor,  ansAvered  unto  the 
trade  paper  solicitor:  "Don't  want  your  paper — take 
one  now,  and  haven't  time  to  read  it." 

Dear  friends,  the  foregoing  text  comprises  the  par- 
able of  the  Merchant  Avho  went  on  being  little  because 
he  hadn't  time  to  be  big. 

That  parable  befell  the  other  day  in  a  hardware 
store. 

Merchant  has  a  big  store,  a  big  stock,  a  big  trade — 
ought  to  be  pulling  out  $6,000  a  year — $20  a  day,  $2  an 
hour,  three  and  two-thirds  cents  a  minute. 

"Ought  to  be  pulling  $6,000,"  I  say:  for  the  mer- 
chant never  pulls  Avhat  he  ought  to  pull  Avho  spends 
10  cents'  Avorth  of  time  replevining  a  cent's  Avorth  of 
nails  AAdien  a  $6  a  Aveek  clerk  can  do  the  trick  in  less 
time — yea,  and  in  less  expensive  time. 

Yet  Merchant,  cleaning  oil  cans,  handling  the  nail 
puller,  SAveeping  the  snoAV  from  the  Avalk,  protests  that 
he's  too  busy  to  look  on  his  business  from  the  broader 
vicAvpoint,  to  see  it  in  the  clearer  light. 

If  he  did,  Avould  he  go  on  doing  things  that  cheaper 
men  can  do  as  well  ? 

Wouldn't  he,  rather,  spend  his  hours  studying  the 
methods  of  other  merchants,  the  conditions  of  trade, 
the  recorded  happenings  of  yesterday  and  the  predicted 
happenings  of  to-morrow? 

Wouldn't  he.  rather,  with  the  knoAvledge  thus  gained, 
spend  yet  more  of  his  time  in  generating  his  purchases, 
in  marshalling  his  stock,  in  supervising  and  directing 
his  helpers? 

You're  not  the  merchant  Avho  goes  on  lieing  little 
because  he  can't  find  time  to  be  big. 
No — not  tlmt  kind. 
But  could  yo\i  be  bigger? 

In  the  hope  that  von  might  be  liigger,  in  the  fear 
that  you  mav  become  small,  climb  noAV  and  then  to  an 
eminence  and  take  a  broad  vicAV  of  the  business  battle. 

Reconnoitre  th(^  field  fi'om  the  hilltop  occasionally, 
instead  of  plodding  blindly  across  the  plain. 
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Salesmanship  Essential  to  Success 


J. 


Haw  A  TRAVELLER  USES  CATALOGUES. 

S«/  the  Man  Who  Did  It 

A  short  time  aj?o  a  firm  of  lar^c  i)roportion  erected 
a  new  building  and  had  intended  adding-  some  new 
departments.  The  writer  called  on  the  buyer  on 
various  occasions  but  was  not  prepared  at  the  moment 
to  know  just  what  lines  his  firm  had  expected  to  add 
to  their  ranf?e  of  merchandise.  The  traveller  said : 
"I  will  send  you  a  catalog-ue  in  the  meantime,  look  it 
over  and  should  there  be  any  lines  you  are  interested 
in  before  T  return,  w^rite  house  for  quotations." 

A  large  hotel  was  being  erected  in  this  city  and  the 
manager  came  around  to  see  what  this  new  store  had 
to  offer.  After  showing  the  party  round  the  store  they 
took  him  into  their  office  and  asked  him  to  look  over 
the  catalogues  of  lines  he  was  interested  in.  lie  said: 
"I  will  need  one  gross  of  that  line  and  one-half  gross 
of  this  line"  and  so  on  through  the  various  catalogues. 
"Send  me  your  best  prices,"  he  said. 

However  this  particular  firm  we  write  of  received  an 
inquiry  for  prices  a  few  days  later  and  after  confirma- 
tion of  prices,  secured  the  order. 

The  point  is  this,  if  the  taveller  for  that  fi.rm  had  not 
sent  their  catalogue,  they  would  not  have  received  the 
order  for  this  and  many  other  articles  afterwards.  So 
it  goes  to  show  that  catalogues  are  good  advertising 
mediums  for  manufacturers  as  well  as  jobbers.  Our 
readers  may  have  had  similar  opportunities  in  their 
way,  but  did  not  take  advantage  of  them. 

Travellers  may  be  of  good  assistance  to  any  hard- 
ware dealer  if  he  uses  them  right.  ;Most  of  dealers  do, 
l)ut  there  are  a  few  exceptions. 


DO  THE  SALESMEN  DO  THEIR  PART? 

In  the  old  days  of  merchandising  people  knew  that 
Brown  or  Jones  handled  door  .sets,  nails,  screw  drivers, 
and  so  on,  says  Hardware  Dealers'  ]\Iagazine.  He  didn't 
hnve  to  advertise  his  waj-es,  tell  Ihe  people  why  they  were 
better  than  the  other  fellow  .sold  and  cheaper.  Competi- 
tion wasn 't  then  what  it  is  to-day.  If  people  wanted  an 
article  they  knew  just  where  to  go  for  it. 

The  merchant  of  those  days  didn't  bother  about  his 
window  displays,  usually  opened  a  box  of  hardware  in 
the  centre  of  the  window  and  let  it  go  at  that  for  a  num- 
ber of  weeks.  Newspaper  advertising  he  never  thought 
much  about. 

Let  the  merchant  of  to-day  do  Ihe  same,  go  without 
advertising  and  attractive  window  displays,  and  see  how 
loTig  he  lasts. 

But  now  back  t8  the  heading  of  this  subject.  The 
advertising  man  and  the  window  trimmer  are  special- 
ists, who  bring  people  into  the  store.  ^Merchants  to-day 
spend  thousands  of  dollars  every  year  for  newspaper 
publicity  and  window  displays,  and  all  for  one  purpose 
—to  attract  people  to  the  store.  If  for  a  special  sale 
direct  results  are  expected,  or  if  just  a  general  ad. 
indirect  results  are  sure  to  come.    At  any  rate,  the 


advertising  man  and  the  window  trimmer  brought  the 
people  in. 

Now,  it  is  up  to  the  salespeople  to  do  the  rest — sell 
the  merchandise.  They  can  make  a  customer  for  the 
store  by  giving  the  best  of  service,  or  they  can  drive 
them  away.  Salespeople  should  back  up  every  ad.  and 
window  with  the  goods,  tell  everything  about  them.  If 
the  price  has  been  cut,  they  should  learn  the  reason 
why,  so  if  the  customer  w'ants  to  know  they  ran  tell 
them  right  off. 

The  store's  advertising  and  window  displays  should 
be  watched  closely  by  every  employe,  not  alone  their 
own  department,  but  over  the  whole  store. 

Goods  that  are  advertised  should  be  prominently  dis- 
played with  a  price  ticket.  Even  if  not  advertised, 
attractive  displays  on  Counters  or  tables  sell  the  mer- 
chandise. 

Price  tickets  are  a  great  factor  in  selling.  They  can 
truly  be  called  silent  salesmen. 

Back  Tip  your  advertising  man  and  irindow  trimmer 
by  selling  the  goods. 


THE  CUTTING  CUSTOMER. 

When  the  customer  tells  you  he  can  buy  the  thin?  n 
farthing  cheaper  at  the  next  place  down  the  street,  think 
of  this,  said  Mr.  Kilgour.  A  number  of  Irishmen  who 
had  never  been  out  of  their  native  village  were  telling 
yarns  of  their  adventures,  fighting  lions,  tigers,  and 
elephants.  One  little  man  sat  in  the  comer  smoking  his 
pipe,  saying  nothing,  but  waiting  for  a  chance  to  take 
them  down.  At  last  they  turned  to  him  and  said: 
"Haven't  you  had  any  adventures?"  "Yes."  .said  he. 
"When  I  was  in  Africa  I  went  out  lion  shooting.  I 
had  one  gun  and  one  cartridge,  and  I  was  chased  by 
three  lions.  Well,  I  ran  a  mile  and  a  half  in  an  hour  and 
a  half,  and  by  degrees  I  got  away  from  two  of  the  lions. 
But  one  of  them  was  following  me  still,  .so  I  ran  another 
mile  and  a  half  in  an  hour  and  a  half,  and  there  he  was 
coming  after  me,  and  ju.st  ahead  of  me  was  a  precipice 
15,000  feet  drop  right  into  the  sea.  So  what  was  I  to 
do  ?  Well,  I  got  my  one  cartridge,  and  I  put  it  into  my 
gun,  and  I  fired  at  the  lion,  and,  be  jabbers,  I  missed 
him!  What  did  T  do  then,  do  you  say?  What  could  I 
do?  The  blamed  lion  ate  me  up."  The  moral  is  illus- 
trated by  what  happens  in  Brisbane  in  another  trade. 
When  customers  sav  that  they  can  buy  an  article  three- 
pence cheaper  at  the  next  place,  it  is  now  the  regular 
custom  to  go  to  the  telephone,  ring  up  the  other  fellow, 
and  ask  him  if  that  is  true.  Some  customers  are  to  be 
believed  just  about  as  much  as  that  Irishman. — Austral- 
ian Hardware. 


Some  retailers  imagine  that  they  must  cut  prices  on 
goods  that  thev  advertise.  On  the  contrary,  the  lead- 
inrr  retailers  in  this  country  do  not  emphasize  cut 
prices  but  call  attention  to  qualit.v  first  and  price  after- 
ward. They  argue  "good  values  for  the  money" 
rather  than  "goods  given  away,"  and  it  is  noticeable 
tliat  they  get  the  cream  of  the  trade. — Exchange. 
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Stoves  and  Housefurnishiiiis 


Humidity  in  Living  Rooms 

Lilian  S.  LoOeland  in  " Qood  Housekeeping  Magazine" 

■We  modern  Americans,  Avhen  we  build  a  new  home, 
have  it  back-plastered,  or  build  it  of  brick  or  stone, 
equip  it  with  storm  windows  and  weather  strips,  lay 
double  floors,  and  in  every  way  strive  to  keep  out  the 
cold.  Then  we  put  in  the  very  newest  and  best  heating 
apparatus  to  be  had,  and  attach  a  thermostat  to  insure 
even  temperature ;  Ave  keep  our  living  rooms  at  what- 
ever temperature  we  choose  and  think  we  have  solved 
the  matter.  But  in  shutting  out  the  cold,  we  also  shut 
out  the  moisture  in  the  outside  air,  and  then  we  pro- 
ceed to  dry  out  what  moisture  does  get  in  by  our 
various  heating  appliances. 

The  houses  in  which  we  live  are  dryer  in  winter 
than  the  dryest  desert  regions  of  the  globe.  For  in- 
stance, the  average  humidity  at  Yuma,  Ariz.,  is  42.9  per 
cent. ;  at  Santa  Fe,  N.  M.,  4-4.8  per  cent. ;  in  the  Pun- 
jab and  northwestern  India,  31  per  cent. ;  and  in  the 
deserts  of  Africa  it  averages  from  27  to  33  per  cent. 
The  humidity  of  our  living  rooms  in  winter  is  from 
15  to  36  per  cent,  where  no  effective  effort  has  been 
made  to  raise  the  humidity.  The  average  outdoor 
hujTiidity  in  the  United  States  is  from  60  to  70  per 
cent. ;  therefore  the  change  from  indoor  to  outdoor 
humidity  is  very  great.  By  relative  humidity  is  meant, 
the  ratio  of  the  amount  of  moisture  present  to  the 
amount  necessary  for  saturation ;  that  is,  if  we  say  the 
relative  humidity  is  50  per  cent.,  we  mean  that  the  air 
contains  one-half  as  much  moisture  as  it  would  if  it 
were  saturated. 

In  the  old  days  when  the  houses  were  heated  by  fire- 
places, the  occupants  probably  suffered  much  discom- 
fort from  cold,  but  their  method  of  heating  did  not 
dry  out  the  moisture  in  the  air  of  their  houses  as  is 
done  in  ours. 

The  Effects  of  Dry  Air. 

There  are  numberless  ill  effects  which  result  from 
the  extremely  dry  air  of  our  living  rooms ;  our  furni- 
ture checks  and  cracks  and  falls  to  pieces;  our  pianos 
lose  their  tune ;  house  plants  get  brown  and  wither  up ; 
our  skin  becomes  parched,  and  we  women,  without 
knowing  why  we  have  to  do  it,  apply  cold  cream, 
glycerin  and  the  like  to  keep  our  skin  moist;  our 
tliroats  become  sore  and  our  voices  more  and  more 
harsh  and  scratchy.  Possibly  this  explains  the  "Amer- 
ican voice,"  which  is  such  a  source  of  ridicule  among 
Europeans.  They  do  not  keep  their  houses  hot  and 
dry  as  we  do,  because  tlieir  mild  climate  does  not  re- 
quire our  modern  heating  methods.  Even  in  northern 
Europe,  where  the  cold  is  severe,  their  metliod  of  heat- 
ing is  primitive  like  that  of  our  forefathers  in  tliis 
country,  and  they  do  not  (li'.\-  out  flie  air  as  Ave  do  Avith 
our  furnaces,  steam  and  hot  water  heating.  The  dry 
atmosphere  also  acts  as  ,'i  slimiilant  to  the  nervous  sys- 
tem; our  .sleep  becomes  restless  and  broken  and  Ave 
become  more  and  more  conscious  tliat  Ave  have 
"nerves."    The  change  in  going  from  our  dry  living 


rooms  to  the  moister  air  of  outdoors,  also  makes  us 
more  subject  to  colds. 

Furnace  makers  realize  this  state  of  affairs  to  some 
extent,  as  most  furnaces  are  ecjuipped  Avith  a  cast-iron 
pan  holding  about  twelve  quarts,  from  Avhicli  to  evapor- 
ate w^ater  into  the  house. 

During  the  winter  of  1901,  my  husband,  Avho  is  a 
meteorologist,  and  myself  tested  this  furnace  pan  quite 
thoroughly.  We  lived  in  the  north  half  of  a  double 
house,  both  parts  being  praeticallj^  alike  and  equipped 
with  furnaces  of  the  same  size  and  make.  We  used 
the  Avater  pan  in  our  furnace,  Avliile  that  in  our  neigh- 
bor's was  not  used.  Each  day  at  noon  for  a  period  of 
three  weeks,  I  took  the  humidity  observations  in  both 
houses.  We  evaporated  about  two  quarts  of  water 
a  day  from  our  pan,  and  the  result  Avas  only  about 
one  per  cent,  higher  humidity  in  our  house ;  a  difference 
so  slight,  that  it  seems  probable  that  such  a  small  pan 
in  a  furnace  is  of  little  or  no  value. 

Pans  of  Water. 

Many  people  put  small  pails  or  pans  of  Avater  just 
inside  the  registers,  and  I  have  knovA^n  physicians  to 
recommend  this  practice  in  cases  of  catarrh  or  throat 
troubles.  We  ti'ied  placing  pans  of  Avater  in  four  of 
the  registers  in  addition  to  the  pan  in  the  furnace,  and 
increased  the  evaporation  to  5.9  quarts  per  day;  when 
the  humidity  was  2.4  per  cent,  higher  in  our  house  than 
our  neighbor's. 

From  observations  taken  in  steam  and  hot  Avater 
heated  houses,  Ave  find  that  there  is  practically  no  dif- 
ference in  the  relative  humidity  of  the  air,  betAveen 
them  and  fiirnace-heated  houss.  Many  people  believe 
that  hot  water  heating  gives  a  moister  atmosphere  in 
the  house ;  it  does  give  a  more  even,  uniform  heat,  but 
none  of  the  moisture  from  the  hot  Avater  itself  can  get 
into  the  house.  The  only  Avay  to  raise  the  humidity  is 
by  the  actual  introduction  of  moisture  into  the  house. 

My  husband  felt  that  a  humidity  of  50  per  cent,  in 
our  living  rooms  Avas  the  correct  standard  to  be  striven 
for,  so  AAiien,  tAvo  years  later,  Ave  built  a  modern,  eight- 
room  house,  he  had  that  in  mind  in  planning  the  heat- 
ing apparatus.  We  put  in  a  regular  hot  air  furnace, 
but  when  it  Avas  being  set  up  he  had  one  large  gal- 
vanized iron  pan  and  one  smaller  cast  iron  pan  fitted 
around  the  firepot,  inside  of  the  jacket  of  the  furnace 
and  under  the  radiator,  so  that  the  moisture  evaporated 
Avent  directly  into  the  hot  air  pipes  and  then  into  the 
living  rooms.  These  are  in  addition  to  the  one  fur- 
nished by  the  furnace  maker,  and  the  three  pans,  all 
told,  hold  seventy-tAvo  quarts  of  Avater. 

In  severe  Avinter  Aveather,  Avhen  there  is  a  hot  fire 
in  the  furnace,  Ave  evaporate  from  20  to  24  quarts  of 
Avater  in  24  hours.  Ordinarily,  Avheu  the  thermometer 
is  from  20  to  30  degrees  outdoors,  Ave  evaporate  from 
12  to  15  quarts  per  day,  and  raise  the  humidity  in  the 
hoiTse  up  to  35  or  40  per  cent.  If  we  evaporated  more 
than  that,  the  extra  moisture  in  the  air  Avoiald  condense 
on  the  AvindoAvs,  forming  steam  or  frost  and  Avould  be 
a  nuisance  in  many  Avaj's. 

In  a  laundry  Avith  the  Avashing  going  on,  the  humid- 
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ity  is  i)robably  over  90  per  cent,  and  we  know  bow  wet 
and  .steamy  tbe  walls  and  ceilings  are,  as  well  as  the 
windows,  "if,  however,  all  the  windows  in  the  house 
were  equipped  with  stoi-m  windows,  we  could  keej)  the 
humidity  at  50  per  cent,  without  any  inconvenience, 
as  the  air  space  between  the  double  windows  acts  as  a 
non-conductor  of  cold,  keeping  the  inner  window  warm 
and  thus  the  moisture  would  not  condense  upon  it. 

To  summarize,  we  find  that  evaporating  12  to  15 
quarts  of  water  daily,  during  average  winter  weather, 
is  about  the  right  amount  for  a  house  like  ours,  oidy 
partially  equipped  with  storm  windows.  This  keeps 
the  humidity  at  35  to  40  per  cent.,  which  is  certainly 
a  big  improvement  over  the  humidity  in  the  average 
home,  which  is  probal)ly  below  25  per  cent.  In  steam 
or  hot  water  heated  houses,  some  definite  plan  could 
be  arranged  for  to  evai)orate  water  into  the  living 
rooms. 

Humidity  Saves  Fuel. 

I  wish  I  might  say  that  the  raising  of  the  humidity 
in  living  rooms  is  a  saving  of  fuel.  One  naturally 
thinks  that  since  one  feels  the  warmth  more  in  a  moist 
atmosphere,  it  would  not  be  necessary  to  keep  the 
temperature  so  high  and  therefore  less  coal  would  be 
required.  But  it  requires  coal  to  evaporate  water;  to 
evairorate  20  quarts  of  water  requires  43,000  thermal 
units,  or  approximately  three  and  one-half  pounds  of 
anthracite  coal.  This  number  of  heat  units  would  be 
sufficient  to  raise  the  actual  temperature  in  a  dwelling 
house,  containing  14,000  cubic  feet,  two  degrees ;  thus 
it  takes  as  much  fuel  to  keep  a  house  at  68  degrees 
temperature  and  40  per  cent,  humidity  as  at  70  degrees 
temperature  and  30  per  cent,  liumidity.  However,  the 
lower  temperature  as  well  as  the  higher  humidity  in- 
crease our  comfort  and  health,  because  the  change  to 
outside  conditions  is  not  quite  so  great. 

We  find  the  results  well  worth  all  the  trouble  and 
effort  they  cost.  Our  furniture  does  not  become 
cracked,  split  or  checked;  the  boards  in  the  floors  do 
not  shrink  and  leave  unsightly  cracks ;  the  woodM'ork 
keeps  its  form  and  position ;  our  piano  remains  in  tune 
very  much  longer;  our  ferns  and  palms  grow  luxur- 
iantly ('we  do  not  have  flowering  plants,  because  we 
use  gas  for  lighting,  but  "that's  another  story")  ;  our 
skin  feels  moist  and  comfortable,  though  sometimes  if 
my  husband  forgets  to  fill  the  pans  and  they  get  nearly 
empty,  I  am  in  great  distress  with  a  feeling  of  dryness 
in  the  palms  of  my  hands,  lips  and  nostrils,  and  1 
hasten  to  apply  glycerin,  cold  cream  or  something  of 
the  sort  till  the  pans  are  in  working  order  again.  1 
think  we  all  have  better  complexions.  (Everyone 
knows  how  the  moist  air  of  Ireland  and  England  tends 
to  make  their  women  have  lovely  complexions)  ;  I  know 
the  condition  of  our  hair  is  better  than  it  has  ever 
been ;  we  have  fewer  colds,  almost  none  in  fact ; 
"nerves"  are  practically  unknown  with  us.  and  we  are 
all  remarkably  good  sleepers. 

Our  friends  notice  the  difiference  in  our  house  when 
they  come  to  visit  us,  and  speak  of  "the  mildness  of 
our  climate,"  the  "soft,  gentle  heat,"  the  "restful  and 
soothing  atmosphere,"  the  "pleasant  feel  to  the  air." 
the  "sense  of  comfort  and  well-being,"  etc.  Many  of 
them  have  been  inspired  to  make  their  own  homes  less 
lik(!  deserts  because  of  our  example. 


The  Gnelph  Stove  Company  will  erect  a  new  plant  on 
the  outskirts  of  the  city,  if  the  civic  authorities  will 
buy  their  present  site. 


WHY  THE  BOILER  WOULDN'T  WORK. 

A  Toronto  man  recently  had  an  (•xf)erience  with  his 
hot  water  plant  which  may  i)rove  of  interest  to  the 
readers  of  the  Journal.  He  had  built,  in  the  suburbs, 
a  fine  residence  and  the  heating  plant  which  had  been 
put  in  was  deemed  to  be  quite  adequate,  but  when  the 
cool  fall  weather  came  around  and  heat  was  wanted 
it  was  found  impossible  to  get  satisfactory  results. 

Nothing  daunted,  a  larger  boiler  was  secured  and 
still  the  radiators  refused  to  give  out  enough  heat  to 
warm  the  house. 

One  morning  a  few  days  ago  an  expert  was  called 
in  and  up  to  the  time  the  owner  left  for  his  office  the 
former  seemed  unable  to  discover  the  cause  beyond  the 
fact  that  the  combustion  was  at  fault. 

So  discouraged  was  the  owner  that  when  he  arrived 
in  town  he  made  arrangements  for  his  family  to  live 
for  the  winter  at  one  of  the  leading  hotels.  When  he 
telephoned  his  wife  in  the  evening  informing  her  what 
he  had  done,  he  met  with  the  response  that  there  was 
no  necessity  for  him  doing  so  as  everything  was  now 
all  right  with  the  heating  plant.  He  then  learned  that 
the  expert  had  discovered  that  the  fault  was  not  with 
the  boiler  or  radiation,  but  with  the  chimney,  a  quan- 
tity of  rubbish  having  been  left  in  it  by  careless 
workmen. 


STOVE  AND  RANGE  DISPLAY  CARDS. 

In  displaying  kitchen  ranges  and  cook  stoves  the 
Praeger  Hardware  Co.,  San  Antonio.  Texas,  has 
adopted  a  plan  of  placing  on  each  stove  a  display  card 
which  sets  forth  the  advantages  of  the  various  lines  of 
stoves  handled.    A  few  of  these  cards  read  as  follows : 

Our  line  of  cook  stoves  have  the  largest  oven  for 
size  of  stove  ever  made. 

Firebacks  in  our  wood-lMiriiing  stoves  guaranteed 
for  fifteen  years. 

Our  patented  covers  and  centres  will  not  warp. 

Our  line  of  cook  stoves  and  ranges  represents  the 
most  experienced  stove  manufacturei"s  in  the  United 
States  insuring  you  every  modern  convenience  the  mar- 
ket affords. 

Over  fifty  styles  and  sizes  of  heaters  to  select  from 
— the  kinds  that  please. 


WHEN  TO  HOLD  SPECIAL  SALES  OF  STOVES. 

When  the  stove  season  is  drawing  to  a  close,  you  can 
afford  to  hold  a  special  sale  and  sell  the  few  you  have 
left  at  cost.  If  you  can  get  cost  price,  it  is  much  better 
to  do  this  and  have  the  room  for  new  goods. 


STOVES  AND  HEATERS  AS  PRESENTS. 

Probably  some  of  youi-  euslouuTs  ran  be  [)ei'suaded 
to  buy  a  stove  or  heater  as  a  Christmas  present.  Try 
what  a  little  featuring  will  do. 

Let  your  window  and  inferior  displays,  advertise- 
ments and  price  tickets  all  suggest  the  idea. 

'Concentrated  suggestion  is  a  potent  force  in  business 
getting. 


A.  F.  Passmore,  Toronto,  has  invented  a  regulator 
which,  he  claims,  will  automatically  remove  the  checks 
on  a  hot  air  furnace  or  boiler  at  any  hour  of  the  morn- 
ing, and  thus  li(>at  up  the  house  before  the  occujiants 
arise.  It  will  be  possible  by  the  use  of  this  new  con- 
trivance to  set  it  at  the  desired  hour  and  depend  on 
the  legulator  to  do  the  rest. 
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New  Goods  on  the  Market 

When  writiug  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Burr  owes  Manufacturing  Company,  Toronto, 
Ont.,  have  brought  out  a  new  ash  sifter,  known  as 
their  Roelier  Ash  Sifter.  This  is  the  only  rocker  sifter 
on  the  market  and  works  easier  when  full  than  empty 
as  the  weight  is  always  on  the  ground.  The  makers 
claim  it  is  the  only  sifter  with  both  rim  and  flange 
and  is  absolutely  dust  proof.    It  has  double  screens 


and  the  cinders  can  be  dumped  from  screens  to  scuttle 
without  dust  escaping.  By  the  use  of  one  of  these  it 
is  claimed  that  20  per  cent,  fuel  can  be  »dved. 

The  Pike  Manufacturing  Company's  new  grinder 
display  stand  is  meeting  with  the  hearty  approval  of 


the  liaiihvare  trade  throughout  the  United  States  and 
Canada. 

This  dis[)hiy  stand  was  designed  for  actual  use,  with 
the  idea  in  mind  of  offering  a  practical  Avay  of  display- 
ing Pike  grinders.  Genuine  utility  has  been  aimed  at 
rather  than  artistic  merit,  though  when  all  is  said  and 
done,  tlie  stand  with  a  number  of  Pike  grinders  upon 
it  is  certainly  an  attention  compelling  proposition. 

It  is  suhst antiall \-  Imilt,  stands  solidly  on   its  base 


without  danger  of  toppling  over,  and  is  finished  in 
green  to  match  the  Pike  line.  It  has'  rubber  feet  and 
will  not  scratch  or  mar  the  most  highly  finished  surface. 

This  stand  is  supplied  free  to  all  dealers  who  will 
place  a  small  order  for  Pike  grinders.  Full  particulars 
will  be  supplied  by  the  Pike  Mfg.  Co.,  Pike,  N.  H. 


A  HARDWAREMAN'S  SHOOTING  ACCIDENT. 

While  duck  shooting  near  Port  Bolster,  about  two 
and  'one-half  miles  north  of  Pefferlaw,  on  the  Canadian 
Northern  Railway,  Theodore  Prince,  a  member  of  the 
firm  of  Prince  &  Co.,  hardware  merchants,  550  Bloor  St. 
West,  Toronto,  was  shot  in  the  leg  by  the  accidental  dis- 
charge of  his  own  gun. 

Mr.  Prince  and  his  father  were  tramping  through  a 
marsh  near  the  edge  of  the  lake  when  the  young  man, 
who  was  carrying  his  gun,  muzzle  downward,  tripped 
over  a  snag.  He  was  thrown  forward,  the  hammer  of 
the  gun  struck  a  log  and  discharged  the  contents  into 
his  leg.  The  camp  was  eight  miles  from  the  scene  and 
an  impromptu  stretcher  was  hurriedly  constructed  and 
Prince  rushed  into  camp,  where  first  aid  was  admin- 
istered. 

The  railway  gave  orders  to  stop  the  train  and  the 
injured  man  was  rushed  to  Toronto  and  conveyed  to  the 
Western  Hospital.  Fortunately  amputation  was  not 
necessary.  He  is  doing  nicely,  but  it  is  not  expected 
that  he  will  be  able  to  leave  the  hospital  before  Christ- 
mas. 


DESERVED  WHAT  HE  GOT. 

One  day  I  called  on  Mr.  Ayers,  to  sell  some  axle 
grease.  He  kicked  me  down  three  flights  of  stairs  and 
sent  for  the  police.  And  as  I  sat  there,  in  sad  plight, 
with  broken  legs  and  spine,  "He  served  you  just 
exactly  right,"  remarked  a  friend  of  mine.  "The  man 
who  tries  to  peddle  junk  that  no  one  ever  needs, 
should  always  come  down  stairs  kerplunk,  until  his 
bosom  bleeds.  Few,  few  indeed  want  axle  gi'ease  on 
life's  sad,  gloomy  shore,  and  when  they  do  they'll  go 
in  peace  to  buy  it  at  the  store.  It  maddens  men  to 
have  some  freak  come,  on  some  busy  day,  and  stand 
around  and  talk  a  week,  and  fail  to  go  away.  I'm  glad, 
so  glad  that  Mr.  Ayers  has  balked  at  this  abuse,  and 
pushed  you  down  three  flights  of  stairs,  and  kicked 
your  backbone  loose.  He  well  deserves  a  laurel 
wreath!  I'm  glad  he  broke  your  neck!  I'm  glad 
you've  swallowed  all  your  teeth!  I'm  glad  you've  bled 
a  peck!"  His  words  seemed  bitter  at  the  time,  but 
they  with  sense  were  filled;  the  punishment  should  fit 
the  crime,  and  peddlers  should  be  killed. — -Walt  Mason. 


DEMAND  FOR  CUTLERY  AND  PLATE. 

The  demand  for  cutlery  and  plate  in  Sheffield  con- 
tinues to  increase,  more  particularly  for  articles  suit- 
able for  Christmas  presents.  There  have  been  some 
heavy  shipments  of  ])late  to  Canada  and  Australia. 
Sheffield  makers  are  noAv  obtaining  a  good  foothold 
in  the  Dominion,  and  have  met  with  considerable  suc- 
cess in  promoting  a  taste  amongst  the  people  for  Eng- 
lish patterns.  Until  a  few  years  ago  Americans  sup- 
])lied  most  of  the  plate  to  this  market  in  the  elaborate 
and  florid  patterns  of  their  own  country,  and  English 
makers,  on  seeking  a  share  of  the  trade,  found  it  neces- 
sary in  the  first  instance  to  follow  suit. — Ironmonger. 
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Manufacturers'  Helps  for  Retailers 

When  writing  to  manufacturers  kindly  mention 
the  Canadian  Hardware  and  Stove  Journal 


The  Canadian  Fairbanks-Morse  Company,  Limited, 

are  now  selling  tlie  "Kclip.se"  })Utnper.  This  machine 
will  fit  any  pump  and  will  puinp  from  200  to  2,000 
gallons  of  water  per  hour,  depending  on  the  depth  of 
well  and  style  of  pump.  Not  only  can  this  be  used 
for  pumping  water  i)ut  also  for  running  the  cream 
separator,  the  butter  churn,  the  grind  stone  and  the 
orchard  spraying  machine.  Literature  describing  this 
new  pumixn-  will  !)('  sent  on  re(|Uost. 

The  Boeckh  Bros.  Company,  Limited,  Toronto,  Ont., 
are  sending  out  a  booklet  describing  "  Bakelite."  the 
preparation  they  are  now  using  in  thv.  manufacture  of 
their  brushes.  This  is  a  compound  that  can  resist 
temperatures  up  to  572  degrees  F.,  is  insoluble  in  all 
solvents,  and  can  withstand  strong  chemicals,  oil,  hot 
water,  steam,  etc.,  thus  making  it  impossible  for  the 
bristles  to  come  out.  The  firm  has  secured  the  ex- 
clusive Canadian  right  to  this  improvement  in  brush 
making. 

The  International  Distributing  Company,  Montreal, 
Que.,  are  sending  to  dealers,  on  request,  a  nicely  gotten- 
up  catalogue,  illustrating  and  describing  their  com- 
plete line  of  "Yankee"  and  "Ever-Ready"  safety 
razors  and  "Rubberset"  brushes.  They  are  also  furn- 
ishing a  desk  advertisement,  showing  the  $1.00,  12- 
bladed  "Ever-Ready"  safety  razor  outfit. 

"S&w  Points"  is  the  title  of  a  little  booklet  sent  out 
by  Chas.  IMorrill,  277  Broadway,  New  York.  A  know- 
ledge of  the  principles  upon  wliieh  tools  are  construct- 
ed and  operated  and  a  further  knowledge  of  how  to 
keep  them  in  the  best  working  condition  is  desirable 
by  every  workman.  "Saw  Points"  gives  all  this  in- 
formation, together  with  illustrations,  and  is  a  handy 
book  for  any  user  of  saws  to  have.  All  kinds  of  saws 
and  saw  sets  are  dealt  with. 

The  D.  Van  Nostrand  Company,  23  Murray  St.  and 
27  Warren  St.,  New  York  City,  are  publishers  of  a  book 
of  interest  to  hardwaremen  who  handle  paints.  It  is 
entitled  "The  Chemistry  of  Paints  and  Paint  Vehicles," 
by  Clare  II.  Hall,  B.S.,  chemist  for  the  Chas.  Moser  Co. 
Circulars  describing  the  book  may  be  had  by  writing 
the  pul)lishers. 

The  Nicholson  File  Co.,  Providence,  R.  I.,  are  sending 
out  their  animal  catalogue.  The  book  throws  great 
credit  on  the  firm.  In  make-up  and  design  it  is  excel- 
lent. Every  file  that  is  called  for  in  different  lines  of 
manufacturing  is  shown,  also  tools  and  specialties 
manufactured  by  the  company.  A  short  account  of  the 
work  of  j\Ir.  William  T.  Nicholson,  the  founder  of  the 
firm,  is  given.  All  the  illustrations  are  by  photographic 
half-tones  taken  direct  from  the  files,  insuring  true 
reproduction  of  the  article  illustrated.  A  feature  that 
helps  the  dealer  in  making  up  specifications  for  the 
product  is  a  part  showing  the  sections  of  fine  steel.  The 
catalogue  will  be  sent  on  request. 


A  serious  accident  was  narrowly  averted  in  Mount 
Forest,  Ont.,  recently.  While  demonstrating  a  shot- 
gun in  Xoonan's  hardware  store  a  cartridge  in  the 
magazine  discharged. 


A  HARDWAREMAN  S  METAL  WEATHER  STRIP. 

On  the  first  of  August,  this  year,  T.  W.  Brown,  who 
formerly  represented  the  Kemp  Mfg.  Co.  for  a  num- 
ber of  years,  but  who  now  conducts  a  hardware  store 
at  242  Carlton  Street,  Toronto,  went  into  the  manu- 
facture of  metal  weather  strip  in  partnership  with  G. 
F.  Trout.  Mr.  Trout' is  the  patentee  of  the  strip,  while 
Mr.  Brown  holds  a  half  interest  in  the  company,  which 
is  known  as  the  Crown  Metal  Weatherstrip  Company. 
So  far  this  fall  they  have  done  an  excellent  business 
and  next  season  it  is  their  intention  to  go  into  the  busi- 
ness more  heavily  and  appoint  carpenters  and  con- 
tractors in  various  towns  as  agents. 

The  plan  of  campaign  at  first  was  a  house  to  house 
canvass,  but  now  that  they  have  got  lots  of  orders  they 
secure  a  recommendation  from  some  man  who  is  using 
their  goods,  find  out  who  his  friends  are,  and  get  after 
them.  This  method  has  been  productive  of  excellent 
results.   Two  canvassers  are  employed  all  the  time. 

'A  model  window  frame,  standing  about  five  feet 
high  and  showing  the  weatherstrip  applied,  is  dis- 
played in  the  window.  ]Mr.  Brown  states  that  this  has 
been  an  excellent  business  getter.  People  passing  the 
store  see  it,  wonder  what  it  is  and  come  in  and  inquire, 
thus  affording  the  salesman  a  good  chance  to  close  a 
deal. 

"It  seems  strange,"  said  Mr.  Brown  to  a  representa- 
tive of  the  Journal,  "that  although  I  am  in  business  in 
the  east  end  of  the  city,  all  my  trade  in  this  strip  comes 
from  the  western  section. 


CHANGE  IN  ROGERS  HARDWARE  COMPANY. 

The  management  of  the  Rogers  Hardware  Company. 
Charlottetown,  P.  E.  I.,  has  recently  undergone  a 
change.  On  the  death  of  Mr.  Benjamin  Rogers,  the 
business  was  taken  over  by  his  two  sons,  George  J.  and 
Benjamin,  jr.  Recently  Mr.  George  J.  purchased  his 
brother's  interests  in  the  firm  and  will  now  control  the 
business.  Mr.  Rogers  has  been  in  the  hardware  busi- 
ness for  the  past  25  years  and  his  experience  should 
guarantee  his  success. 


PREPARE  FOR  CONVENTION. 

Time  is  approaching  for  the  annual  convention  of  the 
Retail  Hardware  and  Stove  Dealers'  Association.  The 
value  of  such  conventions  to  retailers  depends  largely 
upon  the  retailers  themselves.  A  great  many  go  to  the 
convention,  expecting  to  be  instructed  and  entertained, 
but  do  not  lend  a  helping  hand  in  the  arrangements 
that  must  be  made  in  order  that  the  greatest  possible 
good  may  be  derived  by  all. 

Every  hardware  merchant  who  belongs  to  the  asso- 
ciation should  begin  planning  right  now  to  attend  the 
next  convention.  Not  only  should  he  plan  to  attend, 
but  he  should  prepare  to  participate  in  the  argument 
and  lend  the  wisdom  of  his  experience  to  the  instruc- 
tion and  education  of  others. 

Those  who  have  suggestions  of  value  that  they  think 
would  make  the  conventions  more  interesting  and  of 
greater  service  to  tlie  retailers  should  help  to  make  the 
convention  progrannne  bright,  interesting  and  different 
from  others  that  have  preceded. 

If  you  know  of  questions — problems,  perhaps,  of 
your  own  business — that  you  would  like  to  have  dis- 
cussed at  such  a  gathering,  write  to  the  secretary. 
Very  likely  he  may  know  of  a  man  who  has  success- 
fully comiiatted  the  evil  which  now  confronts  you. 
This  man  may  be  persuaded  to  give  the  association  the 
benefit  of  his  experiences  and  great  good  will  result. 
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Paint  and  Varnish  Trades 


Trade  Getting  vs.  Trade  Keeping 

Frank  H.  Brown 

Sales  Manager  of  Lowe  Bros.,  Limited 

The  difference  between  the  power  to  get  trade  and 
the  power  to  hold  trade  is  like  the  difference  between 
price  and  value,  or  the  difference  between  ''pure  paint" 
and  "efficient  paint."  It  depends  almost  entirely  on 
the  efficiency  of  service  rendered.  The  keynote  to  per- 
manency of  patronage  on  the  part  of  the  buying  public 
is  service. 

The  service  idea — the  new  gospel  of  efficiency — is  the 
doing  of  the  right  thing  at  the  right  time  in  the  right 
place  in  the  right  manner.  Sheldon's  aphorism,  "He 
profits  most  who  serves  best,"  applies  with  full  force  to 
the  paint  dealer.  If  the  service  is  great,  the  reward  must 
be  great.  It  is  not  a  mere  matter  of  getting  profitable 
patrons,  but  of  making  profitable  patrons  permanent. 
Satisfied  customers  widen  the  way  for  repeat  ordei*s  and 
more  profit.  A  house  is  known  not  necessarily  by  the 
customers  it  gets,  but  by  the  customers  it  keeps. 

Continuous  business  building  demands  first  of  all 
good  goods.  In  paint  that  means  the  most  efficient — the 
paint  which  beautifies  and  preserves  for  the  longest  time 
at  the  least  cost  per  year,  the  surface  it  covers,  regard- 
less of  its  "purity."  Efficiency  of  service  is  the  only 
measure  of  paint  value.    Is  not  that  "purity"  in  paint"? 

Next  in  importance  to  good  goods  comes  service  ren- 
dered. To-day  more  than  ever  before  comes  the  call  for 
efficiency.  The  wide-awake  and  progressive  manufactur- 
ers are  answering  the  call  tlu-ough  a  policy  of  co-opera- 
tion with  the  dealer  in  educational  publicity. 

The  best  results  are  obtained  only  through  the  closest 
co-operation  between  the  manufacturer  and  the  dealer 
— they  being  each  dependent.  And  in  just  the  degree  in 
which  the  dealer  accepts  the  selling  helps  of  the  manu- 
facturer will  he  be  benefited.  It  should  be  obvious  to 
the  dealer  that  it  is  to  his  advantage  to  work  hand-in- 
hand  with  the  manufacturer. 

Tliis  principle  of  efficiency  is  applicable  to  the  small 
dealer  as  well  as  to  the  big  store,  and  includes  in  addi- 
tion to  courteous  treatment,  prompt  deliveries,  assist- 
ance to  the  consumer  in  the  selection  of  the  right  pro- 
duct for  the  purpose  desired,  choosing  the  best  shades 
in  colors  to  obtain  the  most  harmonious  effects,  and  then 
directing  in  their  uses  to  insure  best  results.  Naturally 
a  better  knowledge  of  paint  is  a  necessary  adjunct  to 
the  dealer's  equipment  for  service. 

The  educational  advertising  matter  gotten  out  by  pro- 
gressive paint  manufacturers  gives  ample  scope  to  the 
attainment  of  such  knowledge.  Color  cards,  pamphlets 
and  folders  are  replete  with  suggestions  for  the  wide- 
awake. The  successful  paint  dealer  recognizes  the  im- 
portance of  this  fact.  He  not  only  posts  himself  in  the 
uses  and  aliuses  of  paint  and  varni.sh  materials,  but  so 
posts  his  clerks  as  to  make  them  competent  to  advise 
customers  regarding  the  vai-ious  lines.  It  is,  however, 
too  often  the  ease  that  dealers  depend  entirely  on  the 
manufacturer's  advertising  matter  to  inform  the  cus- 
toiiicr  as  to  Ihc  ((iialily  and  use  of  various  paints.  They 


do  not  utilize  their  own  personality  in  salesmanship  to 
persuade  the  buyer  not  only  in  the  purchase  but  also  in 
the  best  use  of  each  product.  Examples  are  not  lack- 
ing of  dealers  who,  after  having  bought  a  fine  stock  of 
good  paint,  thought  they  had  been  "loaded  up,"  when 
if  they  had  only  used  their  knowledge  of  paint  and  dis- 
played half  the  energy  and  enthusiasm  in  selling  that 
the  representative  displayed  in  having  them  buy,  the 
goods  would  have  sold  quickly. 

This  fact  is  demonstrated  every  fall  by  a  dealer  here 
and  there  who  has  not  yet  come  to  realize  that  he  can 
sell  as  much  paint  in  the  fall  as  he  can  in  the  spring. 
It's  a  matter  of  effoi't — that's  all.  The  same  dealer 
never  fails  to  mal^e  the  most  of  his  opportunities  during 
the  spring  months;  he  sees  that  his  establishment  takes 
on  the  appearance  of  a  paint  store,  gives  his  paint  ad- 
vertising prominence,  talks  paint.  But  when  it  comes 
to  "gingering  up"  after  fall  trade,  he  says,  "No  use- 
spring's  the  time."  So  of  coui'se  it  always  will  be — 
with  him. 

Lack  of  knowledge  in  the  use  or  application  of  a  par- 
ticular paint  has  been  the  cause  of  many  a  poor  painting 
job  and  dissatisfied  customer,  which  could  have  been  pre- 
vented by  a  little  practical  advice  by  the  salesman  who 
sold  the  paint.  This  is  just  why  a  Isetter  knowledge  of 
paint  is  necessary.  This  is  just  why  success  in  the  paint 
business  is  not  alone  dependent  on  good  goods.  This  is 
just  why  paint  literature,  which  is  being  handed  over 
the  counter  every  day,  should  be  read  and  studied  by 
the  dealer  and  his  clerks. 

Few  branches  of  the  business  lend  themselves  to  as 
great  a  degree  of  interest  and  pleasure  as  the  paint  de- 
partment. Nowhere  is  there  such  an  opportunity  for 
aesthetic  culture  of  the  mental  faculties.  The  study  of 
color  harmony,  the  adaptation  of  different  shades  to 
various  designs  of  architecture,  the  relation  of  color 
shades  to  landscapes  and  surroundings,  have  educational 
and  artistic  values  afforded  by  but  few  lines  of  trade. 

The  gap  between  getting  trade  and  holding  trade  is 
small.  A  little  seven-letter  word  will  bridge  it  over.  It 
is  the  word  "  S-E-R-V-I-C-E. "  Paint  knowledge  and 
effort  are  the  necessary  equipment.  Get  enthusiastic 
aboiit  this  service  idea.  It  is  contagious.  Your  clerks 
will  feel  it  in  proportion  as  you  display  it.  Moreover, 
it  pays.    "He  profits  most  who  deserves  best." 


PUSH  READY  MIXED  PAINT. 

The  true  value  of  paint  lies  in  its  physical,  mechan- 
ical and  protective  properties  and  its  method  of  manu- 
facture, says  a  writer  in  an  exchange. 

The  physical  value  of  a  paint  means  its  durability 
and  lasting  qualities. 

The  mechanical  valne  means  its  working,  its  hiding, 
covering  and  spreading  powers. 

The  protective  value  means  the  ability  of  a  coat  of 
paint  properly  applied  to  cover  and  thoroughly  pro- 
tect the  surface  on  Avhich  it  is  applied. 

The  only  and  true  tost  of  a  paint  is  its  performance 
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to  show  what  it  Avill  do,  how  it  will  do  it  and  how  \()U<^ 
it  will  stand. 

To  obtain  this  showing  of  dui-ability  our  experioiicf 
has  taught  and  proven  that  by  grinding  both  color  and 
l)aint  together  by  powerful  machinery  wc  get  the  results 
wanted.  The  oil  and  colors  are  incorporated  thor- 
ouglily  with  the  pigments  and  for  this  reason  of 
mechanical  mixing  the  pigments  are  more  finely 
divided,  cover  a  greater  surface  and  produce  an  abso- 
lutely uniform  coating  with  greater  protection  than 
paint  made  by  hand. 

The  thickness  of  a  coat  of  paint  is,  generally  speak- 
ing, 1-200  of  an  inch  and  the  strain  and  abuse  of  a  coat 
of  paint  to-day  is  very  severe,  so  that  it  requires  not 
only  the  best  of  materials  but  the  most  perfect  methods 
and  treatment  in  its  pi'cparation. 

High  grade  ready  mixed  paints  made  by  reputable 
manufacturers  with  their  reputation  at  stake  and  the 
formula  on  each  package  now  on  the  market  represents 
the  highest  art  in  paint  making  with  a  view  to  accom- 
plishing more  and  better  results  at  a  less  cost  than  any 
paint  nuide  by  hand  power;  giving  better  value  to  the 
consumer  for  his  investment  and  the  protection  oF  liis 
property. 

These  are  reasons  why  the  paint  industry  has  grown 
to  such  enormous  proportions  and  more  ready  mixed 
paint  is  used  to-day  than  the  hand  made  paint. 

Dealers,  push  ready  mixed  paint. 


DEVELOP  THE  BRUSH  TRADE. 

If  you  sold  $2  worlli  of  brushes  every  vporking  day 
for  six  months  the  total  would  be  about  .$300,  says  a 
writer  in  Iron-Age  Hardware.  That's  more  brushes 
than  many  of  you  are  selling  in  two  or  three  years,  yet 
the  possibilities  ai'e  before  you  and  the  creative  power 
is  in  you,  if  you  will  just  start  milling. 

For  the  last  half-century  people  have  been  telling 
you  about  the  difference  between  order-takers  and  busi- 
lu'ss-creators.  To  me  there  has  always  been  something 
fascinating  about  the  fellow  with  the  ability  to  go  out 
on  the  sidewalk  and  tow  a  customer  into  the  store,  but 
I  am  not  going  to  advocate  that  you  start  this  system 
of  button-lioling  passersby.  There  are  enough  people 
coming  right  into  the  place  of  business  where  you  are 
working  to  fill  the  bill. 

"Hello,  Bill!  I  haven't  seen  you  for  a  week,  and 
you  haven't  been  in  the  store  for  twice  that?  long. 
Come  back  here  to  the  other  end  of  the  store  and  see 
what  we've  been  doing."  Lead  the  way  back  to  your 
new  brush  fixture  and  show  it  off  the  way  this  farmer 
fi-icnd  might  show  you  a  colt  if  you  visited  his  farm, 
nnd  you  can  drown  me  for  a  sucker  if  you  don't  create 
a  sale  ^before  you  have  sliown  your  new  display  rack 
to  six  men. 

Paint  brushes  aren't  the  only  bits  of  bristle  around 
the  place.  Floor  brushes,  scrub  ])rushes.  horse  brushes, 
shaving  brushes,  luiii-  brushes,  window  brushes,  shoe 
brushes  and  stove  brushes  are  just  about  as  common  as 
l)olts  around  a  lot  of  hardware  stores  in  this  country, 
and  the  chances  are  ten  to  one  that  at  least  half  of 
tliese  brushes  are  scattered  around  in  various  places 
in  your  store  right  now.  If  you  ever  got  them  all 
togetluM'  in  one  place  in  your  store  and  boosted  them 
in  a  good,  live  manner  for  a  week  or  two  you  would 
create  an  impression  thai  your  comp(>titor  couldn't 
wipe  out  in  a  year. 

Build  up  a  wnndow  display  of  this  kind  of  material 
and  Avork  one  of  these  brushes  on  a  few  signs,  and 
you  have  started  the  ball  a-rolling.    But  signs,  however 


good  they  may  be,  won't  create  the  same  number  of 
sales  as  a  man  chuck  full  of  enthusiasm  and  determined 
to  add  to  his  brush-selling  record  every  day  in  the  week. 

To  a  clerk  who  really  wants  a  raise  in  pay  I  offer 
this  as  an  argument  that  will  not  be  disputed  when 
presented  to  any  reasonable  employer.  Start  this 
brush-selling  campaign,  follow  it  out  in  every  day's 
work,  try  it  on  every  customer  with  whom  you  come  in 
contact.  Keep  track  of  your  sales  and  six  months  from 
the  time  you  read  this  article  show  them  to  the  man 
who  regulates  your  salary,  and  if  I  don't  miss  my  guess 
you  will  get  a  stimulus  that  will  encourage  you  to  burn 
out  more  shoe  leather  in  the  same  effort. 

1  am  going  to  close  with  a  question:  Have  you  got 
a  wirulow  brush  and  one  of  those  handy  little  rubber 
driers  about  the  store  ?  Ap[)lied  to  a  show  case  or  to  a 
window  this  kind  of  a  brush  can  be  turned  into  one 
of  the  best  little  sales  creators  on  the  map.  Here's 
to  the  good  luck  of  your  brush  campaign ! 


LOSS  OF  GLOSS  IN  COLORED  ENAMELS. 

Why,  it  is  often  asked,  do  colored  enamels,  particu- 
larly the  darker  colors,  such  as  reds,  browns  and  greens, 
lose  that  gloss  more  readily  than  do  those  enamels  in 
which  white  pigment  predominates?  The  answer,  ac- 
cording to  an  exchange,  is  frequently  to  be  found  in  a 
lack  of  appreciation  by  manufacturers  and  painters 
alike  of  the  essential  requirements  of  a  true  enamel. 
In  the  case  of  enamels  containing  oxide  of  iron  pig- 
ment, want  of  sufficiently  fine  grinding  is  often  at  the 
bottom  of  the  trouble.  Such  pigments  require  more 
grinding  than  oxide  of  zinc,  and  yet  they  often  receive 
very  much  less,  with  the  result  that  not  only  is  there 
a  gritty  texture  in  the  finished  enamel,  but  there  is 
not  proper  incorporation  of  the  pigment  with  the 
vehicle.  In  the  ease  of  green  enamels,  chemical  action 
between  the  pigment  and  the  oil  or  varnish  is  not  an 
infrequent  cause  of  loss  of  gloss,  and  if  this  be  the  case 
it  is  the  first  stage  of  decay  of  the  surface.  It  is  for 
reasons  such  as  these  that  certain  firms  have  come  to 
be  regarded  as  enamel  experts,  while  others  who  may 
be  good  varnish  makers  or  paint  grinders  are  less  siic- 
cessful  in  their  enamel  products. 


A  PAINT  STORY  WITH  A  MORAL. 

Back  in  1899  a  farmer  bought  twelve  gallons  of  paint 
for  $14.50.  It  was  a  good  paint  and  had  been  properly 
and  skillfully  applied  and  had  worn  splendidly.  The 
other  day  the  farmer  came  back  to  the  same  dealer  and 
said  he  wanted  to  buv  some  more  paint  just  like  he 
bought  in  1899. 

"It  was  good  paint."  he  said,  "that's  the  reason  I 
want  some  more  just  like  it.  How  much  are  you  going 
to  charge  me?" 

The  dealer  reflected  a  moment  and  then  asked:  "I 
think,  if  I  remember  correctly,  that  you  jiaid  $14.50 
for  that  paint,  didn't  you?" 

"That's  right,"  said  the  farmer. 

"It  will  cost  you  $24  now,"  said  the  dealer. 

Distinctly  surprised,  the  farmer  began  to  object,  and 
then  demanded  the  reason. 

"Well,"  said  the  dealer,"  the  material  like  lead  and 
zinc  and  linseed  oil  has  advanced  in  price,  and  it  costs 
me  more  now  to  buy  them  :  the  tariff,  too.  probably  has 
something  to  do  with  it." 

.\t  the  nunition  of  the  word  tariff  the  farmer  went 
straight  up  in  the  air.  He  began  to  expound  against 
the  theory  of  the  whole  thing. 
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It  Gives  a  Keen  Ed^e  to  Your  Selling  Talk 

To  know  the  goods  you  are  pushing  will  give  perfect  satisfaction.  That  no  matter 
how  enthusiastic  you  may  be  to  effect  a  sale  the  goods  will  be  as  good  as  you  say. 

Enthusiasm  with  the  ring  of  truth  is  half  the  selling  battle  and  it  takes  confidence 
in  the  quaUty  to  give  enthusiasm. 

You  will  notice  if  you  watch  a  good  workman  how  he  tests  out  the  quality  of  the 
steel  and  the  cutting  edge  of  a  strange  tool  before  throwing  his  full  power  into  the  work. 
It  is  reflected  to  his  credit  that  he  will  use  none  but  the  best  tools. 

Every  salesman  naturally  uses  the  same  precaution  until  he  is  satisfied  that  he  can 
let  out  all  of  his  selling  power  without  misrepresenting  the  goods. 

MARTIN-SENOUR  PAINT 

lOO^fc  PURE 

will  supply  the  confidence  that  gives  enthusiasm  and  the  keen  edge  to  your  selling 
talk. 

We  don't  say  that  Martin-Senour  Paint  is  the  best,  but  we  do  say  it  is  as  good  as 
can  be  made;  a  100%  Pure  Paint,  that  will  give  perfect  satisfaction  to  your  customers. 

Martin-Senour  Paint  will  help  you  put  more  ginger  in  your  sales  talk. 

All  good  things  come  to  those  who  help  themselves  and  you  Mr.  Dealer  can  get 
a  good  thing  by  writing  for  our  Martin-Senour  Paint  Proposition. 

THE  MARTIN-SENOUR  CO.,  Limited 

Pioneers  Pure  Paint 


MONTREAL 


CHICAGO 


WINNIPEG 


L) 


All  the  year,  across  from  January  to  December  paints 
are  sold.    Dealers  recognize  now  that  paints  pay.  Be 
assured,  however,  the  Ime  pays  m  only  one  way. 
It  pays  with  a  line  of  "confidence"  paint. 
By  confidence,  we  mean  the  right  paint  to 
paint  right,  bought  right  to  sell  at  the 
right  price.        You  can't  gain 
confidence    with    a  poor 
paint  by  any  means,  and 
you  can't  gain  it 
with  dear  paints 
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The  dealer  let  liiin  run  along  a  while  and  then  asked 
again,  "Say,  when  you  bought  that  paint  from  me  in 
1899,  I  think  you  paid  for  it  in  eorn,  if  1  remember 
rightly,  didn't  you?" 

"I  did,"  said  the  farmer,  "but  what  has  that  to  do 
with  itr 

"You  had  to  give  me  Mty  bushels  of  corn  for  that 
paint,  didn't  you?"  asked  the  dealer  again. 

"I  did,"  said  the  farmer,  after  recalling  in  his  own 
mind  that  eorn  was  selling  for  30  cents  a  bushel  in 
those  days. 

"Tell  you  what  you  do,"  said  the  dealer,  "you  bring 
me  in  fifty  bushels  of  corn  to-morrow,  and  I  will  give 
you  this  paint." 

"Well,  say,  hold  on,"  began  the  farmer. 

The  dealer  interrupted  him  in  turn.  "But  that  isn't 
all,"  he  said;  "in  addition  to  that  I'll  let  you  and  your 
wife  go  over  into  the  warehouse  and  pick  out  a  nice 
lamp.  Then  you  can  go  over  to  the  shop  and  pick  out 
the  best  pair  of  shoes  we  have,  and"  

"Here,  w-ait  a  moment,"  said  the  farmer. 

"I'm  not  through  yet;  when  your  wife  comes  in  I'll 
let  her  go  into  the  hardware  department  and  put  out 
enough  kitchen  utensils  to  furnish  your  kitchen.  Now, 
I'll  give  you  just  that — all  of  that — for  fifty  bushels 
of  corn.  In  1899  the  same  amount  just  bought  twelve 
gallons  of  paint.    That's  a  fair  proposition,  isn't  it?" 

The  farmer  was  stunned,  but  came  across  with  his 
$24. 


A  CHI-NAMEL  DEMONSTRATION. 

The  Peterborough  Hardware  Company,  Peterbor- 
ough, Out.,  recently  held  a  demonstration  of  Chi-namel, 
which  lasted  three  days.  The  manufacturers  sent  a 
lady  to  demonstrate  the  product  and  Mr.  Morgan,  man- 
ager of  the  Peterborough  Hardware  Co.,  reports  that 
sales  have  greatly  increased.  The  lady  in  charge  inter- 
ested the  women  particularly. 


GET  THE  FARMERS'  TRADE. 

Too  much  effort  cannot  be  made  by  paint  dealers  to 
secure  the  farmers'  trade,  says  Paint,  Oil  and  Drug 
Review.  Local  dealers  should  plan  good,  strong  adver- 
tising campaigns  and  ask  the  paint  manufacturers  to 
co-operate. 

It  is  a  well-known  fact,  substantiated  by  Govern- 
ment records,  that  the  farmers  hold  by  far  the  greatest 
amount  of  wealth  in  this  country,  therefore,  they  have 
the  money  to  spend  and  it  is  simply  a  matter  of  educa- 
tion to  train  them  in  paint  lore,  then  they  will  buy 
and  use  it. 

The  cry  of  the  mail  order  houses  getting  the  business 
of  the  farmer  can  easily  be  stopped  by  local  dealers 
themselves.  _  . 

Every  farmer  looks  alike  to  the  mail  order  house. 
"He  has  money  to  spend  and  we  w^ant  it,"  is  what  the 
mail  order  house  says,  hence  this  class  of  trade  is 
solicited  by  specially  prepared  methods  and  results  are 
bound  to  follow.  This  is  in  violent  contrast  to  the 
methods  used  by  the  dealer  who  for  every  other  reason 
should  sell  him. 

Local  dealers  play  "favorites"  and  it  is  just  this 
discrimination  that  helps  to  maintain  the  mail  order 
houses,  take  money  out  of  the  county,  and  help  foster 
outside  competition. 

"Dealer  Paint"  don't  want  to  solicit  an  order  for 
fifteen  gallons  of  paint  from  "Farmer  Straw,"  because 
of  his  being  poor  pay,  or  the  limit  of  credit  has  already 
been  stretched.    Here  enters  the  disinclination  to  sell 


— its  effect  never  stops — because  "Farmer  Straw"  ulti- 
mately finds  out  how  "Dealer  Paint"  feels.  While 
fifteen  gallons  of  paint  may  have  been  the  original 
amount  and  cause,  it  sets  "Farmer  Straw"  thinking  of 
some  way  "to  beat  the  devil  around  the  bush,"  and  he 
will  sit  up  nights  thinking  how  he  can  do  it,  just  to 
show  the  "old  fool"  that  he  can  get  the  paint,  and 
from  this  results  orders,  for  groceries,  clothing,  books 
and  even  automobiles,  for  the  mail  order  house. 

Every  farmer  is  not  like  "Farmer  Straw,"  because 
many  of  them  have  no  mortgage  on  their  farms  and 
they  have  money  in  the  bank.  Probably  this  class  is 
by  far  in  the  majority,  but  painting  in  a  scientific  man- 
ner has  never  been  thought  of,  because  all  thought  and 
energy  is  being  directed  in  farming,  marketing  prod- 
ucts, etc.  Many  times  such  a  class  buys  dry  Venetian 
red  and  mix  it  wnth  the  milk  from  a  "fresh"  cow  and 
apply  it  to  the  buildings.   It  is  both  cheap  and  durable. 

Here  is  the  class  of  farmers  that  the  paint  dealers 
must  go  after.  The  trade  is  only  waiting  for  the  coun- 
try dealers  to  wake  up  and  come  for  the  business.  It 
will  never  come  rolling  into  the  store  and  beg  to  be 
sold.  What  is  w^orth  having  is  Avorth  going  after,  so 
"Dealer  Paint" — get  busy. 


A  NEW  NAIL  FACTORY. 

The  Town  Council  of  Cobourg,  Out.,  is  considering 
the  offer  of  a  concern  which  manufactures  nails,  tacks 
and  rivets  to  establish  a  plant  there.  The  firm  asks 
that  their  bonds  to  the  extent  of  $65,000  be  guaranteed 
and  they  will  erect  a  $120,000  plant  to  employ  from 
200  to  500  men.  They  will  repay  the  bonds,  with  in- 
terest, inside  20  j-ears. 


ELECTRICAL  WASHING  MACHINES. 

It  was  but  a  few  years  ago,  comparatively  speaking, 
that  the  washing  machine  was  placed  on  the  market. 
Improvements  have  been  made  from  time  to  time,  and 
the  number  of  machines  used  has  increased  enor- 
mously. A  recent  development  is  the  electrical  wash- 
ing machine.  A  small  electric  motor  not  only  turns 
the  washer  mechanism,  but  also  that  of  the  clothes 
wringer.  A  cord  and  plug  is  all  that  is  necessary  to 
connect  with  the  ordinary  electric  light  socket.  Owing 
to  improved  mechanism  of  power  transmission  the 
amount  of  electricity  used  is  reduced  to  a  minimiun 
and  amounts  to  only  about  one-half  cent  per  tub  of 
clothes,  according  to  one  authority.  Ordinarily  soiled 
clothes  are  cleansed  in  one  of  these  machines  in  from 
8  to  15  minutes  without  any  other  manual  labor  than 
that  of  putting  in  the  clothes  and  water  into  the 
machine  and  feeding  the  clothes  to  the  power  wringer. 

Hardware  dealers  can  handle  this  class  of  washers 
to  advantage.  Connect  one  up  in  your  store  and  put 
it  into  operation ;  it  will  interest  your  customers.  A 
house  that  is  known  to  have  an  electric  washing  and 
wringing  outfit  will  fibd  it  easier  to  keep  the  servant, 
who,  in  the  vast  majority  of  instances,  is  a  very  uncer- 
tain quantity.  If  an  electric  washer  will  assist  in  keep- 
ing the  servant  you  can  rest  assured  that  such  a  family 
will  be  on  the  lookout  for  an  outfit  for  the  laundry. 


^Ir.  Thomas  Specrs.  a  clerk  in  the  Best  Stove  Com- 
pany. Peterborough,  Ont.,  met  with  an  accident  last 
week,  sustaining  such  a  severe  cut  in  his  head,  that 
three  stitches  were  required  to  close  the  wound.  In 
some  manner,  a  portion  of  a  pipe  fell  upon  his  head 
while  he  was  engaged  in  handling  it.  He  is  able  to 
be  at  his  regular  emjiloyment  again. 
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Stock  Lighting  Fixtures 

FOR  THE  HOUDAY  TRADE 


What  More  Practical 
Present 

can  a  woman  give  her  husband  than 
a  handsome  portable  electric  table 
lamp?  Or  a  man  give  his  wife 
than  a  beautiful  shower  electric  ceil- 
ing fixture  for  her  dining  room  ? 


What  More  Profitable 
Articles 

can  a  hardware  merchant  push  dur- 
ing the  Christmas  holidays  than 
goods  which  help  to  decorate  his 
store  and  windows  as  well  as  carry 
a  good  margin  of  profit  } 


s 

No.  1478 


Put  half  a  dozen  Port- 
able Table  Lamps  in 
stock,  display  them  in 
your  window  and  light 
them  at  night  and  they 
will  attract  customers 
to  your  store 


No.  1518 


Two  samples  from  our  extensive  line  of  portable  table  lamps 

In  thousands  of  new  homes  electricity  is  being  used,  and  the  market  for  electric  lighting 
fixtures  is  unlimited.    Styles  are  constantly  improving  and  stock  will  soon  turn  over. 


We  not  only  make  a  full  line  of  electric  lighting  goods,  but  we  manufacture  "J.M.T." 
valves,  plumbers'  and  engineers'  brass  goods,  plumbing  supplies,  etc. — the  kind  that 
are  known  in  all  parts  of  Canada  as  "the  high  grade  goods." 


The  James  Morrison  Brass  Mfg.  Co.,  Limited 

89  Adelaide  Street  West,  TORONTO 


4S 
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Patterns  for  the  Tinshop 

Inquiries  from  subscribers  will  be  answered 
by  G.  L.  Gray,  founder  of  Gray's  School 
New  York. 


THE  ENVELOPE  OF  A  FRUSTUM  OF  A  CONE 
CUT  ON  AN  ANGLE. 

rroblein  No.  1  :  Let  A  B  €  D  in  Problem  1  represent 
the  side  elevation.  Draw  a  line  at  the  base  at  right 
angles  to  centre  line  as  AE.  Extend  lines  AB  and  CD 
until  they  intersect  one  another  at  P.  Extend  line  CD 
until  it  intersects  base  line  at  E.  At  a  convenient  dis- 
tance below  base  line  AE  draw  plan  and  space  same 
into  any  convenient  number  of  equal  spaces.  From 
these  si)acings  erect  lines  intersecting  base  line  AE. 
Prom  these  points  on  base  line  draw  lines  intersecting 
point  P.  Prom  intersections  on  .  the  miter  line  AD 
draw  parallel  lines  with  base  line  AE,  intersecting  line 
PE,  with  a  radius  equal  to  PE.  Using  P  as  centre, 
draw  sweep  GH.  Starting  at  a  convenient  distance 
from  E,  place  spacings  1-13-1  from  V^^^  shown. 
Draw  lines  from  these  points  intersecting  at  point  P. 
Using  point  P  as  centre  take  a  radius  equal  to  the  dif- 
ferent intersections  on  miter  line  PE,  scribe  ares  inter- 


secting  corresponding  lines   in  stretchout.  Tracing 
til  rough  these  points  will  give  the  pattern  required. 
Use  same  method  for  Problem  No.  2. 


BE   SURE   INSTRUCTIONS   ARE  UNDERSTOOD. 

When  a  complaint  is  received  that  a  stove  that  has 
been  recently  sold  is  not  working  right,  in  nine  cases 
out  of  ten  it  is  because  the  purchaser  does  not  properly 
understand  the  working  of  the  range.  This  may  be  the 
fault  of  the  housewife,  who  has  been  told  but  has  for- 
gotten. In  many  instances,  however,  the  blame  lies 
with  the  dealer,  who  has  neglected  to  describe  the  work- 
ing of  a  certain  very  often  important  part.  A  phone 
message  or  a  personal  call  will  inform  him  that  the 
stove  is  not  doing  all  that  was  claimed  for  it,  and  on 
investigating  he  will  find  that  some  damper  is  not 
being  used  properly.  He  may  say  that  he  explained 
this  to  the  customer  when  the  stove  was  put  up  and  that 
she  must  have  misunderstood  him.  Even  if  this  is  true, 
it  is  the  dealer's  fault,  for  he  should  make  sure  that 
the  purchaser  thoroughly  understands  every  part  of 
the  stove  before  he  leaves  the  house.  It  will  save  a 
lot  of  trouble  to  both  parties. 


Have  something  about  your  store  sufficiently  promi- 
nent so  that  it  will  attract  attention  of  people  coming 
from  either  direction. 


/  \  ^ 
X     ^    ^  \ 


4 
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for 
Canada 
and  U.S. 


THE  BURROWES  ROCKER  ASH  SIFTER 

IS  ABSOLUTELY  DUST-PROOF— the  only  sifter  with  both 
RIM  and  FLAXGE. 

The  only  Sifter  with  a  DETACHABLE  SCUTTLE  WHICH 
FITS  DUST  TIGHT. 

THE  ONLY  ROCKER  ASH  SIFTER  MADE, 

Rocks  as  easy  as  a  cradle  and  works  better  when  full  than 
crajjty. 

DOUBLE  SCREENS  DO  DOUBLE  WORK.  Sift  Cleaner 
saves  fnel,  time  and  labor. 

The  only  Sifter  that  cinders  can  be  DUMPED  FROM 
SCREENS' TO  SCUTTLE  WITHOUT  DUST  ESCAPING  and 
is  witliout  doubt  and  by  all  means  the  best,  most  simple  and 
rasicst  working  Ash  Sifter  ever  invented. 

The  day's  ashes  can  be  sifted  in  a  few  seconds  by  simply  giving 
.Sifter  a  few  rocks,  pulling  up  slide  and  tilting  Sifter  slightly,  thus 
allowing  cinders  to  roll  from  screens  to  scuttle  without  dust 
escaping. 

Plenty  of  room  for  ashes  and  not  too  high  from  ground. 
Manufactured  by 

The  Burrowes  MPg  Co. 


TORONTO 


209  ADELAIDE  ST.  WEST 


ONTARIO 


Get  the  good 

of  our  

—  advertising 

Our  big  ad  vertising  campaign  is  bringing  us  many  enquiries 
from  your  locality  that  we  would  like  to  refer  to  you. 
You  should  connect  with  us  on  these  quick-selling,  high 
quality,  up-to-date  goods.  There  is  a  most  satisfying 
profit-margin  for  you  on 

PRESTON  ?11fiUs 

This  is  a  line  EVERY  hardwareman  ought  to  handle — 
Send  For  '°  push  -  ought  to  know  all  about. 

The  Book  f^^l"^*'  '-''8  FREE  book  showing  some 
To  da  °^  designs  for  19!  I   Spring  build- 

ing  and  repair  jobs.    It  will  pay  you.  Get 
the  details.   Write  to 

METAL  SVoTng  *C0.  LTD. 

PRESTON,  ONTARIO 

Branch  Office  and  Factory,  Montreal,  Que. 


I 

i 


Experience  Proves 

"QUEEN'S  HEAD" 


Galvanized  Iron 

to  be  without  an  equal. 
Have  your  jobber  supply  it. 


JOHN  LYSAGHT,  Limited       A.  C.  LESLIE  &  Co.,  Limited 
Makers  MONTREAL 
Bristol,  Newport  Managers  Canadian  Branch 


A  SCHOLARSHIP  IN  THIS  SCHOOL 

Will  enable  you  to  detail  and  develop  anything  in 
the  sheet  metal  line. 

This  is  the  best  time  of  year  to  enroll. 
Write  for  our  new  circular  giving  full  information 
concerning  this  school  and  five  large  drawings,  1  5  '  2 
X  1  8  '  2 ,  also  a  full  list  of  the  1  2  5   school  plates. 

Enclose  4c.  in  stamps  to  cover  postage. 

GRATS  SCHOOL 


3537  Third  Avenue 


NEW  YORK  CITY 


When  writing  please  mention  this  journal. 


ORNAMENTAL/^ 

m^JWORK 

wireIgoods 

Perforated  Metals 
Genuine  Antique 
Bronze  Fly  Screen  Cloth 

Canada  Wire  &  Iron  Goods  Co. 

HAMILTON.  ONT. 
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lanadian  Trade  Mewu 


The  ratepaj-ers  of  Oakvillc,  Ont.,  will  decide  whether 
or  not  the  tOAvn  will  purchase  $15,000  of  the  bonds  of 
tlie  Ware  ^Manufacturing  Co.,  who,  in  turn,  will  estab- 
lish a  $45,000  industry  in  the  town. 

Wallaceburg,  Ont.,  is  to  have  the  first  glass  manu- 
facturing plant  in  Canada.  The  company  will  be  a 
branch  of  an  American  firm,  although  considerable 
Wallaceburg  capital  will  be  invested  in  the  project, 
which  will  be  known  as  the  Wallaceburg  Glass  Co. 
The  plant,  it  is  estimated,  will  cost  $125,000  and  will 
employ  200  men  or  more.  The  town  people  will  vote  on 
concessions  to  the  firm. 

A  drawn  wire  manufacturing  plant  is  to  be  added 
to  the  large  nut,  bolt  and  chilled  steel  plant  that  will 
be  erected  at  Owen  Sound. 

The  Hamilton  Gas  Mantle  Co.,  Limited,  has  been 
incorporated.  Capital  stock,  $40,000.  Head  office, 
Hamilton,  Ont. 

Chas.  C.  Lee,  Goderich,  Ont.,  is  putting  up  an  im- 
mense arc  light  outside  between  his  two  stores,  which 
will  amply  light  both  windows. 

A  hardware  store  is  wanted  in  Forward,  Sask.  For- 
ward is  one  of  the  most  flourishing  towns  on  the  Wey- 
burn-Lethbridge  branch  and  is  26  miles  from  Weyburn. 
It  has  a  population  of  200.  Write  to  the  Secretary, 
Board  of  Trade,  Forward.  Sask. 

The  capital  stock  of  the  Diamond  Flint  Glass  Co., 
Limited,  has  been  increased  from  $1,600,000  to  $3,- 
500,000. 

Montreal  Sporting  Goods  Mfg.  Co..  Limited,  have 
been  incorporated,  ^vith  a  capital  stock  of  $50,000. 
Head  office.  INlontreal. 

Empire  Lightning  Rod  Co.,  Limited,  Winnipeg,  have 
received  provincial  charter.    Capital  stock,  $40,000. 

Mills  Hardware  Co.,  Limited,  have  been  incorporated 
under  provincial  charter.  Capital  stock.  $100,000. 
Head  office  will  be  in  Hamilton,  Ont.,  and  both  retail 
and  wholesale  business  will  be  done. 

Geo.  IT.  Hockey,  formerly  with  W.  J.  Heaman. 
Exeter,  is  back  with  Mr.  Heaman  again. 

G.  Mann  has  left  the  employ  of  Hawkins  &  Son, 
Exeter,  to  take  a  position  witli  W.  H.  Turnbull  &  Son, 
Brantford. 

Eccleston  &  Bates,  Limited,  Bracebridge,  have  re- 
ceived provincial  charter  as  hardware  merchants  and 
plumbers. 

Mr.  E.  Ij.  Garge,  who  was  with  the  Brandon  Hard- 
ware Co.  for  nine  years,  and  of  late  manager  of  the 
same  firm,  has  bought  out  and  taken  over  the  business 
known  as  the  Kelly  Hardware  Co..  on  Rosser  Ave.. 
Brandon. 

The  Saskatoon  Hardware  Co.,  Saskatoon,  Sask..  have 
moved  into  new  fpiarters  in  the  Helgerson  block,  and 
to  celebrate  the  event  the  ofificers  and  employes  of  the 
firm  gave  a  dance  to  about  fifty  of  their  customers. 
The  interior  of  the  store  was  profusely  decorated  with 
flags  and  bunting.  The  programme  Avas  very  novel, 
taking  the  form  of  a  range  aiid  the  music  announced 
in  teni's  verv  Famil'ar  to  the  trade.  Durintr  tho  poi^'-c-^ 
of  the  evening,  the  employes  presented  the  manager. 
^Ir.  J.  L.  S.  Hutchison.  Avith  a  handsome  reading  lamiv 

Geo.  Willard.  of  the  Willard  Hardware  Co..  Chat- 
ham. Ont..  was  married  on  November  11  to  ^Tiss  Maynie 
Patterson  of  the  same  town.  They  left  for  a  honey- 
moon trip  to  the  West. 


Archie  Ferguson  has  resigned  his  position  with  the 
Miller,  Morse  Hardware  Co.,  Winnipeg,  to  take  a  posi- 
tion on  the  sales  stafT  of  Lewis  Bros.,  Montreal.  He 
will  take  the  territory  recently  covered  by  W.  J.  Keyes. 

HARDWARE  CANDIDATES  FOR  LEGISLATURE 

\l  least  thiLL-  mcMibers  of  the  Ontario  Retail  liarduare 
and  Stove  Deaier.s'  Association  are  candidates  in  the 
Ontario  elections:  Robert  Smith,  of  Smith  &  Shafer, 
IJolton  ;  M.  S.  Madole,  Napanee  ;  and  Joseph  Akitt. 
Creemore. 


BUSINESS  CHANGES. 
Ontario. 

Courtright.— J.  T.  Locke  sold  to  R.  A.  Cowan. 

Toronto.— F.  W.  Dawse  succeeded  by  Cawker  Bros. 

Stratton.— John  McTague  selling  to  Lorne  Langstaff. 

Leamington.— Greenhill  &  Moffatt  dissolving,  Green- 
hill  continuing. 

Port  Arthur. — Barnes  Hardware  Co.  changed  to 
Barnes  &  Co. 

Niagara-on-the-Lake.^McKenzie  &  Nolan  dissolved 
partnership. 

Toronto.— Humphrey  Bicycle  &  HardAvare  Co.  have 
sold  their  hardAvare  stock  and  Avill  continue  in  bicycles 
and  motorcycles. 

NcAv  Liskeard. — Mr.  Cameron,  bookkeeper  at  Geo. 
Taylor  IlardAvare  Co..  has  resigned. 

Bethany. — 'Chas.  Reynolds'  store  burned  out. 

Alexandra.' — 'D.  Courvillc  nj)ened  ucav  store. 
Manitoba. 

Mc'Creary. — McPherson  &  Co.  sold  hardAvare  line  to 
B.  F.  Sparks. 

Semans. — •Froelick  &  McNutt  succeeded  by  C.  G. 
Froelick. 

Carroll. — Mclnnis  &  Abell  succeed  J.  W.  Graham. 
Dauphin. — Thos.  Pollon  succeeded  by  Dauphin  Hard- 
Avare Co. 

ClearAvater. — W.  E.  Quick  succeeded  by  -lames  3Ior- 
rison. 

Bradwardine. — A.  E.  IMartin  succeeds  H.  F.  Chap- 
pell. 

Brandon. — II.  B.  Carbury  has  left  the  Miller,  ^lorse 
HardAvare  Co.  to  become  manager  of  the  Brandon  Hard- 
Avare Co.,  succeeding  E.  L.  Garge. 

Brandon. — The  Kelly  HardAvare  Co.  bought  by  E.  L. 
Garge. 

Satskatchewan. 

Tessier. — Geo.  Langtry  succeeds  Wm.  Hopkins. 
Dubuc. — W.  J.  Calver  succeeded  by  Calver  Bros. 
Unity. — T.  S.  Gray  deceased. 

WaldroAv. — 'J.  H  Hilton  succeeded  by  ^Farkman 
Bros. 

Fillmore. — ^C.  J.  McLaughlin  succeeds  D.  D.  Camp- 
bell. 

Ardath. — Albert  Akitt  opened  store. 

Alberta. 

Calgary. — J.  T.  McDonald  giving  up  grocery  end  of 
business. 

Didsbury. — D.  S.  Shantz  succeeds  C.  Hiebert  &  Co. 
Calgary. — ]\Iaguire  &  Dixon  opened  store. 

British  Columbia. 
Fort  George. — E.  Wright  moved  into  ncAv  store. 
Vancouver. — E.  E.  Atkins  &  Co.  Avell  established 
branch  here. 


BUSINESS  FOR  SALE 


'if)()l>  tiiismil liiiipr  and  pliiiiibitig:  busines.s  in  a  thriving  AA'cstcrn  town; 
' "   -*nap  :  gootl  reasons  for  soiling.   G.  E.  A.  ROIUNSON,  Klora.  Ont. 
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^ 


The  Last  Fortress 


^  The  last  fortress  we  conquered  m  the  United  States 
was  the  "  Painter."  Hitherto  his  position  was  con- 
sidered impregnable.  He  mixed  his  own  paint 
believing  it  to  be  best. 

^  Lowe  Brothers'  "  High  Standard "  paint  showed 
the  painter  for  the  first  time  that  better  results  could 
be  obtained  by  the  use  of  scientific  machine-made 
paint. 

^  David  Harum  said,  "  There  is  as  much  human 
nature  in  some  folks  as  in  others,  if  not  more."  So 
the  merits  of  "  High  Standard  "  paint  that  won  U.S. 
painters  will  surely  win  the  painters  of  this  Northern 
Zone. 

^  Do  you  realize  that  you  can  share  in  the  fruits  of  our  conquest  Mr.  Dealer — 
Do  you  realize  the  possibilities  that  await  you  in  the  "  High  Standard  "  line  ? 
To  fully  realize  this — you  must  investigate. 

^  The  many  exclusive  agencies  being  placed  indicate  a  unanimous  approval  of 
our  Paint,  our  Promotion,  and  our  Price.  Our  travelers  can  demonstrate  to  you 
that  "  The  Little  Blue  Flag "  line  will  lift  your  paint  department  above  the 
competition  of  the  ordinary  sort  of  paint. 

Let  this  "Ad"  worry  you 


mi 


Paintmakers, 


Dayton, 


Varnishmakers, 

TORONTO 

New  York,     Boston,  Chicago, 


Colormakers 


Kansas  City 
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Here  is  a  Way  to  Make  More  Profit 
on  Paint  Oils,  Varnishes,  Etc. 

You  realize  that  a  certain  amount  of  profit  is  lost  when  you  sell  oils  and  varnishes  the  old  way ; 
i.e.,  with  ten  measures  and  funnels  from  barrels  or  cans.  You  can't  help  it.  Just  look  at  the  measures, 
funnels,  faucets  and  floor,  that  will  convince  you  that  much  is  wasted. 

If  you  will  eliminate  all  the  waste  ordinarily  sustained  under  the  old  method  you  can  increase  your 
profits  from  1  0     to  20    ,  and  in  addition  can  add  much  to  the  attractiveness  of  your  store. 


This  cut  was  made 
from  a  photograph 
of  a  Bowser  System 
installed  for 

The  Cochrane 
Hardware  Co. 

SUDBURY,  ONTARIO 

h  consists  of  ten 
first  floor  outfits  and 
three  long  distance 
outfits  for  volatiles. 


Cylinder  Oi 
Machine  Oi 
Engine  Oil 
Coal  Oil 
Gasoline 
Boiled  Oil 
Raw  Oil 
Turpentine 
Black  Oil 
Harness  Oil 
Cod  Oil 


This  Bowser  Paint  Oil  System 


prevents  all  loss.       You  can  empty  the  barrels  as  soon  as  received,  into  the  evaporation-proof,  steel 
tanks  thus  avoiding  any  loss  from  absorption  and  leakage.    It  can't  gum  either. 

The  self-measuring  pumps  discharge  the  desired  amount  directly  into  the  customer's  can.  count  the  j 
gallons  and  show  the  amount  to  charge  for  fractional  parts  of  gallons  -  so  there  is  no  chance  for  / 
waste  or  loss. 

The  increased  profits  secured  with  the  Bowser  will  pay  its  own  cost.    It  will  cost  you  nothing 
to  investigate  this  money  making  equipment.      You  have  everything  to  gain  and  nothing  to 
lose.     If  we  can't  show  you  how  it  will  improve  your  business  and  your  profits  we  don't 
want  to  sell  you. 


S.  F. 
Bowser 
&  Co..  Inc. 

ToroDto,  Ont. 


Just  detach  the  coupon  and  return  it  for  our  latest  catalogue 

S.  F.  Bowser  &  Co.,  Inc. 


66-68  Fraser  Avenue 
TORONTO  ONTARIO 


Gentlemen  : 
Please  send  me  your 
catalogue  No.  5N. 
It  is  understoood  this 
places  me  under  no  obligation 
whatever. 


Na 


Addr. 
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"Wear-Ever^' 

is  the  brand  of  Aluminum  Ware  referred  to  in 
the  clipping  reproduced  from  a  three-column 
article  in  which  the  "Dry  Goods  Economist" 
comments  upon  the 

Success  of  Gimbel  Brothers'  New  Store 


sued,  tne  attention  oi  the  iicoNOMiST  repre- 
tative  was  called  to  a  recent  sale  of  house- 
furnishings.  At  this  sale,  in  order  to  do 
something  different,  it  was  decided  to  make  a 
feature  of  aluminum  ware — something  which 
is  usually  regarded  as  a  high  quality  product, 
and,  therefore,  never  before  strongly  featured 
at  specially  attractive  prices,  at  least  in  New 
York. 

A  big  ordef  for  such  wares  was  placed 
with  the  manufacturers ;  in  fact,  it  was  so  big 
as  to  stagger  the  head  of  the  Gimbel  depart- 
ment. Not  only  was  that  purchase  promptly; 
sold  out,  but  it  was  twice  duplicated.  During 
the  sale  and  on  a  few  subsequent  days  the 
sales  of  aluminum  saucepans  alone  numbered 
48,ocxD. 

The  main  point  of  the  matter,  however,  is 
not  merely  the  quantity,  but  the  grade  of  the 
erchandise  thusdistributed. 


The  Aluminum  Cooking  Utensil  Co. 

Dept.  27         NEW  KENSINGTON,  PA. 

Tiistrihuting  Agents  For  Canada  : 

NORTHERN  ALUMINUM  CO.,  Ltd.,  Toronto,  Ont. 

WAREHOUSES  : 

New  Kensington,  Pa.         Porland,  Ore.       E.  St.  Louis,  Mo.       Toronto,  Ont. 

Sales  Offices  in  Principal  Cities 


When   writing  to   advertisers,   kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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THE  HARDWARE  MARKETS. 

Business  still  coutinucs  excclleut  and  dealers  are 
receiving  jnst  as  many  orders  as  they  can  comfortably 
fill.  The  demand  for  (Christmas  goods  has  been  very 
large  This  season.  Hardware  dealers  are  realiying 
more  and  more  eaeh  year  that  their  customers  are  out 
for  such  articles  as  will'  be  useful  as  well  as  suitable 
Christmas  gifts.  There  is  no  branch  of  business  able 
to  supply  more  useful  and  acceptable  gifts  than  the 
hardware  store. 

Some  little  trouble  is  being  felt  owing  to  the  con- 
gestion of  freight  in  the  local  sheds,  but  railway  men 
are  doing  their  best  and  the  situation  is  not  at  all 
critical. 

Builders'  hardware  and  all  kinds  of  heavy  hardware 
are  still  in  active  demand.  The  mild  weather  has 
helped  things  a  whole  lot.  This  cannot  continue  long, 
however,  and  the  class  of  orders  now  coming  in  is  an 
indication  that  the  close  is  not  far  off. 

Dealers  are  ordering  household  goods  quite  freely. 
This  season  has  been  an  excellent  one  in  all  lines. 

Sporting  goods  are  in  good  demand  but  would  be 
more  so  were  the  weather  to  turn  colder.  Skates, 
hockey  sticks,  etc.,  are  being  called  for  largely. 


THE  METAL  MARKETS. 

The  whole  situation  has  greatly  improved  and  all 
markets  are  in  a  flourishing  condition.  From  present 
indications  it  looks  as  if  there  is  going  to  be  a  series  of 
higher  prices  on  all  ingot  metals.  The  demand  is 
greater  than  it  has  been  for  some  time;  in  fact  some 
jobbers  state  it  is  fast  overtaking  the  supply. 

There  is  a  great  shortage  in  spelter  which  almost 
approaches  a  famine.  From  now  on  manufacturers 
will  be  kept  hustling  to  keep  up  the  supply.  Even 
now  some  orders  have  to  be  re.ieeted.  The  price  is 
up  to  $7.25  per  100  lbs.  and  the  tendency  is  for  even 
higher  prices. 

Tin  has  advanced  again  and  is  now  quoted  at  47 
cents.  The  syndicate  is  still  in  control  and  will  be 
for  at  least  two  or  three  months. 

Copper  seems  to  have  taken  a  new  lease  of  life  and 
prices  are  going  up  steadily.  Business  has  been  better 
than  it  has  been  for  a  long  time.  Trade  in  England, 
Belgium  and  Germany  is  bigger  than  it  ever  has  been. 

Pig  iron  is  in  active  demand  and  importers  are  rush- 
ing supplies  through  before  the  St.  Lawrence  freezes 
up.  English  iron  has  advanced  25  cents  a  ton  in  the 
last  two  Aveeks.  While  this  is  not  a  very  great  rise 
it  indicates  the  trend  of  events.  ]\Iiddlesboro  is  now 
f|uoted  at  $19.75  per  ton  and  Glengarnock  Scotch  at 
$22.75  f.o.b.  Toronto. 

Prices  on  sheets  and  plates  are  firm,  and  some  deal- 
ers state  they  are  having  a  little  difficulty  getting 
supplies. 

Spot  lead  is  still  scarce.  The  price,  however,  is 
stationary  at  cents.  There  is  no  sign  of  a  let-up 
in  the  demand  and  jobbers  are  having  their  troubles 
in  filling  orders. 

Antimony  remains  firm,  with  prices  at  ly^  to  8  cents. 

Iron  pipe  is  still  in  active  demand,  although  it  is 
likely  that  this  will  fall  off  slightly  with  the  advent  of 


cooler  weather.  Steam  fitting  will  still  call  for  a  lot 
for  the  next  few  weeks.    Prices  are  firm. 

Tirass  values  reinain  steady,  with  a  good  demand. 

Enamelled  ware  in  baths,  lavatories  and  sinks  has 
advanced  10  per  cent,  during  the  last  couple  of  weeks 
owing  to  th(!  high  cost  of  labor. 


THE  PAINT  AND  OIL  MARKETS. 

Business  has  slackiMicd  off  coiisi(lrr;i})ly,  and  very 
little  is  being  done  in  outdoor  goods.  Interior  finishes 
and  varnishes,  however,  are  being  called  for  freely. 
Most  of  the  jobbing  houses  and  manufacturers  have 
called  their  travellers  in  off  the  road,  and  held-over 
orders  are  now  Ix'ing  shipped. 

Turpentine  is  not  selling  in  any  great  quantity.  Dur- 
ing this  month  the  demand  always  falls  off  and  then, 
on  top  of  this,  there  is  a  quite  heavy  acciunulation  of 
stocks  in  the  south.  It  is  not  at  all  likely  that  prices 
will  go  higher. 

Glass  is  selling  well  and  is  scarce.  Some  sizes  are 
difficult  to  get.  In  many  instances,  jobbers  are  entirely 
out  of  the  best  selling  sizes  and  are  at  their  wits  end 
to  know  what  to  do.  Something  will  have  to  be  done 
or  the  situation  will  become  critical  indeed. 

Like  glass,  putty  is  in  excellent  demand,  although 
not  scarce. 

Linseed  oil  is  showing  a  decline  and  prices  have 
dropped  in  sympathy  with  the  English  market. 

White  lead  is  away  up  to  $6.90  and  prospects  are 
that  it  will  go  even  higher.  It  is  still  scarce  and  large 
quantities  are  being  bought  up  on  the  English  and 
European  markets.  The  situation  is  almost  as  bad  as 
in  glass. 


THE  STOVE  SITUATION. 

The  big  rush  is  now  over,  and  the  demand  is  taper- 
ing off  gradually.  A  good  trade,  however,  is  still  being 
done,  and  will  be  until  the  cold  weather  sets  in  in 
earnest. 

On  account  of  building  activities,  an  excellent  local 
demand  for  fiirnaces  continues.  At  points  in  the  north, 
however,  the  demand  has  fallen  off  owing  to  cold 
weather. 

Business  in  enamelled  ware  aiul  all  kitchen  utensils 
is  right  up  to  the  mark. 


JENKINS  &  HARDY 

Assignees,  Cluirtered  AcoouiUants,  Estate  and  Fire 

Insurance  .Assents 
15}4  Toronto  Street  52  Canada  Life  Building 

Toronto  Montreal 


ROSS  &  WRIGHT 

Insurance  Counsellors  Adjusters  of  Fire  Losses  for  the  Assured 

67  VICTORIA  STREET,  TORONTO 

We  prepare  your  insurance  contract  so  that  you  shall  have  fire  insurance  that  does 
insure.    We  act  for  the  people  only,  assisting  in  the  adjustment  of  fire  losses.  Wire 

us  when  yi>ur  less  occur? 


The  PARMENTER  BULLOCH  CO.  Limited 

GANANOQUE,  ONT. 

Iron  and  Copper  Rivets,  Iron  and  Copper  Burrs,  Bifurcated  and 
Tubular  Rivets,  Wire  Nails,  Copper  and  Steel  Boat  and  Canoe  Nails, 
Escutcheon  Pins,  Leather  Shoe  and  Overshoe  Buckles,  Felloe  Plates. 
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Talks  on  Paint  Selling 

No.  4 

"TEAMWORK!"  That's  the  keynote  of  the 
kind  of  practical  co-operation  existing  between  The 
Sherwin-Williams  Co.  and  its  thousands  of  agents. 

We  believe  in  teamwork  because  it  has  been  the 
mainspnng  of  our  success. 

It  has  built  small  and  unpromising  territories  into 
successful  and  profitable  paint  and  varnish  distributing 
centers. 

By  the  combination  of  quality  products  and  correct 
merchandising  methods  it  has  aided  hundreds  of  small 
merchants  with  just  the  backing  they  needed  to  enable 
them  to  become  well  established. 


The  Sherwin- Williams  Agency  not  only  insures 
you  profitable  paint  sales,  it  does  much  more.  It  stimu- 
lates the  sales  in  practically  all  the  other  departments  of 
your  store.  The  public  likes  to  deal  with  the  Sherwin- 
Will  lams  A  gent. 

If  you  beheve  in  that  kind  of  "Teamwork,"  write 
for  particulars. 

The  Sherwin-Williams  Co. 

(of  Canada,  Limited) 

PAINT,   VARNISH    AND   COLOR  MAKERS 
LINSEED   OIL  CRUSHERS 
factories:      MONTREAL,    TORONTO,    WINNIPEG.    LONDON,  ENG. 
OFFICES  AND    warehouses:    MONTREAL,  TORONTO,  WINNIPEG,  VANCOUVER 


SUPERIOR 
aUALITY 


PLUS  CONSCIENTIOUS  CO-OPERATION 

MAKE  THE 


IMPERIAL 
MCASURE 


MIWEKVA  PAINT  PROPOSmOH 

A  MONEY  MAKER  FDIACGRESSIVE  DEALERS  6V  INCftEASINCTHEIH  BUSINESS 

W(tlTC  FOItPA(tTICUI.AR$ 

PI  NCHIN,  J0HNSON'^Ca,(CAi«A0A>LlMiTED. 

$77-367  CAftLAW  AVENUE.  TORONTO,  CAN. 
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A  .  vfLOOR  FINISH 

Aggressive    v '       y  >/ 


Dealers 

can  control  the 
varnish  trade 
of  their  district 
by  featuring 


Floor  Finish 


Its  free  vvorkinj;'  picipertios,  covering'  capacity  and 
permanent  brilliant  finish  liavi'  matle  it  a  prime  favorite 
with  the  consumer. 

"Klastica"  won't  mar,  SLratch  oi'  tiini  white  iiruler  llie 
action  of  wati'r.     It  is  cNlri'melx'  pale  and  very  durable. 

.\  line  to  ri  commeiul  with  complete  satist.ict ion. 

Send  for  details  ol  oui'  full  rang'e  of  Varnishes,  Japans, 
ICnamels  and  Wood  Staiirs. 

All  International  rioducls  ari>  put  up  in  full  Imperial 
Measure  Cans. 


TORONTO 

Canadian  Factory  of 
Standard  Varnish 
Works 

New  York 
Chicago 
London 
Berlin 
Brussels 


M-L  Paints 

Best  meet  all  the  requirements  of 
all  paint  u.sers  for  all  paint  u.ses. 
Is  it  any  wonder  they  sell  so  well  ? 

Floorglaze 

Is  the  tloor  liiiish  iTiost  people  want.  liasy  to  sell 
it  because  it's  so  hard  to  excel  it.  Ten  pleasing- 
shades.  In  pints  and  quarts,  also  half  gallon 
and  "gallon  sizes. 

Elastilite  Varnish 

Is  the  most  brilliant  and  durable  for  inside  or  out- 
side use.   Best  to  sell — best  to  use- 


You'll  find  it  pa\s  to  carry  the 
complete  line. 

Get  particulars  from 

IMPERIAL  VARNISH  & 
COLOR  CO.,  LIMITED 

8  to  24  Morse  St.,  Toronto 


108  Princess  St., 
Winnipeg 


524  Beatty  St., 
Vancouver 


Kittool!Dandy.  Brushes' 


^  Oval_  shape.'^with  and  without  leather" sides  1 


No.  304 


One  of  our  many  lines  which 
you  should  carry  in  stock  at  all 
seasons.  Made  of  highest  grade 
materials  to  satisfy  your  best 
trade. 

We  have  various  other  styles, 
which  are  shown  in  our 
Catalogue,  a  copy  of  which 
will  be  mailed  you  on  request. 


Thomas  Bryan  Limited 


LONDON 


CANADA 
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PREVAILING  MARKET  PRICES. 

Toronto,  December  7th,  1911 

The  figures  given  below  are  approximately  correct, 
but  lower  prices  can  frequently  be  obtained  by  buy- 
ing in  large  quantities. 

The  co-operation  of  readers  of  the  "Journal"  is 
requested  in  keeping  the  list  as  complete  as  possible, 
including  such  lines  as  are  referred  to  most  frequently 
by  retail  buyers. 


METALS. 

Aluminum,    ingots    0  20 

Antimony,  per  lb   0  OS 

Srass  rods,  %  to  1  inch...  0  21 
Siieets,  up  to  20  gauge.  .  0  22 
Tubing,    1   inch,   base....  0  23 

Copper  ingots,  easting   0  13J 

Sheets,  plain,  14  oz.  base  0  22 
Sheets,  tinned,  14  oz.  base  20% 
Sheets,   planished,    14  oz. 

base    0  28 

Sheets,  braziers    0  23 

Bars,  round  %  to  2  in...  0  21 

Black  Sheets,  28  gauge  base, 

Toronto    2  80 

Montreal    2  40 

Canada  Plates — 

Ordinary,    52  sheets,  To- 
ronto   2  90 

All  bright,  52  sheets....  4  00 
Galvanized  Apollo  Ordinary 
18x24x52     ....   4  45  485 

60    4  70  4  60 

20x28x80    8  90  8  70 

20x28x80    9  40  9  20 

Galvanized  Sheets  (Corrugated)  — 
22  gauge,  per  square  ....  5  50 
24  gauge,  per  square  ....  4  50 
26  gauge,  per  square  ....  3  50 
28  gauge,  per  square  ■.  .  .  .   3  30 

Galvanized  Sheets.  Fleui-  Queen's 
de  Lis  Head 
16-20   gauge    ...  3  35        3  60 
22-24  gauge    ...   3  40        3  65 

26  gauge    3  80        4  05 

28Kauge   3  90  i  1.5 

^ess  than  case  lots  10  cents  per 
hd.  extra. 

Apollo  brand  Toronto 
24  gauge,  American  ....  3  45 
26  gauge,  American  ....  3  50 
28  gauge  (26  English)  .  .  3  95 
10%  oz.,  equal  to  28  Eng.  4  25 
Iron  Pipe,  per  100  feet — - 

Black,  base,  1  inch   4  54 

Galvanized,  base,  1  inch   6  19 

Iron  Pipe  Fittings — 

Canadian  malleable,  40;  cast 
iron,  70:  standard  bushings,  70; 
headers  60  and  10  ;  flanged,  unions, 
70;  malleable  bushings.  65;  nipples, 
75  and  10;  malleable  lipped  unions, 
6.5. 

Soil  Pipe  and  Fittings — 

Medium  and  extra  heavy  pipe 
up  to  6  inch,  70  and  10 ;  7  and 
8  in.  pipe,  50;  light  pipe,  60 
and  10;  fittings,   70  and  10. 

Toronto 

Bar  Iron,  per  100  lb   2  05 

Forged  iron    2  20 

Refined  horseshoe  iron..  2  30 
Sleigh  shoe  and  mild  steel  2  15 
Iron   finished   steel,    2  15    2  25 

Fire   steel    2  35 

High  speed  steel    0  65 

Pig  Iron,  car  lots,  f.o.b.  Toronto 
Canadian  foundry.  No.  1  18  25 
Middlesboro,  No.  3  ....  19  00 
Radnor    (charcoal)     ....   32  50 

Lead,  Canaclian  pig   4  2.5 

Imported  pig,  100  lb   4  6o 

Bar  pig    5  25 

Sheets,  base,  2 Ib.sq.  ft.  5  00 

Pipe  and  waste   30  p.c. 

Traps  and  bends   50  p.c. 

Solder,    half    and    half,  lb., 

241/4  26V2 

Spelter,  foreign,  per  100  lb.  6  7.5 
Sheet  Zinc,  500  lb.  casks..  7  50 

Tin,  iiii;ol  ~.  100  11.   47  00 

Tin  Plates,  charcoal — 

MLS,  Famous  (equal  Bradley) 

Per  box 

I  C,  14x20  base    7  00 

1  X,  14x20  base    8  25 

I  X  X,  14x20  base    9  75 

"Dominion  Crown  Best" — Re- 
tinned. 

I   0,    14x20   base    5  50 

I    X,    14x20   base    6  50 

I  X  X,  14x20  base   ....  7  50 


"Allaway's     Best"  ■ — •  Standard 
Quality. 

I  C,  14x20  base    4  60 

I  X,  14x20  base    5  50 

I  X  X,  14x20  base   6  40 

Bright  Cokes,  Bessemer  Steel. 
I  C,  14x20  base    4  35 

Terne  Plates. 

I  C,  20x28,  112  sheets..  7  50 
I  X,  Terne  Tin    9  00 

Charcoal  Tin  Boiler  Plates. 
I  X  X,  14x60,  50  sheet 
bxs    7  00 

Tinned  Iron. 

72x30    up     to   24  gauge, 

case   lots   7  25     7  35 

72x30    up   to     26  gauge, 

case  lots    7  85 

Scrap     Metal,     Dealers'  Buying 
Prices — 

Heavy  Copper  and  Wire  lb.  IIV4, 
Light  copper  bottoms  .  .  .  09%. 
Heavy    red    brass     ....   10  4i 

Heavy  yellow  brass    08% 

Light    brass    C6V2 

Tea   lead    02% 

Heavy    lead    02% 

Scrap   zinc    0  04 

No.  1  wrought  iron  ....  10  00 
Machinery      cast  scrap, 

No.  1   14  50 

Stove    plate   13  00 

Malleable    9  00 

Miscellaneous   steel    6  00 

PAINTS  AND  GLASS. 

Barn  Paint,  barrel  lots — - 

Gallon  tins    0  80     0  85 

Chemicals,    in   casks,   per   lb. — 

Arsenate  of  lead    0  09 

Sulphate   of   copper  (blue 

stone)    0  07 

Litharge,   ground    0  05 

Litharge,  flaked    0  05% 

Green       copperas  (green 

vitriol)    0  01 

Sugar   of   Lead    0  09 

Colors  in  Oil — 

Venetian    red,    1-lb.  tins, 

pure    0  09 

Chrome,   yellow,  pure    ...  0  18 

Golden  ochre,  pure    0  11 

French  ochre,  pure    0  09 

Chrome  green,  pure  ....  0  11 
French    permanent  green, 

pure    0  15 

Signwriters'  black,  pure..  0  17 
Marine  black,  25  lb.  irons  0  05 

Glue,  in  sheets   0  10    0  15 

1  lb.  packages  (Brantford)  0  25 

Petroleum — 

Can.    Prime    white,    gal.  0  12 
U.S.  Water  white    ....  0  13% 
U.S.  Pratt's  astral  ....  0  15% 
Castor   oil,    per   lb.,  in 

bbls   0  08    0  09 

Motor  Gasoline,  single 

bbls   0  17% 

Benzine,  per  gal,  single 

bbls   0  15% 

Putty —  1st.  2nd. 

Bulk  in  casks  .  .  .  .2  35 
l?ulk  100  lb.  drums  ....2  70 
Uladilei-s  in  barrels  2  90 

Eeady  Mixed  Paints — 

]'cr  galliin.  qt.  tins.  1  65 

Bed  Lead  (Dry)  — 

Genuine,    560    lb.  casks, 

per  cwt   4  75 

Genuine,     100     lb.  kegs, 

per   cwt   5  25 

Shingle  Stains — 

In  5  g,illnn  buckets   0  95 

Turpentine  and  Linseed  Oil — 
Pure     Turpentine,  single 

barrels    0  7 

Linseed  Oil,  single  barrel, 

raw   

Linseed  Oil,  single  barrel, 
boiled   

Rosin,  "G"  grade,  bbl.  lots, 

100  lbs   3  60 


2  00 
2  40 
2  60 

2  00 


1  05 


1  03 


Varnishes,  per  gal.  cans — 

Carriage,   No.   1    1  50 

Pale   durable   body    3  50 

Finest    elastic   gearing    .  .  3  00 

Elastic    Oak    1  50 

Furniture,    polishing    ....  2  00 

Furniture,  extra    1  20 

Furniture,  extra  No.  1   .  .  0  95 

Light  oil  finish    1  35 

Gold  size  japan    2  00 

Turps    brown   japan    ....  1  60 

Baking  black   japan    ....  1  35 

Crystal  Damar    2  50 

Pure  asphaltum    1  40 

Oilcloth    1  50 

Lightning  dryer    0  85 

Stovepipe       varnish,  % 

pints,,   per  gross    8  00 

Pure    white    shellac  var- 
nish, in  barrels    1  75 

Pure    orange    shellac  var- 
nish,  in  barrels    1  70 

White  Lead  ground  in  oil — 

Canadian  pure,  less  than  tons.  6  90 

Canadian  pure,  ton  lots   6  75 

C!a,nadian  pure,  tlvo  ton  lots. .  6  60 

White  Zinc — 

Extra    Red    Seal,  V.M. 

(dry)    0  07% 

Pure,     in     25-lb.  irons 

(in  oil)    0  09% 

Window  Glass — ■ 

United  Inches          Star  D.D. 

Under  26                   4  25  6  25 

26    to  40                    4  65  6  75 

41    to  50                    5  10  7  50 

51    to  60                    5  35  8  50 

61    to  70                   5  75  9  75 

71    to  80                    6  25  11  00 

81    to  85                    7  00  12  50 

86    to  90    15  00 

91    to  95    17  50 

96    to  100    20  50 

Toronto,   30   and  5  p.c. 

Miscellaneous — 

Beeswax,  per  lb   0  45 

Orange    mineral,    100  lb. 

kegs                                     0  09% 

Pine  tar,   %  lb.  tins,  doz.  0  60 

Plaster   of   Paris,   bbl.    .  .  3  00 

Paris  white,  bbls   0  90 

Whiting,   gilders,   bolted..  1  00 

Whiting,   plain    0  70 

HEAVY  HARDWARE. 
Anvils,   Taylor   Forbes    .  .   0  05% 
Bolts  and  Nuts — 

Carriage  bolts,  70  p.c;  ma- 
chine bolts,  %  and  less,  60,  10  & 
10;  machine  bolts,  7-16  and  up, 
60;  plough  bolts,  55,  5  &  10; 
blank  bolts,  60;  bolt  ends,  60; 
sleigh  shoe  bolts,  %  and  less, 
60  and  10;  sleigh  shoe  bolts, 
7-16  &  larger,  55  and  05;  coach 
screws,  new  list,  70. 
Nuts,  square,  all  sizes,  4%c  per 
lb.  off. 

Nuts,  hexagon,  all  sizes,  4 %c  per 
lb.  off. 

Stove  rods,  per  lb.,  5%  to  6c. 
Stove  bolts,  80. 

Chain — Proof  coil,  per  100  lb.  |4i 
in.,  $6.00;  5-16  in.,  $4.85;  % 
in.,  $4.25;  7-16  in.,  $4.00;  % 
in.,  $3.75;  9-16  in.,  $3.70;  % 
in.,  $3.65;  %  in.,  $3.60;  %  in., 
$3.45;  1  in.,  $3.40. 
Stall  fixtures,  35 ;  trace  chain, 
45;  jack  chain,  iron,  50;  jack 
chain,  brass,  50;  cow  ties,  40; 
halter  chains,  50  and  5 ;  tie 
outs,  75;  coil  chain,  50  and  5; 
hammock  chains,  galvanized,  35 
and  5. 

Forges — 

Bla.cksmith's  portable,  135 

lbs.,    9  85 

Horse  Nails — 

$2.80  per  box  base  No.  9  a'd 
larger. 

Horseshoes — Iron,  light  &  me- 
dium, No.  1  and  smaller,  $3.75; 
No.  2  and  larger,  $3.50;  snow 
pattern.  No..  1  and  smaller, 
$4.00;  No.  2  and  larger,  $3.75; 
"N.L. "  new  light  steel.  No.  1  and 
smaller,  $4.10;  No.  2  and  lar- 
ger, $3.85;  "X.L."  feather- 
weight steel,  No.  0  to  4,  $5.25 ; 
special  countersunk  steel.  No. 
0  to  4,  $5.50  pkg;  toe-weight, 
all  sizes,  $6.00. 

Toecalks  Standard,  J.P.  &  Co., 
"Blunt"  No.  1  and  smaller, 
$1.50;  No.  2  and  larger,  $1.25; 
"Sharp"  No.  1  and  smaller, 
$1.75;  No.  2  and  larger,  $1.50 
per   box.     25-lb.  boxes. 


Wire  Nails  base    2  30 

Cut  nails — Montreal,  $2.40;  To- 
ronto, $2.60. 

Miscellaneous  wire  nails,  75  p.c. 
Coopers'    nails,    33  1-3  p.c. 
Pressed  spikes,  %  diameter,  per 
100    lbs.,  $2.85. 

Annealed  Wire,  base  $2.35. 

Hay  Bailing  Wire — No.  12  and  13, 
$4;  No.  13%,  $4.10;  No.  14, 
$4.25;  No.  15,  $4.50,  in 
lengths  6  ft.  to  11  ft.,  30  per 
cent.,  other  lengths  20c.  per  100 
lbs.  extra. 

Clothes  Line  Wire— No.  19,  $2.00  per 
100  ft. 

Coiled  Spring  Wire — • 

High  Carbon,  No.  9,  $2.25;  No. 

12,  $2.40,  Montreal. 
Fine   Steel  Wire — 25     per  cent. 
Galvanized     Wire  —  From  stock, 

f.o.b.   Montreal — 100   lbs..  No. 

9,   $2.25,   base.     In     car  lots 

straight  or  mixed. 
Poultry  Netting — 2-in.    mesh,  19 

w.g..  60  and  2%  p.c.  Other  sizes, 

60  and  5  p.c. 
Smooth   Steel  Wire — base,  $2.35. 
Wire  Fencing,  car  lots — Montreal. 

Galvanized,   barb    2  30 

Galvanized,  plain  twist  .  .  2  60 
Fence  Staples — Bright,  $2.60  ;  gal- 
vanized, $2.85. 
Wire  Rope — Galvanized,  1st  grade, 

6  strands,  24  wires,    %,  $5;  1 

inch,  $16.80. 

Black,  1st  grade,  6  strands,  19 
wires,  %,  $5;  inch,  $15.10.  Per 
100    feet    f.o.b.  Toronto. 

Wrought  Staples — 

Galvanized    2  85 

Plain    2  60 

Vises,  per  lb   0  12 

Hinged  pipe  vise,  25  lbs.  3  55 

Saw  vise    4  50     5  00 

Blacksmiths',  60;  parallel,  45 
per  cent. 

GENERAL  HARDWARE. 

Adzes  —  Carpenters',  per 

doz   12  50     14  00 

Axes  —  Single  bit, 

per  doz   6  00       9  00 

Double    bit,  per 

doz   10  00     12  00 

Bench  axes  ....  6  75  10  00 
Broad  axes  ....  22  75  25  00 
Hunters'  axes  .  5  00  6  00 
'Boys'  axes  ....  5  75  6  50 
Lathing  hatchets  4  70  10  00 
Shingle  hatchets.  1  45  6  75 
Claw  hatchets  .  .  J  70  5  00 
Barrel  hatchets  .     5  50       6  85 

Ammunition--"Dominion' '  Rim  Fire 
Cartridges  and  C.B.  caps,  50,  10 
&  2%  p.c;  B.B.  caps,  50,  10 
and  2%  p.c;  Centre  Fire  Pistol 
Cartridges,  25  and  2  %  p.c. ; 
Centre  Fire  Sporting  and  Mili- 
tary Cartridges.  10  and  10  p.c. ; 
Primers,  10  and  2%  p.c;  Brass 
Shot  Shells,  45  and  12%  p.c; 
Shot  Cartridges,  discount  same 
as  ball  cartridges. 
"Crown"  BTack  Powder,  "So- 
vereign" Bulk  Smokeless  Pow- 
der, "Regall"  Dense  Smoke- 
less Powder,  ''Imperial"  Shells, 
both  Bulk  and  Dense  Smokeless 
Powder.  Empty  Shells  all  35 
p.c 

Ordinary  drop  shot,  AAA  to 
dust  $7.50  per  100  lbs.,  25  per 
cent:  net  extras  as  follows  :  Chill- 
ed, 40c.;  buck  and  seal,  80c.; 
No.  28  ball,  $1.20,  per  100  lbs.; 
bags  less  than  25  lbs.,  %c.  per 
lb. 

Augers — Ford's  auger  bits,  30  and 
10;  Irwin's  auger,  47%;  Gil- 
mour's  auger,  60;  Rockford's 
auger,  50  and  10;  Gilmour's  car, 
47%:  Clark's  expansive.  40. 
Jennings'  Gen.  auger,  net  list. 

Barn  Door  Hangers — 

Double   straphangers,  doz. 

sets   6  50 

Standard  jointed  hangers, 

doz.   sets    6  45 

Steel,  track,  1  x  316  in. 
(100  ft.)    3  25 

Bells — D  oor  bells,  push  and  turn, 
45  and  10  p.c. 
Cow  bells,   65  p.c. 
Sleigh    bells,    shaft   and  hames, 
pair,  22c.  up. 

Sleigh  bells,  body  straps,  each, 
$1.15  up. 

Farm  bells.  No.  1,  $1.65. 
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Bolts  and  Nnts — 

Carriage  Bolts,  common  new  $1 
list. 

Carriage  Bolts,  %  and  smaller, 
70  p.c. 

Carriage  Bolts,  716  and  up, 
70  p.c. 

Carriage  Bolts,  Norway  Iron  ($3 
list),  (iO  p.c. 

Macliine  Bolts,  %  and  less,  60, 
10  &   10  p.c. 

Machine  Bolts,  7-16  and  up, 
60  p.c. 

Plough  Bolts,  55,  5   &   10  p.c. 

Blank  Bolts,  60  p.c. 

Bolt  Ends,  6  Op.c. 

Sleigh  Shoe  Bolts,   %  and  less, 

60  and  10  p.c. 

Sleigh    Shoe    Bolts,    716  and 
larger,   55   and  05  p.c. 
Coach  Screws,  new  list,  7  p.c. 
Nuts,  square,  all  sizes,  4V4c  per 
lb.  oS. 

Nuts,  hexagon,  all  sizes,  iVzC 
per  lb.  off. 

Stove  rods,  per  lb.,  5  %c  to  6c. 
Stove    Bolts,  80. 
Building  Paper,  Etc. — • 

Tarred  slater's  paper,  per 

roll    0  70 

O.K.  paper,  No.  1,  per  roll  0  75 
Plain  Fibre,  No.  1,  per  400 

ft.  roll    0  45 

Tarred  Fibre,   No.   1,  per 

400  ft.  roll    0  55 

Tarred   Fibre   Cycloue,  25 

lb.,   per  roll    0  55 

Dry  Cyclone,  15  lbs  0  45 

Plain  Surprise,  per  roll..  0  40 
Resin  sized  Fibre,  per  roll  0  40 
Asbestos   building  paper, 

per  100  lbs   4  00 

Heavy  straw,  plain  &  tar- 
red, per  ton  37  00 

Carpet  Felt,  per  100  lbs..  2  50 
Tarred  wool  roofing  felt, 

per  100  lb   1  80 

Pitch,  Boston  or  Sydney, 

per  100  lbs   0  70 

Pitch,  Scotch,  per  100  lbs.  0  65 

Heavy  Fibre,  32  &  60,  per 

100  lbs   3  00 

2  ply  Ready  Roofing,  per 
square    0  70 

3  ply  Ready  Roofing,  per 
square    0  95 

2  ply  complete,  per  roll.  1  15 

3  ply  complete,  per  roll.  1  35 
Liquid  Roofing  Cement,  brls. 

per  gal   0  15 

Liquid     Roofing  Cement, 

tins    0  20 

Crude  Coal  Tar,  per  barrel  3  50 
Refined  Coal  Tar,  tins,  per 

doz   1  25 

Refined  Coal  Tar,  per  bar- 
rel   4  50 

Shingle  varnish,  per  barrel  4  50 

Caps,  per  lb   0  06 

Nails,  per  lb   0  05 

Mop,  cotton,  per  lb  0  15 

Butts — Plated,  bower  barff  & 
nickel,  45  p.c. 

Wrought  brass,  45  p.c.  off  re- 
vised list. 

Cast  iron  loose  pin,  60  p.c. 

Wrought   steel    fast   joint  and 

loose  pin,   70  p.c. 
Cement — Portland,  bags  per 

bbl  1  55     1  65 

Cold  Chisels,  5x6  in.,  doz.  2  20 

Bevel  edge,  1  inch,  doz...  2  50 
Conductor  Pipe — 

2  inch,  in  10  ft.  lengths..   3  30 

3  "  "  . .   4  00 

4  "  "  .  .   5  28 

5  •■  "  .  .   7  26 

6  "  "  .  .  8  80 
Door  Knobs — Canadian,  45  and  10 

per  cent. 

Porcelain,  mineral  and  jet  knobs, 
net  list. 

Door  Sets-Caiiiulian,  50  .and  10  per 
cent. 

Door  pulls,  60  per  cent. 

Door  Hangers    (Parlor)  — 

Single  sets,  each    1  80 

Double  sets,  each    3  25 

Unbreakable  rail,  100  feet  5  00 

Draw  Knives — 

Carpenters'  6  inch,  doz...   5  25 
Holding  handles,  8  in.,  doz.  1  80 
Folding   handles,    8  inch, 
doz   1  80 

Escutcheon  Pins — Steel,  discount 
50  per  cent.  Brass,  55  per 
cent. 

Eavetrough — 

8  in.  in  100  ft.  lengths.  .   2  90 
10  "  •'  .  .   3  15 

12  "  "  .  .   3  68 

15  ••  "  .  .  5  25 

Factory  Milk  Cans — 

Milk  cans  and  pails,  40  p.c. 


Hand    delivery    and  creamery 
cans,  40  p.c. 

Railroad    and    cream    cans  and 
taps,  45  p.c. 

Creamery     trimmings,     75  and 
121/2  P-c. 
Files  and  Basps — 

Disston's,  Great  Western  Amer- 
ican, Kearney  &  Foot,  Arcade, 
J.  Barton  Smith,  Eagle,  McClcl- 
lan,  Ulobe,  all  70  and  10;  Black 
Diamond,  60  and  10;  Nicholson, 
62  2-3;  Jowett's  (English  list), 
27  Va. 

Hammers-— Tack,  iron,  doz..  0  35 
Ladies  claw,  handled,  doz.  0  60 
Adze  eye  nail  hammer,  10 

oz.,   doz   1  25 

Adze  eye,  hickory  handle, 

1  lb.,  doz   6  25 

Adze  eye,  straight  claw,  1 

lb.,   doz   7  no 

Farriers  hammers,  10  oz., 

doz   CO 

Tinners    setting,     M  lb., 

doz  4  50 

Machinists,   %   lb.,  doz...  3  20 
Sledge,    Canadian,    5  lbs. 

and  over    0  u6 

Sledge,  Masons,  5  lbs.  and 

over    .   08 

Sledge,   Napping,   up  to  2 

lbs   0  09 

Harvest  Tools,  50  and  5  p.c. — 
Sidewiilk   and   stable  scrapers, 
net,  $2.25. 

Wood    hay    rakes,    40    and  10 
per  cent. 
Lawn  rakes,  net. 
Hinges — Blind,   50  per  cent. 

Heavy  T  and   strap,   4-in.,  100 
lbs.    net,    $7.25;    Heavy   T  and 
strap,  10-in.  and  larger,  $6.25. 
Light  T  and  strap,  65  p.c. 
Screw   hook    and   hinge,  $3.50, 
$4.50. 

Crate  hinges  and  back  flaps,  65 
and  5  p.c. 

Chest  hinges   and  hinge  hasps, 
65  p.c. 

Hinges  (Spring)  —  Spring,  per 
gross — No.  5,  $16.10;  No.  10, 
$16.10;  No.  20,  $9.50;  No.  60, 
$17.58;  No.  51,  $7.76;  No.  120, 
$16.10. 

Hooks — Bright  wire  screw  eyes,  60 
p.c. 

Bright    steel    gate    hooks  and 
staples,  40  p.c. 

Iron  screw  hooks,  60  and  20  p.c. 
Iron  gate  hooks  and  eyes,  60 
and  20  p.c. 

Crescent  hat  and  coat  wire,  60 
per  cent. 

Stove   pipe    eyes,    kitchen  and 
square   hooks,   60  p.c. 
Ladders — 3    to    6    feet,    12c.  per 
foot;  7  to  11  ft.,  13c. 
Extension  ladders,  15c.  per  foot 
up. 

Lanterns — No.  2  or  4  Plain  Cold 
Blast,  per  doz.  $6.75. 
Lift  Tabular  and  Hingle  Plain, 
per  doz.,  $5.00. 

Japanning,  50c.  per  dozen  extra. 
Prism  globes,  per  dozen,  $1.20. 
Lamp  wick,  50  per  cent. 
Lawn  Hose — Competition  grade,  70 
and  5. 

Locks  and  Keys— Caniuiiiin  50  nnil 
lit  per  cent. 

Mallets —  Tinsmith",    2%  x 

51/^  in.,  per  doz   1  25 

Carpenters',    round  hick- 
ory,,  6   in   1  95 

Lignum   Vitae,    round,  5 

inch    2  40 

Caulking,  No.  8,   oak....  15  00 

Mattocks — 6  lb.,  18  inch,  $6  doz. 
Picks,  6  to  7  lb.,  4.65  doz. 
Pick  handles,  $1.85  dozen. 
Prospectors'      hammers,  16% 
cents  per  lb. 

Drilling   hammers,    6    cents  per 
lb. 

Crowbars,    3%    cents   per  lb. 
Oilers — Kemp's  Tornado  and  Mc- 
Clary's  Model  galvanized  oil  can, 
with  pump,   5  gallon,  per  doz., 
$10.00. 

Davidson   oilers,   40  p.c. 
Zinc  and   tin,   50  p.c. 
Coppered  oilers,   50  p.c. 
Brass  oilers.  50  p.c. 
Malleable,  75  p.c. 
Planes — Wood    bench,  Canadian, 
40,  American,  25  p.c. 
Wood,    fancy,      30    to     35  per 
cent. 

Rope  and  Twine — 

Sisal  rope    0  08% 

Pure  Manilla  rope  ...  0  10% 
"British"    Manilla    ...  0  08% 


Cotton,  3-16    inch  and 

larger    0  24 

Russia    Deep   sea    ....  0  16 

Jute    0  09 

Lath    Yarn,    single....  0  08 
Lath   Yarn,   double    ...  0  08% 

Sisal    bed   cord,   48  feet, 

per   doz  0  65 

Sisal    bed    cord,    60  feet, 

per   doz   0  80 

Sisal    bed    cord,    72  feet, 

per   doz  0  95 

Cotton  clothes  line,  27%  off. 
Bag,  Russian  twine,  per 

lb   0  27 

Wrapping,   cotton,  3ply 

twine    0  26 

Wrapping,    cotton  4-ply 

twine    0  30 

Mattress  twine,  per  lb.  0  45 
Staging    twine,    per    lb.  0  35 

Rivets  and  Burrs — Iron  Rivets, 
black  and  tinned,  60,  10  and 
10. 

Iron  Burrs,  60  and  10  and  10 
per  cent. 

Copper  Rivets,  usual  proportion 
burrs,  35  and  12%   per  cent. 
Copper  Burrs  only,  22%  p.c. 
Rivet  Sets — Canadian,  35  to  37% 

per  cent. 
Sad  Irons — Mrs.    Potts,  No. 

.V),  polished,  per  set  0  85 

Mrs.  Potts,  No.  50,  nickle- 

plated,  per  set   0  95 

Mrs.   Potts,    handles,  jap- 

aned,  per  gross    8  40 

Common,  plain    4  25 

Common,   plated    5  50 

Asbestos,    per   set    1  50 

Sand  and  Emery  Paper,  35  p.c. 
Sash    Weights — Sectional,  1 

lb.  each,  per  100  lb.  ...  2  25 
Sectional,  14  lb.  each,  per 

100    lbs  2  40 

Solid,  3  to  .SO  lbs   1  60 

Sash  Cord — ^No.  8,  per  lb.  0  31% 
Screws — Wood,  F.H.,  bright 

and  steel   85  and  10 

Wood,  R.H.,  bright  ..80  and  10 
Wood,  F.H.,  brass  ..75  and  10 
Wood,  R.H.,  brass  ..70  and  10 
Wood,  F.H.,  bronze  ..70  and  10 
Wood,  R.H.,  bronze..  65  and  10 

Drive  screws   85  and  10 

Set,   case  hardened.. 60 

Square  cap   50  and  05 

Hexagon    cap   45 

Bench,  wood,  per  doz.,  .$5.00. 
Bench,  iron,  per  doz.,  $4.25. 
Screws   (Machine)  — 

Flat  head,  iron  and  brass,  35 
per  cent. 

Fillister  head,   iron,   30;  brass, 
25  per  cent. 
Shovels  and  Spades — 

Canadian,  No.  1  and  2  grade,  60 
and   214  p.c. 

No.  3  and  4  grade,  50  and  2% 
per  cent. 
Soldering  Irons — 

Base,   per  lb.,   28  cents. 
Sap  Spouts — 

Bronzed  Iron  with  hooks, 

per   1,000    7  50 

Eureka  tinned  steel,  hooks, 

per   1,000    8  00 

Staples — - 

Poultry  netting,  100  lbs..  .  5  70 
Bed,  100  lbs..  No.  14  ...  .   6  75 

Blind,  per  lb   0  12 

Coopers'    staples,    45    per  cent. 
Bright    spoar    point,      75  per 
cent. 
Stovepipes  • — 

5  &  6  in.,  per  100  lengths.  7  62 
7  inch,  per  100  lengths..  8  18 
Nestable.  40  per  cent. 
5  and  6-incli  elbows,  per 

doz   1  22 

7-inch  elbows,  per  doz...  1  35 
Thimbles,  70  p.c. 
Carpet  tacks — blued,  80  and  10 
p.c;  tinned,  85;  (in  kegs),  40; 
cut  tacks,  blued,  in  dozens  only, 
80  and  10;  !4i  weights,  CO; 
Swedes  cut  tacks,  blued  and  tin- 
ned, bulk,  85  and  5,  in  dozens,  75 
and  10;  Swedes,  upholsterers', 
bulk.  90 ;  brush,  blued  and  tinn- 
ed, bulk,  70  and  10;  Swedes, 
gimp,  blued,  tinned  and  japanned, 
82%;  zinc  ttocks,  35;  leather  car- 
pet tacks,  35;  copper  tacks,  45; 
copper  nails,  50;  trunk  nails, 
black,  65  and  10:  trunk  nails,  tin- 
ned and  blued,  65  and  10;  clout 
nails,  blued  and  tinned,  65  and 
10;  chair  nails,  35  and  10;  patent 
brads,  40  and  10;  fine  finishing, 
40  and  10;  lining  tacks,  in  papers, 
net;  lining  tacks,  in  bulk.  15; 
lining  tacks,  solid  heads,  in  bulk, 
75;    saddle  nails,   in   papers,  10; 


laddie  nails,  in  bulk,  15 ;  tufting 
buttons,    22    line   in   dozens  only, 
60;     zinc     gluziers'     points,  5; 
double  pointed  tacks,   papers,  90 
and  10;  double  pointed  tacks,  balk, 
55;    clinch   point   shoe    rivets,  45 
and  10;  cheese  box  tacks,  87%; 
trunk   tacks,    80   and   20;  straw- 
berry box  tacks,  80  and  10. 
Thermometers — Tin  case  and  dai- 
ry, 75  to  75  and  10  p.c. 
Tinners'  Snips — 35  per  cent. 
Tinners'  Trimmings — 45  per  cent. 
Plain    and     retinned,     75  and 
J  21/2- 

Traps    (steel    game)  —  Newhonse, 

30  per  cent. 

Hawley  &  Norton,  40,  10  and  5 
per  cent. 

Victor,  60  and  5  per  cent. 

Oneida    Jump    (Star),    50,  10, 

and   5  per  cent. 
Wheelbarrows — 

Navvy,  steel  wheel,  dozen  21  20 

Garden,  steel  wheel,  doz.  32  40 
Wrought  Iron  Washers — Canadian, 

50  per  cent. 
Wire   Cloth — Painted    Screen,  in 

lOO  ft.  rolls,  $1.65  per  100  iq. 

ft.;    in    50-ft.    rolls,    $1.70  per 

100   sq.  ft. 

Wire  Door  Mats — 16  x  24,  doz., 

$9.00. 

H0USEFURNISHING3. 
Stoves  and  Ranges — 

Gas  ranges,  50  per  cent. 
Stoves    and    ranges,    50    and  5 
per  cent. 

Furnaces,  45  per  cent. 

Registers,  70  and  10  per  cent 
Range     Boilers — 30-gallon,  Stan- 
dard, $4.75;  extra  heavy,  $7.00. 
Kitchen  Sinks — Cast  iron,  16x24, 

$1;  18x30,  $1.15:  18x36,  $1.95. 

Flat  rim  enameled  sinks,  16x24. 

82.6.5:  18  x30,  83.10;  18x36,  $4.15 
Enameled  Ware — White  ware,  75 

per  cent. 

London  and  Princess,  50  per 
cent. 

Canada,  Diamond,  Premier,  50 
and  10  p.c. 

Pearl,    Imperial,    Crescent  and 
trranite  steel.  60  and  10  per  cent. 
Pieiuier  steel  wan?,  60  and  10  p.c. 
Star  decorated  steel  and  white, 
25  per  cent. 

Hollow  ware,  tinned  cast,  50 
per  cent.  off. 

Enamelled  street  signs,  40  per 
cent. 

Copper  Ware — Copper  boilers,  ket- 
tles, 50  p.c. 

Copper  tea  and  coffee  pots,  45 
per  cent. 

Copper  pitts,   40  per  cent. 

Galvanized  Ware — Dufferin  pat- 
tern pails,  50  per  cent. 
Flaring  pattern,  50  per  cent. 
Galvanized  washtubs,  45  p.c. 

Pieced  Ware,  3.5  per  cent.— 

Copper  bottom   tea   kettles  and 
boilers,   35  p.c. 
Coal  hods.   40  per  cent, 
lioilci-  anil  tea  kettle  p  t  .10 
per  cent. 

Stamped  Ware — Plain,     75  and 
12%  per  cent. 
Retinned,  75  and  12%  p.c. 

Silverware — Holloware,     40,  flat- 
ware, 40  and  10. 

Churns — No.  0,  $9;  No.  1,  $9;  No. 
2,  $10;  No.  3,  $11;  No.  4,  $13 
No.  5,  $16;  f.o.b.  Toronto 
Hamilton,  London  and  St, 
Marys,  40  per  cent.;  f.o.b.  Ot 
tawa,  Kingston  and  Montreal 
37%  and  10  per  cent. 

Washing  Machines — • 

New  Ontario    41  25 

Round,  re-acting,  per  doz.  73  75 
Square,    re-act.   per  doz.  77  50 

Dowswell    52  50 

New  Century,   Style   A..  101  25 

Ideal  Power   180  00 

Daisy    73  25 

Stephenson    74  00 

Puritan   Motor   165  00 

Connor,  improved    52  50 

Ottawa    55  00 

Connor  Ball  Bearing ....  112  50 
Connor    Gearless  Motor 
Washer   180  00 

Wringers — 

Roval   Canadian,    11  in., 

doz   47  75 

Eze,  10  in.,  per  doz.   .  .  46  75 

Bicvcle,  11  inch    60  50 

Trojan,  12  inch   100  00 

Challenge,  3  year,  11  inch  53  25 
Ottawa,  3  year,  11  inch.  58  25 
Favorite,  5  year,  11  inch.  61  75 
20  per  cent. 
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Quality  sells  our  Glass 

When  buying  Window  Glass,  see 
that  you  get  the  world-wide  brand 


Manufacturers  of  all  kinds  of  British 
Window  Glass,  Polished  Plate,  Silvered 
and  Bevelled  Plate,  Wired,  Rolled  and 
Cast,  Rolled  Cathedral,  Figured  Rolled 
White  and  Tinted,  Glass  Shades,  etc. 

Pilkington  Bros.,  Ltd. 


MONTREAL 
WINNIPEG 


TORONTO 
VANCOUVER 


Works:— St.  Helens,  England 


There  is  a  tide  in  the  affairs  of  men 
Which,  if  taken  at  the  flood. 
Leads  on  to  fortune. 

— Julius  Caesar 


P 


LATE 


S 


HEET 


We  carry  in  stock  Plate 
Glass  of  all  thicknesses 
ranging  from  i"  to  H". 
Write  us  when  you  re- 
quire anything  special  in 
Glass. 


F 


IGURED 


L 


EADED 


IRRORS 


If  you  require  Leaded 
Glass  we  would  be 
pleased  to  send  you  our 
Catalogue  of  colored 
designs  upon  receipt 
of  your  request. 

The 

Consolidated  Plate  Glass  Co. 

of  Canada,  Limited 

Toronto  Ontario 


M 


HEADQUARTERS 
FOR 

Lead  Pipe 
Lead  Waste 
Traps  and  Bends 
Sheet  Lead 
Solder,  &c. 


Do  not  Hesitate  When  the  right  opportunity  presents  Itself. 

In  tlic  race  for  fortune,  the  man  who  grasps  his  opportunities  is  the  man  wlio  wins. 
A  word  to  the  wise  is  sufficient. 

Never  be  without  a  stock  of 

HARRIS  HEAVY  PRESSURE 

(THE  COPPER  COATED  CAKE) 

THE  BABBIT  METAL  WITHOUT  A  FAULT 

It  is  used  from  Coast  to  Coast.       Is  highly  satisfactory  wherever  used. 

P^T/^  IMPFR  Q     l^MO\A/    '"^  "■'"^  specify  HARRIS  HEAVY  PRESSURE  -  Experience  has  proven  that  il  positively  elimin- 

'-'i^^li^'-'*-<*vO     rVllW  W  fiiction  and  runs  cool  at  any  sped. 

I-I  A  R  r4\A/ A  P  F  IVyiPM     K'MOAA/  "'"'^  '^"'^  •''^'^  Babbit  Metal  without  a  fault.    HARRIS  HEAVY  PRESSURE  is 

ni\l\U  VV  /\r\.LlVlELill      IVl^  W  VV     „f„„)  fo  slock.    Tt  brings  repeat  orders. 

THE  CANADA  METAL  COMPANY  LTD.  -  -  Eraser  Avenue,  TORONTO 

When  writing  to  advertisers,  kindly  mention  the  Canadian  Hardware  and  Stove  Journal. 
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A  STATEMENT  IN  FULL 

111  at  is  what  the  user  of  a  McCaskey  Account  Rci^istcr 
<cives  his  customer  after  each  purchase. 

At  the  time  of  the  sale  the  merchant  who  uses  The  Mc- 
Caskey Gravity  Account  Rej^ister  System  posts  and  totals 
each  account  to  date.  He  cuts  out  all  useless  bookkeep- 
ing' (postin<j  and  copying'  from  one  book  to  another),  prevents 
errors  in  his  accounts  and  disputes  with  customers,  because  each 
patron  has  the  same  record  of  his  account  and  in  the  same 
liand-writing-  as  he  has,  prevents  forgotten  charges,  that  is,  g-oods 
sold  but  never  charged,  collects  his  money  automatically  and 
faster  than  any  human  ag'ency  could  collect  it,  has  an  automatic 
credit  limit  and  is  protected  against  loss  of  insurance  in  case  of  fire 
because  with  the  McCaskey  System  proof  of  loss  can  be  furnished 
ill  an  hour's  time  to  the  satisfaction  of  any  insurance  adjuster. 


Only 
One  Wr  \ing 


\ou  don't  have  lo  wail  uiilil  tlie  inaii  lu-xl  door  or  on  the 
corner  has  installed  the  McCaskey.  Then  it  will  be  too  late. 
Act  now  !  Please  your  trade  by  g'iving-  them  a  statement  in 
t'ull  with  each  purchase,  cut  out  useless  bookkeepinj^  and  get 
more  information  about  your  business  with  less  expenditure  of 
time,  labour  and  money. 


SYSTEM 


First  and  Still 
the  Best 

Seventy  thousand  retail  merchants  are  using  the  McCaskey 
System  and  tell  us  that  it  pays  for  itself  several  times  in  the 
course  of  the  first  year  it  is  installed. 

A  letter  or  postal  card  will  bring  you  information  without 
obligation  on  your  part  to  purchase. 

Or,  tear  out  this  advertisement,  sign  your  name  and  address 
and  we'll  know  \  ou  want  informatiim. 


DOMINION  REGISTER  CO.,  Limited 

90-98  Ontario  St.,  Toronto,  Canada 


Branches:  New  York,  Boston,  Pittsburg,  Chicago, 
Minneapolis,  Kansas  City,  San  Francisco, 
Atlanta,   Memphis,  Washington. 


519-521  Com  &  Produce  Exchange,  Manchester,  England. 
The  McCaskey  Register  Co.,  Alliance,  Ohio,  U.S.A. 


THE "GEM" 
WASHER 

HIGH  SPEED  FLY  WHEEL 
RAPID    ACTION  DASHER 


For  smooth  running, 
easy  working  and 
rapid  action  this  ma- 
chine has  no  superior. 

The  Dasher  causes 
a  great  agitation  in 
the  water,  and  the 
clothes  are  cleansed 
very  quickly. 

"  Gem  "  Washer 
tubs  are  made  of  best 
quality  red  cypress, 
and  all  castings  are 
aluminum  bronzed. 


Manufactured  by 


J.  H.  CONNOR  &  SON,  Limited 


OTTAWA 


ONTARIO 
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Legg  Bros   17 
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Monarch  Typewriter  Co   20 
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N 

Nat.  Cash  Reg.  Co   62 
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Ontario  Lantern  &  Lamp  Co   8 


Page  Wire  Fence  Co   18 

Pike  Mfg.  Co   61 

Pilkington  Bros   59 
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A.  Kanisay  Co   45 
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S 
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/UFK/N 


IN  THE  LINE  OF 


DOMINION 
MADE 


Measuring  Tapes  and  Rules 

is  a  Name  and  Trade-mark 
standing  for  the  very  best 


Our  extensive  advertising  in  Canada  has  created  a  demand 
that  every  progressive  dealer  should  be  able  to  satisfy. 

TMS: fUFKIN RULJE  C^.  OfQaNADAJtJ). 
W/NDSOJtONr, 


Do  you  handle  Belleville  No.  99 
Cylinder  Night  Latch  ?  If  you 
will  ask  your  jobber  for  it  and 
compare  with  any  Night  Latch 
on  the  market  at  the  same  price, 
you  will  not  handle  any  other. 

Send  For  Our  Catalogue  No.  3 


THE 


Belleville  Hardware  &  Lock  Mfg.  Co.  Ltd. 

BELLEVILLE,  CAN. 


The  Early  Morning  Shave 

IS  now  made  a  Comfort  and  a  Delight.  Pike 
Strop-Hone  users  are  multiplying  daily  and  every 
man  that's  using  one  is  telling  his  friends  about 
it.  Every  one  sold  is  sure  to  sell  a  dozen  more. 
As  a  dealer,  why  not  come  along  with  us  and 
share  some  of  the  profit  ? 

Pike  Mfg.  Co.,  Pike,  N.H. 


COWAN  &  BRITTON 

HINGES  -BUTTS— HARDWARE 

UNIFORM  DEPENDABLE  QUALITY 

The  cost  of  Cowan  &  Britton  goods  is  about  the  same  as  that  paid  for  inferior 
lines.    Specify  Cowan  &  Britton  make  when  ordering  from  your  jobber. 


FACTORY  AND  HEAD  OFFICE 


GANANOQUE,  CANADA 


u/    .        D  .  .         I  C).  PHILIP.  291     Portage  Ave..  Winnipeg. 

Western  Keprescntatives  ,  d    rM^ti  \/iir    d  rt  d       locri  \r  n  r> 

1  K.  ULslLVIL.  P.O.  Box  1259.  Vancouver,  B.C. 


Look  for  the  above  brand 


PAWDIW    lf,\iM)\V,\Rf:    A\|)   STfrvK  .lOrKXAT. 


The  Best  Receipts  are  those  Printed 
by  National  Cash  Registers 


BECAUSE 


lakes  no  lime  to  make  it  out.  Receipt  is 
printed  automatically  as  the  sale  is  recorded. 
Better  thai,  written  receipt  because  it  is 
indelibly  printed.  Duplicate  record  is  lett 
inside   the   Reg^ister  under  lock  and  key. 


Only  sytem  that  enforces  correct  record  of 
all  cash  sales,  all  credit  sales,  all  money 
receiv'ed  on  account,  and  all  money  paid 
out.  Its  receipts  advertise  the  merchant's 
business,  and  satisfy  customers. 


Every  Merchant  Should  Give  a  Receipt 

Hecause  it  is  the  only  way  to  stop  mistakes,  stop  losses,  remove  temptation,  and  insure  him  all 
his  profits.  National  Cash  Res^ister  Receipts  offer  the  greatest  protection  to  proprietor,  customer 
and  clerk.      A  National  Cash  Reg^ister  pays  for  itself — a  million   merchants  have  proved  it. 


Find  Out  About  Our  "Get  a  Receipt"  Plan 

The  National  Cash  Register  Company 


K  'fice  for  Canada 

^^5  lONGE  ST. 


Canadian  Factory 
TORONTO - 


Manager  in  Canada 
F.  E.  MUTTON 


I 


I 


